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Columbus Bolt Works, THWMERS FIND. | THE ATLAS BOLT & SCREW 


' By advertising and usin, 
Columbus, 0. ~ — amma P on have unsurpassed fe 
UTOmA cilities for the manw 


Bolts, = a CHIMNEY TOPS 
rs : ==' facture of 
Nuts, mri They make chim 
h, . neys draw, give 


Washers, “S Gin? tinners employ, Stove Bolts, 


Turn a ment making 
—w BJTHD the dealers pront Stove Rods, 
Machine Screws, 


Buckles, ile > ea Sold by Hard- 
Pointed Pins, 


Bridge and Roof Rods . Wasce'Ucs ane ware Jobbers 
Threaded Wires, 
Rivets, 


and ad j é a Made only by 
KINDS t wy 
Thy POWERS 
ay CAR: oO Ss - ™ BROS. 
Special Belts, 


meA0R rN = CATALOGUB b (2 SeEER STREATOR, ILL. 
Mica Bolts, 


La cut free to 
Cold Pressed Nuts, 


























Flat Head Counter Sunk Stove Bolt 


PURE ASPHALT ROOFING 


Never Dries Out or Cracks. Pane *csntTeret Renz, Reve. Stet Fal, Ba BURTON'S 


We havea large clien- 
tele among stove men whe 


Fuel Economizer appreciate our high 


quality, prompt deliv. 


i d attractive 
J. is oe & CO.., 235 Lake St. CHICAGO ° Attached to a stove pipe pes roy Let = haar 


faves more fuel and - from you. 
radiates more heat than 
any other stove pipe at- 
tachment. 


‘ ‘ Bt AN EASY seLter.} | Crying—to—do—business— 
N ever Will ae 


Assertions Backed by 


Leak “er Sah . = eae winking—at—-a—-girl—in—the— 


so W.J.BURTON & CO. dark; —you—know-—_what—you—are 
American Seal Elastic Oil DETROIT, MICH. doina——-but—-nobody —else , 


cement will not get hard—always 
stays elastic. 
Stops leaks in any roof—old or new, and will wear 


for years. Fix up the roof now and stop ‘the leakage—in 
money and roof. ac iamon i ey an asps. 


Use it on new work for jointing and ’round r 
skylights—follow it with a coat of American Seal Roof PERFECT—ALWAYS 


Paint—the best made—and the top of your house is safe 
for years. Prices for the asking. Twelve <o My, At 


yo Wh. ee ae iNedals International 
Chicago. Awarded Expositions. 


— ay vena L. Perkins & Co., 235 Lake St., C 
Cc. & H. BARNETT Co., 


| Stockhoft Supply Co., 432 to 436 S. 12th St., St. Louis. 
Black Diamond File Works, PHILADELPHIA, PA. 


Nicholson File Co. 


GENERAL OFFICES: PROVIDENCE, R. L, U.S.A. 


Manufacturers of 









































THIS SPACE FOR SALB 


Sp wey eae 2 =a 
ee FILES==RASPS 


NICHOLSON, ARCADE, GREAT WESTERN, EAGLE, 
KEARNEY & FOOT, AMERICAN, McCLELLAN, J. B. SMITH, eoub a 


GENEVA TOOL CO. Hand Agricultural Tools, pay 
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The Dealer who sells Ideal Boilers and Am- 
erican Radiators can do his level best. The 
goods help him to do it—and profitably. 





- AMERICANRADIATOR COMPANY 


LAKE & DEARBORN STREETS, CHICAGO. 
New York. Boston. Philadelphia. Buffalo. St. Louis Minneapolis. Detroit. 


The Colum bia | “Defenders Boiler 


Burner. For Soft and Hard Coal. Portable 
and Brickset. 


OVR NEW PORTABLE Kewanee Boiler Company, Kewanee, Ill. 
BOILER 33333333 167 E. LAKE ST., CHICAGO. 


for Steam and Hot-Water Heating, is a “THE ILLINOIS” 
trade winner. If you have not received 
» \ our price-list write for it and secure the | | Soidin Have Stood 


. E t the T 
agency for your city. very State z : bi tg of 
































METALLIC SKYLIGHTS 
Made in 10 Styles and 600 sizes. 

**THE ILLINOIS” are the best skylights made. We 
also manufacture Cornices, Finials, etc. Send for 
handsome illustrated catalogue. Ribbed skylight 
glass furnished at very lowest prices. 


J. H. JONES, Mfr., 


Lock Box 33. STREATOR, ILL. 

















GOLD M. TRAVILLA, 


ga tp VOLD MEDay eu 
© jl iat LES oumet es 


“ ro _ JJi JjJo 
—- 


“‘Air-Tight” Stoves 





“Eagle” Brand Copper Rivets and Burrs 
STANDARD FOR QUALITY. (Lake Superior Copper.) 
—MANUFACTURED BY— 


THE PLUME @ ATWOOD MFG. CO. 


29 Murray St..NEW YORK 196 Lake St., CHICAGO, ILL. 


FAUCETS. 


Beer 

Milk Can 

Oil Can 

Cream Separator, 


of Various Sizes and Styles. 
MF D. BY 


wncmmen., WW Tue CLARK NOVELTY CO.) | | 
ROCHESTER. N. Y. ‘THE VERY BEST.” 


“ROME” 
NICKEL PLATED COPPER WARE 


Tea Kettles, Range Kettles, Tea and Coffee Pots, Wash Boilers, Etc. 


ROME MANUFACTURING COMPANY, ROME, N.Y. » 
WRITE US FOR PRICES. Address Department A. 
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The Improved Hero 


Is the Best for a COLD CLIMATE 


Deep 
Ash-Pit 


Each 
Grate-Bar 
Shakes 
Separateiy 
No 
Cog- 
Wheels 


or 


II) 
Hi 


ag = 
: aw 
——_ Hi} iii 
gnce—. "ul 


Bolts 


TTT 


~~. to 


Grate 


For Particulars Write to 


Chas. Smith Company 


122 Lake Street, CHICAGO 


8 
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SOMETHING 
NEW 


N 








STEEL 
RANGES 


The Newest and Best on the 
Market. 





won - ES TTT TT 
- * 


MODERATE PRICED. 


Write for Catalogue. 


JOHN KONTNY 


153-159 So. Jefferson Street, 
| CHICAGO. 

















na 
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DO IT NOW! 


INVESTIGATE 


“4 The Only Furnace 
| poms Air Inlet having a coking and smoke- 


be burning magazine for the eco- 

bf nomical and scientific burning 
$ . “ 

of soft coal. 







The Only Furnace 
having a separate feed for 
hard coal or coke. 


~ arco ft Gombination Furnace 


nun i ——————e that burns successfully soft 
coal, hard coal, coke and long 
wood. 
\i Soft Coal 
’ Feed and . 
coco A Time-Tested Furnace 


that has been in successful use 
for thirty years. 


A Durable Furnace 


because it is made of the best 
of materials. 


‘= An Economical Furnace 


because it is scientifically con- 
structed and has features for 
the economical use of fuel 
found in no other furnace. 





Main Fire Bow] 








Our new “RED BOOK” will tell you all about this 
Furnace. Send for it. 


THE PATRIC FURNACE COMPANY, 


SPRINGFIELD, OFIO. 
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After Twelve Years 


ON THE MARKET IN WHICH IT HAS BEEN IN 
COMPETITION WITH FURNACES OF EVERY 
KIND AND STYLE THE % ial bial % ad 





AKRON AIR BLAST 


Remains 


in the Lead 


In fact, our capacity has been 
quadrupled to supply the demand 
and dealers are advised to apply 
early for agency. We are pro- 
gressive and up-to-date and give 
our customers the latest furnace 
The Akron Air Blast, 


with its new front is the hand- 


ideas. 
somest furnace on the market. 
It is made in seven regular sizes 


and six sizes for low cellars. 





So'tid Comfort Furnace. , 


ty BRINGS 
SOLID COMFORT 


in heating to every user. It 
is built on honor and sold on 
its merits ™% * * * 





— = 


Capacity 6,000 a year. 


May @ Fiebeger, Manirs., 


AKRON, OHIO. 
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TH “STANDARD” 
WICKLESS BLUE FLAME 


For Coal or Gasoline. 


Lights Quicker and Burns Five years of success without 
Better than any other change in construction, and 
Wickless Stove. remains in popular favor. 





by irl ea — - > ee 


The “STANDARD” Wickless is simple in construction, and will do all kinds of 
kitchen work perfectly and economically. 


SOLD BY THE FOLLOWING JOBBERS: 





F. M. BORDEN & BRO., FARWELL, OZMUN, KIRK & CoO., 
Philadelphia, Pa, St. Paul, Minn. 
A. L. CANFIELD, HOLBROOK, MERRILL & STETSON, 
284 Pearl Street, N. Y. City. San Francisco, Cal. 
THE 8S. M. HOWES CoO., TOWNLEY METAL & HARDWARE CoO., 
Boston, Mass. Kansas City, Mo. 
W. B. BELKNAP & CO., BARTLETT & NORRIS, 
Louisville, Ky. Lincoln, Neb. 
F. TIEMANN STOVE & HARDWARE CO., LOGAN-GREGG HARDWARE CoO., 
St. Louis, Mo. Pittsburgh, Pa. 
TOWNLEY STOVE CoO., MORLEY BROS., 
Terra Haute, Ind. Saginaw, Mich. 


Orders direct to us will have p-ompt attention. 


AMERICAN STOVE CoO. 


T=STANDARD LIGHTING DIVISION 


CLEVELAND, OFFIC. 
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Maxim 
Steel 


Range 


Have 
No 
Competition 
at the 
Price 





WHITE’S MODEL. 


Bas THOMAS WHITE 
<==) STOVE COMPANY. 


QUINCY, - - - ILLINOIS 












Why 

Not 

Write 

for 

Our 
Latest 
Catalogue 
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THEY WORK—THEY WEAR 
THEIR PRICE IS FAIR. 


TREMONT STOVES & RANGES 


MADE IN PITTSBURGH, 

















There is a man ia our town, Aad now he tells how fast they sell-- 
Aad he is wondrous wise, And so well they suit his trade 
He bought a line of TREMONT STOVES, That he is buyiag Gold Bonds, 
And began to advertise. With the profits he has made. 


Tremont Stoves came to us with an established reputation for durability and gen- 
eral merit. We have improved their quality where we found it possible. We have added new 
patterns when we thought them to be desirable or necessary. The Catalogue now shows a com- 
plete assortment of goods of such universal merit—that Tremont Stoves become a household 
word wherever introduced. This line contains some of the most valuable specialties known to 
the Stove Trade. 








Have you seen the Tremont Self- 
Feeding Oak for Soft Coal? It has a 
successful past **‘ promising future 


THE PITTSBURGH 
STOVE & RANGE CO. 


Pittsburgh, Pa. 


























SUN STOVES 


Acknowledged Unequal and 


Court Competition. 
Gasoline. Oil and Gas Stoves, Ovens and Oil 
Heaters, Hot Blast, Smoke Consuming, Coal 


Heaters, Air-Tight Heaters for Wood, 


Gasoline Torches and Lamps. — 


THE PEERLESS SVN GASOLINE STOVES 


Are Odorless, Unique, Easy to Light, Safety Double Tanks and Warming 
Closet. 


OUR JUNIOR GASOLINE STOVES 


Have a Two-Valve, All-Brass Burner—the very BEST on 
the market. Works perfect. 


THE SUN STOVE CO. Brno 
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Ohe 
Faultless 


Malleable 
Steel Range 


STATE AGENCIES 
Be desired with leading jobbers for 
Southern or far West territory. 








> @— COUNTY AGENCIES 
desired with enterprising stove 
merchants East of Missouri River. 





MORE MALLEABLE 
THAN OTHERS 





— % LESS BREAKABLE 
a, 7 THAN OTHERS 


THE FAULTLESS MANUFACTURING CO., “4gsee" Chicago 
































KEITH FURNACE CO.., Des Moines, lowa 


THE 


Monitor Furnaces 


Combination Heaters 


STAND FOR 


“The Best at a Reasonable Price.” 





They are fitted with one piece Steel Bar 
Casing Rings. 

The full line is krown under the name, 
‘*Monitor.”’ 

We do not make a series ‘‘C’’ or a ‘*Moni- 
tor Junior’’ to distinguish a cheap, feather- 
weight furnace from a heavy, well constructed, 
well made, well finished, up to date article. 

The accompanying cut is the pattern most 
generally used. We have other styles and many 
sizes. 

Our 1903 complete catalogue which illustra- 
> tes and describes the Monitor Heaters, also 
_ Registers, Furnace Pipe and Fittings. 

We solicit the trade. 
Write us for catalogue and prices. 
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There’s Only One Warm-Air Generator 











In Construction and Principle 


A KELSEY WARM AIR GENERATOR IS UNLIKE ANY 
OTHER HEATER IN EXISTENCE AND IS PATENTED. 


Some of Its Talking Points 
and Real Advantages: 


Weight and.cleating Surface double that of the ordinary 
furnace; 


Saves Fue! because all the heat generated by the fire is 
utilized and because no heat is lost in the cellar or up 
the chimney; 


Warms air by a new method and enough for heat and 
ventilation; 


Controls and Forces the warm air to distant or exposed 
rooms; maintains an even temperature; is clean; easy to 
manage, and assure results equal to INDIRECT systems 
of steam or hot water heating, and has the prestige of . 4) - 
thousands of users who are talking about the satisfactory 2 it 
results obtained with it. - P/ 


™» 
[— VARA i 
BY 


22,000 in Use. 600 Dealers Selling. AZAR DACA REG EN ERAT O Ri 


THE 

















KELSEY HEATING CO. | COOK & VAN EVERA CO. 


Makers. SYRACUSE, N. Y. |] Sais" cents 38 Lake Sst., CHICAGO, ILL. 


“THE WINNER’ | 


Down-Drait Stove | 


A Fuel Saver. Burns One-Half 
Less Than Other Stoves. 


Fire-Pot at top of stove. Smoke-Pipe at base. 
All heat is drawn to the floor. 

Fresh fuel being placed on top of fire, gas and 
smoke are drawn down through the fire to the base of 
the stove and consumed. 























THE MEYER-NEVILLE-HARDWARE CO. 
WHOLESALE—HARDWARE-RETAIL 


MERIDIAN, MISS., 1-3-03. 

PECK-HAMMOND CO., Cincinnati, O, 

Gentlemen:—Enclosed herewith we hand you 
check covering your invoice for like amount. 

We have given this stove a test at our own resi- 
dei:ce and it is our opinion that you have the FIN- 
EST STOVE ON THE MARKET, and it is our 
desire to have the exclusive sale in our section the | 
coming season. Very truly yours, / 


MEYER-NEVILLE HDWE. CO. 


The Peck-Hammond Co. 


PATENTED Furnace and Stove Manufacturers. CINCINNATI, OnIO 





















Comstock-Cast 


QUINCY, II 


Establishe. 


Largest Line i 
HERE ARE 


Please write for ‘ 
Just out—54th A 


Immediate Shipmer 












King Economy Steel Range, with Reservoir, 
for Coal or Wood. 

















WE HAVE 25,000STOV 
AND ARE MAK§G 35 
THIS INSURING PROM 

















Derby a Steel Range, Reservoir and 


oset, for Coal, Economy Todd, all Cast. 


COMSTOCK-CASTLE STO 


Warehouses at Chicago, 





an 









astle Stove Co,, 


ILLINOIS. 


YY, 
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ablished is49s0. 


ne in the World. 
ARE A FEW. 


write 


for Catalogue— 


ut—54th Annual. 


ipment Our 


1at the 


(= 


3 25,000 
, MAK 
URING 


| 


70, kansas City and Minneapolis. 








iI 


Implies 


STOVES IN STOCK 
G@ 350 PER DAY; 
PROMPT SERVICE. 


















Specialty. 























~~ 









Scorcher, Steel Box. 


Cozy Economy Steel Cook, Ceal. 


E COMPANY, Quincy, III. 
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FIRST QUALITY 
BEST PRICE 


Both of these essential features are 
found in the line of PLEASANT HOME 


STOVES AND RANGES. Manufac- 
tured in all the popular 


styles and sizes. All sold 



















with a guarantee. 


It is the profit the dealer 
makes that gives him an 


interest in the goods he 
handles. 


Write for catalogue 
and price-list. 


Respectfully yours, 


ESTERN 
‘STOVE WORKS 


PECRIA, ILLINOI 











THE ONLY GENUINE 


‘BOYNTON 
= Heaters 


FURNACES, COMBINATION, HOT 
WATER AND STEAM. 
ALWAYS UP-TO-DATE. 


Reliable, Economical, Best Known, Easiest 
Handled. A Postal Will Bring Full and Definite 
Information. 
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GILT EDGE FURNACES 


THE MOST COMPLETE LINE MANVFACTURED FOR 
ALL KINDS OF FUEL. 7 gr ECONOMICAL, GAS 











Ghe Jones Side-Wall 
Register ...... 


The only register having 
full capacity of hot air pipe 
for large living rooms or 
for heating a room on the 
first floor and extension to 
second. Has a face of neat 
design and not a hole in 
the wall when open. Has 
™ a regulator that holds the 
» damper permanently in po- 
= sition. Can not get out of 
wrder. Double safety box 
neluded in each register. 





Send us sketch for plans of latest method of heating with 
GILT EDGE FURNACES and JONES REGISTERS, least work, 


least pipes, least waste of heat, most economical. 


R. J. SCHWAB @ SONS COMPANY, 


Manufacturers of Gilt Edge Furnaces and Northwestern Distributors \e \g \g M ILWAUKEE WISs 
. . ™ 


of Jones Side-Wall Registers. 








For WOOD or COAL 


TH —& 


MUELLER 


Large Door Furnace 
iS A 
DANDY 


We make alli Styles of Heat- 
ers —for all Kinds of Fuel. 











Write For Catalogue and Prices. 


= EVERYTHING IN THE HEATING LINE 


Established iss7 
For Wood and Coal. For Long Wood. 


L. J. Mueller Furnace Go.,:(91 Reed St., Milwaukee, Wis, 
“The Goods Themselves” 


Are ~ n unanswerable argument for the dealer to use in securing 
orders for 


Champion & Marquart Steel Ranges 


They possess every feature of genuine merit known to modern 
steel range construction and have one feature found in no other 
range on the market in the shape of an additional flue, which is be- 
low the main heating flue, and conducts the air through the ash pit 
to the combustion chamber. 













Champion Steel Range Company —_ a 


= 
CLEVELAND, OHIO. 

















FURNACE 


Casing Rings are, usually, considered an unimportant detail. Every 


MANUFACTURER'S 


Cost-book should show them, in proportion, the most expensive 
castings item. 


co Ss T 


is not the only brd feature. For instance, the patterns occupy 

moulding space that might be used to better advantage, and on 

more profitable \ ork We have designed and perfected a ring, 
made of soft steel, which hus 


REDUCED 


our .ost of production beyond anticipation, and is correct in prac- 
tice. Write us at once. We can quote prices that will convince. 
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Ohe 
Walworth 
Run 
Foundry 
Company 


Cleveland, 
Ohio 











Every Furnace 


Shown in our catalogue is the re- 
sult of much careful study and is 


intended to meet a special demand. 


Perfect castings, skilful 


manship and careful supervision 


are features of the Iloral City 


Furnaces. 


MONROE 
FOUNDRY & FURNACE CO. 


MONROE, MICH. 


work- 











BUY THE 


PECK- WILLIAMSON 
UNDERFEED 
FURNAGE 


Feeds the fuel from below, 
turns gases and smoke into 
heat, saves 100 per cent in 
fuel, and makes you forget 
about the coal famine. 


Mr. Dealer:—We advertise our furnaces in all the leading magazines. The 
demand thus created for them in your territory must be supplied by some 
one. Don't you want to doit? Write for our special proposition. 

co. 


The PECK-WILLIAMSON Venticatine 


350 W. 5th Street, Cincinnati, Ohio, U. S. A. 














Por 





—————e—s 


JOS. P. BELL, 
Baraboo, Wis., 


Writes: ‘‘Please take my ad. out of your paper. 
if vou don’t I will have to hire a man to an- 
swer the letters I am receiving.”’ 











‘* It is true 
that advertising 
will not 
put merit 
into poor 
merchandise, 
but good 


merchandise 
often becomes 
poor for the 
want of good 
advertising.”’ 


—Some Essential Oils for Advertising. 











THE AMERICAN ARTISAN AND HARDWARE RECORD 


HUSTLERS 


are always in demand. There are 
drones and workers in the furnace 
world as well as elsewhere 


THE CROWN FURNACE 


Low down type, made in 4 sizes 
is a ‘“‘hustler.” It is made extra 
heavy throughout. and will stand 
severe usage. 

It has an extremely large amount ’ 
of radiation for the size of the fire- 
pot used. 

It can be very easily cleaned. 

Write for Catalogue. 


March-Brownback Stove Go., 


POTTSTOWN, PA. 





The Crown Low Down Warm Air Furaace. 








Go Boldly 


Mr. Dealer to the man who thinks of putting ina 
new furnace and tell him he can save half his coal 
billif he installs an Underfeed furnace. You 
will find this the way to make money in the fur- 
nace business. The cut shows a section through 
furnace and casing, showing feeding mechanism 
and rotary grate. Write for catalogue. 


Lhe Western... 


Furnace @ Foundry Co., 
1218 Harney St., Omaha, il 












S ALL STEEL Is Absolutely 
Weir «825 Furnace . 
The Heaviest Steel Furnace Made. 


Absolutely gas and dust tight. 
A great heat producer, but a fuel saver. 


MADE IN TWELVE SIZES. 


“The Handy Furnace Pipe” 


The saving of laborin putting it up realiy makes 
it the cheapest hot air pipe on the market. 


MANUPACTURED BY 


Meyer Furnace Co. 


Weir Gas and Soot Consuming Furnace. SEND POR CATALOGUE. PEORIA, ILL 


We make largest line of cook- 
ing and heating apparatus, 
cast cooks, cast ranges, steet 
cooks, =teel ranges, hotel out- 

3 fits, heating stoves, furnaces, 
hot water and steam heaters, 


Send for catalogue. 
MILWAUKEE, WIS. 
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EMPEROR 
FURNACES 


For Wood 
SIMPLE SAFE DURABLE 


The Best and Cheapest 
Line of Wood Furnaces 


FURNISHED FOR EITHER BRICK OR 
GALVANIZED IRON CASING. 
Send for Catalogue. 


Keng stitom Riel, 


NEENAH, WIS. 











Te Willard Steel Range 


combines LOW PRICE 
and HIGH QUALITY. 


Dealers who handle it control the steel range trade 
of their locality. Why not write us for Agency ? 


Ke ir 
Stee) Win. G. Willard, mir. 


a 


lA! we WILLAROS TEEL RANCE 
= 619-621 N. Fourth St., ST. LOUIS. 






























are air-tight, base burners, have hot- 
air blast automatic puff damper (safety 
valve). We also make the QUAKER 
all cast or with steel radiator, QUA- 
KER wall registers, time regulators, § 
water heaters for combination warm & 
air and hot water. 


NEW PLANT—NEW PATTERNS. 
QUAKER MANUFACTURING CO. CHICAGO HEIGHTS, 












EVERYTHING FOR POLIS 


Here is a partial list; make a selection to fill your needs, and get my prices. 


TRIPOLI COMPOSITION, (All grades) 
ENGLISH ROUGE, (No 10 STEEL POLISH, (No. 50 TURKISH EMERY 
SILVER FINISH (in cans) no slacking 





STOVE MAKERS NEED THE BEST. 
HERS AND PLATERS 


(EXCEPT MACHINERY.) 

















You will find them all right. 













CROCUS COMPOSITION, (No. 5 Engiish is the one you want) 









and EMERY CAKE 





WHITE COLUMBIA ROUGE 







EVERYTHING for POLISHERS and PLATTERS. 
STEVENS, Maker of the Best, DETROIT, MICH. 

















NO LAUNDRY 


should be without that best of all laundry stoves 


THE RICHMON D 


It is the most dur- 


able laundry stove 

made and invariably 

gives satisfaction. 
Itis highly recom. 


mended wherever 
used, and is the best 
seller in its partic- 
ular field. 


Send for our 
1903 CATALOGUE 
and PRICES ALSO. 


THE RICHMOND CO., Norwich, Conn. 


New York, Philadelphia Pittsbur, 
738 Park Row Bidg. 18-24 So. 7th Street. 210 Fergusvn Bidg. 
St. Louts 


Chicago 
Chicago Heater & Supply Co. Rumsey & Sikemeler. 
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The Torrid Zone Furnace 


will make you more money than many 
others, 

First, because it gives your customer 
satisfaction. 

Second, it is easily set yp and cased. 

Third, it has points of merit that 
others do not have to point out to the 
customer. 

Fourth, the price is right. We give 
you your choice between a castiron and 
brick lining at the same price. 

Write for catalogue and prices on Hot 





Lennox Manufacturing Company, 


Cor. 9th Ave. & Frederick St., MARSHALLTOWN, IOWA. 


Air Furnaces and Combination Heaters. | 









An EYE to EFFECT 


shouldlead you to 
illustrate your ads. 





Our Eye Catch- 
ing Cuts are 
Cheap. 












. Catching Cuts 
Ser Eve Cuts are Clear Cut, 
are Popular, 












Spotety 
pted for 
Hardware Men. 


Great Variety 
to Pick From 









At Lowest 
Prices Ever 
Made in These 












— a7 Daniel Stern, 
AO 68 Dearborn St 
ay Chicago. 









The New Schill Range! 








The Most Modern and 
Up-to-Date Range 
Made To-day Je Je Je 


Possessing several special and 


novel features not found in any 
other line. 
appreciated * * Ree BRB HK DH 


It must be seen to be 


feed, also draft door below pouch feed which can be opened to light fire, which is 

a most desirable feature. Another very desirable feature is our reservoir casing 
whicb is cast iron, and front of same is covered with sheet steel thus giving it the 
appearance of a steel front, saving labor in blacking. Right end of reservoir casing is 
handsome'y ornamented. It has spring balance oven door, ventilated oven, extra 
large ash pan, screw draft plate, very handsomely nickeled and is decidedly the latest 
in stove construction. 


THE SCHILL BROS. CO., Crestline, O. 


The Nelson & Bouquet Hardware Co., Minneapolis, Minn., Northwest'n Agts. 


Tt above cut shows range with flush reservoir and high closet, and front or pouch 





J. C. Shanks, 1547 Wazee Sreet, Denver, Colo. 


H. A. Potter, 35 New Montgomery Street, San Francisco, Cal. 
Chas. H, Greene, 5085 Fairmount Avenue, St. Louis, Mo. 
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AwAWAw? 
S Ft Will 
“4 Pay You € \. 


to illustrate 
your advertise- ¢ 
ments in your 

y local papers. 

A sheet of comic 
advertisingcuts ‘S 
sent on applica- 
tion. 


Crouse ¢ : 
a “UTICA \‘N 5 a “ | 
er . Mie THE’ LEADING LINES 0} 


STEAM. HoTWATER, sHor An. 


GfoR HEATING ALL CLASSES OF BUILDING. 
QROWWAKER ST.NX. BRANCHES. ‘Zo sane ST.CHICABO, | 
| 





GUMOMBYS . SO. ST.LOUIS. 





These cuts are fur- 
nished with catch- ¢ 
lines showing their \Q 
application to the J} 
hardware, stove and ¢ 
tinners’ trades. ~ 


oS ] | 
ADDRESS 


| Janiel Stern, 


69 Dearborn St. 
CHICAGO. 


| 2 , 
DO a a 


THE BOSS OVEN 


For Gasoline, Gas or Oil Stoves 









Unequaled for Durability, Baking Qualities and Appearance. 


Manufactured 221-223-225-227 E. Ninth 
—ew LE. WH. HUENEFELD secct*’Cincinnatt, onte 


“IDEAL” Steam Cookers Wora:” 


Entire meal can be cooked «ver cn burmer--Any kind of stove. Reduces fuel bills 50 per cent. 
Mace of the fine:t one and 2x charcoal tin p ate, with heavy pressed copper seamless bottoms. 


SUPERIOR TO ANY OTHER In the following Important Particulars: 


It has a Steam Tight Cover that prevents the steam and odors from escaping, without any kind of 
rubber packing orany useless machinery. It has a Steam Whistle that can be heard in almost every pa.t 
of the house fifteen minutes before the water is exhausted. 

A whole dinner can be put on at orce, covered up and let alone until ready to serve. All the nutri- 
ment, richness and flavor of the food is retained. It saves the labor of watching. 

Burning, scorching, smoking, or over-cooking is impossible. It never boils over. 

Four pounds of meat or poul'ry cooked in the cooker are equal to five pounds cooked in the 
ordinary way, as there is no shrinkage. 

Bad cooking or scorching victuais are impossible. It saves furl, saves worry, and cooks perfectly. 


We also make a fine line of Milk Sterilizers, Ideal Clothes Racks, Hat and 
Ceat Racks, Vapor Bath Cabinets, etc. 


SEND FOR OUR ILLUSTRATED CATALOGUE WITH PRICES. 


THE TOLEDO COOKER CO.,, action‘sixetr, Toledo, Ohio. 















“This is the 
Cooker with the 
whistle thet calls 
the Cook and is 
the Cook’s de-, 
light.” 
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REGISTER OPEN 


No experiment. 
use, and demand increasing daily. 
The best, handsomest and cheapest 
register ever invented. 
Efficiency, economy, durability and 
simplicity mark their superiority 
No bolts, screws, nails nor carpentry 
or woodwork used in construction or 
Oxidized Copper and Japan- 
ned gold and silver striped always in 
Write for catalog and discount. 


CHAS. CLEAR, 


installing. 


stock. 


PATENTEE, 
U. S. and Canada Office: 


EROADWAY and La SALLE ST., St. Louis, Mo. 


U.S. A. 
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_ HECLEAR PATENT CONVEX CLEANABLE REGISTER 


Tens of thousands in 





REGISTER CLOSED 




















29° BELOW ZERO 


And all the rooms warm in resi- 
dences that have had furnaces 
installed with 


The JONES Side- 
Wall REGISTERS 


If you bave seen samples of al! 
the Side-Wall Registers being 
advertis;d, you are selling the 
JONE~ REGISTER: if you have 
not seen samples of all the REG 
ISTER FRONTS. being adver- 
tised, when you have seen them, 
you will decide that the JONES 
SIDEWALL REGISTER is the 
only practical Side Wall Kegister 
on the market. 

The only one that has a bottom 
opening 7%x14 in.. without bars to 
obstruc t the flow of air. 

The only one that is ready to 
install when received. (See cut) 

Fach Jones Register includes a 
Register, Register Border, Double 
Register Bo 2, hn pa ator and De- 
Rector Ay HEY INULUDE 
MORE T HA y A REGISTER 
FRONT. The trade 
supplied by jobbers everywhere 


Manufactured by 


THE UNITED STATES 
REGISTER €0., LID., 


64 East State St., 
BATTLE CREEK, MICH. 

















WE MAKE RIGHT PR'CES 
AND PROMPT SHIPMENTS 
All Sizee—All Styles of Finish. 
Quality and Finish Unexcelied 





HCTTT SERENE CT 


6-8-10 Long Street, 
CLEVELAND, 0. 











is. 
BEF eec caesar 
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“We are surprised at the great circulation of THE AMERICAN ARTISAN 
as we have received letters from a great many different states.” 
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The following letter 
from a New York State 
customer came to us unsolicited 
October 17th, 1902. We are 
glad to publish it, for it will 
clear things quite a bit for 

| agood many dealers who, even 











yet, cannot quite understand 
why Oaks with ash pans 
| do not ‘‘convince”’ 
| 








nor create any enthusiasm, 
and are NOT JUST AS GOOD 
as the famous Round Oak. 







‘*Referring to the order herewith enclosed 
for Round Oak stoves, will say,for several 
years past I have had no trade on Oak stoves, 
selling only one or two in a year. Last year 
your representative induced me, much against 
my inclination,to take up the sale of Round 
Oaks. I put one into my store and ordered a 
sample stove of three sizes for stock. I gave 
the stove in use a thorough test, with the 
result that I was convinced "oa against my 
inclination) that they were fully entitled to 
head the list of Oak stoves. Every one that I 
have sold has given perfect satisfaction and 
made demands for others. Customers are 
demanding Round Oaks and will have no 
others. I bought a couple of other Oaks early 
in the season and have them in stock at the 
eae time, notwithstanding the fact that I 

ave seven customers waiting for Round Oaks 
to come in. Had I given an order for 20 of 
these stoves in the early part of the season 
all would have been sold before this time easily. 
I can cheerfully say that in my opinion they 
are the best stove on the market in the Oak 
line and will burn coal as well and economically 
as any stove made, not excepting the high 
poe base burners. Many lines of Oaks will 

urn wood satisfactorily but fail when it comes 
to burning coal.’ 


New catalog. 


Estate of P. D. Beckwith 


Dowagiac, Mich. 
Makers of Good Goods Only 


tin “ —————— —— ET — ee 
i. i,  —m_ samme ana = 
77/7 a 5 S.-Y 
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Representative of the Stove, Gin, Biardware, Bieat- 
ing and Bentilating |nterests. 


PUBLISHED EVERY SATURDAY. 


Terms of Seboutetes in the United States, their Possessions, and Canada, 
(invaria ~ Aug advance): One Year, Postage Paid, $2.00. 
In Foreign Count » Except Canada, One Year, Postage Paid, $4.00. 


Address all Letters, communications and remittances te 


DANIEL STERN, Publisher and Proprietor, 


69 DEARBURN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 


This Paper is a. Member of the Chicago Trade Prese 
Association. 


CHICAGO, FEBRUARY 28, 1903. 


ANOTHER cabinet office has been created by the bill 
establishing the Department of Commerce and Labor 
which was passed last week. It is made the duty of 
the new department to foster, promote and develop 
the foreign and domestic commerce; the mining, man- 
ufacturing, shipping and fishery industries; the labor 
interests, the transpertation- faalities and *the insur- 
ance business of the United States. The constitution 
of the new department renders necessary the transfer 
of a number of bureaus from existing departments. 
In addition to the Bureau of Corporations it will com- 
prise the bureaus having to do with labor, the light- 
house establishment, the navigation, shipping and 
steamboat inspection service, the Coast and Geodetic 
Survey, standards, immigration and the _ fisheries. 
Three very important bureaus which will be features 
of the new department are that of Statistics, which 
goes from the Treasury Department; that of Foreign 
Commerce, which is taken from the Department of 
State, and the Census Bureau, which is transferred 
from the Interior Department. 





THE Commissioner of Patents, on Jan. 30th, trans- 
mitted to Congress his annual report, showing that in 
1902 there were filed 48,320 applications for mechan- 
ical patents, 1,170 for design patents, 151 for reissue 
of patents, 2,602 for registration of trade marks, 1,- 
121 for registration of labels and 266 for registration 
of prints. There were 27,776 patents issued, the larg- 
est number in the history of the office. The number 
of patents that expired during the year was 23,331. In 
proportion to. population, more patents were issued 
to citizens of the District of Columbia than to those 
of any other state or territory—one to every 1,080. 
Next in order is Connecticut, with one to ever 1,240. 
New York is seventh, with one to every 1,764, and 
South Carolina is last, with one to every 29,137 of in- 
habitants. One patent was issued to a citizen of the 
Philippines and five to Alaska. Seven to the army and 
12 to the navy and one to the revenue marine. One 
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thousand were issued to citizens of England and 956 
to citizens of Germany, 392 to Canadians, three each 
to citizens of Brazil, Cape Colony, China and Spain, 
and one each to citizens of the Bahama Islands, Ber- 
muda, Chile, Cocos Islands, Newfoundland, Peru, 
Portugal, Roumania, San Domingo, Tasmania and 
Uruguay. The total number of trade marks, prints 
and labels registered for the year was 2,981, or 34 
less than last year. The receipts of the patent office 
for the year were $1,552,859. 


Mr. AtFrep MosLey, whose name is so well known 
in connection with the recent deputation of workmen 
to the United States, has been writing on the British 
and American workmen and their differences in the 
World’s Work for February. The article is an inter- 
esting one, and in it Mr. Mosely says that: “Lavish- 
ness of opportunity has helped the United States to 
its present eminence. There has been unequalled op- 
portunity, and it has been grasped. There is no doubt 
that the American workman is infinitely better clothed, 
better fed and better educated, and that he feels inde- 
pendent and self-respecting to a higher degree than 
his fellows across the water. He is more sober. He 
does not waste money in betting. He has a greater 
ambition—because of widely diffused public educa- 
tion—to rise himself, to raise his family, and to real- 
ize his responsibilities to the older members of his fam- 
ily if they happen to be left in want. In no country 
have I seen less poverty, crime and drunkenness than 
there, or so:few beggars. Brains'and hands are cheer- 
ily working to exploit to best advantage unparalleled 
resources, as new avenues are constantly opening to 
give new opportunities. I could say with heartfelt 
sincerity to the workmen of England what Horace 
Greeley once said to the youth of America, ‘Go west,’ 
for I believe that one day they must go west—to the 
United States, or to Canada, or south to South Africa 


or Australia—but so long as too many stay, a sociolo- 
gical problem must be solved, the problem of the ele- 


vation of the masses.” 


Tue export figures furnished by the Treasury Bu- 
reau of Statistics continue to indicate that the foreign 
commerce of the United States is resuming its nor- 
mal conditions. The January exports were larger 
than those of any. preceding January in the history 
of our commerce except those of the year I9oI, in 
which the January figures were about $2,000,000 above 
those of last month. The total value of exports in 
January, 1903, was $134,040,952, against '$136,325,- 
601 in January, 1901, $108,426,674 in January, 1808, 
and $67,673,669 in January, 1893. Thus the exports 
in January, 1903, were double those of January, 1893. 
Turning to the import side, last month’s figures show 
the largest January imports in the history of our com- 
merce. The total imports in the month of January, 
1903, were $85,109,891, against $79,139,192, in Janu- 
ary of last year, and $75,168,267 in January, 1903. 
For the twelve months ending with January, 1903, the 
total imports approximate the billion dollar line, be- 
ing $975,283,637, against $742,068,925 for the twelve 
months ending with January, 1898. This increase in 
importations is chiefly due to the continued demand 
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of the manufacturing interests for raw material from 
In the calendar 


abroad for use in their industries. 
year, Igo2, the manufacturers’ materials imported 
amounted to 453 million dollars, against 391 millions 
in the preceding year, and 248 millions in the calen- 
dar year 1896. Manufactures ready for consumption 
also show a material increase, being in the calendar 
year 1902, $164,788,228, against $138,757,825 in 1901, 
and $120,438,965 in 1896. 





THE severe trade depression in Germany last year, 
which threw large numbers of men out of work, led to 
an attempt in some places to introduce in connection 
with the already existing insurances against sickness, 
accident, old age and infirmity a general insurance 
against lack of employment. Such an insurance, mem- 
bership in same having steady option, has been adopted 
by a few labor organizations. One of the oldest or- 
ganizations of the kind is the Union of Printers’ As- 
sistants. Of late the Union of German Bakers has 
decided upon the introduction of a similar insurance, 
so that after a membership of fifty-two weeks every 
member if unemployed becomes entitled to one mark 
per day for forty-two days in every year. The Union 
ot Metal Workers has every reason to be satisfied with 
its experiences in this direction, During the first year 
of such insurance (July 1, 1900, to the end of June, 
1901) this association spent, with an average of 100,- 
000 members, only 195,138 marks for assisting its un- 
while its 





employed—i. e., 1 mark 95 pf. per member 
receipts from this source amounted to 400,000 marks. 
Mr. Oppenheim Buluh, consul at Frankfort-On-Main, 
points out, however, that the period of scarcity of work 
only commenced toward the end of the year upon the 
working of which this association had issued the re- 
port, and the assistance granted during the second 
half of such year had reached already three times the 
amount of the assistance granted during the first six 
months. He adds that, impressed with the numerous 
hardships of the last few months, many wish to see the 
insurance against lack of labor placed under state con- 
trol. 


RANDOM SKETCHES. 


BY SIDNEY ARNOLD. 

I learn from the Lathrop (Mo.) Herald of Feb. 
22 that Clarence Dayhoff, who has been in the hard- 
ware business in that city, took the second degree in 
the K. P. lodge on Feb. 21 last. I wonder how he 
liked the “oratory.” 

* * * 

ENTERPRISE would appear to be the order of the 
day in Buford, O., as I learn from the Hillsboro, O., 
“Adams & 
erected a new pair of scales in front of his hardware 


store, which makes quite an improvement.” 
* * x 


bia, Ia., dated Feb. 21, is as follows: 


THE retail hardware business is flourishing in lowa 
—flourishing like the proverbial green bay tree. A 
dispatch to the Knoxville, Ia., Express, from Colum- 
News-Herald, of Feb. 21st, that “Clayton Roads has 
Stranger, our hardware firm, have purchased a nice 
large safe.” 








I am glad the safe was a nice one, and a large one. 
Niceness is always nice and largeness in safes is a 
sign of opulence. 

* * * 

I was talking the other day with a prominent hard- 
ware dealer who said to me that “during the past two 
years a most important change has been made in the 
character of tinner’s work. Whereas, ten years ago. 
the majority of tinner’s work was done in light gauges 
of sheet metal, there has been a steady change for 
heavier gauges, and the old time tianer to-day finds 
that many of the patterns he used in working light 
tin are of very little value to him to-day, as almost 
all of his work is done on tin which is too heavy for 
their use.” 

>» >. 

Every day brings to the front some new substitute 
for coal. The latest people to add their quota of in- 
formation to the subject are the United States Fish 
Commissioners, who urge the use of starfish as fuel. 
Starfish are easy for anybody to get in large quantities 
if anybody has any good reason to take the trouble. 
The commission has issued a statement that the star- 
fish make excellent fuel and are almost as good as 
coal and cost nothing. 

If stove manufacturers are going to keep up with 
the procession, new styles of stoves adapted to all 
these new-fangled fuels are the order of the day. Who 
is the foreseeing individual who will patent a new 
cook with a star-shaped grate especially designed for 
burning starfish ? 

x * x 

Tue successful hardware dealer of to-day must be 
a versatile sort of person, for the “fellow with one 
idea” in his head could never manage a dividend-pay- 
ing establishment. The specialist is indeed important, 
even indispensable in some lines of work, but such 
a one is not the best fitted to cope with the multitudi- 
nous problems that confront this business nowadays, 
unless he be a specialist in many ways, which is hardly 
probable. The man who shoulders the responsibility 
of managing a hardware store must be a composite 
sort of person with numerous qualifications. He 
must be first of all a diplomat. Tact, discrimination, 
a knowledge of human nature and the way of getting 
along with people, are essential. 

Then he must be a financier. A knowledge of the 
uses of money and how to get the most out of it is 
important. One’s capital can make or lose a venture, 
as it is judiciously or injudiciously handled.. He must 
use his facilities to the utmost capacity and make the 
volume of his trade as great as possible in propor- 
tion to the money invested. Yet, to carry this process 
beyond the reasonable elasticity of his capital means to 
impair credit and reduce the chance of saving by 
cash discounting of bills. Then he must be an econo- 
mist. Great ships are sunk by gimlet holes and the 
hardware ship is full of them that require constant and 
careful attention. He must know how to look out 
for these leaks, and this without becoming himself 
absorbed in them to the exclusion of larger and 
weightier matters. He must have quick judgment, 
for on his prompt and accurate solution of the petty 
problems of every-day occurrence depends in a great 
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measure his ultimate success. These are all general 
qualifications, but mightily and specifically called for 
at the most unexpected times. The perfectly-rounded 
hardware man probably doesn’t exist, but of genuine 
versatility there is plenty to be seen and met on every 
side in this trade; it is one of the tokens of success 
and progress of the trade in these later years. 
ea © 


AN English exchange tells the story of a traveler 
who learned that one of two dealers in a town was a 
very cantankerous fellow, while the other, who hated 
him severely, was a most pleasant kind of man. En- 
tering the place of Mr. A., the man of nervous pro- 
clivities, the proprietor was discovered sitting in his 
office several glass partitions off, who, when he saw 
the traveler, imperiously waved His hand, indicating 
that his visitor was to go away. But the traveler 
stayed and beckoned. For his answer came another 
haughty wave of the hand from the glass partitions. 
But still another beckon. After this little pantomime 
had proceeded a while the proprietor burst out, and in 
a waspish voice said: “I tried to make you under- 
stand that I didn’t want you. I have no orders for 
you.” “TI haven’t come for orders,” said the traveler, 
“I have come to settle an account.” “Oh, oh, yes,” 
and a sickly smile flitted over the features of the pro- 
prietor, and his remarks became apologetic. At length 
he said: “What’s the account?” “Well,” said the 
traveler, “ a long time ago I said that the first man of 
business I found that had got more cheek than I had 
I would owe him twopence. I have found that man 
to-day, and I am here to pay the bill.” Then putting 
twopence down on the counter he turned on his heel 
and wished the proprietor good morning. I must not 
attempt to repeat the soliloquy that followed. The 
traveler proceeded to Mr. B., and with a smile upon 
his features was ushered into his presence. “Do you 
know Mr. A.?” “Yes, but don’t speak to him.” Then 
followed a recitation of what had happened. Mr. B., 
so delighted to think that his crusty old competitor 
should have been thus dealt with, gave the traveler a 
good order and remained a staunch customer and 
friend. Truly civility costs nothing and is worth much. 


AESOP HARDWAREIZED. 


BY EBENEZER BRADTACKS. 
Fable the Seventh. 


THE LITIGIOUS CATS. 

Two Cats, having stolen some cheese, could not agree 
about dividing the prize. In order, therefore, to settle the 
dispute, they consented to refer the matter to a Monkey. 
The proposed. arbitrator very readily accepted the office, and, 
producing a balance, put a part into each scale. “Let me 
see,” said he, “ay—this lump outweighs the other,” and im- 
mediately bit off a considerable piece in order to reduce it, 
he observed to an equilibrium. The opposite scale was now 
the heavier; which afforded our conscientious Judge a reason 
for a second mouthful. “Hold, hold,” said the two Cats, who 
began to be alarmed for the event, “give us our shares and we 
are satisfied.” “If you are satisfied,” returned the Monkey, 
“justice is not; a cause of this intricate nature is by no means 
so soon determined.” Upon which he continued to nibble first 
one piece then the other, till the poor Cats, seeing their cheese 
gradually diminishing, entreated him to give himself no fur- 
ther trouble, but to deliver them what remained. “Not so 
fast, I beseech ye, friends,” replied the Monkey; “we owe 
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justice to ourselves as well as to you. What remains is due 
to me in right of my office.” Upon which he crammed the 
whole into his mouth, and with great gravity dismissed the 
court 

“This legal business is a bad thing for any one,” 
said Ebenezer Bradtacks, reflectively. “When I first 
went into the business I was preciously thin-skinned 
on the matter of deadbeats, and felt sore as a horse 
with saddle gall every time any one did me out of a 
small account. 

“When I was in business over at Sanctionville there 
was one oily deadbeat who did me out of some $38, 
and.as | knew he had money, it was no case of ‘sue a 
beggar and catch a louse’ with him, so I consulted 
Lawyer Greystone, and brought suit against — him. 
Well, the case dragged along, and there were several 
continuances, and I had to spend considerable time 
loafing around the court rooms, when I should have 
been attending to my business. Then, too, the case 
was tried by jury, and owing to some of those hair 
splitting technicalities which lawyers are able to rake 
up, I lost the suit, and I not only lost the $38 clear, 
but I had a fat bill of costs of all kinds to pay, as fol- 
lows: 


Docketing the suit $0.25 
Summons } 25 
Constable's fee ............... ‘ sista (aaae'e a 35 
Two miles, constable’s mileage.................... 10 
Justice’s fee for judgment....... 25 
Discharge of docket 25 
Justice’s Oe wiveebie 2.00 

ME iid indiana kee enkae ae hoes cee n whan banaue One 
we wWitmesens, $0 cemts CmOlh. nw nc icc cccc cc cc cccecs SED 
Justice’s fee for witness subpoenas.................. 50 
Constable’s fee for subpoenas. ...........cccccccccsveee «90 
Constable’s fee, mileage and swearing in witness. sot at cee 

po ree ee eer eee eee 
SE LO Le EN, See 
For entering verdict of jury.............. oe git a ds aaet ae 
ee ere ie baeeehd) ab naan ena Ae 
Satishactéom OF pemet o.oo c ik kc cc cc cctei cece ; 2 
Se CP OOOS GOB. 6 nines 00k 0s oss eubneiens 15.00 

0) RE er a eens $31.10 


“The fellow that I was suing had a mighty fine 
lawyer, and he certainly had to pay him at least $25 
for beating me out of this just account. It was kind 
of a hard blow to me to lose this money, but, of course, 
it grated against my sense of right to think that I was 
beaten out of the account. Of course, I only lost it 
on account of the hinky-dink technicalities, and there 
was no reason why I could not have started an action 
again, and very likely have recovered the money the 
second time, at least that is what my lawyer told me, 
but there is precious little money in lawsuits for any- 
body but the lawyers. They live off the passions and 
necessities of the rest of the community, and I made 
up my mind, when I lost this suit, that if I could pos- 
sibly avoid it, I would not go to lawing again. 

“IT watch every credit account I get mighty care- 
fully, and spend my money in looking up the charac- 
ter of folks who ask for credit at the time they ask 
for it instead of letting them run up a big bill, and 
then suing them. The business man who stays out of 
court houses as much as he can is making a wise 


move.” 
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News Siftings. 


Burch & Ryan, Quincy, Mich., have purchased the 
hardware stock of C. U. Micheal. 


es 


The Kalamazoo Stove Co., Kalamazoo, Mich., have 
increased their capital stock from $65,000 to $200,000. 

The Sheridan Stove Mfg. Co., Quincy, IIl., have 
certified for an increase in their directors from five to 
nine. 

The Moundsville Gas Stove Co., Moundsville, W. 
Va., have sold their entire stock to the Schaub Plumb- 
ing Co, 

James Lamond, Danvers, IIl., has purchased the lot 
west of his hardware store and will erect a brick addi- 
tion, 22x100 feet. 

M. M. Prescott, Elizabeth, Pa., has discovered a 
bed of india mica on land purchased recently by him 
in Powatan Co., Va. 

The Beaumont Oil Burner.and Stove Co., Ypsilanti, 
Mich., have been organized for the purpose of manu- 
facturing a stove especially constructed to burn crude 
oil. 

G. A. Green of Beaumont, Texas, is the inventor of 
a burner which has crude oil for fuel. It is said a, 
company is being organized in Ypsilanti, Mich., for 
the purpose of manufacturing an oil burner and stove. 

The West Virginia Fire-Clay Manufacturing Co., 
Cumberland, Md., is a new corporation, capitalized at 
$50,000. The. incorporators.are N. W. Ballatyne, J. 
T. Ballatyne, A. C. Ballatyne, I. F. Ballatyne and 
Hugh Mellor. 

A new oil burner has been invented by Oscar Falk- 
enwalde, Baitimore, Md., to be used in the fire box of 
the ordinary cooking stove. The burner is so con- 
structed that it can be easily fitted into the stove with- 
out the necessity of any great alterations. 

The Nickel Plate Stove Polish Co., Chicago, are 
meeting with marked success in their sales of the Black 
Kid stove polish, which is put up in 5-Ib. cans to stove 
dealers. So confident are the manufacturers of its 
merit that they do not ask the trade to pay for it if 
they do not find it the best they have ever used. A few 
samples will be sent to dealers on application. 

The Brand Stove Co., Milwaukee, Wis., make a very 
complete line of cooking and heating apparatus, in- 
cluding cast cooks, cast ranges, steel cooks, _ steel 
ranges, hotel outfits, heating stoves, furnaces, hot water 
and steam heaters. They will be pleased to send the 
trade catalogue on application. When writing for 
same kindly add: “Saw it in THE AMERICAN ARTI- 
SAN.” 

The King Williams Town, South Africa, Cape Mer- 
cury states that on January 15 the Supreme court at 
Maritzburg, South Africa, issued an important judg- 
ment in sustaining the objections of Lockwood Bros., 
cutlers of Sheffield, England, in their application for 
an order dismissing the application of Dindt & Cohen, 
Hamburg and London, for the registration of a trade 
mark in Natal in certain metal classes. 

The Sun Stove Co., Detroit, Mich., are manufac- 
turers of the Sun line of gasoline, oil and gas stoves, 


ovens and oil heaters, hot blast, smoke consumers, coal 
heaters, air tight heaters for wood, gasoline torches 
and lamps. The vapor stove warming closet used by 
this firm reaches a temperature of 125 degrees with no 
extra consumption of fuel. Their Junior gasoline stove 
has a two valve all brass burner which works perfectly. 

During the past week a good roads convention has 
been held in the states of Alabama, South Carolina 
and Arkansas. In all these conventions steps were 
taken to induce local legislation in behalf of good 
roads, and in these three conventions resolutions were 
introduced favoring the Brownlow bill, which is now 
before Congress and which makes provision for na- 
tional, state and local co-operation in the permanent 
improvement of highways. 

The Schill Bros.” Co., Crestline, O., are manufac- 
turers of the new Schill range. A very desirable fea- 
ture of this range is the reservoir casing, which is cast 
iron with front covered with sheet steel, thus giving 
it the appearance of a steel front, saving labor in 
blacking. The right end of the reservoir casing is 
handsomely ornamented. It has spring balance oven 
door, ventilated oven, extra large ash pan, screw draft 
plate, and is very handsomely nickeled. 


The Turner Brass Works, Chicago, send us a little 
booklet devoted to the Turner name plates. These 
piates are distinctive, strong, legible and artistic. In 
speaking of these special name plates this firm say: 
“A stranger who comes into your office and sends in a 
poorly printed card is handicapped from the start, be- 
cause you size him up unfavorably by his card before 
you see him. The same is true with name plates on 
machines. A good name plate on a good machine is 
the best guaranty of business growth that a’ man ‘can 
have. You make a good machine, you have a good 
name, we make good name plates. Let us come to- 
gether.” 

R. A. Bartley, Toledo, Ohio, has taken his employes 
into his wholesale grocery business on a profit sharing 
basis. He says he can now rest assured that whether 
he is out of the city or not his interests and the inter- 
ests of the business will be better taken care of than 
could possibly be the case if his employes occupied the 
position of hired help. A Detroit merchant is also 
proposing a contract with his clerks whereby they will 
receive a certain per cent of the profits in addition to 
their salary. Their interests will have no money value, 
however, and thus the owner is protected against their 
selling their interests in the business, as they might do 
were they given negotiable stock. 

The Faultless Manufacturing Co., 617 to 621 Austin 
avenue, Chicago, are manufacturers of the Faultless 
malleable steel range and the Ideal malleable steel cook. 
These goods are made in 16, 18, 20 and 22 inch ovens. 
The body is made from best quality No. 16 gauge 
rolled Wellsville polished steel'and the oven is made 
from No. 14 gauge steel. The construction is air-tight 
throughout. The oven is made extra heavy with 
double angle malleable frames, both front and rear, 
and is absolutely air-tight. It is 13 inches high and 
22% inches deep. There is an end and front draft. 
The grate is the newest model, of reversible duplex 
pattern, instantly adjustable for either coal or wood. 
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The fire box is made in extra heavy cast iron sections, 
carefully ventilated and warranted for five years. 
There are large:top and pouch feed. The reservoir is 
made from heavy 16 oz. copper. The main fire box 
door opening and ash pan door have frame all in one 
malleable piece. 

The Ringen Stove Co., Division of the American 
Stove Co., St. Louis, are offering the trade the Quick 


Meal Blue Flame wickless oil stoves, which, with 
their new burners and improved valves are simple and 


durable, easy to understand and regulate. Their drip 
cups are stamped out of one piece of heavy brass. 
Their perforated burner drums are also stamped out 
of one piece of heavy steel. This makes them strong 
and durable, and leaves no creases for the dirt to gath- 


er in. Quick Meal Blue Flame oil stoves have only 
one valve for each burner, which makes it easy to clean 


and understand. The outside oil tank is made of pol- 
ished brass and is larger than the inside tank and pre- 
vents any possible chance of an overflow. 


The Union Stove Works, 70 Beekman street, New 
York, send us their latest catalogue describing their 
line of Astor gas ranges. These ranges have two end 
top shelves, which extend the full length of the range 
top. The body is constructed of the highest grade 
steel and is coated with heat-resisting iron enamel. 
The top and drip tray are made of galvanized steel. 
The oven is surrounded by triple walls consisting of 
steel-asbestos-steel. The oven linings are self-binding 
and may be removed by the unscrewing of a single 
bolt. The doors are interchangeable and new doors 
will fit the hinges without drilling or filing. The 
swing balance drop doors are lined with heavy, smooth 
steel and open flush with the oven bottom. «“@e*buhti- 
ers are fitted with four removable star-drilled solid 
top burners with spreaders, one being a Giant burner, 
besides which they are provided with a star simmer- 
ing burner. The oven burners are drilled pipe burners 
in two sections with stop cocks and are firmly fastened 
to the range by nickel-plated brackets. The stop cocks 
are one-quarter turn and have black enameled hard- 
wood handles. They are heavy, carefully ground and 
will not work loose, and are provided with removable 
ends, permitting a change of gas orifice for extreme 
pressures. One of these catalogues will be forwarded 
the trade on application. When writing for same 
kindly add: “Saw it in THe AMERICAN ARTISAN.” 


—~-oo ——— 


SALT FOR SLIPPING TIRES. 


Fire insurance men in Chicagovare dreading a large 
number of dwelling house fires later in the winter as 
a result of the accumulation of soft coal soot in chim- 
neys not built for the use of such fuel. Frank F. 
Holmes, secretary of the National Association of 
Local Agents, suggests, in an interview in the Chi- 
cago Tribune, that if chimneys catch fire the quickest 
and surest way to put the fire out is to throw a few 
handfuls of common salt into the stove or furnace. 

“We are already getting an increased number of 
defective flue fires, which are attributed largely to the 
greater use of soft coal. 

“When the soot in a chimney catches fire it may 
burn out without setting fire to the building if the flue 


is well constructed, but if there is any imperfection the 
fire may spread. The thing to do is to put out the fire 
in the chimney, and this can be done by throwing salt 
into the stove or furnace. The gases given off by the 


combustion of the salt kill the fire, as a rule.”’ 
_ cor 


VIEWS OF A NEBRASKA DEALER 








A. leading member of the Nebraska Retail'Hardware 
Dealers’ Association expressed the following views in 
off-hand conversation, which will prove of interest to 
the trade: 

* * * 

I recently sent an order for ten pounds of Star 
horse nails at 15 cents a pound to a wholesale house. 
Instead of filling this order they sent me ten pounds 
ot Capewell nails at 18 cents a pound. -I had to pay 
the freight on this consignment of nails as well. Now 
1! could have bought ten pounds of Capewell nails 
from my competitor in my own town at 17 cents, sav- 
ing 10 cents in price and the freight paid. If a jobber 
cannot make a retailer any better price than this how 
can he expect to build up trade? 

* * * 

I am opposed to credit ratings and believe it to be an 
advantage not to be quoted in Bradstreets. When I 
first started in business I found out I was quoted very 
low by the commercial agencies and one time when | 
was in Omaha I thought I would look the matter up. 
1 found that the commercial agency had my statement 
and my business affairs:and that they had written for 
further information to a young man in our town who 
happened to be engaged to the sister of my competitor. 
In his report concerning our condition he said “I doubt 
if they are worth as much as they say they are.” This 
was the cause of our low rating. I recently ordered 
several car loads of goods from a Chicago house and 
they asked me concerning my credit. I said that I 
would send them a check for $200, which would pay 


_the freight on the books both ways and they could 


send their bill of lading to the bank in my town for 
their collection. By doing business this way I save 
nearly $1 exchange, quite an item; also quite an item 
in the way of interest and 2 per cent discount, which is 
much better than if I had a good credit rating. 

se Ss 

A bill of goods ordered from a New York factory 
on which I would pay 45 cents freight from New York 
to Chicago would cost me $3.50 here. 

e ss 

The freight rate from Chicago to Omaha is 15 cents 
and I am obliged to pay 39 cents, when the distance ts 
practically the same. 

* * * 

The American Steel & Wire Co. are more con- 
servative now than they formerly were. Once they 
made all sorts of advances with but scant warning. 
Now they raise prices a point at a time. They are 
evidently following this policy on account of their fear 
of new factories springing up. 

sie. ¢ 

Every dealer should join this association and every 
member should interest dealers in his locality in the 
association. 
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_The Hardware Record. 








American Hdw. Mats. A ans. 


Pres., F. R. Plumb, Philadelphia. 
Vice-Pres.—F. S. Kretsinger, F't. 
Madison, Ia.; J C. Birge, St. Louis. 
Geo.W. Corbin, New Britain,Vonn 
S.-T., F. D. Mitchell, Pittsburg. 
Ex. Com., Robert Garland, Pitts- 
burg; Henry B. Lupton, Pittsburg; 
N. A. Gladding, Indianapolis; W. S, 
McKinney, Allegheny; F. L. Clark; 
Birmingham; C. W. Asbury, Phila- 
delphia; G. N. Landers, New Bri 
tain; C. H. Holt, Cleveland. 
Arkansas Retail Hdw.Dealers Assn. 


Pres., John M. Pitman, Prescott. 
ist V.-P., J. F. Maxey, Ozark. 
2d V.-P., T. B. Stewart, Newport. 
Sec., C. E. Taylor, Little Rook. 
Ex. Com., H. Williams, Hot 
Springs; J.H. Boicourt, Little Rock; 
Ee E. Mitchell, Morrilton; W. M. 
Graham, ‘ larendon; R. F. Roys, 
Russell ville. 
Chicago Retail Hdw. Dealers’ Assn. 
Pres., D. McLaughlin. 
V.-P., H. E. Gnadt. 
Sec., G. R. Lott. 
Collector, John Hora. 
Treas . J. L. Smith. 
Hardware Merchants’ and Manu- 
factwrers’ Assn. of Philadelphia. 
Pres., William C. Peters. 
V.-P., Thomas Devin. 
Sec.-Treas., T. Jamles Fernley 
Directors, W. W*° Supplee, H.Mc- 
Caffrey, E. S. Jeekson,W.C Peters. 
S. Disston, E. Fisher, J. H. Ritter, 
T. Deviin, T. J. Fernley. 


illinois Retail Hdw. Dealers’ Assn. 


Pres Charlies H. Williams, 
Strea or. 

V.-P.. W. T. Gormley, Chicago. 

Sec., L. Nish, F'gin. 

Treas., Geo. A. Engelhardt, Chi 
caro. 

Ex. Com., Charlies H. Williams 
Streator; W. T. Gormley, Chi 
cago: L. Nish, Elgin: tieo. A, 


Engelhardt, Chicago; William Bit- 
tel, Peoria; F. F. Porter. Chicago: 
H. G. Cormick, Centralia; H. N. 
Murphy, Galesburg; C. Mauer, E. 
St. Louis; R. G. Scheurer, Van- 
dalia. 

indiana Retail Hdw. Dealers’ Assn. 

Pres., E. M. Bush, Evansville. 

ist V.-P., A. N. Snidler, So. Bend. 

2aV.-P..W.B.Shipl y, LaFayette. 

Sec., M. L. Corey, Ar os. 

Ex. Com..M. L Lewis, Marion; 
W. P. Lewis, New Albany: Coariles 
Boonshat Petersburg; E. M. Bush, 
Evansville; M. L. Corey. Argos. 


Indian Territory Retail Hdw. Assn. 


Pres., J. G. Smith, Canadian. 
ist V.P., Fred Parkinson, Wag- 


oner. 
2a V.-P., E. C. Stretch, Vinita. 


lowa Retail Hdw. Dealers’ Assn. 
Pres.. R. Miles, Mason City. 
V.-P., L. Lindenburg, Dubuque. 
Sec., H. S. Vin-ent, Ft. Dodge. 
Treas., A. C. Vieth, Oakland. 
Members Exec. Com., Jacob 
Seither, Keokuk: J. D ty, West 
Liberty; L. Lindenberg. Dubuque: 
dames C, Paulson, Paul Devol. C. 
S. Barger, Albia: L.H. Kurtz, Des 
Moines; C. R. Keating, Mt. Ayr; L. 
A. Grimes, C. E. Haas. 
Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, L ogan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. Com.. F. W. Bartle tt. Kansas 
City; T. H. Kiniry, Beloit; J M. 
Walters, Robinson; J. H. Hamilton, 
Arkansas City; T. J. O'Neill, Osage 
City. 
Kentucky Retail Hardware and 
Stove Dealers’ Association. 

, W. T. Oldham. Mt. sterling. 
ist V.-P., J. L. Macin, Vine Grove. 
2d V.-P., W. S. Shacklett, Fulton. 
Sec., Paul Wagner, Louisville. 
Treas., Henry Heick,  ouisville. 
Michigan Hardware Association. 
Pres T. Frank Ireland, Belding. 
V. Pres., John Popp, Saginaw. 
Sec , A. J. Scott, Marine City. 
Treas., H. C. Weber. Detroit. 
Ex-Com., J. B. Sperry, Port Hur- 

on; F. A Turner, Caro; J. G. Patter- 
son, Detroit; F. S. Car'ton,Calumet; 
S. E. Hunt, Detroit; Simuel Win 
chester, me Fred S. Cook, 
Fowlerville; Pipp, Otsego; A, 
Harshaw, Sava A J. Scott Ma- 
rine City. 


a4 Retail Hardware Assn 
Pres., W. H. Tomlinson, LeSueur 
V.-P., H. S. Cleveland; Minneap- 


olis. 
Treas., W. E. Barto, LongPrairie. 


Sec., M. S. Matthews, Mnpls. 

Exec. Com., W. H. Tomlinson, Le 
Sueur; H. 8. Cleveland, Minneap- 
olis; F. E. Hunt, Red Lake Falls; 


Benj. F. Kernkamp, St. Paul; C. 
Hornburg, New Ulm: J. pet 
Alexandria: C. H. Casey, Jordon 
Cc. F. Ladner, St. Cloud; J. Schmidt, 
Wabasha: A. T. Stebbins, Roch 
ester; J. McGuire, St. Paul. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 
Pres., Tayler Frier, Louisfana. 
V.-P., E. L. Wachter, St. Louis. 
Sec., F. N. Neudorff, St. Joseph. 
Ex. Com.., 
ton; F. N. Kannsteiner, St. Louis; 

W. T. Shoop, Richmond 


National Hardware Association. 

Pres., R. A. Kirk, St. Paul. 

Ist V.-P., John C. Koch, Milwau- 
ee. 

2nd V.-P., Brace Hayden, San 
Francisco. 

.-Treas., T. James Fernley, 
Philadelphia. 

Ex. Com., John Freeman, De- 
troit; Samuel B. Bigelow, Boston: 
P. E. Strauss, Boston; J. D. Moore, 
Birmingham; R. M. Dudley, Nash- 
ville; W. S. Wright, Omaha. 

Advisory Bcard, W. W. Supplee, 
Philadelphia; H. H. Bishop, Cleve- 
land: John Bindley, Pittsburg; R. 
W. Shapleigh, St. Louis. 


Nebraska Retail Hdw. Dealers’ Asn. 


Pres. C. A. Peterson, Oakland. 
ist V. -P.} Nathan Roberts,Oma! a. 
2d V.-P. Alex Meyer, Hastings. 


3a V.-P. Frank Hecker, Friend. 
Sec.-Treas., Harry Hal) Lincoln. 


National Retail Hdw. Dealers’ Asn. 
Ae G.Cormick, Centralia, 11. 
V.-P., C. N. Barnes, Grand Forks. 
boa M. ZL. Corey, Argos, Ind. 
Treas., W. Bu gardus, Mj. Vernon. 
Exec. Com., W. P. Bogardus, Mt. 

Vernon, O.; O. P. >chiafer, Apple- 

ton, Wis.; C. F. Ladner, St. Cloud, 

Minn.; W. A. McIntire, Ottumwa, 

Ia.: 5. E. Jones, Richmond, Ind. 


N. Dakota Retail Hdw. Dealers’Asn. 

Pres., H. N. Joy, Hamilton. 

Ist V.-P., H. F. Emery, Fargo. 

2d V.-P.. Frank Lish, Dickinson 

3d V.-P., H B. Allen, Jamestown. 

Sec., C. N. Barnes, Grand Forks. 

Treas., W. H. Pinkerton, Lakota. 

Ex. Com., E. E. Elliott, Sanborn; 
H. F. Strehlow, Casselton; Hurbert 
Harrington, Fargo 

Ohio Hardware Association. 

Pres., W. P. Bogardus, Mt. Ver- 
non. 

V.-P. J. F. Baker, Dayton. 

Cor. Sec., D. R. Burr, Piqua. 

Fin. Sec., W. C. Jones, Columbus. 

Treas., H. A. Waller, Ravena. 

Ex. Com., J. B. Carson, Hamilton; 

Ex. Com. F. A. Powers, Norwalk; 
Geo. Harvke, Cincinnati; E. Fisher, 
Wapakonetta; J. C. Snyder, Iron- 
ton; E. M. Potter, Cleveland. 


Pennsylvania Retail Hdw. Assn. 
Pres.,Geo. L. Moore. Brownsville. 
V -P., Geo. J. Rudolph, Pittsburg. 
Sec., J. E. Digby, McKees Rocks. 
Treas., B. A. Maggine, Braddock. 
Ex. Com., P.- E. a Greens- 

burg; C. N. Savage, California; B. 

A. Magg ne, Brediéesk: Cc oO. 

Shroyer, Dawson. 

St. Louis Stove Dealers’ Assn. 
Pres., Wm. H. Hahn. 

Ist V.-P., G. A. Pauly 

2d V.-P., E. L. Wachter. 

Sec., Louis Boehl. 

Treas., E. Wertz. 

Southern Hardware Jobbers’ Assn. 
Pres., F. A. Heitman, Houston. 
Ist V.-P., Col. B. F. Eshelman. 

New Orleans. 


2d V.-P., John Donnan, Rich 
mond, Va. 
Sec., C. B. Carter, Knoxville 


Ex. Com., W. M. Crumley, At- 
lanta, Ga.;: O. B. Barker, Lynch- 
burg, Va.; Chas. H. Ireland, Greens- 
boro, S. C.; C. S. Speer, Hot Springs 
Ark. 

Texas Hardware Jobbers’ Assn. 

Pres., Jas. Moroney, Dallas. 

ist’ V.-P., J. C. Bering, Houston. 

2d V.-P.- J. Burnsides, Ft. Worth. 

Sec.-Treas., R. Bell, Weatherford. 

Ex. C. m., G. A. Trumbell, Dallas; 
F. A. Heitman, Houston; E. S. 
Hughes, Abilene; J. J. Dickerson, 
Pris. 

Wisconsin Hdw. Dealers’ Assn. 

Pres., L. Findiesen, Green Bay. 

Vv P.; H. L. McNamara, Janes- 


.. C. A. Peck, Berlin. 

. Kornelly, Milwau- 
don; 2 
8. *Scofield. Sturgeon Bay; 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 114 to 118 inclusive. 





A. E. Yaw will start a hardware store at Alexander, 
la. 
A new hardware store is being opened at Palmero, 
N. D. 
Hellie, Walters, 


Minn., has opened a hardware 


store. 

Steel range peddlers are operating in the:-vicinity of 
Raab, Ohio. 

A company is being formed to manufacture pumps 
at Waterloo, Ia. 

G. P. Libby, Pullman, Wash., 
a hardware store. 


is said to have opened 


Henry Avery has opened a hardware business at 
Wakefield, 

Frank Rassier, Little Falls, 
a hardware store. 


Kans. 
Minn., will shortly open 


Frank Mazanetz will conduct a hardware store at 
Wis. 

B. A. Hunsaker is a 
Myrtle Creek, Ore. 

Ole Torrison will open a new hardware store at 
Fessenden, N. D. 

J. G. Moser, Dubuque, Ia., 
gone into bankruptcy. 

G. E. Nelson, 
ware business for sale. 


Stangelville, 


new hardware merchant of 


a hardware dealer, has 


Elysian, Minn., is offering his hard- 


Gordon & Uttuits is the name of a new hardware 
firm at Westboro, Mo. 

John Wolzmuth, Spearfish, S. D 
is a victim of a recnt fire. 


, hardware dealer, 


J. Bell, Genesee, Idaho, has purchased the hardware 
business of John Voilmer. 

The Kosse Hardware Co. 
ware Co. at Kosse, Tex. 


succeeds the Gibbs Hard- 


The Savannah Crockery & Hardware Co. has been 
organized at Savannah, Ga. 

J. E. Pennell has sold his hardware store at Milford, 
la., to E. B. Van Steenburg. 

John Klopstock is about to 
business at Ray Center, Mich. 


establish a hardware 
J. G. Honken has sold his hardware business to R. 
©. Clark at Hampton, Minn. 
Sweet & Son, Ormsby, Minn., 
ware business of J. H. Arend. 
| oo 
tinware store at Cadillac, 
W. G. Garry, 
business of R. L. 
Wm. McCurdy has purchased the hardware store 
of G. C. Rambough, Dickens, Ia. 


have bought the hard- 


Gustafson will open a hardware, stove and 


Mich. 
Echo, Minn., succeeds to the hardware 
Macklenberg. 


Foster Bros., New York knife manufacturers, are 
having a temporary shut down. 
George Gardner succeeds to the hardware business 


of Taylor & Gardner, Stuart, Ia. 























The Thompson & Roell Hardware Co., Ellendale, 
Minn., will shortly open a store. 


The Caley Hardware Co., Princeton, Minn., have 
increased their capital to $80,000. 

The Globe Fence Co., Jackson, Mich., has been 
formed with a capital of $300,000. 

Bump & McCabe, Petoskey, Mich., have succeeded 
the hardware firm of Bump & Co. 

Ole K. Helle, Geneva, Minn., has succeeded Greutz- 
macher & Bailey, hardware dealers. 

Chas. N. Reese will continue the hardware business 
of N. Reese & Son, at Belmond, Ia. 

G. N. Ristey, Caledomia, Minn., has bought the 
hardware business of Chas. Hoegh. 

N. Swennumson, Harmony, Minn., has become a 
partner in the Arbak Hardware Co. 

Emil Garnish, Ashland, Wis., has admitted his sons 
as partners in his hardware business. 

John E. Lawson, New Paynesviile, Minn., succeeds 
John E. Holz in the hardware business. 

Paige & Green will carry on the hardware business 
of Paige & Ruggie,.at Netawaka, Kan. 

J. Adrianson is successor to Bradley & Hursley, 
hardware dealers at Prairieville, Mich. 

Thompson & Anderson, Hazel Run, Minn., have 
succeeded the Hazel Run Hardware Co. 

The Schmidt Hardware Co., Sheffield, Ia., have 
made several improvements in their store. 

George T. Murray, Waterville, Minn., will continue 
the hardware business of Rees & Murray. 

J. D. Sullivan, Ellendale, Minn., is offering his 
hardware and implement business for sale. 

Hutler & Friberg, Clarkfield, Minn., have purchased 
the hardware business of Chris Olson & Co. 

Moses Y. Cliff, Glenwood, Wis., has succeeded the 
Peterson Hardware Co. at Cumberland, Wis. 

Lederman Bros. succeed to the hardware business of 
A. C. Lederman & Co. at Grand Island, Neb. 

Geo. P. Hunsaker, pioneer hardware dealer of 
Carthage, IIl., died on Feb. 12, 82 years old. 

A. Campbell, Farragut, Iowa, has made his sons 
partners with him in his hardware business. 

Smith & Elmers have bought the hardware business 
of Wm. E. Laubstein & Co., at Albion, Ill. 

W. A. Motley has purchased an interest in Motley 
& McKeel’s hardware store at Mitchell, S. D. 

McCoy & Rathgen will continue the hardware busi- 
ness of Geo. Rathgen at Aztec, New Mexico. 

The hardware store of Carnahan & Co., Washing- 
ton, Ind., was destroyed by fire February 20. 

H. S. Chamberlain, Winona, Minn., will succeed 
Dehrbach & Nally in the hardware business. 

The Wm. O’Neill Hardware Co., Marshfield, Wis., 
are a new corporation, capitalized at $35,000. 

The Marshall Wells Hardware Co., Duluth, Minn., 
have increased their capital stock to $3,000,000. 

W. J. Mather of Clinton, Ia., has bought the hard- 
ware business of Martin Bros., St. Charles, Ia. 


W. J. Kingsford of Mazeppa, Minn., has purchased 
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the hardware and tinware store of J. W. Reiland and 
will consolidate it with his own store. 

Leuthold & St. Clair will succeed in the hardware 
business at Nashua, Ia., by Leuthold & Hinkley. 

r. / Minn., has taken the 
hardware stock of Nolan & Donovan, dissolved. 


Donovan, Hartland, 


Gustave P. Babben, Pelican Rapids, Minn., has pur- 
chased the hardware business of D. Christianson. 

J. F. Wegner & Co., Fond du Lac, Wis., will move 
their hardware store to new quarters about April. 

Henry Wilson, formerly in the banking business, has 
purchased a hardware store at Hazel Run, Minn. 


The Otis Hidden Co., Louisville, Ky., have in- 
creased their capital stock from $20,000 to $50,000. 

Harry Hartrick will succeed Hartrick & Son in the 
agricultural implement business at Farmington, Ia. 


Thos, Gray has recently moved his stock of hard- 
ware into more commodious quarters at Shellsburg, 
Ta. 

R. M. Sanders has bought the Deats & Reasonover 
hardware and saddlery business at Portales, New Mex- 
ico. 

Farwell & Adams Co, have succeeded Jones & Far- 
well in the stoves and hardware business at Granger, 
Mo. 

Articles of incorporation of the Kessler Non-Ex- 
plosive Can & Tank Co. of Des Moines, Ia., have been 
filed. 

John Stredonsky is putting up a new building at 
Wheeler, S. D., and is putting in a new stock of hard- 
ware. 

J. B. Avera and others, Pocahontas, Ark., has char- 
tered the J. B. Avera Hardware Co., capitalized at 
$7,500. 

The Joseph D. Paldi Fence Post & Fencing Co. are 
a new Port Huron, Mich., concern capitalized at 
$6,000. ; 

The Pioneer Hardware and Machinery Co., Milton, 
N. D., have been incorporated with a capital of 
$20,000. 

John Howie has bought the store building and hard- 
ware and implement stock of Chandler & Son, at Jowa 
City, Ia. 

The Clark Bloss Co, is the name of a new firm at 
Dunkirk, N. Y., incorporated with a capital stock of 
$25,000. 

The Jackson Hardware Co., Jackson, Minn., is a 
new concern composed of George Nuesli and F. J. 
Skalisky. 

eS 
tinue the hardware business of 
dissolved. 


Brandt, East Grand Forks, Minn., will con- 
Brandt & Edwards, 


Andrew Kakara, Lakefield, Minn., has acquired a 
tract of northern land in exchange for his stock of 
hardware. 

Grosz & Schaffer, Kulm, N. D., will shortly erect a 
24x60 foot building at Denhoff for their business in 
that place. 


Robert C. Jones has purchased the interest of Conrad 
Klett in the firm of Becker & Klett, hardware dealers 
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at Camden, N. Y., and the firm will now be Becker & 
Jones. 

Dahl & Poseley, Bird Island, Minn., have ercted a 
two-story brick building, 50x80 feet, for their hard- 
ware business. 

H. M. Hendrickson, Fessenden, N. D., has sold his 
business and stock of hardware to G. Torrison, 
Oberon, N. D. 

M. Abbott’s Sons, New York, have been incorporat- 
ed in New York city to go into the business of heat- 
ing apparatus. 

Pennington, Anderson & Stockstad now succeed the 
firm of H. K. Pennington & Co., hardware dealers at 
Milnor, N. D. 

The Rigby Hardware & Lumber Mfg. Co. will suc- 
ceed Later Bros., dealers in hardware and implements, 
at Rigby, Idaho. 

The Lenox Hardware & Harness Co. will carry on 
the hardware and implement business of Long & Wil- 
son at Lenox, Ia. 

The W. E. Walpass Hardware Co. succeed the 
Bridge Hardware Co. in the hardware business at 
East Jordan, Mich. 

The McKinnon Sash & Hardware Co.'s factory at 
Black Rock, N. Y., was destroyed by fire Feb. 6 at 
a loss of $175,000. 

Ed Sutter is putting up a building at Fletcher, IIl., 
in which he will place a full line of hardware and 
farming implements. 

The T. B. Rayl Co., Detroit, Mich., wholesale hard- 
ware dealers, have increased their capital stock fyom 
$60,000 to $100,000, ; 

D. J. Sullivan, Ellendale, Minn., has purchased the 
interest of his partner, L. O. Bomengen, in the firm of 
Bomengen & Sullivan. 

Wm. Goodes of the hardware firm of Goodes & 
Thayer, Flint, Mich., has purchased the interest of his 
partner, H. E. Thayer. 

Leslie D. Wade, formerly of Hobart, N. Y., has 
purchased the hardware business of Fanning & Muf- 
fin, Davenport, N. Y. 

The Lefever Arms Co., Syracuse, N. Y., favor us 
with one of their latest catalogues showing their line 
of high grade shot guns. 

Herman Wilcox has sold his interest in the hard- 
ware and implement business at Griswold, Ia., to his 
brother, Myron Wilcox. 

H. P. Kochsneier and Harry Stahl are organizing 
the Standard Mfg. Co. at Freeport, Ill., and will manu- 
facture hardware specialties. 

The Roberts Hardware Company, Utica, N. Y., ac- 
cording to their annual custom, entertained about forty 
of their patrons on February 13. 

Wm. M. Glass of the Lee-Glass-Andreesen Hard- 
ware Co., Omaha, Neb., is at present enjoying a brief 
vacation at French Lick Springs, Ind. 

It is said that the Wyeth Hardware and Manufactur- 
ing Co., St. Joseph, Mo., will shortly inaugurate a 
profit sharing scheme with‘their employes. 

B. W. Townsend, D. G. McMillan and John F, Mc- 
Neill are the incorporators of the Red Springs Hard- 


ware & Furniture Co., Red Springs, N. C., 
ized at $5,000. 

The McKeldin & Reed Co. are a new Athens, Tenn., 
hardware concern who will succeed to the business of 
McKeldin & Watson and Reed Bros. of that city. 


The Lake Shore Steel & Wire Co., Erie, Pa., will 
shortly increase their capital stock and make material 
additions to the capacity of their plant. 

R. U. Halton, A. F. Henning and Giles M. Hatton 
are the incorporators of the Nacogdoches Paint Co., 
Nacogdoches, Texas, capitalized at $20,000. 

C. G. Spiekerman has bought Theodore Brockoff’s 
interest in the hardware store at Fergus Falls, Minn., 
and the firm will now be Spiekerman Bros. 

R. L. Beshers, W. L. Carlock and Harry G. Carlock 
are the incorporators of the Carlock-Hardware Imple- 
ment Co., Carlock, Ill., capitalized at $3,600. - 

W. H. Bailey, Wilber Posten and J. M. Coburn 
are the incorporators of the W. H. Bailey Hardware 
Co., Morgantown, Va., capitalized at $25,000. 


cpital- 


Joseph Campbell, John T. Roanan and Sarah Camp- 
bell are the incorporators of the Diamond Saw Stamp- 
ing Works, Buffalo, N. Y., capitalized at $30,000. 

The Jones & Jontz Hardware Co., Columbia City, 
Ind., are the successors of Hemmick & Jones, Hem- 
mick having disposed of his interest to R. J. Jontz. 

The International Hardware Manufacturing Co. of 
Augusta, Me., have voted for the creation of $2,000,- 
ooo of preferred and $500,000 of common stock. 

Geo. W. McCabe has become a partner in the hard- 
ware firm of Bump & McCabe, who have succeeded 
to the Walroud hardware business at Petoskey, Mich. 

The O. C. Little Pulley Coating Co. at Menasha, 
Wis., are establishing a factory to make the Out-of- 
Sight automatic catches and other hardware specialties. 

A. L. Bronson, F. E. Griswold and W. E. Bur- 
roughs are the incorporators of the Bronson & Gris- 
wold Hardware Co., Denver, Colo., capitalized at $25,- 
000. 

John F. W. Lauman, Anna M. Lauman and Charles 
A. Fattmann, St. Louis, Mo., have incorporated the 
Lauman-Fattmann Hardware Co., capitalized at 
$10,000. 

The J. L. Clark Hardware Co., Rockford, IIl., have 
secured a patent on a flue stopper, which they have 
been offering the trade with such marked success the 
past year. 

The Columbus Bolt Works of Columbus, Ohio, 
manufactures bolts, nuts, washers, turn buckles, bridge 
and roof rods and manufactures all kinds of carriage 
forgings. 

D. C. Donavin, M. J. Donavin, G. Glauss, Matthew 
Donavin and Chas. F. Roehl are the incorporators of 
the Donavin Wire & Iron Co., Toledo, O., capitalized 
at $100,000. 

The St. Louis Adjustable Sliding Screen Co., St. 
Louis, Mo., has been chartered by John Badendieck, 
Max Kalf, Henry Bramschwig and Gus Schlecht 
with a capital of $2,000. 

J. H. McWaid has purchased the hardware business 
of A. W. Murphy at Shenandoah, Ia. The business will 


sons-in-law, 


be conducted by Mr. McWaid’s two 
Messrs. Clovis and Gage. 


W. E. Belles, formerly traveling salesman for the 
wholesale hardware house of Geo. Haw & Co., has 
purchased the retail hardware store of the Johnston 
Hardware Co., Seymour, Ia. 

A. H. Spiekerman, Fergus Falls, Minn., will asso- 
ciate with him his brother, C. G. Spiekerman, and as 
Spiekerman Bros. will continue the business of Brock- 
hoff & Spiekerman, dissolved. 

The Computing Scale Co., Dayton, Ohio, have en- 
tered suit in the United States court of eastern Vir- 
ginia against Kincheloe & Co., Alexandria, Va., for 
alleged infringement of patent rights. 

On Feb. 23 a disastrous fire broke out in the hard- 
ware store of Waldemar, Julsrud & Co. at Colieso 
Viejo No. 20 in the City of Mexico, causing a loss of 
$100,000 damages, $60,000 of which was covered by 
insurance. 

De Graff & Quantrell are a new firm in the hard- 
ware and implement line, plumbing and gas fitting at 
New Buffalo, Mich. They would be pleased to receive 
catalogues and price lists of hardware and implement 
manufacturers. 

Stuber & Kuck, Peoria, Ill., are manufacturers of 
the popular line of asbestos stove mats. These are 
made of heavy asbestos billboard, nine inches, bound 
with metal band and wire ring, and are sold direct to 
the trade from the factory. 

The Udell Works, Indianapolis, Ind., offer the trade 
a complete line of stepladders, clothes bars, hook racks, 
folding clothes racks, towel rolls, towel arms, rope 
reels, ironing stands and boards, folding tables, com- 
modes, medicine cabinets, etc. 

The Nicholson File Co., Providence, R. I., are manu- 
facturers of a very complete line of files and rasps. 
Their line includes the Nicholson, Kearney & Foot, 
Arcade, American, Great Western, McClellan, Eagle, 
J. B. Smith, “X. F.,”” Gold Medal. 

The Taylor & Boggis Foundry Co., Cleveland, O., 
are offering the trade a complete line of light gray iron 
castings, builders’ hardware, dampers and damper 
clips, oil and gas stoves, furnace lamps, molasses gates, 
letter boxes and hardware specialties. 

The Jones Hardware Company, Richmond, Ind., 
have increased their capital stock from $40,000 to 
$100,000. They have also effected a reorganization 
and the officers are James A. Carr, president ; Herbert 
McDivitt, secretary; Sharon Jones, treasurer. 

The Adams & Elting Co., Chicago, are offering the 
trade the Ad-el-ite, paint and varnish remover, for re- 
moving paint, varnish, shellac, wax, etc. This remover 
does its work instantly without any injury to the fin- 
est woods, veneers or any finish applied thereafter. 

The Globe Fence Co., Jackson, Mich., has been or- 
ganized for the manufacture of wire fences. The fol- 


lowing officers have been elected: Chas. Kerfuss, Ed- 
ward Frensdorf, J. M. Lamb, A. C. Mills, A. M. 
Lamb. Edward Frensdorf is president, A. C. Mills is 
secretary and A. M. Lamb is treasurer. 

The St. Louis Electrotype Foundry, 211 N. Third 
street, St. Louis, make a complete line of pattern let- 
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ters, in sizes from one-eighth to two inches, in the 
following styles, namely, Roman, round-faced Gothic, 
sharp-faced Gothic, hair-line Gothic, flattened-faced 
Gothic, antique pointed and reversed Roman. 


The stockholders of the Union Iron Works, San 
Francisco, Cal., held a meeting recently and elected the 
following directors: Henry T. Scott, Irving M. Scott, 
W. G. Dodd, P. N. Lilienthal, F. W. Zeile, Lewis Nix- 
on and Max Pam. The directors elected Henry T. Scott 
chairman of the board, W. G. Dodd secretary and 
Chas. N. Champion treasurer. 


The Fred J. Meyers Mfg. Co., Hamilton, O., are 
manufacturers of the popular Hunter’s sifters. This, 
it is claimed, is the only sifter with a loose cap on the 
handle so as to clean out the flour that accumulates in 
it while the sifter is in use. This is a combined mixer, 
scoop, measure, dredger, rice-washer, pumpkin, toma- 
to, wine, starch and fruit strainer. 

G. & H. Barnett Co., proprietors of the Black Dia- 
mond File Works, Philadelphia, are justly proud of 
the magnificent recognition which has been given the 
Black Diamond files and rasps by the trade and the 
public. These goods have a medai record which con- 
clusively proves their high merit, as they have received 
twelve medals at international expositions. 


The Nelson & Bouquet Hardware Co., Minneapolis, 
Minn., have admitted J. P. Holliday into the firm and 
have been reincorporated as Nelson, Bouquet,, Holli- 
day & Co. They have increased their capital stock 
and will shortly move into improved quarters. The 
officers are S. R. Nelson, president; E. Bouquet, vice- 
president and secretary; J. P. Holliday, treasurer. 

F. E. Meyers & Bro., Ashland, O., are well known 
as manufacturers of double-acting lift, power, tank and 
spray pumps. They also make a line of store ladders, 
barn-door hangers and hay tools of all kinds. They 
would be pleased to send the trade prices and circu- 
lars at any time on application. When writing for 
same kindly add: “Saw it in THe AMERICAN ARTI- 
SAN.” 

In the days of our youth we used to'look upon Ex- 
celsior as the copyrighted model of the venturesome 
youth who passed through the Alpine village. In the 
commercial world excelsior is generally recognized as 
a very valuable material for packing purposes, and the 
firm of Theo. P. Huffman & Co., 648 and 650 West 
Thirty-fourth street, New York, are generally recog- 
nizes as headquarters for this material. They will be 
pleased to quote prices on application. 


Krause Mfg. Co., 7701 Goldsmith avenue, Chicago, 
are patentees and manufacturers of the Ideal and ad- 
justable grass carriers. The Ideal is, it is claimed, the 
only adjustable, full metal bottom. made. It can be 
adjusted from 12 in. to 20 in. in mowers. The Vic- 
tor is a canvas bottom carrier with a galvanized iron 
front to prevent wear and forming a stopper to pre- 
vent the grass rolling out. This firm had filed a bill 
of complaint in the Circuit Court of the United States 
for the Northern Division of the Northerg District of 
Illinois to restrain and enjoin Jacob Li Bieder doing 
business as the Chicago Canvas Goods Co., hold from 
infringing said patent, and making and selling such in- 
fringement grass carriers, and this suit is now pending. 
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Meeting Kentucky Retail Hardware Dealers’ 
Association. 





[he third annual meeting of the Kentucky Retail Hardware 
Feb 24th 


The place of meeting was Liederkranz Hall and 


and Stove Dealers’ Association called to order 
at 2 o'clock 
the presiding officer was W. P. Oldham of Mt. Sterling. There 
were forty-five members in attendance at the opening session, 
which was held on February 24, but a number of new members 
Fourteen new members were taken 
into the association February 24. H. G. Cormick, president of 


the National Retail Hardware Dealers’ Association, was pres- 


came in on February 25. 


ent and made an interesting address to members. The following 
committee on nominations was appointed: W. P. Seaver, 
Frankfort, Ky.; F. A. Steitler, Jr., Owensboro; O. A. Grief, 
Vineland; W. A. Grief, Vine Grove; Jas. Lewis, Greenville, 
and W. P. Ray, Stethton. 

W. S. Shacklett, Fulton; A. B. Durham, Danville; J. C. 
Frederick, Owensboro; Jos. Overopp, Louisville, and T. L. 
Masuer, Lawrenceberg, were appointed a committee on resolu- 
tions. 

President W 
address as follows: 


PRESIDENT’S ADDRESS. 


P. Oldham of Mt. Sterling delivered his an- 


] 
nual 


FACTOR IN COMMERCIAL 
this 


AN IMPORTANT AFFAIRS. 


At this 


desire to express my thanks for the honor conferred upon me 


our third annual meeting of association, I 
The hardware business has become an 
affairs. A hard- 


man of 


at your last meeting. 


important factor in commercial successful 


ware dealer is, of necessity, a intelligence and re- 


sources. He must exercise judgment in the selection and 


arrangement of his stock and must be able to explain to the 


contractor, the machinist and the farmer, who are his prin- 


c pal customers, the proper applicati m of the articles he sells 


here is no mercantile business to-day that combines 


a greater list, or makes stronger demands of a successful 


business man than hardware. 
FORMERLY A SIDE ISSUE 
Half a century ago when houses were built of hewn logs, 
and the forked stick to 


cooking was done in a fireplace over a 


farmer cut a handle his hay, when 


wood fire, the hard 


ware business was a side issue. Conditions have changed 
In the anti-bellum days it was the boast of our Southern 
people that cotton was king. To-day iron is king. Iron and 
its products enter more largely into the commerce of the 


civilizer. 
New 
It brings the nations of the world 


world than any other commodity. It is the 
It spans this American 
York with San Francisco. 
in closer touch, and carries civilization to the remotest parts. 
Every dealer in this commodity becomes an integral part of 
the whole and bears a certain responsibility. 


great 


great continent, and connects 


GIGANTIC CONSOLIDATIONS IN IRON BUSINESS 

From the iron industry have sprung some of the most 
gigantic consolidations known in the history of commerce. 
Millions of dollars have been centered in department stores 
and catalog houses making products of iron their leaders. 
Manufacturers in their zeal for a larger volume of business, 
unprecedented prosperity, strained 


their output, placing their goods 


in these times of have 


every nerve to increase 
wherever a purchaser could be found, regardless of the in- 
terest of those done the them. 
So numerous have been the imroads on our trade that organi- 
zation and co-operation have been imperative. 

MUCH HAS BEEN DONE IN SOME STATES. 

Owing to the short time this organization was perfected, 
as much has not accomplished as could have been 
hoped. In the states where the state organization has been 
well established much ‘has been done, noticeably in New 
York, where catalog firms were making railroad agents and 
The secretary of the New York 
State Association took the matter up with the railroad of- 
ficials and the practice was stopped. 


who have most to maintain 


been 


postmasters their solicitors. 





It must not be expected that the secretary can do it all. 
Without your assistance he can do but little. It is impossi- 
ble that he can know what is transpiring throughout the state 
without your assistance. 

If the jobber or manufacturer sells your farmer a thou- 
sand pounds of wire, your blacksmith a set of tools, or your 
customer an air-tight stove, report-the ‘salé at once to your 
secretary, giving the name of the seller, what and when sold. 

PET HOUSES 

We all have our pet houses. What may be my favorite 
house to buy from may be the one that gives you the most 
trouble. If so, report them to your secretary. If your sec- 
retary fails to get satisfaction, let him at once report to the 
If he fails it will be 
sulletin, through which I have 
In this connection permit me to sug- 
gest that every member of this association should be a sub- 
scriber to the National Bulletin, published at Argos, Ind. 
It is the official bulletin of the National Hardware Associa- 
tion and should be in the hands of every member of every 
State Association. And I would further suggest that it would 
not be a bad policy to amend our by-laws so as to increase 
dollar and authorize the secretary 
to forward amount to the Bulletin as a subscription to each 


secretary of the National Association. 
reported in the Hardware 
knowledge of the facts. 


the membership fee one 


member. It is only through this medium that we can fully 
understand what is being done. If our associate organization 


is a success, we must be aggressive. Assist your secretary. 
Report to him everything that he should know. 
self. Do not This 


-a part of your profits. Go 


Do it your- 


wait for the other’ fellow. association 


work is a part of your business 


at it with the same determination to succeed that you go 
into your store, and by the end of the year you will find 
your profits have increased. 
THE BRIGHT SIDE OF THINGS 
It is always pleasant to look on the bright side of 


It is pleasant to see the good feeling that exists be- 
National Retail and the Jobbers’ National Asso- 
Working in harmony with the same general pur- 


things. 
tween the 


ciation 


pose success is assured. The jobbers’ interest is our inter 
est; our interest should be the jobbers’ interest. Let us 
push our association work until every dealer in the state 


I have the first dealer yet to see who attends one 
member. At the 
town, in the 
I was struck with 
the good feeling that existed between them. They had more 
the appearance of partners than competitors. We should all 
be on the best .of terms with our competitors. If we have 
a leisure hour in the evening we should feel as free to walk 
in and spend that hour with a competitor as with a druggist 
or grocer. Do not be afraid to discuss your trade with him. 
Give him your confidence, then he will give you his. If you 
have a customer who is about to beat you, let your ¢orm- 
petitor know it; he in turn will tell you some one else who. 
will beat you. If you know a catalog house, a manufacturer, 
or jobber who is shipping goods to your customer, let your 
secretary know it; it may be worth something to a brother 
dealer. This is association work. 


is with us. 
ot these meetings and does not become a 
from the 
same general business, took membership. 


last meeting two young men same 


THE MANUFACTURER'S WORST ENEMY. 

Article I, Section 2, of the constitution says: “The ob- 
ject of this association shall be the mutual benefit of the 
retail hardware dealers of Kentucky, by promoting their 
interest and friendly co-operation.” Unless 
we have that friendly co-operation our organization is of 
little 

A prominent manufacturer said: “The greatest enemy 
of the manufacturer is some other manufacturer who is un- 
principled or unbusinesslike in his methods. If we were- 


securing their 


worth. 




















withholding some information that should be known to the 
association, we are violating the purpose of the organization. 
MUTUAL’ FIRE INSURANCE. 

Before closing, I desire to call your attention to the sub- 
ject of mutual fire insurance. The recent advance of 25 per 
cent by the old line companies, the fact that there are but 

few independent companies operating in this state, renders 
mutual fire insurance almost imperative. Yet in our opinion 
mutual insurance should be national instead of state. Ohio, 
Minnesota, Pennsylvania and other states who have adopted 
mutul insurance seem well pleased with their state organi- 
zation, and present some very enticing figures. Michigan, 
however, at their last meeting reported unfavorably on mu- 
tual insurance. The chief advantage of a national insurance 
over the state would be the great scope of country over which 





the risks would be .scattered; a larger amount of business 
can be handled at a less per cent of expense and enable the 
active officers prohibiting too great risk on any one stock 
whereby safety of the insured would be impaired. Scattered 
risks and limited policies on stocks will preserve the life of 
mutual insurance. So important has this method become of 
writing limited policies that it is difficult to get any com- 
pany to write more than two thousand dollars on one risk. 
Hardware within itself is a very safe risk to write, yet we 
are réquired to fiay one-foufth of a cent‘miore than dry goods 
and groceries. Mr. Lewis in his address to the National 
Association has gone into the subject of mutual insurance 
at a considerable length, and has given a very exhaustive re- 





view of the subject. 
Secretary Wagner of Louisville then delivered his 


SECRETARY’S REPORT. 


ALL HAVE TROUBLES. 
Old Father Time has again turned his globe, and 
the third annual meeting of the Kentucky Retail Hard- 
ware and Stove Dealers’ Association is upon us. Again 





we are assembled to review our grievances, and also to tell 
one another how we have profited by a membership in this 
association. 

That we and all have “trouble” of some kind in our 
business and that we have also already received, or soon ex- 
pect to receive, some relief is proven by your presence here 
to-day. Should the attendance at these meetings be not up 
to expectations we can expect the Kentucky retailer to be 
having “little trouble.” If a great calamity happens in your 
vicinity the crowds that gather are very large, and often 
listens excited and anxious, and cool and level heads and 
steady hands are in great demand, to avoid a second calam 
ity, sometimes more appalling than the first. 

WRITHING UNDER THE LASH. 

So while we may have come here to-day with anxious 
expectations, justly writhing under the lash of unfair busi- 
ness methods pursued by unscrupulous, merciless manufactur- 
ers, jobbers, catalog and department houses in, I might say 
their combined efforts to throttle the retail merchants of the 
land let us stand firmly our grounds and with a cool and de- 
termined manner pursue the proper method of making our 
purchases, and also of disposing of our wares. 

When a manufacturer or jobber tells you that he is 
your friend, that he will protect you whenever he can, that 
he delights to see you getting along so nicely, and then de- 
liberately sells his wares to a catalog house (I care not at 
what price) he. tells.a ———. Well, he is jollying you. But 
it was not my intention to write a paper upon this subject, 
though it is broad enough to write books about. 

MEMBERSHIP. 

At our last meeting I reported a membership of 52; 
since then 14 new members have been added, and 3 of the 
old ones have retired from business, leaving a total mem- 
bership of 63, and 6 applications received within the last 
few days. 

You will see by this that my ambition to increase the 
membership to 100 during the year 1902 did not materialize 
and will possibly have to be extended to our next meeting. 

CORRESPONDENCE. 

During this my second term of office it became my duty 

to answer &8 letters in all. Of these 23 letters were from 
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the editors of trade papers, 27 from secretaries and officers 


of the National or other State Associations; 38 letters from 
members and retail merchants of the state. Six grievances 
were brought to my attention by members of this association, 
and while some of these were adjusted satisfactorily, [ have 
one complaint in particular to which I will call your at- 
tention later on, upon which I will demand action by the 
association. These manufacturers were guilty of entirely 
ignoring a letter asking for explanation, written to them 
by your humble servant, in a polite and business way. 

Che first week in February we sent out a circular letter 
to every retail hardware merchant in the state, the following 
week a letter to every member of this association, besides 
about a dozen to “ripe,” prospective members, and on Feb. 
21st we mailed to every dealer in this city (member or non- 
member) an urgent invitation to be with us these days. This 
makes a total of almost 1,200 circulars and letters sent out 
during the year. ; 

[ will leave it to the members to judge if our combined 
efforts and labors are justified by their reward 

NECROLOGICAL. 

| am grieved to report the death of one of our members, 
Mr. P. Koenigstein, of the firm of P. Koenigstein & Son. Mr. 
Koenigstein was one of the older dealers in this city 
(Louisville), but later with his son conducted a retail hard- 
ware and stove business at Eminence. He was known for his 
fair and honest dealings with his fellow men, and it was to 
me a pleasure to personally come in near relationship with 
him on business matters. 

BELIEVES IN FIXED PROGRAM. 

[ will take the liberty of calling the attention to the 
executive board in particular, and of all members in general, 
to the advantage of having a regular fixed program prepared 
at least sixty days before the meeting. Would have attempt- 
ed to accomplish this task unaided had my health this fall 
and winter allowed the strain. In order to successfully ac- 
complish this it is necessary that quite a number of 
cur members report to the secretary what part they can take 
on such program. 

HELPFUL HINTS. 

Give us a little talk or a brief address upon any sub- 
ject that may be of interest, and one that you have given 
some thought. 

You can also assist your association materially by sending 
to your secretary from time to time the name of a pros 
pective member, then in a reasonable time write your friend 
again asking him if he has joined the association, and if 
not, why not. 

Prompt payment of yearly dues is an impetutive neces- 
sity if association work is to be carried on successfully, and 
unless carried on that way, may as well be abandoned. 

Come, let us assist our future secretary all we can, and 
place Kentucky in the front ranks in the National Retail 
Hardware Dealers’ Association. 

es Se are 

H. J. Lee, president of the Lee-Glass-Andreesen 
Hardware Co., Omaha, Neb., is in Mexico on a pleas- 
ure trip. He is accompanied by his wife. 

The State Line Mfg. Co., Chattanooga, Tenn., send 
us a postal circular describing D. M. Steward’s patent 
acetylene burners. They say: “On account of their 
originality these burners attracted widespread atten- 
tion, and were subjected to the most severe tests. Ex- 
perts in this country and abroad, after making photo- 
metric tests, pronounced them as yielding a_ higher 
candle power than any other form of burner. Quality 
being assured, popularity quickly foilowed, and the 
demand crowded the factory to its limit. Being confi- 
dent of the bright future and permanence of acetylene 
gas, Col. Steward decided to erect and equip a plant, 
sparing no cost, to use the most modern and accurate 
machines of ample capacity. This plant was completed 
and has been in operation since 1897.” 
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Sixth Annual Meeting North Dakota Retail Hardware 


WEDNESDAY MORNING SESSION. 

The sixth an nual meeting of North Dakota Retail Hard- 
ware Dealers’ Association convened at Fargo Wednesday, 
Feb. 18, for a two days’ session. The attendance was good, 
there being a fair representation of the trade present, all feel- 
ing a deep interest in the work of the convention. 

Mayor Wm. D. Sweet of Fargo delivered a very cordial 
address of welcome to the visitors in behalf of the citizens, 
and stated that it was always a pleasure for him to welcome 
such a representative class of men as the hardware men and 
promised to see to it that none of the members came to grief 
by reason of the vigilance of the police. His address was 
much enjoyed by those present and was responded to by 
President H. N. Joy of the association in his usual happy man- 
ner. Mr. Joy stated that he had been informed of. Mayor 
Sweet’s illness and had feared that he would not be able to 
address the hardware men, which would have been a sore 
disappointment for Fargo’s visitors, not to be welcomed in 





well Fargo’s hospitality is 
President Joy called attention 
to the fact that.the hardware men had taken a very active part 
in the upbuilding of the new state, financially and socially, 
and that it is that the hardware dealers are 
recognized as the progressive business men of every com- 
munity. 

At the opening of the business session, President Joy 
announced with much regret that Secretary Barnes was unable 


the 


known hospitable manner. 
known ‘throughout the land. 


noteworthy 


to be present, as members of his family at Grand Forks were 
ill. It would therefore be necessary that a temporary secre- 
tary be selected. Hubert Harrington of Fargo was placed in 
nomination for the position and was elected and Mr. Nuss 
of Grand Forks chosen as assistant 


was secretary. 


Dealers’ Association. 


Secretary Harrington then called the roll of membership 
and, as stated above, it was found that an excellent repre- 
sentation of the membership was in attendance. 

President Joy stated that as there were a number of the 
members who were not personally acquainted with each other, 
that he would appoint a committee to attend to the introducing 
of members, consisting of H. F. Strehlow of Casselton, H. F. 
Emery of Fargo and H. T. Helgeson of Milton, which com- 
mittee immediately commenced their duties, while the secre- 
taries were collecting the railway certificates, receiving dues 
and applications for membership. 

At this time a motion to adjourn until 2 o’clock was 
adopted, and President Joy called a meeting of the executive 
committee for the purpose of canvassing the business of the 
association -for. the -past- year. 

WEDNESDAY AFTERNOON SESSION. 

At the opening of the afternoon session, President Joy 
announced that Secretary Carpenter of the Implement Dealers 
was present and would present the matter of their proposed 
southern excursion to the members of the association, inviting 
them all to join for the trip. Mr. Carpenter stated that the 
implement dealers invite the grocers and hardware men to 
make the trip south with them and gave the details of 
the arrangements already made. He stated that the excur- 
sion will leave Minneapolis - Tuesday. evening, , Feb. 24, and 
will visit Chicago, St. Louis, New Orleans, Chattanoega and 
other southern points of interest, the business men of which 
had arranged entertainment for them during their stay in the 
cities. The fare for the round trip would be $74, which in- 
cluded sleeping car berth, and the trip will take fifteen days. 
He thought it one of the best and cheapest excursions that 
could be had for the money. He asked those interested to 
call upon him at his hotel. 

The next order of business was the presentation of a 
paper by G. M. Evenson of Cooperstown, on 


“OUR ASSOCIATION.” 

HAS DONE ITS WORK WELL. 

this month, North Dakota had about 
seventy-five men who assembled here as the North Dakota 
Retail Hardware Association. This association has done its 
work well, presenting at its different meetings evidence of 
its. growth, and benefits to.all who would allow themselyes 
to come within its reach. It has not accomplished everything 
—far from it. It has simply done its best to better the inter- 
ests of all hardware men. It invites the highest skill of us all 
to further its progress as an association. These annual meet- 
ings are records of its progress as an association and should 
go into the store of every merchant who attends. They 
broaden and brighten daily life and are full of information. 
Every meeting has helped to onward steps. Exchanging of 
thoughts, methods and ideas of business are some of our 


Five years ago 


aims and he who will be a student here can not go away 
without some help. 
FRIENDLY RIVALRY IS MORE COMMON. 


The association exacts a study of how to better our 
interests, Friendly rivalry is now more common ampng us 
than heretofore. The quest for trade is an incentive to devise, 
improve and economize in cost of doing business. Friendly 
rivalry improves, because it is an incentive to keep from price- 
cutting. Business life is ever a sharp struggle for success. -It 
will be none the less so in the future.. Without competition, 
we would be still clinging to the long ago methods of business, 
and our association would be of no good to us. 
A COMMON ASSET. 

The success of our association is an asset and common 
glory to us all. ‘It is not enough that our officers strain every 
effort for success, for it needs the combined efforts of every 
member. It will never be accomplished unless we combine 
our forces and all lend a helping hand for the accomplishment 























of our many objects. Understand that, though we are com- 
mercial competitors, we must not be commercial enemies 
My fellow merchants, past attempts indicate that we are close 
to a combine dangerous to our peace and welfare. We as a 
state association have a power built up through only a few 
years of toil. No narrow policy will support it. Our ca 
pacity to produce has developed enormously. Only a broad 
and enlightened policy will get us what we want and keep 
for us what we have. A national association built up and 
well maintained. 
MUST BE LOOKING TO FUTURE. 

We must be looking to our future, strengthening our indi 

vidual association by building up our national associati 





President H. N. Joy, Hamilton. 
/ 


that we may be ready for any storm or strain. The attempt 


that has been made to form a combine indicates the danget 


we are in, and we may be sure those attempts will be repeated 


and it remains with us hardware men and our friend, the 
drummer, to see that the next attempts fail also. With a 
national association, independent and well maintained, we will 
be recognized. The mere fact that the first attempt failed is 
no assurance of our future safety. It is for this reason that 
our national association should be built up by each of us 
putting forth our best efforts to further its object, that its 
efficiency may be had, should occasion demand 
AN EXTENSION OF POWER. 

By sensible arrangement we may extend our power. Mu 
tual understanding between us all is essential to the continued 
and healthful growth of our association and individual busi 
ness. We must not repose in fancied security that we may 
always buy where, when and of whom we please. As a 
National Association we cannot assume to forbid jobbers to 
consolidate. We can say though that, as such, they are our 
enemies and in furtherance of our interests remember those 
who are not in combine. The time has come making it 
unwise to not extend a broader protection over the retail 
hardware association. What our state association began to 
do for retail hardware men, our National Association must 
further and complete. What the union gives to the individ- 
ual states, a strong National Association can give each indi- 
vidual dealer. 

ARE PLAYING AN IMPORTANT PART. 

In the furtherance of this object of interest and concern 
to us all we are performing an important part. These gath- 
erings will have touched every dealer’s heart whose mind is 
alert, and feelings of a truer fraternity between hardware men 
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will deepen and endur he good work began by our state 
association has gone on to a national association. Let its in- 
fluence grow that we may have a better prestige to face 
a foe. Gentlemen, let each of us remember that our interests 
are in concord, not conflict, and that our future protection 
rests in an independent, well maintained national association 
Peace among ourselves is essential, but confidence, friendship 
and mutual respect will deepen and endure. We must build 


up a national association which will unite all retail hardwar« 


men and give needed prestige. Our interests no longer tol 
erate delaying this matter. The period of exclusiveness is 
past 
THE PRESSING PROBLEM 

he expansion and growth of our National Association 
is the pressing problem. A policy of good will and friendly 
relation between us all will do much to strengthen it In 
every way the state association has been an unqualified suc- 
cess, and has more than vindicated the wisdom of its orig 
inators. The material benefits which each hardware man of 
he states have derived from thx m of the state asso 
ciation can in no way be measured We can not calculat 
the returns for we do not know and can never know th 
vast amount of business invited each of us through 1 
respectiv ssociations There is no mputing the blessing 
ind benefits and prosperity to be derived from a strong na- 
tional association. But we can enhance our joys, comforts, 
contentment and happiness if each and every retail hardwar 
man of these United States will but come forward, pay his 
dues and remember that members give strength I regret 
exceedingly that [ can not give in dollars and cents the 
umount derived from tl fluence of our association 

VALI F THE ASSOCIATION 

Could I do so, I believe the many secretaries of the state 
issociations would be overrun for a week or two with appli 
cations for membership. Enough is known, however, to war 
rant the statement that 20 pet nt better trade is now en 





First Vice-President H. F. Emery, Fargo. 


joyed by most hardware men over what it was before our 
state association was organized. And yet there are many 
good business men in the hardware business who receive these 
immense benefits of our association, ignorant that they are en 
joying the fruits of others’ labor. I want to emphasize this 
fact that it is not an association alone that rewards each 
of us, but the maintaining of it by each and every hardware 
man in these United States that is going to give value and 
rewards. It will be remembered that not long ago John Doe. 
or any other John, could send in an order for garden rakes, 
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shovel, dustpan and a few pounds of nails and get it all. To- 
day an order of that kind is laid upon the shelf of indefinitely 
unfilled orders. Ample protection can be supplied if only 
all retail hardware men will but lend a helping hand by be- 
coming live members of their respective state associations. 
Our friends on the outside are looking to the dollars and cents 
they will have to pay to become members. They need not 
worry; no dollars and cents they are asked to pay as dues, 
invested in stock, will bring them the returns to be received 
out of our hardware association 

This paper was received with much applause upon the 
part of the members, many new ideas being presented. 

President Joy stated that it was the desire of the asso 
ciation to give up a considerable portion of the time during 
the afternoon to the manufacturers, jobbers and their traveling 
salesmen, and that in order that these gentlemen should not 
be in want of texts upon which to speak, he would, with the 
consent of the association, present his annual address, which 
was scheduled to be given the following morning. His ad 
dress was called for and was given as follows: 

ADDRESS OF PRESIDENT. 
THE STRENGTH OF MATURING YEARS 

I congratulate you upon your sixth birthday, and with it 
the strength that comes with maturing years in all good work; 
whether it be in the development of the physical, mental or 
spiritual in man, the advancement of the nation in unfolding 
its natural resources, upbuilding its homes and shops and 
improving the conditions of the people, or in the realm of as 
sociation, in making the carrying on of any special business, 
labor or profession more congenial, profitable and valuable 
to its membership 
CHILDHOOD ARE OVER. 
We have a right to stretch ourselves as we feel the sense 
and congratulate ourselves that our childhood 
we are steadily and surely swinging 


DAYS OF 


of growth, 
days are past and that 





Second Vice-President Frank Lish, Dickinson. 


out upon the broad highway of usefulness; no longer an ex- 
periment, with no very certain destiny, but an actual neces- 
sity to the hardware dealer 

THE DAY OF SYSTEM. 

The hardware man of the very near future, yes even of 
this day, is no longer the self-confident, independent fellow 
that formerly did business under the sign of the cross-cut 
saw. Systems and methods have displaced the former things, 
and unless he avails himself of the privileges, knowledge, 
strength and advancing ideas of his vocation, which are only 








obtainable from associating with men in the same calling, 
he will degenerate, lose his custom and ere long go down to 
certain and ignominious failure. 

ASSOCIATIONS ARE NECESSARY. 

The day when the individual who gave utterance to senti- 
ments of this character was looked upon as talking through 
an aperture in the top of his head gear, has passed, and he 
may now give vent to expressions of approval and worth, 
without being looked upon as sentimental and visionary. 

I tell you what it is, gentlemen, we were born of Mother 
Necessity, are growing fine, are here to stay and if any 
of you came to this meeting harboring any doubts I want 
you to get rid of them at once, and as long as you continue 





Third Vice-President H. B. Allen, Jamestown. 


in the hardware business in North Dakota, never under any 
circumstances allow yourselves to become skeptical upon this 
point. 

SUCCESSFUL MEN OUTSIDE THE ASSOCIATION, 

That some men are successful in business whose names 
do not appear upon the roll of an association is true; that 
many of these same men look wise when asked to join their 
local association, and inform you by their looks, if not by 
words, that they are quite comfortable, and can get along very 
nicely without the association, is also true; that some hard- 
ware dealers will ever continue in this attitude toward the 
issociation is certain, but notwithstanding their wise looks and 
evident determination to leave the association everlastingly 
alone, the fact still remains that they are reaping a goodly 
portion of the benefits secured to the trade by the association, 
and whether they are willing to acknowledge it or not, are 
under obligations to the dealers who take the time, stand the 
expense, and expend the energy requisite to carry forward the 
work of the association, which brings these results. 

CURIOSITIES OF FUTURE. 

We do not expect, nay we must not expect to ever live 
to see the time when all the hardware dealers of our state 
will be members of this association. The time will never come 
when there are not some who will look and think just as many 
are doing to-day; but from the history of the past I feel that 
[ am not over confident in saying that within a very short 
time the hardware men who are outside the pale of their 
state associations will be looked upon as curiosities, unenter- 
prising, and of such small caliber that their membership 
would be of no particular value to it. 


THE ATTITUDE OF THE TRAVELING MAN. 
That some, the majority of the traveling men, are our 











minority thank 
That the latter are 


undoubted. That some, the 


friends, is 
Heaven, are unfriendly is equally true. 
responsible for keeping some dealers who otherwise would 


join us from doing so I am morally sure of. They may not 
say much, perhaps nothing at all is expressed that could be 
construed as reflecting upon us, but whenever the subject of 
the association is mentioned they manage to convey in some 
unmistakable manner their disapproval of us, and their lack 
of faith in our worth to the retail hardware dealer; giving 
the impression that “you better not join, “you are just as 





Secretary C. N. Barnes, Grand Forks. 


well without it, and besides it is a useless expense and wastes 
much valuable time.” 


UNFRIENDLY TRAVELERS SHOULD BE LABELED. 

I wish that we had someway of labeling the unfriendly 
traveling man, so that he might enjoy the treatment at the 
hands of our members that his conduct so richly merits. If 
some way could be devised for so doing, I feel satisfied that 
it would not be long before he would “get right” or “be wiped 
off the earth.” Permit me to commend the majority, God 
bless them, who are ever ready to not only uphold us by 
expression of countenances, but in words uttered in their own 
forceful manner; and who have done and are doing much 
to help the growth of our association. May their shadows 
long continue to darken the doorways of the progressive hard- 
ware dealers of North Dakota, and their order books bear 
conclusive evidence that their friendship is appreciated. 

THE JOBBERS AND MANUFACTURERS. 

Our relations with the jobbers and manufacturers solicit- 
ing business in this state during the past year have been, for 
the most part, very satisfactory. The majority seem desirous 
of meeting us fairly and giving our grievances, when brought 
to their attention, promp and careful consideration. 

Our policy has been to apply to them the same rules that 
we are willing to be guided by, and with few exceptions we 
have found them to be loyal to our principles and agreeable 
to our policy. Some of them have been charged with being 
rather profuse in their open manifestations of friendship, 
while secretly they have lost no opportunity of acting in a 
manner quite the reverse; but so far as our investigations 
have gone, we have failed to discover any under-handed or 
covert actions of much moment from those professing loy- 
alty. 

LEGISLATION. 

Between thc secretary and myself we have endeavored to 

keep tab on the doings of our Legislative Assembly now in 
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session at Bismarck, with the object of preventing, so far as 
possible, unfriendly legislation. We are fortunate in having 
in both branches of the Assembly a number of our own 
members, as well as “other friends at court,” who have been 
on the alert to head off any measures introduced that were 
inimical to our interests; and up to this time their efforts 
have been so successful that with one exception no bills have 
been passed that will be detrimental to us. As you are aware, 
the association has heretofore taken the initiative in prepar- 
ing and having introduced bills providing for the taxing of 
peddlers. Laws having been on two occasions passed, with 
this object in view, both of which, however, were declared 
unconstitutional by the Supreme Court. 

The present legislature has again tackled the subject, and 
without doubt we will soon have book a 
law requiring persons pursuing that occupation to pay a 
Whether or not the bill now 
before the legislature will run the gauntlet of the courts time 


upon our statute 


license in the shape of a tax. 


will surely tell. 

The measure as introduced was more in keeping with 
our ideas than it will be when it becomes law; amendments 
having been made to it which have somewhat limited its 
scope. That the legislature is willing to pass laws, session 
after session, covering this matter, convinces me that in time 
these people will be compelled to pay their just proportion of 
the revenues. 

THE NATIONAL ASSOCIATION, 

In an official circular of May 10th I called your attention 
to some of the matters discussed and the action taken thereon 
at the last meeting of the National Association, at 
3arnes and myself had the honor of representing 


which 
Secretary 
you. Other matters taken up at that time will be laid before 
you during the executive session in order that you may be 
fully informed of the important work that is being carried 


forward by the National Association, in a much larger way, 





Treasurer W. H. Pinkerton, Lakota. 


with greater force and surer results than could be accom- 
plished by any one state association. Since that meeting sev- 
eral more state associations have allied themselves with the 
National and with augmented forces it is destined to be a 
greater power for the protection and perpetuation of the re- 
tail hardware dealers of this country. 


‘ 


FIRE INSURANCE. 
The time will come when it will be policy for us to adopt 
a fire insurance feature similar to that of the Minnesota 
Association. At the present time a number of our members 
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H. F. Strehlow, Casselton, Member Executive Committee. 


tial to success. I urge your whole-hearted, undivided loy- 


E. E. Elliott Sanborn then read the following paper, on 


SOME PEOPLE YOU HAVE MET. 


MEET ALL CLASSES OF PEOPLE. 





There is no place, perhaps, where the opportunity is bet- 
ter afforded for those that are interested in the study of 
human nature and the principles that govern the actions of 
people than a country hardware store. 


ARTISAN AND HARDWARE RECORL 


from 
are daily brought 


1 


Here come all the different classes of people and 
all the different walks of life, and you 
in contact with the various phases of human nature, and it 
character may be de- 
recognize him and are 


matters not how odd or peculiar a 
scribed to you almost invariably 
able to match him with one you have met in your own ex- 
perience. 

THE PROSPECTIVE BUILDER. 
in this brief paper to 


deal with 


the motives that control the actions of these people whom 





H. Harrington, Fargo, Member Executive Committee, 


we come in contact with every day nor to present to you 
any new theories concerning them, but will merely call to 
a few that you have met and will instantly recog- 
these people that you 


nize as old One of 


have met is the fellow that some time in the future expects 


acquantances. 


to build a large barn and house and will need a big 
bill of hardware, and-if you will sell him what stuff he needs 
a liberal discount from the regular prices, he 
will give you Now, without 


index of his character, you are all able to go 


new 


this season at 
a chance to figure on the bill. 
any further 
ahead and furnish complete and truthful description of this 
man. He is no doubt honest as honesty goes, in that he pays 
his debts, is very close and has held every dollar that ever 
came into his hands so tight that he has ‘choked the figure 
of liberty,’ but all to He has thought about 
that new house and barn until he really expects that some- 


no purpose. 


thing will turn up that will enable him to build it and be- 
cause the hardware necessary is considerable thinks 
profits must be something great, little realizing that such bills 


your 


are sold close to cost or even below. 
HE KNOWS HARDWARE MAN IN NEXT TOWN. 

Another fellow that comes to your place probably oftener 
than the first is the man that is a particular and intimate 
friend of the hardware man of the next town and by reason 
of his friendship is always able to buy his goods at a very 
low price. This fellow sometimes makes his game successful, 
but beware, “he is working you, he is working you,” and will 
use any you may be induced to make him to 
convince your neighbor that he is also a very good friend of 
yours. True, your neighbor may have friends to whom he 
may make concessions, but they are not going about telling 
of it or the friendship would soon cease. 


concessions 


THE UNLUCKY MAN. 

Then the chronic unfortunate who thinks he 
is born to bad luck. His is a sad case; you all recognize him; 
he is usually honest withal and pays when he has anything to 
pay with, but is careless and shiftless, and his crop is burned 


there is 















































THE AMERICAN ARTISAN 


for want of proper firebreak, or his best cow fell in an aban- 
doned open well that he neglected to cover, or a hundred 
kindred misfortunes befall him that could easily have been 
avoided with a little care and forethought; so we pass him up, 
poor fellow. 


THE TALENTED OLD LADY. 
Again, there is the good old lady that can repair her own 
tinware “just as good as any tinner” if she only had some 
ob, Ua ae that tinners use on tin to make the solder stick; 


so you graciously give her a small vial of raw acid and she 





H. T. Helgesen, Milton, Delegate National Association. 


1 1 


goes her way rejoicing but soon concludes that she had better 


let the tinner do this particular jeb. 


\ MONDAY MORNING JOB. 

Perhaps you have never met but you have heard of the 
woman that gets her washing all ready on Monday morning 
and finds her wash boiler leaking too badly to be of use, so 
Johnnie is hurried to the tinshop to have it fixed right away 
for mamma has her wash all ready and can’t wait, though 
the boiler has been leaking for a month. The tinner has just 
laid out to solder a dozen new articles that he tas taken par- 
ticular pains with to keep free from finger marks, has cleaned 
and trimmed his coppers nicely and expects to finish them 
up so neatly that they will be a credit to his skill, when in 
comes that old boiler, they have been using borax or some 
washing compound that contains borax, and all tinners know 
what soldering a job of that kind means, but he must suppress 
all feelings on the subject and repair the boiler because 
mamma forgot to send it down on Friday, his regular day for 
re] airs. 

GIRLS AND DRUMMERS. 

Some of you perhaps have met the young girl that is al- 
ways breaking a breast-pin or belt buckle or some small ar- 
ticle of jewelry, though she does not turn up so often unless 
by chance you happen to have a fairly good looking young 
tinner. Then there is the too fresh young traveling salesman 
that sells all the goods that is sold in his territory. He sold 
17 barrels up at Cross Roads Station to Mr. So and So and 
turns over the pages of his order book glibly telling the num- 
ber of barrels, cases and dozens he has sold and you begin 
to stare in astonishment and feel sorry for poor “Old Faith- 
ful,” who has traveled the territory so long for a competing 
house, and you cannot see what he is thinking of to let this 
young sprout skin him so completely. “Old Faithful” will 
surely have to hunt another job next year, but the next year 
comes and “Old Faithful” is still on his beat as usual, while 
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the young fellow has either gone to another territory or 
stopped talking about his sales. And so I could call to your 
mind many of the undesirable people that you have met. The 
genteel deadbeat that always wears good clothes, of fine ap- 
pearance, uses correct and graceful language, is a good fellow 
nm many ways, but was never known to pay a debt. The 
fellow that is always borrowing tools and never brings them 
back until asked to do so. The fellow that has owed you an 
account for some time and always duns himself before you 
have a chance 
STEADY CUSTOMERS 

But the undesirable ones are a small minority of those 
with whom you have to deal. The greater class are of the other 
sort. This greater class can also be grouped by some dis 
tinctive trait of character or habit not so noticeable as the 
other because we are not aggravated by them, but they are 
there if we stop to notice them. There is the steady custo 
mer that you have sold goods to for yea not the heaviest 


buyer that you have on your books nor the one from whom 


you derive the largest profit, but he has been steady and his 
only question has been, “Is that as low as you can afford 
to sell the article?” With the assurance that it is the sale is 


} 


made. He is not the richest man in the neighborhood but is 


fairly well fixed and has three friends to the rich neighbor's 
one. He is the man to whom the neighbors all go in time of 
sickness or trouble, the children all know him and just the 


other day I saw him with his sleigh covered with them three 


deep. Haven't you met him? Is there not a half a dozen 
other customers on your books whose accounts are twice the 
size of his that you would rather lose than his good will? 
Gush, mere sentiment, some one says, and has no place in 
business. Business has for its sole purpose the accumula 
tion of wealth and the customer with the largest account is 
the one to be first considered and all sentiment should be left 





A. A. Stenehjem, Mayville, Member Committee on Resolutions 


to others, but my friend if you are never touched by these 
finer sentiments that go to make up the threads of life, others 


may put in the undesirable class for in a country store the 


patrons are more or less influenced by the personality of the 
owner. 
: BELIEVES IN ETHICS 
I was interested a short time ago in a series of articles in 
a Philadelphia paper on the elements of a successful business 
man and one of the merchant princes of Chicago advanced 
the opinion that religion and moral ethics has no place in the 
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nation whose business 


modern business 


world but I pity the 
men are all of that standard 


RELIABLE SALESMEN,. 


Chere is another character that you often meet, in a class 


ill by himself, different from anyone else with whom you 


ve to do. I mean the old steady reliable traveling sales 


man, not the fellow that “spiels” so cheerily one year for the 


biggest show on earth and the next bobs up serenely for som 
' 





1c else, then the third changes both house and territory, but 

e man that has visited regularly for, lo, these many years 
Every thirty or sixty days he has come into your store wit! 
smile on his face and ready to crack some new joke, or tell 
anecdote of wit or wisdom just as if sorrow and car 

were an unknown quantitity in his world and he had lost the 
ormula for finding it. You never saw a shade on his fac 
He is well posted in his line of goods or he could not have 
held his job so long and many times you have profited by his 
idvice. He has stood between you and the house in times of 
rought and threatened disaster. The favors and small ser 
es he has done 1 have en times without number. Son 
times in the quiet e evening waiting a delayed train after 
ie orders have been all picked up he may unburden himself 
» you and you find that the cares and sorrows of life are as 
mmon to his kind a y others but he has schooled him 
self to conceal his feelings from the outside world. Perchanc« 


may be an invalid wife or wayward son and you realize 
} 


it many a bright sally of wit has been made with the vis 


yn of a suffering loved one before him and the heart sore 
within. But wherever he may be or whatever his nam 
re’s to him and ma e never be less 
4 VOLUMINOUS TITLE. 


There is one other that some of you have met that has 


but of recent years come on the field of action and that is the 


President-Secretary-Directors — all-the-way-down-the-line-to 


the-office-boy-and-janitor-Hardware-Company, and you have 


a 
to provide a journal with an extra wide item column to ac 


‘ommodate their very extended title, but some of the long 
named houses have wakened to the fact that the averag 
hardware man dislikes writing any more than absolutely 





J. L. 


Newgard, Grafton, Ex-Member Executive Committee. 


necessary and are furnishing their customers with a rubber 
stamp. 

\ JAB AT THE 

One more that I have never met—but I should like to— 

should like to meet him some dark night when no one else 

was present—that is the editor of a trade journal who has 

heard you were to read a paper at the coming ‘convention 


and would like one of your recent photographs—presumably 


PRESS 
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to make a wood cut from—you have seen some of those wood 
cuts and further comment is unnecessary. 


E. C. Dedrick Langdon then read the following paper, on 


ADVERTISING. 





CANNOT DESCRIBE, BUT CAN SHOW ART. 


A professional ad.-writer wrote at one time: “I can’t tell 
you in writing how to write an ad., but I will try and show 
I sha’n’t stop to give credit to 
all profit by 


you how the trick is done.” 


my authorities; we what we see, and I have 





M. G. Evenson, Sheldon, Ex-Member Executive Committee. 


In time let me suggest to you—do not 
for in advertising it is gen- 


gleaned, everywhere 
hesitate using whatever you see, 
erally understood that anything you can learn from another 
and adapt to your own peculiar needs is essentially original 
Probably the imitations of the mocking-bird who 
tries to sing an improvement on every song he hears, as com- 


with you 


pared with the originality of the crow’s song, is about the 
simile to use. Of course, I don’t decry originality, but fol- 
lowing is safer: 

Now, in relation to your business—what are your ads? 

You are in business to make money, are you not? To 
do this you have to buy goods, have to sell goods, and the 
l Your reputation for fairness and 
Your friendships and posi- 
your clerks are important assist- 
way you display your 


your chief end 


his 
this. 


~ 


square dealing helps you 1 


tion in the community helps; 


ants: your store and stock and the 


your store windows sell goods by their at- 
their opposite, due, of 


to neglect. These are simply some of the ways of sell- 


goods help you; 
tractiveness or hinder your sales by 
“ourse, 
ing goods. 

NEWSPAPER ADVERTISING. 

This is another way, though it is not the least because I 
leave it last. You can have the finest of newspaper ads., and 
have their effect entirely destroyed by your storekeeping, lack 
of attention on part of yourself and clerks. Poor goods, lack 
of consistency, or any other item of bad business management. 
Many a business has been successful to a degree in newspaper 
reading communities without a line of newspaper publicity; 
it had back of it all the other elements of success. They used 
to say “Honesty is the best policy.” That was years ago. 
Nowadays honesty is the only policy, and a man’s ad., unless 
the honest representative of an honest business, had better be 
unpublished, for they will act with deadly effect of a boom- 
erang. A good ad. is a good salesman for a good master. 




















CHARACTER TO AN ADVERTISEMENT. 


It is your ad. I have in mind a man who has been suc- 
cessful in advertising his business, whose ads. were as un- 
grammatical as his every-day speech. You see, they were his 
ads. If they were couched in the king’s best English, they 
would not be his. I am rather of the opinion that if you are 
in the habit of using in your conversation such an expression 
as “We ain’t got much, but what we got’s good,” you had 
better use that in your ads. than to allow some one to put 
the unnatural though more elegant expression of “What we 
lack in quantity we make up in the supreme excellence of our 
quality.” Oh, certainly it is better to be grammatical, but do 
not send out from the printing office an ad. that would not 
feel at home if it should stray into your own store. 


SHOULD WRITE AS YOU TALK. 

Let me say here, the great weakness of men unused to 
the pen or pencil, to many have a clogging up of their mental 
machinery the minute they get their cramped fingers on a pen 
and write as they never speak. Your ad. should be your 
spread on paper. Practice writing as you talk, until you have 
the ability, if you don’t possess it now. 

If some men talked the way they write, they would be 
sent to Jamestown (that’s where I live), where the state 
takes care of people not possessed of all their faculties. The 
first thing, then, is that it is your ad. and should represent 
you. Second, of course it should be brief and to the point. 
Not too brief, either. Say enough to clearly convey your 
meaning. Do not presume that people will understand, for 
they will not, and it will be too late in your next ad. You 
will not feel the need of long editorials, such as department 
stores use. Just talk familiarly about your goods and their 
prices. Third, have a leading feature or subject for each ad.; 
have something about your ad. and its display that will at- 
tract the eye from other parts of the page. Make a study of 
these leaders, for they will make a success of your ads.— 
that is the way to sell goods 


THE DEAD-EASY DRUM MER. 


You know how it is when a drummer comes into your 
store and says, “Good-morning. Do you want anything in 
my line to-day?” And on general principles you will say, 
“No.” He is dead easy and goes away. Another one comes 
in and with tact interests you in some one thing and directly 
has your order for other things, \also—does he not? Well, 
that is a leader. You do the same thing when you wait on 
a customer, don’t you? Just do that in your ads., too 

Newspaper advertising does not mean the same ad. re- 
peated—that is, not to be considered advertising—that is only 
a sign. Have a new, smart ad. every week or three times a 
week, if you use a daily paper. Some business men wonder 
if advertising pays, while others try advertising and find it 
does pay all right. It all depends on the advertising, and the 
man who makes it right makes it pay. 

A general discussion followed, some of the jobbers and 
traveling men taking part. Some of them, however, appeared 
a trifle bashful, but President Joy told the gentlemen that 
he hoped they would feel as much at ease and as free to 
speak before the association as they do when they visit the 
retailer to sell him their goods. Among the speakers were 
Mr. Hall of the Hall-Robertson Hardware Co., of Fargo; 
Mr. Wells of the Kelly-How-Thompson Co., of Duluth; Mr 
Kirk of Farwell, Ozmun, Kirk & Co., and Mr. Lyons of the 
Janney, Semple, Hill & Co., of Minneapolis; Mr. Gorman of 
the National Lead Co.; Mr. Eisenhart of Hibbard, Spencer 
& Co.; Mr. Grim of the Michigan Stove Co.; Mr. McGinley 
of the Hackett Hardware Co., and a number of others. Each 
of the gentlemen expressed themselves very strongly in the 
belief that the interests of the jobber and retailer are identical 
and thought that the association will be a great factor in 
bringing the two lines into closer communion. The talks of 
Mr. Kirk and Mr. Lyon were especially interesting and in- 
structive, giving out a number of hints and suggestions which 
took deep root in the minds of the retailers, and it is safe to 
say that some of the improved methods suggested will soon 
be put into practice by the retail hardware men of the state 
within the coming year. 





THE AMERICAN ARTISAN AND HARDWARE RECORD. 41 


At the conclusion President Joy announced the appoint- 
ment of the following committees: 

Resolutions—H. H. Walthers, Casselton; Alb. A. Steneh- 
jem, Mayville; W. R. McIntosh, Bottineau. 

Conference with Implement Dealers and Grocers—H. B. 
Allen, Jamestown; S. J. Ferguson, Bottineau; M. G. Evenson, 
Cooperstown. 

Nominations—H. T. Helgesen, Milton; W. W. Jameson, 
Wahpeton; E. A. Kloster, Hatton. 

Press—Hubert Harrington, Fargo; R. L. Scott, Jamestown; 
C. L. Marshall, Oakes. 

Question Box—H. F. Emery, Fargo; E. E. Elliott, San 
born 

Before the adjournment President Joy announced that the 
citizens of Fargo had prepared an entertainment for the 
visiting hardware, grocers and implement dealers, which was 
to commence at 8:30 o'clock, and every member was urged 
to attend. 

The entertainment furnisked in the evening was of a big 
order, a sumptuous banquet being provided in Pirie’s well- 
appointed and spacious hall, to which fully 500 visitors did 
ample justice. Excellent music was furnished during the 
service of the banquet by the North Dakota State Band and 
a fine concert was given by this popular organization during 
the exercises later in the evening. A vaudeville entertainment 
was furnished which lasted several hours, a general good 
time being enjoyd. Manager Thomas of the Thomas Manu- 
facturing Co., of Springfield, Ill., delivered an address upon 
the relation of the manufacturer and the jobber to the retail 
merchant. His address was a very excellent one and was 
responded to by President Joy of the hardware association 
and President Luke of the implement dealers. The commit- 
tee of Fargo business men who had the entertainment of the 
visiting gentlemen in charge were the recipients of many 
compliments upon the excellent manner of entertaininent and 
greetings extended them 


THURSDAY MORNING SESSION. 

The association went into executive session immediately 
after convening Thursday morning, and their deliberations 
were undoubtedly of much interest and importance to the 
trade, as their work was not finished until after 10 o’clock 
that evening. 

The report of C. N. Barnes, secretary of the association, 
was then read, as follows: 

SAME WORK. 

The past year’s work in the office of your secretary has 
been practically the same as in preceding years, and necessarily 
the report submitted to you at this time will be of a very sim- 
ilar nature to others 


COLLECTION OF ANNUAL DUES 

At the close of our last meeting the first work taken up 
in this office was the collecting of annual dues from members. 
At various intervals throughout the year I have also had that 
particular feature of our work in such shape that I could 
send out a few “duns,” as it has never at any time been in 
such shape that all accounts could be ruled up 

I am pleased to report, though, at this time that there 
are but five members delinquent, which is a less number, I 
believe, than ever before at an annual meeting 

No doubt there are some members a little sore at your 
secretary for his continued hammering, but I assure you 
that whatever he has done or the nature of letters written, 
it has all been with the best intention on his part and for 
what he has felt was for the good of the association. 


MEMBERSHIP. 

Through singular coincidence our membership to-day is 
one hundred and thirty-eight, exactly the same number as a 
year ago. During the year we have secured twenty-nine new 
members, but from various causes, such as retiring from busi- 
ness, removal from state, etc, we have dropped an equal 
number, which leaves us with the same membership as when 


we last met, but with a less number in arrears. 
. 


MEANS FOR SECURING MORE MEMBERS. 
As there are comparatively few hardware dealers in North 
Dakota that are not now members of our association, it would 
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I am pleased to report that the mutual fire insurance pro 
tection that is offered our members by the Minnesota Asso- 


ciation is being more generally carried each year. There 1s 
to-day several thousand dollars more of it in force among 
our membe TS than a year ago. 

[he compary deserve the support of our organization, 
as they offer us, I believe, the best portection there is against 
loss by fires that is procurable, and at the same time at a 
minimum ¢ost. 

During the existence of the Mianesota Hardware Insur- 
ance Association there has never been a year but what they 
have suffered a loss in North Dakota among our members, 
this year being no exception to others. 
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O. I. Butler of Clifford is the only one, I think, that has 
met with a loss, and who, I believe, will be pleased to testify 
to the prompt and satisfactory manner his loss was ad- 


justed 


Our firm carries with this company $3,000 of the insur- 





ance, which is the maximum amount they will write any P 
individual firm. We feel entirely satisfied with the saving 
it affords us above the board rate, and with the treatment 
extended us through their hands. It is with pleasure that 
we recommend this insurance to the members of this asso- 
ciation as an exceptionally desirable one for them to carry 
portion of their insurance in 
ASSOCIATION BUTTONS 
The badges that have been distributed during this meet- 
g you will observe so constructed that the ribbon can be 
easily detached, leaving only the button, and which your 
officers are desirous should be worn Dy all members through- 
ut the year. The inscription on them will show plainly their 
purpose, and it is believed that by giving our organization 
his additional prominence that much good will be derived 
m i 
OUR ANNUAL PROGRAM 
In the program issued for this meeting you undoubtedly 
ive observed that it contains a liberal amount of advertising 
matter, representing the most prominent manufacturers and 
bbers in their respective lines in the country, and through 
their patronage it has been made possible to issue this book. 
While we are in session I feel we should draft appropriate 
solutions setting forth our appreciation to these people for 
the great assistance they have rendered us 
I also believe our members should show their good will 
vards these firms, and place some of their business with 
hem w their prices and other conditions are equal to 
others 
OBJECTS OF ORGANIZATIONS. 


We all know that organizations of all kinds are formed 
] mditions above those 


the purpose cr trying to improve 


The manufacturers, jobbers and retailers in about every 
of merchandising have organized their local state and 


Where such organizations give one of the best avenues 


1raDi¢ tor adyustin 


g many difficulties with one another, 





here is another feature of association work that is available 


yf us and that is so commonly overlooked. It is to get 


better acquainted with our competitors at hor I feel very 

1 Yr) | ] , rt, ” fo rT ’ ’ ] vr rie > 
positive (and make this assertion from pers <perience ) 
that you would all enjoy the pleasure of your lividual busi- 
ness much n f you would get together ner and learn 


understand one another better Meet reg I it some 
specified time. and talk over matters in com together. 


f eg < f< in predicting that iftet ] ldit 9 but fe Ww of 

social meetings tl you would feel your mpetitors 

were just as good fellows as yourselves nd t they were 

ing all of their goods hout profit, even though they 

had such a reputation, and, 1 that their statements were 
st ut as re le as your own 


you have never attempted to get acquainted with him, 





ry it this co vear, and I prophesy that or ir from 
day you will admit that the year past has been one of 
; 11 : 


pleasantest ones ever experienced by you in the hardware 


NATIONAL ASSOCIATION 
I having been honored with the vice-presidency of the 
National Association at its last annual meeting, it may appear q 
to you that I am attempting in an indirect way to “throw 
a bouquet or two at myself.” Such bouquets, though, would 
never drop at my feet, as I have absolutely done nothing 
during the year in the National work except admire and’ 
approve the able work that was being done by President 
McCormick and Secretary Corey. They both have devoted! 
a great deal of their time to that work, and from the number 
of new state associations that have been formed during the 
past year, it must be admitted that their efforts have counted’ 
for much. 
I do not think our association can indorse their work: 














too strongly, and I would be much pleased to see appropriate 
resolutions drafted by this association while in session set- 
ting forth its approval of their able management. 


GRATITUDE. 

To the citizens of Fargo who have done so much to en- 
tertain and make our visit a pleasant one we should show 
our appreciation 

To our many friends, the traveling men, and visitors also, 
many of whom have come a long distance to be with us, and 
through their presence assisted largely in making this meet- 
ing a profitable and pleasant one, these people also should 
receive an acknowledgment from us of some kind of our 
good feeling. 


Personally, I wish to express my gratitude to your presi 


ly 
dent, other officers and members of the association, who have 
always been ready and willing to assist me at all times in the 
pursuance of my duties, making my work much pleasanter 
while attempting to serve you 


\. A. Stenehjem, Mayville, read the following paper, on 


CONFESSIONS OF A HARDWARE MERCHANT. 


PURPOSE OF MEETING. 
We have met here as an Association for one great com 


mon purpose and good, that of the betterment of the retail 
hardware dealers. 
low can such purpose be accomplished and realized? 


de 


I 
] 


say, chiefly by exchanging experiences in the tr: 


world, receiving ideas and suggestions from those known as 
veterans in the business, which to us younger ones might 
be of the greatest benefit and cause the best results, where 
without such suggestions and ideas one might plod along for 
1 limited time and ultimately find he has made a failure in th 
business 

Several dealers present at the last meeting of this Asso 
ciation promised to write papers on matters appertaining to 
the trade, that full benefit might be derived therefrom. But 
upon reading the program sent me, I find that but few of 
he persons so promising are to fulfill the promises mad 

[his I most earnestly regret for reason above stated 


s it most certainly detracts from the full benefit which could 


ed from our convention. 


VALUABLE SUGGESTIONS; HAVE BEEN LOST. 


If the trade has been so heavy with those persons that 
they, on account of time, could not enlighten the rest of us 
ith their ideas; we are most certainly losing very valua 
suggestions and I deplore the incident. We all desire to 
enlarge our trade and wish to learn how by any fair means 
we so could do. 
[ have been designated to talk to you of “Confession by 
a Hardware Merchant.” 
ERRORS. 


1 
i 


We often mingle the word confession with the word 


crime and along that line I have nothing to confess. But 
me can also confess to a truth and it is of the latter I shall, 
1 your permission, endeavor to say a few words. 

From a trade standpoint I have many things to confess, 
as to lack of knowledge or ignorance, if you please, and | 
now wonder how many of those assembled could truthfully 
say that no errors have been committed by them during their 
business life. Be that as it may. There may be men wl 
claim to have wandered through life without making a 
single mistake, but I am free to confess that I have neve 
met with any of them. 

I confess with an open heart that I knew but little—if 
anything—of the intricacies of the hardware business when 
I engaged in it some years ago and I further confess that 
there are yet many things in the business of which I know 
comparatively nothing; but I am proud to confess that during 
the few years of my business experience I have learned a 
great many things appertaining to the hardware trade. 


GOOD WINDOW DISPLAYS. 

One of the things which I have learned is the display of 
goods in a show window. 

Attractiveness in person causes attention and I reason 

that the same holds good in a person’s place of business 
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However, I did not reason thus from the beginning 

To arrange the display in a window appeared to me 
to be time and energy wasted, and, of course, thinking so, 
it was a great drudgery to attempt to d 
nothing about the actual work, until by a mere accident 
I discovered the great advertising qualities of such display. 


the same, saying 


AN ACCIDENTAL DISPLAY. 

In November, 1901, I received a small consignment of a 
cheaper quality of skates and with them were a few price 
lists tied in a bundle. Having no convenient place to stow 
them away at the time of unpacking, I stacked them in one 
corner of the window and tossed the package of price lists 


1 
} 


among them. The same happened to fall with the printed side 
out against the window. Very much to my surprise, I com- 
menced having customers for those skates right away At 
first I could not account for the sudden influx of skate-trade, 
having always kept skates in stock before, too, but finally 
I happened to notice a number of boys and girls stopping in 
front of the window, no doubt attracted there by the display 
of skates. The parents of these children, accompanied by the 
children themselves, were my best skate customers, and so it 
was comparatively easy to reason through the mystery 

This taught me to pay more attention to my show window 


1 


than I had in the past and I at once commenced to display 
goods to good advantage, but even then I did not change the 
display oftener than once a month and sometimes once in 
two months. 

ADVERTISING MUST ATTRACT ATTENTION 


I now realize that if good results are to be obtained from 


idvertising it must be done with a view to attract attention, 
\ stale display in a window is no better than a stale, standing 
id in a newspaper, neither will attract the attention of any 
mn 


I am free to confess that the goods most strongly dis- 
layed at or in a store sells the best 
TRADE PAPERS 
Another confession I wish to make is the assistance and 
r magazines issued in the 


ideas I have received from papers ¢ 
interest of the hardware trade. These papers contain a mass 


} 


‘f most valuable information for the retail dealer and should 


be closely read. The time I have spent in the perusal of 

these papers has been well spent and the progressive hardware 

dealer will not permit journals of this kind to find their way 
the waste basket before they are properly read 


THE INTERIOR OF THE STORI 


What I have said as to the display of goods in the show 
window applies to the interior of the store as well 

A merchant spends as much time in | place of business 
as at his home. He is at the store to welcome his customers, 
to wait upon them and endeavor to please them in business 
relations. He is ever mindful of selling and supplying goods 
to their full need, and by a neat display of goods in a neat 
nd well kept store, his efforts will be crowned with suc- 
CCssS. 

Many subjects were treated and the question box fur 
nished numerous texts upon which to base discussions, the 
result of which will be the reorganization of the business 
methods of many of the gentlemen who were 1 ttendance 


; 1 


In the afternoon the several committees reported their find- 
ings, which were acted upon by the association, along the 
lines recommended by the committees. 

The following officers were elécted for the ensuing year: 

President—H. N. Joy, Hamilton. 

First Vice-President—H. F. Emery, Fargo. 

Second Vice-President—Frank Lish, Dickinson 

Third Vice-President—H. B. Allen, Jamestown 

Secretary—C. N. Barnes, Grand Forks 

Treasurer—W. H. Pinkerton, Lakota. 

Executive Committee—E. E. Elliott, Sanborn; H. F. 
Strehlow, Casselton; Hubert Harrington, Fargo. 

Delegates to National Convention—H. N. Joy, Hamilton; 
C. N. Barnes, Grand Forks; H. T. Helgeson, Milton. 

Alternates—H. F. Strehlow, Casselton; H. B. Allen; 
Jamestown; H. A. Grambs, Bismarck. 
The following resolutions were passed: 
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TO CITIZENS OF FARGO 
We extend to the citizens of Fargo a vote of 
thanks for the very hospitable treatment extended this body 


THANKS 
Resolved: 


at their banquet and smoker. 

THANKS TO PRESS. 
We extend to the papers of Fargo and the 
our thanks for the interest manifested 


Resolved: 
trade papers in general 
in our meetings and for publishing true accounts of its pro 
ceedings. 

THANKS TO STONE MUSIC HOUSE. 

Resolved: We thanks to the 


Music House for permitting the use of their clean and com 


extend a vote of Stone 


modious music hall for the meetings of this association 
THANKS TO JOBBERS 

thanks to the 
and thei 


vote of various 


We 


of jobbing houses, 


Resolved: extend a 


members who by their presence 
speeches and suggestions 
and profitable 


materially assisted making 


our meeting interesting 
TRAVELING 


THANKS TO MEN 


Resolved: We extend our thanks to the traveling fra 
ternity for their presence at our open meetings, for their 
very witty and interesting remarks, and for their very liberal 
and hospitable mode of entertaining all hardware dealers while 


in the city 
THANKS TO OFFICERS 
Resolved: We extend our most sincere thanks to our 
president, Mr. H. N. Joy; our secretary, Mr. C. N. Barnes 
our treasurer, Mr. W. N. Pinkerton, as well as to our splendid 


executive committee for their hard and untiring efforts put 


forth to make our association the success it has achieved 
within last year, making it from already strong to a very 
powerful and united body. 

SYMPATHY FOR SECRETARY BARNES 


Resolved: We extend our sympathy and regrets at the 
unavoidable absence of our worthy and jovial secretary, Mr 
Barnes, owing to sickness of his family 

URGE MORE PROSELYTING 

Resolved: That we urge every member of this associa- 
tion to use every honorable effort to induce hardware men 
of this state to join this association and reap the benefits now 


enjoyed by its members and make the ties of friendship closer 
throughout the state 
NEW DECLARATION OF PRINCIPLES APPROVED 


hat the action of the executive committee 


Resolved: 
in changing and amending the resolutions adopted at the last 
annual meeting and in substituting and adopting in lieu thereof 
a new set of principles and objects, is hereby approved and the 
said declaration of principles is hereby adopted by this asso 


ciation, as its fundamental declaration of principles and ob- 


jects 
URGE PASSAGE OF RAILROAD BILL, 
Whereas, A bill is now pending before the legislative as 
sembly of the state of North Dakota, designated as House 
Bill No. 145, and relating to the establishment of equitable 


joint tariff upon the shipment in transit over more than one 
line of railroad; and, 


Whereas, We 


tion would, in a 


believe that the enactment of such legisla- 


very large degree, subserve the interests of 
the entire state, therefore be it 

Resolved, Chat our 
respectfully urged to make strenuous 


efforts to effect the passage of the bill. 


senators and members of the House 
of Representatives be 


NO ANTI-MUTUAL INSURANCE LEGISLATION 
The North Dakota Hardware Association, in 
assembled, hereby petition the members of the 


Resolved: 
convention 
legislature of North Dakota to not pass any legislation that 
will in any detrimental to mutual fire 
companies. 

An invitation was extended to the association to hold its 
next convention at Grand Forks, which invitation was ac- 
cepted by the convention, the date being left for the executive 
committee to arrange, but it is expected that it will be held 
about January 20, 1904. 

The session adjourned at about 10:30 p. m., and each 
member expressed himself as being particularly well pleased 


manner be insurance 
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with the work accomplished by the convention, feeling that 
it had been a very profitable meeting as well as a pleasant 
one. The members also stated that they were delighted with 
the courtesies and pleasant greetings extended by the Fargo 
business men, and the excellent manner in which they had 
been entertained and cared for during their stay in the city, 
and all took the trains for their homes in the early morning 
following, feeling that it was certainly “good to have been 
there.” A considerable increase in membership is reported 
and the affairs of the association are in admirable shape for 
a successful and energetic campaign in the interests of the 
trade during the coming year. 

a 


HARDWARE FIXTURE HANGER. 





The J. D. Warren Mfg. Co., Chicago, send us a 
large colored hanger showing a very complete line of 
Warren’s patent glass front drawer cabinet fixtures. 
The cabinets and bases correspond exactly in measure- 
ments. When joined together they form solid shelv- 
ing, with joints neatly finished. This firm make 
every form of fixture desired for offices, walls, count- 
ers and floor, glass cases, bolt and screw cases, cata- 
logue cases, counters, nail bins, etc. 


-eo; - 


PATENTED SHOVELS. 


The Avery Stamping Co., Cleveland, O., have a 
patent on a plain black style of shovels in which there 
is but one weld. A steel plate is welded to the back of 
the blade of the shovel, carried up underneath the 
shank portion and there encased, no wood showing. 
This plate may wear through, but, as the shank is still 
perfect, the shovel remains serviceable. Another fea- 
ture grows out of the law of the lever. The bend of 
the handle begins in the body of the shovel blade in- 
stead of outside, or, in other words, above the shoulders 
of latter. This gives an advantage of four inches in 
leverage, the hand of the operator being brought so 
much closer to the load, requiring less exertion and 
resulting in more work. Each individual blank or 
sheet of steel is rolled singly, both sides coming in 
contact with the rolls. 


~w ow 


NEW LINEMAN’S CLIMBER. 








The Smith & Hemenway Co., 296 Broadway, New 
York, are again coming to the front with a new line- 
man’s climber. This meets all the requirements, and 
has none of the weaknesses or disadvantages of the old 
style. Heretofore there has always been danger of 
loose rivets or rust, and a man’s life has been more or 
less unsafe with them. The above company experi- 
mented with them until they have at last reached a 
perfection in climbers. This one 
they are putting on the market cata- 
olgued No. 153, is made of borasic steel, the 
toughest metal known, hardened tempered 
by a secret process, and covered with an extra 
heavy coating of white metal, chemically prepared, 
which makes it absolutely rust-proof. The spur is 
welded in, making practically one piece, and there is no 
possibility of its coming loose. The loops are made 
‘n the forging, and altogether this is one of the safest, 
finest and most complete climbers on the market. One 
that the lineman has long been in need of. The prices 
are low compared with the high grade of workman- 
ship and quality of material. 


a climax of 
which 


and 
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Meeting Nebraska Hardware Dealers’ Association. 


TUESDAY AFTERNOON SESSION. 

The Nebraska Retail Hardware Dealers’ Association held 
their third meeting at the Lindell Hotel, Lincoln, Feb. 24 
and 25. 

The Tuesday afternoon session was called to order at 
2:30 o'clock by President C. W. Morton of Omaha. 

The President appointed Mr. Frank Hacker of Friend, 
Nebraska, as sergeant-at-arms. 

President Morton said: Our distinguished guests and 
fellow members of the Nebraska Retail Hardware Dealers’ 
Association, Gentlemen—Following the custom of these or- 
ganizations, it would probably be proper at this time to pre- 
sent what might be termed my annual address as president 
of this organization. But when I asked the favor of our 
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lieutenant governor to address us to-day, it was a condition 
that he would not be detained from his senate duties one 
moment longer than necessary. While this is a business 
organization, yet I know “that a little pleasure now and then 
is relished by even hardware men.” It therefore gives me 
great pleasure to introduce to you our distinguished guest, 
Lieutenant Governor McGilton. 

Lieutenant Governor McGilton then addressed the con- 
vention as follows: 

PLEASURE TO WELCOME HARDWARE MEN TO LINCOLN. 

It gives me great pleasure to meet with you this after- 
moon and welcome you to the city of Lincoln. This, in my 





ai is a matter of very great congratulation. Lincoln 
is one of the most beautiful cities in the state—a city, in my 
judgment, that is nearer to the hearts of the people of this 
state than any other city or hamlet within the borders of 
Nebraska, not excepting even Omaha, from which I have the 
honor to hail. 
WONDERFUL DEVELOPMENT OF COUNTRY. 

You are, however, subject to very much more congratu- 
lation, as I believe, for the reason that your lot has been cast 
with the people of Nebraska. The student of American his- 
tory cannot but have been very greatly impressed with the 
wonderful development that these United States have made 
during the past six or seven years. It is a most essential 
development when we come to consider and compare the 
results of the past seven years with what it has been before. 
It has always been a matter of congratulation to the people 





President C. A. Peterson, Oakland. 


of Nebraska, and people of the United States, and a matter 
of very great business on their part, that the development of 
this country from the time of the signing of the Declaration 
of Independence has been most marvelous. 

GREAT GROWTH OF LAST SIX YEARS. 

We are accustomed to refer to various periods of our 
expansion with the very greatest congratulations, and yet, 
gentlemen, when you stop to consider that in all the his- 
tory of this Republic from the time that the Declaration of 
Independence was signed down until the year 1897, that all 
of the industrial advancement of this country during that 
period does not equal the expansion of the industrial develop- 
ment of this country for any one year beginning with 1897. 
This is a marvelous condition of affairs when you stop to 
consider that from 1897 down to the present time that the 
trade balance of this country in any one year exceeds the 
whole balance of the United States from the time of the 
signing of the Declaration of Independence until 1897—more 
than one hundred years of the existence of this Republic. 
Now, what does that mean to the people of this country? 
Why, it means, gentlemen, that we are sending out our sons 
from these United States to all the markets of the world. 
We are sending out engineers who are building bridges upon 
every continent and country in the universe. American en- 
gineers, and American electricians, who are installing plants 
in all important cities upon the globe. This means that the 
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American people are furnishing not only the materials which \merican cotton is finding its way into the markets. of every 
go to make these up, but we are furnishing the brains to country. They can be found in Manchester, as well as on 
nlighten the universe. the shores of Africa, and in the native shops of the Orient. 
NITED STATES ACQUIRING SUPREMACY IN WORLD'S MARKETS Bread is baked in Palestine from flour made in Minneapolis. 
We have int t half dozen years been manufacturing \merican windmills are working east of the Jordan and in 
for ourselves t amount of goods, such as we have been the land of Bashan. Phonograghs are making a conquest of 
med to buy road. One ¢ turn from a contempla tongues [he chrysanthemum banner of Japan floats 
on of the recor made in recent years by individual indus from the palace of the Mikado on a flagstaff cut from a Wash- 
I d l S upon Ww ch to base ) el | 
Unite » 5 jul ed I acquiring rel Pus . 
e W irke So m industries have been . 
g pid I g contributions to swell the 1 g 
f gn commerce, that 1 difficult t ny 
f A nmer¢ expansion witl I 
g rade catalogu The increa 
p ed s can be traced t dy s 
manufacture of iron and steel, and to the display 
inventive talent and making of machinery Che develop 
f our grasp on the world’s markets for articles 
| from iron and steel has been no surprise to those who 
rly recognized the position of America in respect to the 
materials from which those articles are produced. Amer 
nquestionably possesses advantages, in resp t le! 
re and her coal mines, far superior to those of any other 
ry, and, based solely upon that superiority, has already 
me the greatest producer of iron and steel in the world 
MERICAN LOCOMOTIVES 
\merican locomotives running on American wheels now 
st past the Pyramids and across the long Siberian 
ppes They carry the Hindoo pilgrims from all parts of 
empire to the sacred waters of the Ganges. Three 


ago there was but one American locomotive in the 


ted Kingdom; to-day there is not a road of importance: 
here on which trains are not being pulled by American en 
gines. The American locomotive has successfully invade 
France. Manchurian railroad, which is the real beginning of 
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4 { Secretary Harry I. Hall, Lincoln 
gton forest, as does the banner of St. George from Windsor 
Castle The American typesetting machines are used by for- 
gn newspapers, and our cash registers keep accounts for 
f nations. America makes sewing machines for the 
1. Our bicycles are the standard of excellence every- 
Our typewriters are winning their way wherever 
nguage is used. In all kinds of electrical appli- 


ve become the foremost producer. In many Euro- 
s, American dynamos light streets and operate 
Much of the machinery that is to electrify London 

s are now being built in Pittsburg. The American 
is captured the favor of all Europe, and the foreign 


ikers are hastening to import our machinery, that they 


ipete with our makers. In the far East, in the capital 

Corea, the hermit nation, was recently inaugurated, with 

sy music and flying banners, an electric railway, built of 

\merican material, by a San Francisco engineer. One might 

go on without end, telling in detail the story of American 

lustrial’ growth and commercial expansion. In the list of 

triumphs you would find that American exports have 

not been confined to specialties, nor limited as to markets. 

We have been successful in meeting competition everywhere. 

\merica has sent coal to New Castle, cotton to Manchester, 

lery to Sheffield, potatoes to Ireland, champagnes to France, 
watches to Switzerland, and “Rhine wine” to Germany. 
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stock in the United States American bridges span rivers THE AMERICAN INVASION. 

on every continent \merican trains are swinging over Indeed, as this industrial development goes on to such 

many foreign moles. Wherever there are extensive harvests an extent that it has been determined upon the continent 

there may be found American machinery to gather the grain. of Europe that American invasion, and also the crowned 

In every great market of the world tools can have no better heads of Europe have become fearful of their future because 

recommendation than the mark, ““Made in America.” of the pluck and energy of the American people; and be- 
WIDE USE OF OUR GOODS ABROAD. cause they fear that this invasion is going to drive out the 


We have long held the supremacy as a producer of cot- business of their own country, and, gentlemen, I believe this 
ton: we are now gaining supremacy as makers of cloth. had something to do with the Venezuelan trouble we had the 
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other day, and that there was this spirit of jealousy because 
of this invasion, has had as much to do with Germany and 
Italy taking the stand they did in reference to the policy oi 
invasion. But you must remember that one of the great ques- 
tions before this government is this great Nicaragua Canal, 
build and obtain the supremacy of, means 
eventually more development for the industries of this coun- 


which, if we 


try, and will enhance the welfare of every individual citizen 





Argos, Ind., Sec. National Retail Hardware Dealers’ 
Association. 


M.\|L. Corey, 


herein—not to say anything further of our national industrial 
expansion. 

WELFARE OF NEBRASKA. 
Let us for a moment briefly consider the welfare of the 
Nebraska. I want to speak of Nebraska because it is 
within the confines of this state, and within which state y 


You will probabl) 


state of 


destiny is probably forever wrapped up. 
remember reading of the fact that the entire gold output of 
the United States during the last year did not amount 

the sum total of one hundred million dollars. We look up 


Colorado, as we are working our farms and pursuing out 


other industries in the state, as being immensely rich, b 

cause of the gold mines, and yet those gold mines—the out 
put of which is a mere pittance compared with the output 
of Nebraska. It has been estimated that the crop of Ne- 


braska last year would aggregate at current prices the sum 
total of two hundred and fifty million dollars, and that th 
value of the sales of live stock of the state would amount 
to at least fifty million more, making a grand total for the 
output in one year amounting to three hundred million dol- 
lars. 
NEBRASKA AS A MANUFACTURING STATE. 

That, in addition to that, the fact, which I presume you 
have all largely overlooked—at least I was astonished to dis 
cover it myself—that we had the confines of Ne- 
braska 5,500 manufacturers, with an aggregate capital of 
seventy-two millions of dollars, and an annual 
round numbers of one hundred and fifty millions of dollars 
Now, what do these figures mean? Let us for a moment 
analyze further the significance of this immense output of 
Nebraska, and what it means to the people of the state. Add 
three hundred millions of dollars for the produce of the 
state, and one hundred and fifty millions for the output of 


within 


output in 


* 
47 
the manufacturers, making 
lred 
are 


trifle over 


a total of a little over four hun- 


millions. Now, gentlemen, we have within the state a 
that 


nan, woman and child a gross revenue of four hundred dol 


one million of inhabitants; means to every 


rs apiece, and upon the assumption that there are five people 


family, it the enormous income to 


family of over two thousand dollars. 


lo every means gross 


every Now, gentle- 


en, in the midst of all this showing of prosperity, it seems 


» me that the Retail Hardware Dealers’ Association, or the 


members of it who are such an important factor, ought to 


} 


congratulated that their destiny has been cast with N« 


braska, and I believe not only are you to be congratulated, 


ut, gentlemen, you are also to be congratulated that you are¢ 
} 


so well-to-do, and that there is so little poverty in the state 


POSSIBLE FUTURE OF NEBRASKA 


I do not desire to take time further, because 


is important that I should go up to the State House 


behalf of 


your any 
But 


the people of this city you are very welcome here; 


s a.beautiful and wonderful city. One other point and then 
lam done. If Nebraska should continue to increase in popu 
tion as fast as New York has in the past, in fifty years N« 
raska will have five millions of people; that means, at thi 


would have over 250,000. Omaha would 


The 


same ratio as New York, in seventy-two years 


ime ratio, Lincoln 


ive Over 500,000. estimate is that, if it continued to 


rease in the 


Nebraska will have 7,500,000. Now, then, gentlemen, what 
his means to you is, to build up and establish firmly a busi- 
ss wl may descend to your families, your sons and 
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daughters, of whom may live, many of them, to see the time 
when Nebraska will have five millions of people. 

Gentlemen, I thank you. 

President Morton then read his annual address, as fol- 
lows: 

GLAD TO SEE NEW FACES. 

Fellow members, it gives me, as president of the Nebraska 
Retail Hardware Dealers’ Association, great pleasure to see 
the new faces gathered here at this our first annual meeting, 
an evidence that our association is spreading its unmistakable 
good influence, and I hope the good work may go on until we 


have every one of the 840 retail hardware dealers now doing 
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business in our glorious state, and to make our association 
one of the strongest and largest in these United States. But 
Only by hard work and hearty co- 
Members, we need your help in 
association much as your association needs the 
help of its officers. You say, How are we to increase our 
membership? Only by good, hard work. Go to your com- 
petitor and “show him.” The trouble is possibly you are not 
on very good terms, and perhaps he won’t join because you 
have joined. But if you will call on him personally and bury 
the hatchet, if there is one, I’ll venture to say you will get 
idea to increase the 
We have, we think, just as 


how are we to do this? 
operation with the officers. 
matters as 


another member. That is my of how 
membership in our association. 
many good brainy hardware men as our sister states, and we 
ought to keep hustling until we have every retail hardware 
dealer in our state a member. 

It is indeed a hard task for me to attempt to explain to 
you the good results that are now being obtained by the dif- 
ferent state organizations of our kind, and to the success of 
our organization we must and gladly give the credit that is 
due to the efforts of two persons. 

WORK OF NATIONAL AND STATE SECRETARIES 

First. To the secretary of the National Retail Hardware 
Dealers’ Association, with whom we are affiliated. I have often 
wondered whether this gentleman was in any one place long 
enough to call it his home, for you all have probably ob- 
served how many associations he has fathered, and how many 
meetings he has addressed, given his wise counsel and help to. 

Second. To the good work of our most worthy state sec- 
retary are we no less indebted to for the success of our 
ciation. He is the one that has all the burdens to bear, hav 
ing the 
venture to say, as much as any of his own business matters, 


interest of our association matters at heart, I will 


and has watched our growth with unquestionable pleasure and 
satisfaction. 
It might be proper at this time to speak of the measure 


now before the legislature looking to the repeal of the lien 
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law. That is a question which, I think, should be brought 
up for general discussion, and it seems to me a question of 
vital importance to every one of us who furnish building 
materials, and labor to contractors, or owners, in our state. 
The subject of mutual insurance will be reported on by the 
committee to which it was referred at our last meeting. This, 
too, seems to me a matter of great importance. 

I will not take up your time any longer, only to say it 


gives me great pleasure to introduce to you Mr. M. L. Corey, 
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the secretary of the National Retail Hardware Dealers’ Asso- 
ciation, who is our guest, and the charter members who lis- 
tened to him at Hastings will join with the new members 
with much pleasure in hearing him at this time. 

M. L. Corey, secretary of the National Retail Hardware 
Dealers’ Association, then addressed the meeting as follows: 
NEBRASKA DEALERS ARE UP ‘TO DATE. 

I am glad to say that I was present at the organization 


of this association. I am glad to see your growth. There is 
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no one, I am sure, that feels greater pride and greater pleasure 
than I. You are the youngest baby in the bunch so far as our 
National Association is concerned, but in looking over this 
crowd to-day, and comparing that which met in Hastings 
less than a year ago, I tell you, gentlemen, you have reason 
to be proud of the Nebraska Association, as well as myself. 
The president asked me a few days ago if I was going away 
out here to attend that association. I told him that was the 
best association in the whole lot, and I wouldn’t miss that if 
I missed all the balance. And I told him another thing, and 
that was that you can go all ever and attend every one of 
them, and those people out there will show you that they are 
up to date and enterprising, just as much as the Pennsyl- 
vania or New York people. (Applause.) That was not to 
puff you up or anything of that sort—just honest, straight 
I want to say another thing, and that is, I have dis- 
that a of you are from Indiana. Yes— 
and there are good men in Ohio. And they came to Ne- 
braska years ago, and I am real proud of you boys and 
gentlemen when you show so much energy and grit and have 
carried this association to the place it occupies to-day. 


goods. 


covered whole lot 


GLORIOUS WEATHER. 

I am on this program, I believe, to respond to an address 
of welcome. This morning, when I looked out the car win- 
dow and saw the nice sunshine, and when I got off the train 
and walked around the town here, and compared it with what 
we had in Indiana a week ago—i12 degrees below zero—I 
thought you people were fortunate. You couldn’t ask for a 
more beautiful day than you have here smiling on your 
efforts. 

A SELF-SUSTAINING PEOPLE. 

The gentleman who has just spoken told you of some of 
the advantages of living in the United States. I do not be- 
lieve there is a party here to-day but what feels proud of our 
country, and-when one passes from north to south, and from 











east to west, it almost overcomes him with the vastness and 
the magnificent amount of resources that we have. In our 
boundaries you can find almost any season of the year. We 
are, as a people, self-sustaining. We are all glad of it; we 
are all proud of it; but even in that we find some things 
that are disgusting; some things that are just as disgusting 
as the water was this morning to me. 
EXTENT OF NATIONAL ASSOCIATION. 

We have in our number here to-day undoubtedly some 
who are not members. I see some white badges; that means 
that they are not members. They might ask, What is this 
association? They may not be as well posted as some of 
you are. I want to say to you that the National Association 
is composed of sixteen affiliated states. Nebraska and North 
Dakota are farthest west; while New York and Pennsyl- 
vania are the farthest on the east. Kentucky and Indian 
Territory and Arkansas are farthest south. Every state 
within that boundary belongs to the National Association, 
so we have united the great Mississippi valley together. 

THE YOUNGEST MEMBER. 


Nebraska, as I said before, is the youngest member, and 
you see what they are to-day; but the members that do not 
attend these meetings do not represent our association, be- 
cause we have more members at home than we have here, 
and those members stand right behind you in anything that 
you may do. Their sympathies are with you; their interests 
are mutual. 


AIMS OF HARDWARE ASSOCIATIONS. 


I suppose I could tell you—I might tell you something 
that a man asked me in Indianapolis the other day—what 
the association aimed to do. My answer was: Our state asso- 
ciation did not undertake to regulate prices, nor have we any 
use for questionable schemes, dishonest practices, or fraudu- 
lent advertising. We encourage honorable competition, but 
do not believe it necessary to pull some other fellow down in 
order to build ourselves up. We naturally regard our pa- 
trons as our friends and oppose anything that injures their 
prosperity, that takes their money from localities, that through 
misrepresentation or alluring deceptions antagonizes or fos- 
ters distrust against local dealers. For this reason we con- 
demn the dishonest steel-range peddler, many of the mail- 
order houses, quack doctors and other gold-brick schemes, 
that depend upon false inducements and statements of smooth- 
tongued hirelings to part the unwary purchaser from his 
ready cash. We do not recklessly condemn combinations of 
capital, but distrust their power; we believe that country 
that has the largest number of independent manufacturers, 
and that condition that encourages the largest number of 
independent business ventures, will produce more genuine 
progress, more upright, successful, intellectual men; more 
happy homes, more beautiful, prosperous towns and villages ; 
will afford more opportunities for the coming generation, 
encourage morality, independence, patriotism and 
country. 


love of 


AIM IS MUTUAL PROGRESS. 


In a business world to-day great things are being done, 

In conclusion I will say that we can sum up the whole 
object of association work—that its ultimate aim and object 
are mutual progress, mutual benefit and mutual protection. 
Gentlemen, I thank you. 

President Morton said: The next thing that appears on 
our program is an address by Wm. Glass of Omaha, but he 
is in the East and unable to be present, but he didn’t forget 
us. He wrote me a letter which he wished me to read to 
the members. It is as follows: 

French Lick, Ind., Feb. 19, 1903. 
Mr. C. W. Morton, President: 

Dear Sir—I regret exceedingly to advise you that I find 
it will be impossible for me to accept your kind invitation 
and be with you on Tuesday, Feb. 24th, on account of my 
inability to reach home on that date. 

I trust you will have a good meeting, and know all who 
are in attendance will be greatly benefited, and again regret 
my inability in not being able to be with you. 

I trust when your association takes up the question of 
its meeting place that you will kindly extend to them an 
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invitation to come to Omaha, and want to assure you the 

hardware jobbers of our city desire to see the next annual 

meeting of your association held there, and extend to you a 

most hearty invitation. 

With best wishes for the success of your association, I 
Yours very truly, 


am, 
W. M. Grass. 

The next speaker on our program is a gentleman whom 
[ am sure you all well know, and I presume did business 
with. It is the first opportunity that a jobber has ever had 
of addressing this association, and I can truthfully say that 
the gentleman has no selfish business motives, but, on the 
contrary, comes here for a double purpose—first, as our agent ; 
second, to extend to us an invitation for our association to be 
the guests of the Omaha jobbers at our next meeting. 

Gentlemen, I take very great pleasure in introducing 
Mr. W. S. Wright of the Wright-Wilhelmy Company, 
Omaha. 

ASSOCIATION IS MADE UP OF REPRESENTATIVE MEN. 

Mr. Wright said: When my friend, Mr. Morton, asked 
me if I would come down and invite you gentlemen to come 
to Omaha, I thought that was simply a matter of a formal 
invitation, and I did not have any idea that I would be called 
upon to make an address. I do not expect to do so now, 
because I think the hardware men are pretty good workers 
and not very good talkers. We work a good deal, and talk 
but very little, and in that way reach the highest degree of 
success. I wanted to express my pleasure, however, with 
having an opportunity to address enter- 
prising men of Nebraska. 


such progressive, 
I take it this association and the 
members here are made up of the representative elements— 
the best business element—of the state. 
not here at the present time—many because they are unable 
to be present, others waiting to see what, you will do, and 
whether it is worth while to chip their $3 into the pot, and 
come into the game. I hope, before you get done, your de- 
liberations and actions may be make them feel 
that they will be benefited by becoming a member, and that 
you will have at least 600 of the 800 that Mr. Morton said 
were represented in the state. 

BUSINESS CONDITIONS ARE CONSTANTLY CHANGING. 

There is one proposition that we all appreciate, and that 
is the fact that business conditions are constantly changing, 
and the man who has the faculty of adapting himself to the 
changing conditions, and arranging’ his sales to suit the cus- 
tomer’s wants, is the one who makes the best business man, 
and gets a better price than the fellow who goes along at the 
total end. 


The parties who are 


such as to 


A TIME GONE BY. 

A good many years ago I sold a man a small bill of 
hardware. He had never had any experience. The next time 
I called on him I asked him how he liked the hardware busi- 
He said: “By George! the hardware business is the 
finest business I ever struck. Carriage bolts cost me nothing. 
and I sell them for 5 cents apiece.” That time has gone by 
when you do that, and when you buy carriage bolts at the 
present discount and sell them for 15 cents, you make very 
little, and they do not cost you much. You can’t do it to-day. 
lhe combination of capital has reduced the profit in many 
lines of goods to the jobber, and to the retailer; and the 
only thing to do is to adjust himself so as to secure the 
largest possible margin of profit on your business. 

A STIMULUS. 

Now, we all appreciate the objectionable effect of the 
combination of catalogue houses and department stores. You 
all suffer from it. Gentlemen, from 1893 to 1897, you remem- 
ber what those conditions were. I said to a gentleman dur- 
ing that time, and I did not have any idea that it was the 
truth, but had the idea that it would perhaps help him out 
of his despondency. The times will come when these hard 
times are a matter of benefit, but it will take years to deter- 
mine and you would make more money in a series of years 
than if you hadn’t seen just such years as we have had in 
the year or two past. 

The competition of catalogue houses and department 
stores makes better business men of us. Such competition 
has come to stay, and if we are able to meet it, if we are 


ness. 


1 


as a give ( is good service as they can 
get from the larg we will remain in business; if we 
do n ge e to seek some other job, and 
will have to look for some other place to do your work; your 
going neans t necessity of our following suit, for in 
your s ss is our success. We are linked together along 
tho inseparab ind our mutual object should be to 
work together ng those lines that will best promote our 
mutu : -annot be successful without the 
other lw re deeply interested in the largest possible 
succes f ry retail dealer in the state of Nebraska. And 
yet, g cumulate honest wealth without 
he benefits hi nriches the community in whicl 
re 
s E NOT UNDERSTOOD 

é a great difficulty comes from 
t] t understand the legitin 
exp Q ] 1. general way, I fig 
2 g gross profit of 30 per ce 
that 20 per cent ol Ly 
ng trie § ld, of « S 1g 
in | g eX cidental expenses of running 
the \ O | ent on his sales he has 
no m t] is y entitled \ man who sells $25 
Oo $2, 50 secured any more returns 
on | pit [ r to secure those results than he is 
entitled { yet I think perhaps if you were to analyze 
your vould find that a very large portion 
is less \ the staple goods 
very s 1 and wants to figure o1 
a bi d figure the stuff at « 
and { e will forget to add 
10 pi I 1y one here would forget 
to add Dp some of the gentlemen at hom 
will en, perhaps, you will incidentally lea 
some item I Only a few days ago, when I started 


sent out to three places 


to figu: 1 f printing, I 


for an estimate on One price was $14.75; the other was 
$11.50. If somebody had come along with a price of $11.25 
I wou ve been satisfied to pay the price, and thought that 
I had g e value of my money. But somebody had made a 
mistal nd the $6 man got the job. The same in the hard- 
ware business. One man's bid is $64; another is $62.50; one 
is $60. He feels m etter to pay the $60 than to | 

mebody mak ! ( it of $40, and if he goes to 
very n ‘ id gets a price of $20, he gets tl 
idea that it is profit, and y suffer the consequences. In 
regard to developing the business on new classes of goods 
a great many d rs say that they do not have any call for 
them, and when tl lo 1 have any call for them 
cannot s ve s communities where they did 
not ha loctor—thev have little sickness—and when the 
doctot red a | Cl . how quick everyvD dy gets 
sick p sy 

PATENT MEDICINE MEN 
If you want an illustration of profitable goods, they tell 

m vuugh I an 1 the drug business—that patent medi 
cines pay the largest percentage of any manufacturer. They 
Say \dvertise the symptoms—they create disease.” It seems 
to me that this remedy is to a large extent in your own 


hands. I heard two or three years ago that a manufacturer, 
and a very prominent manufacturer at that time—that one of 
the had to contend with was 
rival manufacturer, who either destroyed his profits or pre 


adequate profit and put him to 


greatest difficulties he some 
vented him from making an 
unnecessary expense 

LOCAL COMPETITION. 

Now, I believe that the gentleman across the street from 
some one of you gentlemen, who is doing business for the 
purpose of “showing you” that he has a right to do business 
just the same as you have, is an injury to your profits and an 
injury to your business, and more detrimental to you from 
a general standpoint, as well as the jobber and the manufac- 
turer. It i$ not necessary at all times to meet the competition 
of the department Rogers & Son of Omaha, who 
have been in a great and there 


stores. 


business for 


many 


years; 
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is Morton & Sons—their business is increasing right along, 
and doing well constantly, and still they are in com- 
petition with the department stores. Department stores do 


The department stores sell 


close 


not sell the same class of goods. 
a class of goods not bought by the people who want the best. 
They do not get it there. If they want to trim a fine house, 
and they want the best there is, they do not go to the depart- 
iment store, but to the legitimate hardware dealer, and they 
expect and are willing to pay him a profit; and it is not abso- 
lutely necessary in all cases that you meet the competition 


that you have on the cheapest class of i 


oO" Ss 
goods. 


A CASE WHERE YOU DON’T LOSE 


I remember quite a number of years ago in selling a 


bill of goods I asked him if he had ever had any experience 
He said: “No, I d 


in the hardware business. know any- 


} 1 


thing about it. I never had any business experience, but I 
do know if I buy anything for 50 cents and sell it for $1.75 
it I won't lose anything I told him that he was all right; 
it he would do for the hardware business. Ten or fifteen 





years later that man retired with a capital of § 
ooo. I simply recommend that to you 
way. I would like to see every 


money in a general 


inake a little more money this coming year, 2 to 1, than last 
\ny way that I could help you to do it I would 
Conditions are such that 


be glad to 
help you along that line. we should 


pull together along some line. 


OPENING A BOX. 
When I was up in the house the other day I noticed a 
boy opening a box. I said to him: “George, is that the way 


you take covers off from a box right along?” I told him 
what I would do. I said: ‘‘You knock that cover off that box, 
ind some man comes along and he wants to 

will take him ten or fifteen minutes to get 
a nail puller 


use that box, 
that straight- 
take the 
nails out, you have taken up a little more of your time, but 


ened out; but if you would get and 
you have saved a lot more of the other fellow’s that comes 
behind you.” Our economical proposition must be 
this. We must endeavor to place our goods in the hands of 
the consumer economically. Under the course of 
trade—first, from the manufacturer to tli from the 
jobber to the retail dealer, and from the 


along 


nN itural 
1obber, 
dealer to the con- 
sumer. If we can, by mutual effort, demonstrate our ability 
» distribute along these lines as economically and to the 
me advantage that others do it, we shall continue to make 
money and prosper. If we cannot demonstrate that proposi- 
yn, we have got to take a back seat, and make room for 
somebody else who has a better idea than we have 
IT DID NOT PAY. 

In doing that, there are several propositions where our 
distribution is a little expensive, and where we are at fault 
in an economical proposition of distribution. I have in mind 
he facts of a case right now. Some time ago a friend of 
used to be in trade wanted a keg of nails shipped 

a little ways out. We sold it to him. He did not 
the money with him to pay for it. The bill amounted 
Nails cost $2.40 delivered f. 0. b. Omaha. 
small Two or three months elapsed and we 
heard nothing from him. Finally I wrote him a letter calling 
his attention to the item, and he sent us a check for $2.50. 
We took the check to the bank for collection, and our bank 
deducted 15 cents for collecting, leaving us $2.35. But his 
bank wanted 25 cents, so they deducted 25 cents more, and 
sent $2.10 to our bank. We spent 10 cents for postage, and 
at the end of four months we received $4 out of the sale. 
That wasn’t a really profitable deal, but it is a fair example 
of extravagant methods of doing business. There are twenty- 
cight hardware salesmen covering the state of Iowa—more 
than one for every day of the month; more extravagance on 
the part of the jobber. When we can operate on more mu- 
tual lines and eliminate those unnecessary expenses, mutual 
disposition to assist each other will develop our business 
along the most economical lines. It will be a mutual advan- 
tage to the retailer as well as the jobber; no one will suffer. 

A PROPOSED BILL. 

I understand they have now up in this legislature, though 

1 do not. come in connection with it, a bill to prg@hibit a 


It was a 


proposition. 
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retailer from selling his stock without giving notice of it. 
No honest dealer should object to it, if he understands it 
fully. I have advocated two or three times the fact that, 
as engineers, plumbers and barbers are licensed, we ought to 
licens¢ the business man. I venture to say that I would 
appoint a board of three or five men in this convention, and 
let them examine a candidate for business who wants to 
engage in business; that his idea would not be along such 
lines that you would feel that you wanted him for a com- 
petitor. Not like my friend who bought a thing for 50 cents 
and sold it for $1.75. But would be like the man who buys 
a thing for 10 cents and sells it for 15, and thinks he has 
made 5 cents. 
TRAVELING MEN ENLISTED. 

In conclusion, genelemen, I want to say a word or two 
about increasing your membership. I do not want to trespass 
on anybody else’s ground. I wanted to make this sugges- 
tion: You cannot increase your number any quicker than 
‘by enlisting the traveling men in it. Do not do it along 
financial lines; that would put it on a business proposition. 
Do it along friendly lines, and say to them that if they want 
to do you a good turn, that if there is any one on their line 
who is not a member, get them to join the association. Along 
that line you could add 300 new members to your list. We 
have got five men in the’state of Nebraska, and every one of 
these men is at your service. I believe that the advantages 
secured by -the retail dealers getting together, talking over 
their business. matters, get-an idea as to what is an adequate 
profit, and that just competition is as much in the interest of 
the jobber as it is in the interest of the retail dealer himself. 
If you decide to-do ‘it, we shall be very glad to have you 
come to Omaha. - We will give you the best we got, and 
while we haven’t- got very much, the best thing we can give 
you is at your command. We cordially welcome you, and 
will give you the glad’ hand any time you feel disposed to 
come and see us. 

The president called on L. W. Garroutte, who spoke as 
follows: ‘ 

I am not a talker, gentlemen. I get my ideas from hear- 
ing the speeches as they are made, and by best method of 
adopting their ideas is. by applauding. When Mr. Wright 
was talking about the patent médicine scheme, it struck me as 
being exactly right. .That’is the way I work to sell my 
goods. If I find a man that does not know how to sell goods, 
as a great many of us do’not, I think of the patent medicine 
scheme. I believe I told’it to Mr. Wright when I was up 
at his place. I tell him’ that the farmer needs my goods to 
save his grain, and that is what the patent medicine people 
do, and I wouldn’t ‘wonder that is where he got his idea. 
As far as using traveling men to secure members, I think 
it a good plan. You can depend on me for ten or fifteen 
more members shoftly.: I never thought of that before, but 
I will from now on. 

Ser; EE : P. 


lows: 


Betryman addressed the convention as fol- 


WHY. HE WAS CALLED ON. 

Mr. President and’Geritlemen of the Association—I was 
urged to visit this convention, which I am glad I ‘did, but my 
work goes undone until I get back. I can somewhat figure 
out to myself now why Mr. Morton wants to call me down 
here. He wants to be: represented by two extremes from 
Omaha—Lieutenant Governor McGilton, 6 feet 4, and myself, 
5 feet 2. Now, as for.the merits of this association, I can 
speak freely on behalf of the jobbers, that he is anxious and 
glad to see this organization go on. I know that is the feeling 
among you, and as Mr. Wright said, they are anxious to 
have their men lend their help to the association. It will be 
a great future all around—manufacturers, for instance, have 
organized, and the jobbers go hand in hand; and it is right 
that the retailer should come along with his share of the fun. 

WORSE THAN THE PENITENTIARY. 

As I started from home this morning I told my little 
daughter I was going to Lincoln. In some way she has 
always had the penitentiary connection with the city of Lin- 
coln, and she said: “Are you going to the penitentiary?” I 
told her it was not so bad as that. “I am going to attend 
a great convention of the leading hardware men of Nebraska, 


and I think I will go down and lobby and try to have this 
convention held at Omaha the next time.” “Why, papa! 
Lobby! That is worse than going to the penitentiary!” She 
has heard her grandfather exploiting on the dire results of 
such a thing as a lobby. But after looking over the ground 
I do not believe that I have to do any lobbying. I think that 
our good friends are perfectly willing that this convention 
should go to Omaha next time, but we can’t offer you any 
more than Lincoln has. I never before saw merchants leave 
customers standing in rows to talk to us fellows, but when I 
ask you to come to Omaha I mean that we are going to give 
you all that you could ask. 
NOT LABELED. 

Now, as to addressing the convention on any particular 
iine, I had not thought I would be called on for this part of 
the program, and I would feel somewhat like the party who 
was showing a friend through a canning factory. He asked 
him what was being put in those cans. He told him 
“Peaches.” “Your best brand?” “Don’t know yet; we haven't 
labeled them.” My speech has not been labeled and you can 
put that on afterwards. But the thought has often come to 
my mind, principally by correspondence, that most of the 
dealers in the state and the hardware jobbers are digging 
away at the subject of returning goods to the jobber. Should 
they do it? I say yes—it is perfectly legitimate and I invite 
them to do it when it is my fault, and we are perfectly will- 
ing to consult with them if it is their fault. I do not want 
to criticize the way you have been doing it, but let me sug- 
gest a way: For instance, you order a case of a certain brand 
of goods, which of course we are out of that day, and we 
send you another brand. 
back. The goods are delivered at the depot by the drayman 
and he sends them back in his own name and they are shipped 
possibly to a transfer point, where it is discovered that car 
is needed South and the goods are transferred and shipped to 
Omaha on another bill of lading. We do not have him on 
our books at that transfer point and the result is the file goes 
in returned from that particular transfer point. The next 
thing we receive is a letter from the dealers who returned 


The result is, it is going to come 


credit on the state- 
After 
two months we have finally discovered that these goods be- 


the goods, asking why he has not got 
ment which our bookkeeper sends out every month. 


These things happen every day. 
A SUGGESTION. 


long to him and credit it up. 


I would suggest that the dealers send us a bill of lading 
with an invoice and the date of the invoice they were charged 
to you, and the prices, and I am sure that the credit will 
Another thing that the trade 
papers are pegging away at the jobbers pretty hard is about 
We do it—we acknowledge 
it—but it is not intentional on our part. For instance, we 
will have Mr. Jones come into Omaha with a couple of cars 
of fat cattle on hand. He naturally feels inclined to send 
something nice home to his. wife, and comes into us and 
says he is in business out there. We cannot always investi- 
gate, though we are anxious to do so, but as some live in 
outlying districts, they would have a right to buy on that 
proposition, or he might go to Mr. Morton or some other 
dealer and have it charged to him and we would send it out. 
In three days we have a letter from three dealers saying that 
we are shipping goods to their trade. This is pretty hard, and 
we begin to look around to see where we have sold to the 
consumer, and we finally have to write to the dealers and 
get this information, and then we located that Mr. Morton 
has ordered a machine, and that happens time and again 
during a month’s business. When we send anything to the 
country it is not intentional. The jobber is not trying to an- 
tagonize his trade in any such way, but give us the benefit of 
a doubt, and write us and tell us what is the matter. We 
cannot explain it to you in any other way. We will send you 
a credit memorandum for $2.00 for getting caught in the deal. 
I join Mr. Wright in behalf of our firm in extending a cor- 
dial invitation to you to visit Omaha the next time we meet. 
We are going to do everything we can as well as Lincoln. 


appear on our next statement. 


the jobbers selling to consumers. 


THE CUSTOMER’S REAL WANT. 
Not long ago a customer came in—a nice old gentleman— 
with his want book and pencil in his hand. I suppose he 








8:40 train. We sat down to the desk and 
a few items. His appearance indicated to me that 
at home he might be a doctor or a preacher. When the ques- 
tion was asked if I smoked, I wondered whether he really 
wanted a smoke or wanted to find out if I smoked, but un 
fortunately I did not have anything, and I thought perhaps it 

He did not seem anxious, and after we had 
“Do you swear?” | 
and imagined that he 

But I told him no 


' , 1 
ai » LAKt ne 


was well I didn't 
more items he said: 


times 


written up a few 
had 
thought I 


‘not unless the door pinches my fingers and takes off a finger- 


been interrupted several 


ht ¢ 
ugnt to 


do some swearing 


, I might ejaculate.” He seemed satisfied, but finally he 
said: “Do you ever take anything?” 
t is just what I wanted to find out. 


He said: “That 
some You good people come along and 


That was quite personal 
Let us go 
thing.” 


It is a pertinent question, but if you 


7 j } 4 
17 1d have 
UO 111G) tla VE 


ask for what you want 


do not see what you want, ask for it. Mr. Wright has already 
demonstrated in his little talk here that he knows all about 
the jack pot, and if you want to see that he will show you 
that also. He is a good Congregationalist on Sunday morn- 
ings and Methodist on Sunday evenings. Gentlemen, I thank 
you 

\t 4 p. m. a thirty minutes’ recess was taken 

President announced that the convention would resolve 
itself inte 1 executive meeting on reassembling 

It was moved by C. A. Peterson of Oakland that the con- 
vention have the entertainment to-night instead of to-morrow 
night 

After some discussion the motion was carried 

The following committees were appointed by the presi 
dent : 

Press—Nathan Roberts of Omaha, J. C. Cornell of Ord, 
Mr. Small of Crete 

Finance—Mr. Lahr of Lincoln, Mr. E. Hoppe of Lincoln, 
C. A. Peterson of Oakland. 


Resolutions—Mr. Halloway of Fremont, Mr. Hacker of 
Friend, Mr. Nelson of Diller 

Nominations—Mr. Jakway of Lincoln, Maurice Hussie of 
Omaha, Mr. Nather of Aurora 

Mr. Hall, secretary of the association, then submitted the 


following report, which was adopted: 


REPORT OF SECRETARY HALL. 


‘a’ GRADE WORK. 
While this is our third meeting—we are not yet one year 
old—our present membership is 182. This can certainly be 
classed as “A” grade, and if our kindergarten work is to be 
a criterion, we can look forward to something good for the 
Nebraska hardware dealers who are members of this organ- 
ization 

THE TRUE BUSINESS SPIRIT 

If time could be spared from other business, many of the 
letters received would be worth reading. One from Mr. A. 
F. Eberly, Octavia, Neb., however, breathes the spirit of a 
true business man, and will give the dealers the right idea. 
He writes under date of February roth, as follows: 

“Mr. H. J. Hall, Lincoln, Nebraska: 

“Dear Sir—I regret that it is impossible for me to be 
with you at the meeting of the Nebraska hardware dealers 
next week. My yeas are with all resolutions, etc., made at 
the meeting, and I am confident nothing will be done but 
what will benefit us. Also enclose P. M. O. for $5.00 to help 
If in need of more at any time, please let me 
Yours respectfully, 

“A. F. EBerty.” 


ASSOCIATION 


pay 
know by letter, and oblige, 


expenses. 


WATCHWORD OF THE 

In reply to this letter, it gave me pleasure as secretary of 

the association to tell him of our appreciation of his loyalty, 

and in returning the excess over regular dues, quoted our 

motto, as the watchword of this association, “Equality before 

the law,” and that he could depend on all members being 

treated as equals, which would explain my action in return- 
ing his over-payment. 

GOOD WORK OF MR. PETERSON. 
It gives me pleasure also to call attention to the work 
of our worthy brother, Mr. C. A. Peterson of Oakland, 
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Nebraska, who has sent in fourteen membership applications 
since Jan. Ist, 1903, with draft for dues, and did quite as 
well last year. 

At the suggestion of the executive committee, Mr. Frank 
Stanton was: employed as regular solicitor, and has secured 
fifty-four members. Many letters have been received asking 
the association to take action in regard to the lien law which 
the building contractors are working to have annulled dur- 
ing the present session of the legislature. Also that action 
as an association may be taken favorable to an improve- 
iment on the present garnishee law. A bill with this object 
in view has already been introduced in the House of Repre- 
sentatives. The Retail Association, favoring the 
ill, and the labor unions, against same, had a hearing before 
the committee to whom the bill was referred on Monday of 
last week, and we will hear from the president of the grocers’ 


Grocers’ 


association during this meeting. 
AN INSURANCE SOCIETY. 

Many letters have been received urging the formation of 
a retail hardware dealers’ mutual insurance company, and we 
hope favorable action will be taken before adjournment. 

RAILROAD COMPANIES AND CATALOGUE HOUSES. 

Your secretary desires to report the receipt of favorable 
replies from all the railroad companies in this state, stating 
that orders have been issued from headquarters prohibiting 
agent from distributing any department-store 
catalogues. Any known violation of this order, if occurring 
since February ist, should be promptly reported to your secre- 


any railroad 


tary. 
CORRESPONDENCE WITH JOBBERS. 

[he resolution passed at our last meeting instructing me 
to request the jobbers to refrain from encroaching on our 
business domain was obeyed by your secretary, and replies 
from the different jobbers were favorable, and all promised 
to comply with the request. They did more, as became the 
true Yankee spirit, and suggested that it might be well for 
the retail dealers (whom the hardware jobbers are anxious to 
protect) to confine their purchases of tinware and graniteware 
to the hardware jobbers, instead of encouraging the whole- 
sale grocers, who made it their business to stock small racket 
and grocery stores with tin and granite ware. This is a point 
worth considering by every merchant. 

A GRIEVANCE COMMITTEE. 

Another matter which should come before the convention 
for action is the appointing of a grievance committee. Sev- 
eral complaints have come to me, and all have been satis- 
factorily adjusted, save one. This will be settled satisfactory 
to the member if he is in attendance at this meeting. It 
could not be arranged by correspondence, and was personal 
in its nature, being a differenec of opinion between a certain 
jobber and the member above mentioned. 

A QUOTATION FROM MR. LOTT. 

My attention has been called to the jobber who does a 
retail business, and requests have been made to bring this 
to the attention of the association for action. Other state 
associations have this matter in hand, and relief is expected. 
To quote the Illinois sentiment: “If a jobber wants our busi- 
ness and our customers, too, quit him, the sooner the better.” 

TENDENCY OF THE TIMES. 

The tendency of the times is toward mergers; buying 
for the members of this association by a special committee. 
It would place every member in better condition to meet the 
prices made by catalogue houses, and would not necessarily 
affect the local jobber. This is a matter that should have 
the attention of this convention. 

The work mapped out will keep every member interested 
and can be made profitable. 

ANNUAL DUES. 

Our annual dues are now $3. Out of this we must pay 
$1.00 per year for each member for the National Bulletin. 
This will leave very little to do of necessary work, which 
requires the outlay of time and money. It has been sug- 
gested that the annual dues be raised to $5.00. 

One word about my visit to the Iowa State Convention. 
The enthusiasm of the members after five years of organized 
work was an inspiration to every man who attended the 


meetings. It was a business meeting from start to finish 
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and every ready to They advocated 
meeting more than once a year, although they did not take 
any action toward a semi-annual meeting. A meeting of this 
association during August, taking advantage of Epworth 
League rates, and having ample hotel accommodations, would 
be a good thing for us. The Iowa Association at their meet- 
ing laid the foundation for a retail hardware dealers’ mutual 
fire insurance company, which will be a permanent organiza- 


man was respond. 


tion. 
MEMBERS SHOULD ENLIST COMPETITORS. 

It is of vital importance that members should enlist their 
competitors in this association work, and our Lincoln local 
branch will testify to the benefits resulting from our state 
branch. It is generally supposed that the small towns are 
most interested in the Retail Hardware Dealers’ Association, 
but every dealer in this city is now an active member. In 
our neighboring state—Missouri—'tis said, “the dealers must 
be shown” the goods results from organization. Nebraska 
dealers are looking the matter up and sending in their appli- 
cations and fees, because they are progressive. 

THANKS FOR ASSISTANCE OF OFFICIALS. 

In conclusion, it gives me pleasure to state that the 
assistance of our worthy president, Mr. C. W. Morton, the 
energetic support of the chairman of the executive commit- 
tee, Mr. W. E. Jakway, and the coo-peration of the entire 
membership of this association, has made my duties much 
more pleasant, and has added to the life of the organiza 
tion. 

Believing that this year will see an increase of 100 per 
cent over present membership, I leave it to each member 
to do his part. 

WEDNESDAY MORNING SESSION 

The Wednesday morning session convened at 9:30 o'clock 
and went into executive session. M. L. Corey, secretary of the 
National Retail Dealers’ 


the meeting on specific cases of trade abuses. 


Hardware Association, addressed 
he following letters were read: 
Blair, Neb., Feb. 24th. 
Mr. H. J. Hall, Secretary, Lincoln, Nebraska: 

Dear Sir—Enclosed find draft for $3, in payment of our 
membership dues. Sorry to say we cannot be present at this 
time, but present in with 
kindest warmth and spirit. May you have a profitable and 
successful meeting, and lots of good to the hardware dealers 
must result by this united strength. Kindest regards to all 
the brother dealers. Just called on a new dealer with appli- 
cation, but thanks to Brother Peterson of Oakland, who had 
already got him in. With well wishes for the organization, 
Yours truly, 

Lunpt & ARNDT. 
Grand Island, Neb. 
Mr. H. J. Hall, Secretary, Lincoln, Neb.: 

Dear Sir—I am sorry to inform you that on account of 
sickness I am unable to attend the hardware dealers’ conven- 
tion, and attend to the duties as committee on fire insurance. 
It was my earnest desire to be with you and take an active 
part in association work, but under the circumstances I am 
unable to do so. Hoping that the association has made a nice 
increase in membership and will be a social success, I am, 

Respectfully yours, 
HEHNKE & Co. 

At 11:30 the convention adjourned to visit the State Cap 
itol. The hour for the afternoon meeting was changed from 
2:30 to 1:30 o'clock. 

WEDNESDAY AFTERNOON 

The Wednesday afternoon 
o'clock. 

A motion to admit traveling men to honorary member- 
ship on payment of a $1 fee was voted down. 

C. A. Peterson of Oakland read the following paper, on 


INCREASED MEMBERSHIP. 


while not person we are you in 


I am, 


SESSION. 


session convened at 1:30 


AN IMPORTANT QUESTION. 


I was much surprised when I received a program and 
looked over the same, to find my name on for an address. 


No one here would more likely be able to address you on the 
subject assigned me, for it is something I have taken pride 
in since we met in Hastings and organized last summer. 
But my early days were spent on the Cuming County prairie 
herding cattle, until I was old enough to take charge of 
heavier instead of in the so-called “little red 
school house,” where I should have been, if I might perhaps 
make myself capable of interesting this intelligent gathering. 

The subject, “Increased Membership,” is one on which 
I might be able to say something; if you will only bear with 


farm labor, 


me in my own way of presenting it. 

To accomplish anything of what we in the future must 
try to carry out, it is necessary to have an army of members 
that are in sympathy with the problems confronting us and 
majority of all the hardware dealers in 


that will contain a 


each state. 

SHOULD GET NEIGHBORS IN 
have 
affliated, but what are the officers of that organization able 
to accomplish if we as a state organization are not awake 
to the situation, and assist them by constantly enlarging and 


We have a national organization with which we 


thereby strengthening our state organizations? It is a duty 
we owe to our own welfare that each of us here upon hear 
ing that our neighboring hardware men do not belong to 
the association, should see if it is not possible to get them 
take the 
neighboring town, where there is always a hardware man as 
towns have three or four 


to join the organization; therefore, train to the 


there is a town. Some 


hardware men. 


sure as 
Get all of them to join; we want their sup- 


port, but we cannot have their hearty support unless they 


become one of us. Therefore, convince them that we must 
have them join. 
Convince them that it is for their own benefit that you 


request them to become members 
THE FEE IS SMALL. 

Surely the small membership fee should not stand in the 

that 

deal of 


way, hindering them from coming in. It is a_ fact 
although the hardware men have received a great 


benefit through the national organization having succeeded in 


having some factories restrict prices issued by catalogue 
houses, nevertheless it requires argument to convince some 
hardware men of this fact. I must acknowledge that in 


many cases the margins on these articles are too small, but 
if we keep increasing in membership all over this broad land, 
we will soon succeed in having the factories keep a great 
many staple articles out of the hands of disreputable cata- 
logue houses and thereby we shall profit by having the ex- 
clusive sale of these goods. 
REQUEST WOULD BE GRANTED 

We push nearly every article in the hardware manu- 
facturer’s line entitled to 
For instance, if a firm would be requested not to place their 
goods in the hands of catalogue houses at prices detrimental 
to the hardware trade; if we were strong enough to demand 
our rights, they would surely submit to our request. Let 
us not give up because we do not think there is enough 
accomplished; if we do our duty we, through the national 
organization, can propose what is right and just and demand 
it, instead of’ as now, they must beg to endeavor to accom- 
plish what are justly our rights. 

Let us fight the battle with courage and not turn our 
backs to the faithful members, and refuse to help the cause 
along just because we don’t seem to get what we want all at 


and are therefore consideration. 


once. It seems to me that hardware men ought to become 
members of the organization without personal work, but it is 
nevertheless true, out of all the hardware men for seventy- 
five miles in most of the towns along the C., S. P., M. & O. 
Ry., in one of the best districts in Nebraska, I made an 
effort to secure the membership of the twenty-three hardware 
men, who had had several invitations by letter from our state 
secretary. I called upon them personally and found them all 
willing to join the organization except one. 
me that it is necessary to do personal work, if the increase in 
our membership is to meet our desires. 


This convinces 


MEETING OF LIQUOR DEALERS. 
I read in the Omaha Bee an account of the last meeting 
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Retail Liquor Dealers’ Association. They 
$5.00 and the monthly 


of the Omaha 
raised the membership fee from $1.00 to 
dues from 25 cents to 50 cents, and they also voted to secure 
a larger hall for the next meeting. Then I wondered what 
was their object in organizing. I found by reading further 
that they passed a resolution opposing senate file No. 107. 
This was a bill they considered detrimental to their interests. 
THE PARCELS POST BILL. 

This made me think of the much-talked-of Parcels Post 
Bill. This bill, if passed, will make it poSsible for the United 
States mail to carry for a few cents, to the very door of the 
consumer, nearly every article which we carry, on which our 
margins are comparatively good. Suppose we were thor- 
oughly organized in each state and we passed resolutions 
to oppose such bills, which sound our 
death knell: would not our representatives pay more atten- 
tion, or, in fact, could we not defeat such a bill by passing 
resolutions opposing same and present such resolutions to 
our representatives in Congress? 


would, if passed, 


There are a few difficulties confronting the retail hard- 
ware men other than catalogue houses and the Parcels Post 
3ill that we can straighten out to our satisfaction when our 


membership is increased in this state to where it ought to be. 


It is a universal law that nothing remains in a stated 
position. We therefore must advance or retreat, and an 
advance can only be made by increased membership. There- 


fore, let every person here consider himslf a committee of 
one to enlarge our membership and proportionately increase 
our strength. 

Mr. Harglerad of Holstein introduced the following reso- 
lution: 

“Mr. Chairman, in order to complete this organization I 
move you that we appoint a committee of eight members to 
visit the different hardware dealers in the territory hereafter 
named and encourage them to join this organization. 

“Committeeman No. 1 as follows: Dawes, Sioux, Box 
Buttee, Scotts Bluff, Banner, Kimball, Cheyenne, Duel, Sher- 
Counties as follow for delegate No. 2: Cherry, Key- 
apaha, Brown, Blaine, Thomas, Hooker, Custer. Counties 
as follows for delegate No. 3: Keith, Lincoln, Dawson, Per- 
kins, Chase, Hayes, Frontier, Gosper, Furnas, Red Willow, 
Hitchcock, Dundy. Counties as follows for delegate No. 4: 
Harland, Franklin, Webster, Nuckalls, Clay, Adams, Kear- 

Phelps, Buffalo, Hall, Hamilton. Counties as follows 
for delegate No. 5: Sherman, Howard, Merrick, Nance, 
Greeley, Valley, Loup, Garfield, Wheeler, Holt, Rock, Boyd. 
Madison, Stanton, 


idan 


hey, 


Counties as follows for delegate No. 6: 


Cumming, Burt, Washington, Dodge, Colfax, Platte. Coun 
ties as follows for delegate No. 7: Polk, Butler, Saunders, 
Douglas, Sarfy, Cass, Lancaster, Seward, York, Otoe. Coun- 


ties as follows for delegate No. 8: Nemaha, Johnson, Gauge, 
Jefferson, Thayer, Pawnee, Richardson. 
al . ° ° 
“Also that each committee so appointed be allowed three 
dollars a day and expenses out of any funds belonging to this 
organization.” 
Mr. 


committee for future consideration and report. 


Roberts moved that it be referred to the executive 
The motion 
was amended and carried. : 

The president then called on Maurice Hussie for an ad- 


dress on 


MUTUAL FIRE INSURANCE. 


INTERESTING HARDWARE MEN. 


The subject of mutual fire insurance is, as 


A SUBJECT THAT IS 


you are no 
doubt aware, interesting every hardware association through- 
out the country. In almost every trade paper that comes to 
hand we find notices of this or that state organization of 
hardware men, having formed a mutual fire insurance asso- 
ciation, or, like ourselves, agitating the formation of one. 
stated, namely, “a mutual fire insur- 
ance by and for members of this association,” is very pleasant 
to the ear, as well as a sort of “governor” or “controller” 
on the old-line insurance man. 

We all no doubt think of the large profits there are in 


the insurance business as carried on by old-line companies, 


The proposition as 
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and have a natural and laudable desire to divert at least a 
portion of the same into our own coffers. 


GRIEVANCES ON RATE QUESTION. 


A great many of us also have a pretty well-defined 
grievance on the rate question. We feel possibly that the 
rate charged by the board on some particular risk is out of 
all proportion to the actual risk involved. It is with this 
feeling, therefore, that the average man gladly grasps at an 
opportunity to reduce the cost of insurance, but I believe 
no business man wants to venture in a new enterprise with- 
out investigating the matter thoroughly, or at least give it 
as much investigation as he would were he undertaking a 
journey on an unknown road, to an unknown, or little-heard- 
of, country. In other words, he would like to know before 
starting how often the conductor would take up fares, and 
last, but not least, where he was going to land. 


Therefore, with this end in view, I have endeavored to 
gather what information I could on the subject of fire insur- 
ance in general, and mutual fire insurance in particular, and 
I wish to briefly set before you some of the points I have 
gathered. 

NEBRASKA INSURANCE LAWS. 


The first point, of course, is the law of the state of 
Nebraska under which mutual insurance companies are per- 
mitted to organize and transact business. 

As near as I can find out, there are several legislative 
acts relative to the formation of mutual insurance associations. 
I have selected one which I think is the latest, and which 
is entitled “House Roll No. 183,” introduced in the legisla- 
ture and became a law in-1897. 


Section 1 treats of the number of persons and the amount 
of insurance necessary to the formation of a mutual company, 
and is as follows: 

“Any number of persons, not less than one hundred, 
residing in this state, who own city, village, real or personal 
property of not less than one hundred thousand dollars in 
value, may associate themselves together for the purpose 
of mutual insurance agair.st fire, etc. 

Section 2 deals with the auditors examination and other 
minor details, but Section 3 is interesting, as it defines mem- 
bership 

“Section 3. All persons who effect insurance in any com- 
pany organized under the provisions of this act shall thereby 
become members and continue to be such during the period 
their insurance is in force. All persons so insured shall bind 
themselves to pay all legal assessments made upon them by 
this company.” 

Sections 4 to 10, inclusive, treat of the appointing of 
officers, etc., but Sections 11, 12 and 13 will interest you, I 
think. 

“Section 11. The company shall not issue policies on 
any one risk or hazard to exceed one thousand dollars, until 
there are three hundred members, with $200,000.00 of in- 
surance in force, when policies of two thousand dollars may 
be written. Should the membership of any company created 
this fall below hundred members, and the 
insurance in force below $100,000.00, the president of such 
company shall call a meeting to consider the matter of dis- 
organizing. 

“Section 12. An assessment may be made on the members 
and payable thirty days thereafter, to enable such com- 
pany to make good the amount sustained by losses or ex- 
penses whenever deemed necessary by the Board of Di- 
rectors. , 

“Section 13. 
amount collected 
be set apart as a 


under act one 


due 


An amount not less than 10 per cent of the 
in cash at the time of issuing policy shall 
reserve fund.” 


LOSSES MUST BE MET WITH ASSESSMENTS. 


Now, gentlemen, there are two sections of this law that 
are particularly interesting to me. The one specifying the 


number of members necessary to form a mutual company, 
and Section 12, that speaks of the liability of the members. 
As I interpret this section of the law, a member is liable to 
assessment at the discretion of the directors, just as often as 
they see fit. 


We 


For example, we form a mutual company. 




















have a loss, an assessment is levied, and the loss paid. How- 
ever, on the heels of this comes two or three or perhaps four 
losses. They all have to be met with assessments, and while 
mayhap not probable, still. it is within the possibilities that 
these assessments will amount above board rates from which 
we are trying to find relief. 

But some one says, pull out when assessments get com- 
ing too thick. Cancel your policy. In case I do cancel my 
policy and withdraw, I am still liable for losses that occurred 
before my cancelation. 

Another feature of the question that I desire to call 
attention to is the plan resorted to by many mutual com- 
panies of establishing their reserve fund by the notes of 
members held subject to call. This system may be all right 
until the call comes, but then I am afraid many of those notes 
would never be paid. 

In this respect the old-line companies are far superior to 
mutual, as they are compelled by law to have reserve fund 
sufficient to reinsure all their policies in case they retire from 
business. 

FAILURES OF NEBRASKA MUTUALS. 


In this connection I wish to state that the following 
mutual companies went out of business in 1902 in this state: 


The Central Mutual of Hastings. 

The Dwelling House Mutual of Lincoln. 
The Fremont Mutual of Fremont. 

The Old Reliable of Lincoln. 

The Fidelity Mutual of Omaha. 

Why or how they failed, I do not know. I simply have 
their names from Mr. Beeson of Omaha. Possibly some of 
you gentlemen know the particulars. However, in justice to 
mutual insurance, let us look at some of the successful ones. 
I have in mind two very good examples of success in that 
line, namely the Mutual Protective Fire of Seward and the 
Hardware Dealers’~ Mutual of Minnesota. I have been in 
correspondence with Mr. M. S. Mathews, secretary of the 
latter company, and he very kindly sent me copies of their 
articles of incorporation, and statements of their business for 
the past two years. 

THE SEWARD MUTUAL. 


Mr. J. F. Goehner of the Seward Mutual very kindly 
responded to my signals of distress also, but much good 
advice and their statement for 1902. The Seward Mutual, 
as per statement, have in force at the end of six years’ busi- 
ness over 1,000 policies, aggregating over $1,300,000. Their 
total expenses last year were something over $7,100. 


MINNESOTA ASSOCIATION. 


The Hardware Mutual of Minnesota has only been in 
existence three years, but its statement as shown is very 
flattering. They wrote about $900,000 last year, and their 
expenses outside of losses, cancelations and return premiums, 
were $2,439. By return premiums is meant the rebate given 
at the end of the year, their plan being to collect full board 
rates, and at the expiration of policy make a certain rebate, 
which is payable in cash or reinsurance. 


FORTUNATE COMPANIES. 

Now, both of these companies have been most fortunate 
in the fact that they have evidently had no very heavy losses 
as yet. In fact, I am informed that the Seward company 
have had only 90 odd losses in six years. To me this looks 
as though they had a wonderfully long-headed examiner, or 
else a phenomenal streak of pure luck. 

The old-line companies furnish s3fe protection, with re- 
course at law in event of failure to pay, at a high but fixed 
premium. 

Mutual companies furnish possibly as safe protection 
while they exist, but no recourse at law in case of dissolu- 
tion, at a sliding scale of premium, but usually lower than 
board rates. 

I am heartily in favor of mutual insurance, if some plan 
can be adopted whereby the insured knows when he takes 
out his policy the maximum premium and pays said premium 
in full at that time; also where the reserve fund is estab- 
lished on a cash payment basis or some plan other than notes 
subject to recall. 








THE AMERICAN ARTISAN AND HARDWARE RECORD. 55 


THE WEAKEST POINT. 

I think one of the weakest points in the Mutual System 
is this assessment feature, as the person insuring goes into it 
with the assurance that his assessments will not be to exceed 
50 per cent of Board rates, and when he is called upon to pay 
as much, or more, than he has been paying the old line com- 
panies, he naturally objects. 

I am informed by a gentleman who is endeavoring to 
close up the business of one of these disrupted companies that 
of six hundred assessment notices sent out the past month 
to parties all over this state he has, up to the present, re- 
ceived the magnificent sum of $26.00. 

In conclusion, gentlemen, let us, before adopting any mu- 
tual insurance plan, be sure it is an improvement on the 
old line insurance we are now using, instead of ‘a jump 
from frying pan to fire. 

Next on the program was Nathan Roberts of Omaha, 
who delivered an address on 


INDISCRIMINATE SELLING. 


A SACRAFICE TO FEALTY. 

In offering you a paper on “Indiscriminate Selling,” at 
the beginning, even at the sacrifice of good taste, I beg to 
apologize for its merit and worth. 

In the first place, my abilities in this line are limited to 
a degree. 

In the second place, circumstances have necessarily un- 
fitted me for assuming such a responsibility at this time. We 
are moving to a new location and for the past two weeks have 
put in from twelve to fifteen hours daily with hard mental 
and physical labor, and were it not for loyalty and fealty I 
hold to our association of hardware men, I should not under 
any condition have sacrificed our present pressing interests. 

The subject assigned by our secretary, namely, “‘Indis- 
criminate Selling,” is so akin to one other on the program— 
i. e., “Illegitimate Competition”—that it seems to be a dis- 
tinction without a difference and might be handled as one 
subject without apparent injury or benefit to either. 

JOBBERS HAVE IGNORED RESOLUTIONS 

However, I assume that our secretary had specially in 
mind, when he assigned to me this subject, a certain position 
I tried to maintain at our last meeting on the policy used by 
at least, some of the jobbers of the state, and-the aspect it 
presents to the retailers of hardware; and I would like to 
say at this time that I haveenot seen, nor do I think that any 
notice has been taken, by at least the jobbers of Omaha, of 
the resolution passed at that meeting; assuming, of course, 
that our secretary performed his duty in that respect. 

The subject I am about to discuss briefly is one which 
needs our closest attention and is more vital than we at a 
glance conceive or imagine. 


JOBBER IS A MIDDLEMAN. 
I understand the meaning of the term “jobber” to be the 
middleman between the manufacturer and distributor, and 
while I do not wish for a minute to be understood as de- 
crying his position in the commercial world, as I firmly believe 
the jobber is essential to both manufacturer and retailer, still 
i will say fearlessly that he who solicits your trade and sells 
you his ware and at the same time caters to and sells the 
consumer, still claiming to do a strictly jobbing business, has 
not as much principle as the man who gets your money by 
gambling or other nefarious methods of the crook’s profes- 
sion, and has neither his own or your best interests at heart. 
The ruling passion to get the almighty dollar is his only ex- 
cuse. If the Good Book is correct when it states that the 
love of money is the root of all evil, I think I might prophesy 
in this age of A. C. P., which, carried out, means association, 
combination and protection, that the so-called jobber who 
pursues this course may even now see the handwriting on 
the wall. “Thy glory is departed from thee,” for the man 
who is his own best friend soon has few others. 
ONLY SIX LEGITIMATE HARDWARE JOBBERS IN NEBRASKA 
To illustrate the injury this practice is doing to the re- 
tailer of hardware in the state of Nebraska, let us consider 
a few figures. I am credibly informed that there are six 
jobbers of hardware in the state who claim to do a strictly 














56 THE AMERICAN ARTISAN AND HARDWARE RECORD 


jobbing business There are about two hundred jobbers 
of other lines who employ at a fair estimate three thousand 
employes. Of this number it is reasonable to assume that 
each has at least twenty good friends who, from time to 
time, are willing to use him as such. From these figures we 
find that there are sixty thousand or upwards who can and do 
draw their needs through their three thousand friends em- 
ployed by jobbers outside of hardware jobbers. This part 
of the transaction hardware jobbers inform us they cannot 
obviate or eliminate, as they consider themselves under obli- 
gations to their brother jobbers to furnish their wants in the 
regular channel. Again, there are upward of two hundred 
machine shops and factories which draw more or less of their 
supplies from the hardware jobber. Again, we have cor- 
porations of various kinds which insist that they also must 
draw their supplies from the hardware jobber. I might in- 
clude contractors and individuals, and these are not all. It is 
a well-known fact, and I have data in my possession, as has 
our secretary, to prove that ranchmen and farmers all over 
the state are sold their needs indiscriminately. If time would 
permit I could pile up figures of trade diverted which legiti 
mately belongs to the retail hardware dealer which would 
appall the most skeptical in this body. 
PERSISTENCY THE REMEDY. 

In‘these busy and hustling times, when we have all as 
much trade as we can comfortably care for, we do not per 
haps take heed to or notice that we are losing day by day in 
this nefarious practice, and while I am not a pessimist, I will 
warrant the assertion that at a not distant day a good many 
of us may be sitting around upon nail kegs whittling sticks 
and wondering why we are not having more trade; but some 
one will say, “How can this be remedied?” “Persistency 


makes a probability of a possibility.” It is a well-known fact 


that the retail grocers of the state of Nebraska were labor 
ing under the same difficulty in this direction as we are to- 
day, but through the agency and effect of the Retail Grocers’ 
Association they stand to-day on solid ground and no jobbing 
grocer dare sell any goods, not even to an employe of the 
house What is possible for them to have accomplished is 
possible for us| It is for us to take a firm stand upon our 
rights and if necessary assert them 

If we will stop to consider the position the jobber holds 
to-day between the manufacturer and the retailer, it would 
seem to me an easy problem to solve 

MANUFACTURER CAN DO WITHOUT JOBBER 

The manufacturer can get along without the jobber, al- 
though he is an essential adjunct; but the manufacturer can 
reach the consumer of his goods only through the hustling, 
up-to-date, progressive retail hardware dealer, whether or 
not he knows and appreciates the fact. A combined effort 
upon the part of all the retailers of the United States would 
soon bring the manufacturer to a sense of the position. It 
would simply mean that, through our national secretary, the 
manufacturers instruct the jobbers of the proper meaning or 
prerogative of their business; and I warrant the assertion 
that, if manufacturers should instruct the jobbers of the 
United States to limit their sales strictly to the source which 
legitimately markets their goods, our troubles in this direc 
tion would cease. 

MANUFACTURERS’ SALES TO CONSUMERS 

The same evils exist to a marked degree by the manu 
facturers marketing their products direct to the user or con- 
sumer. I have in mind a case which occurred a few days 
ago, where a manufacturer in person solicited our orders on 
an article of merit and one which promised quick sales and 
good returns, when I discovered by close questioning that he 
had sold largely to the jobbers, also to some retailers (by 
the way, at an advanced price over that to the jobber), as 
well as to several machine shops. Now, in my estimate, be 
the article ever so meritorious, it is our duty to turn him 
down coldly, which I did. 

SALES TO CATALOGUE HOUSES. 

Another phase of the illegitimate competition we are up 
against is the selling of staple and standard articles by prom- 
inent manufacturers to catalogue and department houses, and 
the jobbers themselves might be included in this list. It 


} 


seems a gigantic task to attempt to divert these standard lines 


into their proper channel, namely, the legitimate jobber and 
the legitimate retailer; but when we consider the strength 
and magnitude of our National Retailers’ Hardware Associa- 
tion, piloted by our able secretary, M. L. Corey, it seems to 
me that the immense mountain is but a mole-hill after all. 
Does it not look reasonable that, should we request through 
our National Association that such concerns as the Stanley 
Rule and Level Company, Henry Diston & Sons and many 
other manufacturers of prominent lines, should desist from 
selling their products except through a recognized channel 
of industry. The handwriting on the wall would be plain 
to them as to our jobbers who practice indiscriminate selling 
\fter all, the consumer uses their product, and it makes no 
difference to them whether it reaches him through legitimate 
or illegitimate channels, and they would be foolish not to 
see which side their bread was buttered on. 

INTERESTS ARE IDENTICAL. 

In closing this brief and rambling paper, 1 think it well 
to insist on a closer, friendlier business relationship. Our 
interests are identical. We are not in the business for our 
health. We ask nothing but justice and right. The many 
hat on your head stores of the eastern cities and the greedy 
grasping of money by the jobbers from trade that does not 
belong to them are features in our daily business which need 
our earnest thought and united effort to overcome. You 
have not and I have not left our business to come to this 
hospitable city of Lincoln for a holiday, but rather that we 
might, by thought and act, attain that for which we are labor- 
ing and which legitimately belongs to us. 

ALL WORKING FOR ONE END 

When you leave Lincoln for your respective homes, do 
not become wrapped up in your own little interests, but con- 
sider us all as one working for one end—namely, prosperity 
and happiness—and if we hold this motto in view another 
year will not have rolled around until we will have accom- 
plished what we desire. 

In this work there are great possibilities, and I hope no 
member will become discouraged, but push forward, seeing 
the result that honest, earnest effort always obtains, and in 
the words of our national president 

‘Then rally round the standard 
Of the honest, fair and free, 
And teach to those who would oppose, 
Their equals we will be.” 
Next on the program was J. W. Armstrong of Au- 


burn, who delivered the following address on “Benefits of 
Organization” : 
ASSOCIATION SHOULD BE CONGRATULATED 

I thought there was a change made in the program 
and that there was a substitute for me, but I will say, 
gentlemen, that I am somewhat surprised as _ well as 
pleased in this change, to see so many gentlemen here. Men 
with bright faces, with an intellectual countenance—but I 
fail to see a single individual of the opposite sex. We should 
bring our wives with us if we have one, and if we are not 
a married man we should bring our sweethearts. We realize 
that association work is as old as the world. We find that 
our great Creator, in creating this world, after He had cre- 
ated the world He rested; then He created man, and rested. 
Seeing that it was not good for man to be without an asso- 
ciate, He created woman; but we have no record of there 
ever being any rest for either man or God since this associa- 
tion was formed. The benefits to be derived from an asso- 
ciation are great. We all know that there is a great deal to 
be derived from this association work. I think that this 
association this afternoon should be congratulated. 

SOME ASSOCIATIONS SHOULD BE OPPOSED. 

Trusts have been considered by some of our customers 
and particularly the farming interests, as being closely identi- 
fied with association. This is absolutely untrue. I am opposed 
to associations that meet for the purpose of getting together 
and fixing prices on any of our wares that we may have for 
sale, but I do believe that an association can do a work that 
no other plan will bring about. In other words, getting to- 
gether once or twice a year we rub up against one another; 
we meet our competitors, whereby if we stayed at home with 
cur business we would seldom come in contact with them 
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except in a business way, or in the way of competition; 
whereby there is a feeling created there that cannot be over- 
come in any other way except in this association. We find 
that the trust question is also very old. We find that going 
back to the time of the creation again, that the trust question 
originated in the Garden of Eden, and there is where it 
started—when the first man devoured the apple. 

Now, I hope that this association will be careful in its 
deliberations. I hope that we will not do anything that will 
reflect on us. I hope that our plans will be that of social 
and education. There is a great work before us, and I was 
very much in sympathy with the gentleman’s motion to en- 
large this association and spread it broadcast over the state 
of Nebraska. While I disagree with him in the way to do it, 
yet I believe that this executive committee will find some 
way out of it, and that we will have some representative 
traveling man going over this state and in place of 190 mem- 
bers we will have a membership of 500. (Applause.) 

The next hour was devoted to open discussion by the 
members on the subject of fire insurance legislation and other 
private association matters. 

The report of the finance committee by Mr. Lahr, chair- 
man, was as follows: The finance committee of which I am 
chairman have examined the treasurer's re- 
port and find it correct. 

Moved by Mr. Veith that the same be adopted. Carried. 

The committee on resolutions having their report ready, 
Your committee on resolutions 


secretary and 


same was read as presented. 
beg leave to offer the following resolutions: 

Resolved, That this association tenders a vote of thanks 
to M. L. Corey, secretary of the National Asociation, for his 
able assistance and encouraging spirit in our behalf. 

Resolved, That this association tender a vote of thanks 
to the following parties who have helped in many ways to 
render our meeting at this time pleasant and profitable. 

The Lindell Hotel. 

The Lincoln Hardware Co. 

The traveling salesmen representing the following firms: 

Great Western Stove Mfg. Co. 

Thomas White Stove Co. 

Peninsular Stove Co. 

Gem City Stove Co. 

E. C. Atkins & Co. 

Bridge & Beach Mfg. Co. 

Fuller, Warren & Co. 

The Lincoln hardware dealers and many others resolved 
that this association tender a vote of thanks to the Lincoln 
press for reports, etc. Also to Lieutenant Governor McGilton, 
W. S. Wright of Wright & Wilhelmy Co., E. P. Berryman of 
Lee-Glass-Andreesen Hardware Co., for the kindly interest 
and addresses delivered before the association. Also to the ex- 
ecutive committee and other officers of our association, ex- 
pressly to our worthy and efficient secretary, through whose 
efforts we have attained our present proportions. 

L. F. HALtoway, 
FRANK HAECKER, 
Tuomas NELSON. 


Moved by Mr. Armstrong that the resolutions be adopt- 
ed. Carried. 

The committee on insurance then made the following re- 
port: 

We have to report favorably on the formation of a mu- 
tual company by the retail dealers in hardware in Nebraska. 
Provided, some plan can be adopted satisfactorily eliminating 
the objectionable features of many mutual insurance com- 
panies and we further recommend that our secretary be em- 
powered to engage proper legal advice in the drafting of such 
a plan to be submitted at our next annual meeting. 

It was moved by Mr. Rudge, that the association adopt 
report of the committee to call on the members of the legis- 


He said: 


“I would say that we visited the legislature this morning 
and we got some information. The committee on miscella- 
neous business, to which this lien law was referred, agreed to 
meet us at 1:30 this afternoon. Most of our committee was 
there, but unfortunately only a minority of their committee 


lature. 
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was there. However, as far as that committee went they 
seemed to satisfy us pretty well that they did not want the 
present lien law repealed, although they gave us to under- 
stand that a strong effort is being made by a number of peo- 
ple in this town to have the law repealed to their benefit, yet 
they are not extremely anxious to do so and they also told us 
that they have promised the laboring people or the labor 
union, or contractors who are united, to give them a hearing 
before that committee and say they would recommend to us 
that we have one or more pefsons from this association, ap- 
pointed on a committee, so that in case of necessity we can 
call them in and confer with that committee on labor organiza- 
tions: (or contractors). And they think it nothing more than 
fair that we should have a committee to confer with them. 
However, I was unofficially informed (under obligations that 
I cannot divulge at this time) that it was hardly necessary 
from the fact that the three members that were there and 
some members which were named with me on the list, are not 
very strongly in favor of repealing the law, and they do not 
think it necessary. However, they said to be on the safe side 
we had better have someone in touch which in a day or two 
notice we could soon have before that legislative committee, 
so they practically gave us the assurance that they thought that 
the law would remain as it is, and never be taken up from 
the committee where it now is. 

The bill in regard to the garnishee law, which has been 
a secondary part of our duties, we find it hard to trace. We 
have not, for my part, and to my knowledge, none of my col- 
leagues in this work, have been able to get a copy of that 
bill, but we have been promised a copy and I have just suc- 
ceeded in seeing the chairman of that committee and had a 
talk with him about it. He says that he thinks so far as he 
is able to judge from the sentiment in the House, that prob- 
ably $30 or $35, as the bill now stands, will be the amount a 
monthly salary that would be allowed before the garnishee 
law would take effect. 

However, there is a sentiment in that committee to amend 
that bill and make it that three-quarters of a man’s wages, no 
matter what they are, that amount will be exempt from gar 
nishment, one-quarter subject to his debts, and as such I be 
lieve that this association should recommend that feature of 
the proposed amendment and as your chairman I would make 
that motion. 

I will now submit a written resolution which the secretary 
will please read, which is as follows: 

“Whereas, Our exemption laws as at present 
statute books are unjust, harmful and detrimental to the 


upon the 


hardware dealers and that of society at large, aiding and 
abetting dishonest people to ignore and avoid their debts, 
thereby forcing merchants into bankruptcy and causing hard- 
ship to the public, by an increase of cost in their supplies; 
and, 

“Whereas, Such laws tend to belittle financial obligations 
and to foster dishonesty and greatly increase an undesirable 
class of people; and, 

“Whereas, We know that such unjust exemption laws are 
a menace to society and good morals and an aid to the dishon- 
est people and ruinous to the mercantile interests of the state; 
therefore, be it 

“Resolved, That we, the hardware dealers of the state of 
Nebraska, in convention assembled, petition our honorable 
members of the legislature to modify, repeal or amend our 
exemption laws so as to properly protect the interests of the 
retail hardware dealer, so that there may be some opportu- 
nity to collect accounts from persons who are fully able but 
who will not without legal compulsion pay their just debts. 
And be it 

“Further resolved, That the secretary of this association 
send a copy of these resolutions to the Senate and House of 
Representatives and to each member thereof, asking for their 
support to the measures now pending in the legislature.” 

It was moved by Mr. Roberts that the resolution be 
adopted and was carried. 

Mr. Rudge: 


to have Mr. Nelson appear before that committee. 


I move you that the secretary be instructed 
The mo- 


tion was adopted. 
Mr. Roberts: I do not 


know whether this matter is 
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in charge of any one or not, but I simply get up to speak 


on the question from a motive that consists of two things: 
f loyalty to the Hardware Dealers’ Association and the 


We have some very nice 


one of 
justly in favor of Omaha. 
a good commercial club room and we have a mayor 


othe 
hote ls, 
that is always willing to deliver the keys of the city to other 
parties. We would like very much, gentlemen to have you 
come to Omaha the next time you meet, and I assure you 


that the doors will be thrown wide open. Gentlemen, I there- 


fore move you that the next annual meeting be held at 
Omaha. 

Motion was unanimously concurred in. 

The committee on nominations suggested the following 


names for approval for officers for the ensuing year: 
C. A. Peterson of Oakland. 

Secretary and Treasurer—H. J. Hall of Lincoln. 

First Vice-President—Nathan Roberts of Omaha. 
Second Vice-President—Alex. Meyer of Hastings. 
(Third Vice-President—Frank Haecker of Friend. 
The nominations were unanimously adopted 

Hall 


thank you most he 


President 


Cor.vention—I 
that 


the 
honors 


Gentlemen of 
j the 
conferred upon me in again electing me to the office of secre- 
tary. I wish to say here, that I have said to the members of 
this convention, that I would not accept the nomination for 
this office again, but the nominating committee called upon 
me twice to-day before the meeting and have urged this mat- 


Secretary said: 


artily for you have 


ter so strongly, and in view of the fact that every member 
here seems to be interested, and I believe they have felt this 
meeting to be a profitable one (we have certainly accom- 
plished something in a social way and I hope we have in a 
business way); but that I would accept this trust under one 
It is a hard one for you, but no harder for you 
and that is, that every member—I do not care 

should get at least one new member for our 
If he doesn’t in sixty 
By your voting you express 


condition 
than for me 
where he lives 
association during the next sixty days. 
days, he won't in six months. 
what you mean to-day, and your word is as good as your 
bond, and your bond is all right. 

The president appointed Mr. Roberts and Mr. Veith to 
escort the new president to the chair. 


Pres. C. A. Peterson: It was such a surprise to me 
that it took my breath away when I heard that I 
was to be the lucky one. It is the duty of the president 
to serve this body, not to boss it altogether, and [ 


will assure you that I, from this moment on, as well as from 
the 
and my thoughts, outside what is necessary to take care of the 
business at 


time we met at Hastings, that my heart and my labor 
home and family, will be with this fraternity. 
Because I am made president I am not going to be too big 
to go out and solicit members. I am going to Knox county, 
and I know of several other gentlemen that would make 
good members if we could only get them here. 
would all do as our secretary has asked you to do—that is, 
for each member to secure another member. Two hundred 
and times would make four hundred and 
members, and we can do better than that if we try. 
men, I thank you. 


F. D. 


I wish you 


twelve 
Gentle- 


six two 


Kees, Beatrice: I move you that we extend a 
vote of thanks to our retiring president. He certainly 
has worked well during this meeting, and for his 


faithful work it is no more than right that we thank him. 
I would also incorporate in that motion that we extend a 
vote of thanks to all the officers, whom I think have tried to 
do their duty and have worked hard. This includes, as well, 
the one who is not retiring. 


The motion was unanimously adopted. 

The president then appointed the following delegates to 
the National Convention to be held on the 17th, 18th and 19th 
of March, which appointments were adopted by the conven- 
tion: 

Nathan Roberts of Omaha. 

H. J. Hall of Lincoln. 

Mr. M. L. Corey: Gentlemen of the 
haven’t very much more to say, but I want to congratulate 


convention, | 
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this association on the progress they have made; I feel it in 
my heart. I have attended a great many state conventions, 
and I want to state to you gentlemen that while some of you 
have expressed a sentiment of discouragement, you have sur- 
passed any other state association that is now in existence. 
We will take the percentage of members that organized this 
association last year, and compare it with the present roll of 
over 200. That shows that somebody has done some good 
work. There is one fact that I want to call your attention 
to, and that is you will probably lose some of the members, 
You that 
attend the convention see the benefits, the necessity, and you 
In five years of our 


and they are the very persons that are not here. 


go out and stand by your associations. 
organization we have only lost five members that have been 
attending the meetings regularly, and they had sold out or 
something of that kind. I was talking with a gentleman yes- 
terday and he said he did not know whether he would join 
the association, as he could not see would benefit 
him particularly. You will strike those kind of people all 
along the line. Two years ago I visited a man, and he turned 
me down cold. He had no use for the association work. I 
talked with him quite a while; did not get mad about it. 
This year he came in and applied for admission. 


where it 


I believe you are going to succeed in carrying your part in 
lien law. That is something to go after new members 
with. Do not be bashful about it. Whenever that bill is left 
in the present shape you go to a dealer and say if you hadn't 
had an organization of the hardware dealers of Nebraska you 
would not have had your lien law changed. That shows the 
necessity of coming together for the future. And I do not 
see where a man gets any argument for staying away. 

Mr. Rudge: I move you that the secretary be author- 
ized to have printed a circular letter explaining our position 
in relation to the two bills now in the legislature, and that 
these circular letters be sent to each member of this associa- 
tion, who will solicit names to be signed in the space pro 
vided for that purpose, and that each member will send it to 
his representative or senator. And that these letters be sent 
to all dealers, whether they are members or not members. 


the 


The president appointed the following executive commit- 
tee: 

Maurice Hussey of Omaha. 

Mr. Jackway of Lincoln. 

Mr. Harglerode of Holstein. 

Fifteen minutes’ recess was taken, during which time the 
photographer photographed the members assembled. 

Meeting again called to order by the president at 5:30 
p. m. 

Moved by Mr. Jakway that the meeting adjourn. 


CONVENTIONALITIES. 

Charles E. Mearns and Wm. H. Voss of the Voss 
Brothers’ Mfg. Company, Davenport, Iowa, had an 
Ocean Wave washer on exhibition i nthe corridors of 
the Lindell Hotel, and they were kept busy in describ- 
ing the striking and interesting points of this washer to 
interested members of the association. Both of these 
gentlemen are experienced washer men and were able 
to give the visitors to their exhibit many points on this 
line of goods. The many points of merits of this wash- 
er are responsible for the phenomenal popularity it 
has enjoyed, considering the comparatively short time 
it has been on the market. 

The Fuller-Warren Company of Milwaukee were 
represented by L. H. Riffel, who was giving away a 
handsome and pretty stamp book, which is keenly 
appreciated by the recipient. 

The Lee-Glass-Andreesen Hardware Co., Omaha, 
Neb., are deservedly popular with the Nebraska trade. 
They were ably represented by their Messrs. R. T. 
Van Brunt, E. E. Mocquett, A. Parlelee and E. P. 
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Berryman. Each of these gentlemen had a wide ac- 
quaintance with the Nebraska trade and were kept 
busy shaking hands with their regiments of friends, 
besides which they were putting in a plea for the next 
convention of the association for Omaha. 


The White Lily Washer Co., Davenport, Ia., were 
represented by Sam T. White, who had one of these 
washers on exhibition in the corridors of the Lindell 


Hotel. This washer was filled with white lilies made 





of paper, which Mr. White was giving away as souve- 
nirs. They made a decided hit and were worn as 
bouttonieres by a large number of the hardware men. 


FE. C. Atkins & Co., Indianapolis, Ind., were repre- 
sented by their Mr. R. B. Nixon, who occupied parlor 
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D at the Lindell Hotei. They were giving away a 
handsome deck of cards as a souvenir, which was 
keenly appreciated by the members of the association, 
and their handsome display room was thronged by 
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members of the asociation, who were deeply interested 
in their magnificent display of saws, which included 
buck saws, California pruners, hack saws, compas 
saws, back saws and dehorning saws. They were also 
showing their new specialties with aluminum handles. 

Badges for use during the convention were made in 
four colors, yellow for the officers of the association, 
red for the reception committee, blue for the ordinary 
members and white for the camp followers. 


Charles Smith of the Charles Smith Co. had one of 
his Hero Furnaces on exhibition in the corridors of 
the Lindell Hotel. Mr. Smith is an experienced 
furnace man and has a large number of friends in the 
ranks of the Nebraska dealers. His furnace is highly 
thought of along the banks of the Platte and he was 
kept busy explaining its points of merit to interested 
furnace men. He was also giving away some interest- 
ing circulars describing this furnace. 

C. E. Doughty was on hand at the Lindell Hotel in 
the interest of the popular Torrid Zone Furnace, man- 
ufactured by the Lennox Mfg. Co., Marshalltown, Ia. 
Mr. Doughty has many friends in the Nebraska trade 
who are interested in this popular furnace and who 
heartily indorse the recent improvements this firm have 
made therein. 

The Thomas White Stove Co., Quincy, Ill., had an 
efficient representative in the convention in the person 
of W. H. Wood, who has visited the Nebraska trade 
for some time and has a large number of friends in 
the ranks of dealers in this state. 


CAMP FOLLOWERS. 

William Patterson, Empkie-Shugart-Hill, Council Bluffs, 
Iowa. 

Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport, Iowa. 

W. H. Voss, Voss Bros. Mfg. Co., Davenport, Iowa 

L. H. Riffel, Fuller-Warren Co., Milwaukee, Wis. 

J. H. Harberg, Wright & Wilhelmi Co., Omaha, Neb. 

Sam T. White, White Lily Washer Co., Davenport, Iowa. 

Chas. Smith, Chas. Smith Co., Chicago. 

W. V. Slaker, Aurora, IIl. 

Miss Annis B. Porter, E-Z Mfg. Co., Galesburg, III. 

James T. Newell, Iron Age, St. Louis, Mo. 

M. L. Corey, Secy. National Hardware Dealers’ Assn., 
Argos, Ind. 

Sidney P. Johnston, THE AMERICAN ARTISAN, Chicago. 

T. F. Bartlett, Bartlett & Norris, Lincoln, Neb. 

E. E. Mocquett, The Lee-Glass-Andreesen Hardware Co., 
Omaha. 

R. T. Van Brunt, The Lee-Glass-Andreesen 
Co., Omaha. ; 

A. Parmalee, The Lee-Glass-Andreesen Hardware Co., 


Omaha. 

E. P. Berryman, The 
Co., Omaha. 

L. W. Garoutte, American Steel & Wire Co., Omaha. 


S. Leonard, National Cash Register Co., Dayton, Ohio. 
H. O. Spencer, Richards Mfg. Co., Aurora, III. 

S. R. Balson, Rock Island, III. 

Matt R. Bingham, Chicago, III. 

R. N. Clark, Clark, De Long & Co., Omaha. 

W. S. Wright, Wright & Wihelmi Co., Omaha, Neb. 
C. E. Doughty, Lennox Mfg. Co., Marshalitown, Iowa. 
J. H. Little, Bridge & Beach Mfg. Co., St. Louis, Mo. 
O. F. Little, Bridge & Beach Mfg. Co., St. Louis, Mo. 
C. G. Johnson, Lincoln Trade Review, Lincoln. 

W. H. Wood, Thomas White Stove Co., Quincy, III. 
R. F. Clark, Chicago. 

G. A. Yates, National Cash Register Co., Dayton. 

R. B. Nixon, E. C. Atkins & Co., Indianapolis, Ind. 
Wm. Patterson, Jr., White Lily Washer Co., Davenport. 


Hardware 


Lee-Glass-Andreesen, Hardware 
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First Meeting Colorado Retail Hardware Dealers’ 
Association. 





MONDAY SESSION 

Pursuant to requests from numerouy hardware dealers 
throughout the state of Colorado the Pueblo Hardware Deal- 
ers’ Ass’n issued a call for a meeting of Colorado hardware 
dealers to occur Feb. 16, 1903, at the Grand Hotel, Pueblo, 
Colo. About fifty responded and were present and proceeded 
to business as follows: 

Meeting was called to order at 2 p. m. by Mr. S. A. Fer- 
guson, president of the Pueblo Hardware Dealers’ Ass’n, 
and upon motion Mr. A. L. Branson was elected temporary 
chairman and Mr. J. M. Killin temporary secretary. 

Mr. Killin, on behalf of the mayor of Pueblo, delivered 





President A. L. Branson, Trinidad. 


an address of welcome to the delegates and gave them the 
freedom of the city 

Mr. Branson responded on behalf of the delegates and 
thanked the Pueblo Hardware Dealers’ Ass’n and especially 
Mr. Killin for their efforts in bringing about the meeting. 

On motion the chair appointed Messrs. Killin, Mayer and 
Moys a committee on Constitution and By-Laws with in- 
structions to report at 4 p. m. 

During the absence of the committee the assembly was 
addressed by numerous delegates along the line of proposed 
work and probable reforms to be fostered by the association. 

At 4 p. m. committee reported constitution and by-laws 
and some resolutions. On motion report was received and 
committee discharged 

On motion report was read and acted upon section by 
section and after some amendments was adopted as follows: 


CONSTITUTION. 
ARTICLE I 


NAME AND OBJECT. 


Section 1. The name of this association shall be the 
Colorado Retail Hardware Dealers’ Association. 

Sec. 2. The object of this association shall be to promote 
the interests of and secure the friendly co-operation of hard- 
ware dealers. 


ARTICLE II. 

Section 1. Any person, firm or corporation in Colorado 
engaged in the business of selling hardware, and known and 
recognized as a regular retail stove hardware dealer in good 
standing may become a member of this association by sub- 
scribing to this constitution and paying the annual dues pre- 
scribed by the by-laws. 


ARTICLE III. 
OFFICERS. 
Section 1. The officers of this association shall be presi- 
dent, vice-president, secretary and treasurer, and five mem- 





Secretary F. C. Moys, Boulder. 


bers, who, with the president and vice-president, shall consti- 
tute an executive committee. 

Sec. 2. The president, vice-president and executive com- 
mittee shall be elected annually by ballot, and shall hold office 
until their successors have been elected and qualify. 

Sec. 3. The secretary and treasurer shall be appointed or 
removed by the executive committee. The treasurer shall re- 
ceive and disburse the funds of the association under the 
direction of the executive committee, through a voucher signed 
by the president and secretary, keeping a careful account of 
the same. The secretary shall be under the direction of the 
executive committee, and his or her duties shall be assigned 
by them. 

Sec. 4. The executive committee shall fix the salary of 
the secretary and require bonds from the treasurer and secre- 
tary in any amount they may deem sufficient, to be approved 
by the president of the association. The fee of the bond com- 
pany to be paid by the association. 

Sec. 5. Im case of a vacancy in any of the offices of this 
association the same shall be filled by the executive commit- 
tee until the next annual meeting. The executive committee 
shall perform the duties of an auditing committee, and ex- 
amine the books of the treasurer and secretary and report their 
condition at the annual meeting of the association. A ma- 
jority of the executive committee shall constitute a quorum 
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for the transaction of business either by meeting or corre- 
spondence. 
ARTICLE IV. 

Section 1. The regular meeting of the association shall 
be held annually on the third Monday of February at such 
place as may be designated by the association at its previous 
annual meeting. 

Sec. 2. The executive committee is subject to the call of 
the president or may be called by the written request of a 
majority of the executive committee. 

Sec. 3. It shall be the duty of the president, or in case of 
his inability to serve, of the vice-president, to exercise super- 
visory control over the affairs of the association, and preside 
at all meetings of the executive committee, and to carry out 
and enforce all measures adopted by the association to im- 
prove the condition of the hardware business. 

Sec. 4. The president shall appoint for each county one 
member, whose duty shall be to obtain membership in this 
association and encourage the formation of local associations. 

Sec. 5. The presiding officer shall appoint at the annual 
meeting a sergeant-at-arms. 

Sec. 6. Amendments to the constitution and by-laws may 
be made at any regular meeting by a vote of at least two- 
thirds of the membership present. 

Sec. 7. All traveling men of Missouri who are in full 
sympathy with this association are eligible as honorary mem- 
bers on payment of $3.00 for initiation fee and $2.00 per year 
thereafter, but have no right to vote. 

BY-LAWS. 

Article 1. The membership fee shall be $5.00 and the 
annual dues $3.00 for each year thereafter. 

Art. 2. Fifteen members shall constitute a quorum to 
transact business at any meeting. 

Art. 3. Each firm or corporation shall have one vote at 
any meeting of the association. 

Art. 4. All fees and dues must be paid before a person 
can be recognized as a member or become entitled to act in 
this association. ° 

Art. 5. The sergeant-at-arms shall guard the door and 
see that none but members be admitted except by order of the 
presiding officer. 

Art. 6. Application for membership in this association 
shall be made to the secretary, such application to be accom 
panied by the initiation fee. All applications shall be acted 
upon by the executive committee and all such applications 
favorably acted upon shall become members of the association 

RESOLUTIONS. 

Resolved, That we request the manufacturers and job- 
bers to confine the sale of their wares to the regular dealers 

That each and every member of this association use every 
possible effort to see that this request is complied with. 

That if any manufacturer or jobber furnish goods to any 
one not regularly engaged in the retail trade as defined in 
the constitution of this association, the dealers affected shall 
report the same to the grievance committee, with affidavits 
and other proof, who after properly considering same, shall 
instruct the secretary to correspond with the manufacturer 
or jobber, and endeavor to adjust the matters, and in the 
event of a failure to so adjust a complaint, where the evidence 
is conclusive, the facts shall be presented to the members of 
the association. 

Resolved, That we are heartily in favor of co-operating 
with the National Retail Hardware Dealers’ Association. 

Resolved, That a cordial invitation is hereby extended 
to all regular and legitimate hardware dealers to join with 
us in this association, and that they send to the secretary the 
amount of dues for one year, and receive their certificate 
of membership. 

On motion the chair appointed a committee on credentials 
as follows: Messrs. Holcomb, Wallace, Spriestersbach, Robie 
and Maxwell, with instructions to report at 7 p. m. 

On motion association adjourned to meet at 7 p. m 

Adjourned meeting called to order at 7:30 p. m. by 
Temporary Chairman Branson, Credentials committee re- 
ported in favor of admitting to active membership the fol- 
lowing: 

C. C. Huddleson, Lamar. 


Lamar Hardware Co., Lamar, by I. H. Maxwell. 

G. S. Barnes & Son, Colorado Springs, by Jas. P. Barnes. 

Holcomb & Whitney, Castle Rock, by Wallace Holcomb. 

Paul Frohlich, Walsenburg. 

B. L. VanVechten, La Jara. 

Gifford Hardware Co., Ft. Collins, by F. E. Gifford. 

Robie & McCutcheon, Greeley, by Geo. Robie. 

F. C. Moys, Boulder. 

L. Graham & Co., Las Animas, by E. H. Gardner. 

W. D. Carroll, Antonito. 

John T. Clough, Colorado Springs. 

J. H. Linder & Co., Golden, by John H. Linder. 

The Lowell-Meservey Hardware Co., Colorado Springs, 
by A. B. Meservey. 

The Branson-Griswold Hardware Co., Trinidad, by A. L. 
Branson. 

T. M. Harding Hardware Co., Canon City, by T. M. 
Harding. 

Frank A. Ellis & Son, Denver, by Frank A. Ellis. 

La Junta Hardware Co., La Junta, by A. B. Corbin. 

Andrus & Ferguson, Pueblo, by A. S. Ferguson. 

The Branson Hardware Co., Las Animas, by W. G. 
Branson. 

The Pueblo Hardware Co., Pueblo, by G. T. Nash. 

Jamieson House Furnishing Co., Trinidad, by W. M 
Jamieson, 

H. B. Brown Hardware Co., Trinidad, by H. B. Brown. 

Watson & Bancroft, Canon City, by L. H. Bancroft 

M. S. Whiteley, Boulder. 

Spriestersbach Hardware Co., Alamosa, by John Spriest- 
ersbach. 

Geo, Sullivan, Salida. 

The Geo. Mayer Hardware Co., Denver, by Geo. E 
Mayer. 

A. Duenweg, Brush. 

Colorado Supply Co., Bessemer, by S. Z. Schenck. 

West Bros. Furniture Co., Pueblo, by John West 

Baxter & Kearns Hardware & Trading Co., Walsenburg, 
by Chas. Unfug. 

The Morrell Hardware Co., Pueblo, by A. W. Morrell. 

The Phillips-Cook Hardware Co., Pueblo, by Frank Phil- 
lips 

Wallace Merc. Co., Hooper, by J. F. Wallace 

And to honorary membership as follows: 

Hendrie & Bolthoff Mfg. & Supply Co., Denver, by E. W. 
Brown, 

J. L. Todd, Pueblo, representing Hibbard, Spencer, Bart- 
lett & Co., Chicago. 

McPhee & McGinnity Lumber Co., Hardware Dept., 
Pueblo, by J. H. Bardwell. 

Denver Stove & Hardware Co., Denver, by Chas. M. 
Cameron. 

The Newton Lumber Co., Colorado Springs, Hardware 
Dept. 

The Crews-Beggs Dry Goods Co., Hardware Dept, 
Pueblo. 

The Geo. Tritch Hardware Co., Denver, by Geo. Tritch. 

T. H. Foley Lumber Co., Hardware Dept., Pueblo 

Brand Stove Co., Denver, by Fred C. Voss 

The Holmes Hardware Co., Pueblo, by Geo. Holmes. 

J. M. Killin & Co., Pueblo, by J. M. Killin. 

J. A. Edwards. 

W. S. Young, representing G. T. Sutterly & Co., Phila- 
delphia. 

Report of committee received and committee discharged. 

After considerable discussion meeting adjourned till 8:30 
a. m., Feb. 17, 1903. 

TUESDAY SESSION. 

Adjourned meeting was called to order at 9 a. m. by 
temporary chairman Branson. 

Report of Credentials committee was again considered 
and on motion was adopted so far as pertaining to those 
recommended for full membership. 

Motion to proceed to permanent organization prevailed 
and chair was instructed to appoint nominating committee 
of three. Chair appointed Messrs. Spriestersbach, Duenweg 
and Gifford. 


On motion Article III, Section 1, of Constitution was 
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mended to read as follows: ‘The officers of this association 
shall be president, vice-president, secretary and treasurer and 
five members, two of whom shall be elected for two years 
and three for one year, who with the president and secretary 
shall constitute an executive 


committee. 

Nominating committee reported nominations as follows: 

For president, Mr. A. L. Branson of Trinidad. 

Vice-president, Mr. T. M. Hardy of Canon City. 

Members of Executive committee for one year, Mr. J. T 
Wallace of Hor per, Mr Jas P. Barnes of Colorado Springs, 
Mr. I. H Mr. Geo. E 
Mayer of Denver, Mr. A. S. Ferguson of Pueblo. 

On motion the report of the committee was adopted, the 


Maxwell of Lamar; for two yeafs, 


ommittee discharged and the secretary instructed to cast the 


allot for the above named gentlemen for officers and mem 


2 

ba 

bers of the executive committee. 
On motion a resolution was adopted expressing the grati- 


tude and thanks of the convention to the Pueblo Hardware 


Dealers’ Association for its work in behalf of the hardware 
dealers assembled 

On motion the following resolution was adopted and the 
secretary instructed to send a copy of same to Gov. James 
H. Peabody, Speaker Sanford and President of the Senate 
Assembly of Colorado: 


Our General 


Haggott of the General 
Whereas, Assembly has passed 
reading Senate Bill No. 52 and House Bill No. 34, amending 


on third 
the state law regarding exemptions and the same is now up 
to the governor to approve or reject, it is hereby 

That the Colorado Retail Hardware 
Association, in convention assembled, hereby express its ap 


Resolved, Dealers’ 
preciation of the action in this connection of our legislators 
and respectfully request Governor James H. Peabody to ap- 
prove these bills, that same may become a law. 

At this time point of order was raised that Mr. Killin 
was not eligible to act as temporary secretary of permanent 
organization, as he was not admitted to full membership. 

On motion the chair appointed F. C. Moys as temporary 
secretary. 

On motion the chair appointed Messrs. Ellis, Brown and 
Barnes committee on resolutions. 

On the list recommended by Credentials 
mittee for honorary membership was adopted. 

Motion prevailed that Article IV, Section 17, of Con- 
stitution be amended to read as follows: 


motion com 


All wholesale firms 
or corporations or hardware traveling men who are residents 
of Colorado to be entitled to honorary membership upon 
payment of membership fees and dues as other members, but 
not entitled to vote. 
Motion that Constitution and By-Laws and 
resolutions as reported by committee and amended be adopted. 

Motion prevailed that executive committee be authorized 
to make application membership in National Retail 
Hardware Dealers’ Association and provide for attendance 
of delegate or delegates at convention of same, which meets 
in Chicago March 17, 1903. 

Motion prevailed that membership fee and yearly dues 
include per capita tax of 75 


/ 


are 


prevailed 


for 


cents for membership in Na 
tional Association. 

Motion prevailed that copy of minutes be furnished all 
hardware journals requesting same. 

Committee on Resolutions reported as follows: 

Resolved, That the thanks of this association are hereby 
tendered to the Pueblo Retail Hardware Dealers and to their 
efficient secretary, Mr. J. M. Killin, for the very generous and 
courteous reception they have extended to the visiting dele- 
gates from all parts of the state. It is the belief of your com- 
mittee that the this state association will 
largely promoted and the friendship of its members cemented 
by the example that has been offered by the gentlemen of 
Pueblo. 

On motion the report was adopted by a rising vote (all 
members rising except the modest Pueblo delegates) and 
committee was discharged. 


usefulness of be 


Motion prevailed that all members use all honorable 
means to assist the state game warden in the discharge of 
his duties. 

A recess 


was ordered by the chair to permit the execu 
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tive committee to organize and appoint a secretary and treas- 
urer. 

Upon reassembling President that 
the executive committee had appointed F. C. Moys secretary 
and treasurer. 

Motion to leave selection of next meeting place to execu- 
tive committee order. Motion prevailed 
that when the convention adjourned it be to meet some time 
during June, July or August (exact date to be left to 
the executive committee) in Colorado Springs and that the 
next annual meeting be held in Denver. 


Branson announced 


was ruled out of 


Motion to invite the hardware dealers of New Mexico 
to join with us was lost. 

Remarks were made by several indicating that the sense 
of the that member should push 


goods as are not sold through catalogue houses and favor 


meeting was each such 


in every way possible such manufacturers and jobbers. who 
refuse to sell catalogue houses but confine their sales to 
legitimate retail hardware dealers. 

Mr. Killin reported there had not been enough receipts 
for tickets to entitle members to round trip railroad rate of 
one and one-fifth fare and requested members to take receipts 
for return fare and return to him and he would endeavor to 
get a refund from the railroad companies to protect one 
and one-fifth round trip rate. 

Motion that the state association bear the expense of the 
Pueblo dealers in bringing about a meeting was lost, the 
chair ruling same out of order at the request of Mr. Killin 
on behalf of the Pueblo association. 

On motion meeting adjourned. 


-e- 


MUTUAL INSURANCE FOR IOWA DEALERS. 


Paul C. De Voe, Jr., Council Bluffs, la., a member 
of the executive committee of the Iowa Retail Hard- 
ware Dealers’ Association, gave out the following in- 
teresting interview to a Council Bluffs Nonpareil re- 
porter on Feb. 14: 

“It is extremely expensive the premium rates which 
these small dealers must pay. There 
members of the convention who stated that their insur- 
ance rate was $2.60 in some of the small towns. A 
number of places reported $2 and some higher in pro- 
portion to the risk. In Council Bluffs we are some- 
what more fortunate. Our rate is but $1.40 in pre- 
miums for $1,000 insurance. 

“I see where the mutual insurance company would 
do a great amount of good for the hardware men of 
the state. Of course, the size of the policy would have 
to be limited and the number of members large, but 
then, in the long run, the saving of several thousand 
dollars each year in insurance premiums would be a 
creditable saving. The implement dealers have demon- 
strated the worth of the mutual insurance. They have 
saved considerable upon the premiums of their mem- 
bers, who, like us, carry a stock which is not very in- 
flammable.” 


were several 


~~ a 
> 


OTTAWA HARDWARE ASSOCIATION. 





The first annual meeting of the Ottawa Hardware 
Association of Ottawa, Canada, was held in the Board 
of Trade rooms, that city, on Feb. 10. The election 
of officers resulted as follows: 

President—E. B. Butterworth. 

First Vice-President—W. G. Charleson. 

Second Vice-President—Wm. Stratchan. 

Treasurer—Wm. Graham, re-elected. 

Secretary—J. G. Cowan, re-elected. 
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Meeting Minnesota Retail Hardware Dealers’ 
Association. 





THURSDAY AFTERNOON SESSION. : 

The seventh annual meeting of the Minnesota Retail 
Hardware Dealers’ Association was held at the convention hall 
on the eighth floor of the Masonic Temple on February 26, 27 
and 28. The Thursday afternoon session was scheduled to 
meet at 2 p. m., but it was not until 2:20 p. m. that President 
W. H. Tomlinson of LeSueur called the meeting to order and 
introduced Mayor Jamies Haynes of Minneapolis, who ad- 
dressed the convention as follows: 





President, W. H. Tomlinson, Le Sueur. 


HONEST PRIDE. 

It is my present duty as mayor of Minneapolis to welcome 
you to our hospitality and good offices and to all the city. | 
extend this welcome not to you as strangers, but as our own 
people. You come from all parts of this splendid common 
wealth in which we take an ever-growing pride. This is not 
an undue pride, but is rational and*natural. Nothing makes 
good citizenship like honest pride in one’s own community 
and commonwealth. I know of nothing that makes for a 
- more substantial advance in any civilization than the co-opera- 
tion of men engaged in the same calling. We have heard it 
said that men engaged in commerce are simply pursuing the 
almighty dollar. In extreme cases there may be some truth in 
this statement, but it is a misrepresentation as applied to the 
average citizen and the mass of our citizenship. 

A TREMENDOUS MORAL FORCE. 

A tremendous moral force is ever at work in honest and 
intelligent commercial life. You represent one of the greatest 
interests known to commerce and to the 
country first and foremost in the commerce of the world. You 
represent also a foremost community in this country. This 
carries with it a large degree of responsibility, the greater 
intelligence to understand questions of commercial importance 
the greater the responsibility involved. We expect nothing of 
a fool and but little of a man who is next door to a fool, but 
we expect a great deal from men of intelligence. 

BELIEVES IN LEGITIMATE COMPETITION. 

I notice you have about five hundred members and that you 
are organized to promote the right kind of trade relations. 
You do not believe in illegitimate competition. There is un- 


world, and in a 





fairness in war and competition is a kind of war. Any agency 
that makes men more honest is a good thing. In the legal 
profession we disbar dishonest lawyers; we do this for our 
own protection and for the protection of others. You should 
create a sentiment against illegitimate competition. 

FATHER DISAPPROVED. 

I recall a story of my boyhood days. When every one is 
young, making a decision on the calling to be pursued through 
It is a turning point in a 
career when the young man asks himself, “What shall I be, a 
lawyer, a merchant, doctor or farmer?” If he has judgment 
he will say, “I will pass the die now once and for all,” and this 
puts him into his time of trial. After the struggle is over a 
calm follows a storm as he feels that the question is decided. 
| did not know whether I would be a farmer or a lawyer, and 
debated the question over within myself many and many a 
One day I went home when the family were all seated 
around the table and made the statement that I had decided 
to be a lawyer. My father said: “My son, you are of age, 
you have a right to do as you think best. I have tried to bring 
you up as an honest man, but if you want to kick it all over, 
go ahead.” 


life is a momentous question. 


day. 


Many years after that my father said to me: 
“James, your instinct was all right.” 
ARE ACTING ALONG INTELLIGENT LINES. 

Gentlemen, your vocation is hardware. 
you have probably succeeded already, and I hope that you 
all will succeed. I believe you are acting along intelligent 
lines of co-operation, which is better than foolish competition. 
Much of the moral effort of the world comes from groups like 


I believe most of 





Vice President, H. 8. Cleveland, Minneapolis. 


ourselves, and I believe you are in line with a rational spirit 
of progress. 

There are instances where the spirit of co-operation has 
This must be considered regardless of 
You must consider these burning questions that re- 
Their consideration is a 


resulted in monopoly. 
party. 
quire intelligence for their solution. 
patriotic duty. 
MUST RISE ABOVE POWER OF PARTY. 
We need and must rise above the 
power of party and stand for right regardless of politics. 


honest information 








What politics compared to the life of a nation? The one 
hope of this state lies in the simple fact that the average 


intelligence of our people demands right irrespective of party 


creed lalk is cheap; men of action do the business. I 
im glad to welcome you here. We do not claim that Minne- 
apolis is perfect. We love St. Paul and would like to have 
her closer than she is. If St. Paul and Minneapolis were 
fifty miles apart, property would depreciate 50 per cent. | 
greet you in behalf of the great metropolis of the northwest, 

e ninth city in the United States—the twyjn city. I am glad 
see you here. St. Paul is as glad to see you here as we art 
et us rise above our prejudices and be as fair and right as 
possible. Your convention is opening under auspicious condi 
tions, and I wish to say to you that the hearts of our people 
I pen to y 

| ¢ y tree J you ive he 
keys. We sometimes give gatherings our front door keys and 
sometimes the keys to our side doors as well. I once mort 
welcome you in the name of our municipality 

J I McGuire of St Paul then delivered the following 


RESPONSE TO ADDRESS OF WELCOME. 


THANKS FOR WELCOME. 
The organized retail hardware dealers of Minnesota r: 
our grateful thanks to you, the chief executive of the 
metropolis of this state for the words of welcome extended 
to us. We appreciate fully the earnest enthusiasm of your 
ns This city is no new place for us. We have met 


ere before, and we were anxious to come again. We come 


from the hustling little cities, the cross-roads, the county seats 

f this state, from the Canadian boundary to the Iowa line, 
om Big Stone to Red Wing. We know much, and have 
¢ d more, about t Ss city 


Walking along Washington avenue this morning, I asked 


ittle newsboy to tell me wher me of the busy places 





J. F. MeGuire,. St. Paul, Vice-President Insurance Company. 


in the city were located. Quick as a wink he pointed to the 
Court House, and said, “That was a busy place last fall, but 
since Mayor Haynes was elected they are not doing much 
line.” Right here I want to remark that Minneapolis 
and St. Paul are governed in their police administrations 


in that 


better than any other municipality in America having a popu- 
lation of 400,000 souls 
The hardware man is, as you know, more or less of an 
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expert on locks, and if need be, many among us could “pick” 
any lock in Minneapolis. Rest assured, Mr. Mayor, however, 
that if any “picking” is done during the next three days, you 
can tell Mr. Conroy, your superintendent of police, that the 


hardware men are “not guilty.” 


PROUD OF TRIPLET CITIES 


The citizens of the state are justly proud of the triplet 
cities of Minneapolis, St. Paul and Duluth, each having dis- 


tinctive features not possess d by the others The size and 





Secretary M. S. Matthews, Minneapolis. 


importance of a community are pretty well established by the 
report of its transportation facilities. The Twin City Rapid 
lransit Co. carried on its lines last year the entire popula- 
tion of the United States. In other words, nearly 75,000,000 
of people rode on the street cars of the Twin Cities last 
year. Good as the service is, there’s room for more—not 
more passengers—but more cars. You can ride in the sum- 
mer time from Lake Calhoun to Wildwood—z25 miles—and 
have to stand up all the way. A stranger from New York 
was forced to do this last season, and after hanging on to 
the strap for twenty miles, he said: “Have none of you men 
got a home?” 
IN NURSERY CLOTHES. 

We, the common citizens, little realize the tremendous. 
possibilities of this state. Why, we are yet in our nursery 
clothes—1,751,394 people living on 83,000 square miles, only 
21 people to each square mile. You and I, Mr. Mayor, will, 
I trust, live to see the day when our population will be 
trebled 

“SMEAR THEM ALL.” 

In white pine lumber we beat all of our neighboring 
states; in wheat we have the call, and on butter we smear 
them all. As an iron producer we put every other state in 
the shade—15,000,000 tons of iron ore last year, the greatest 
output of any state in the history of the world, being 40 per 
cent of the total iron ore product of the United States. Not 
only in lumber, wheat, butter and ore are we pre-eminent, but 
only a dozen states surpass us in the volume of manufactured 
goods 

BEST TRANSPORTATION FACILITIES IN UNION. 

The transportation facilities of this state are the best in 
the Union. Immense and far-reaching railroad lines, river 
and lake outlets, the longest, deepest and sa‘est in the world. 
Figures sometimes mystify, but when you tell your children 
that there were as many bushels of Minnesota and. Dakota 
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wheat passed through the Soo Canal last year as there are tive officers. He was an enthusiastic member of our associa- 
men, women and children in the United States, then the boy tion, a successful business man and a prominent citizen of his 





in the fifth grade can understand. town. We shall miss them both. 
MINNESOTA’S GREAT MEN. THE NATIONAL MEETING. 
It is not alone in these material things that the North Your delegates who attended the national convention at 
Star State is great, but she is known all around the world Chicago had, while there, both a pleasant and profitable expe- 
on account of the great men who helped to make her what rience. Mr. McGuire will make a detailed report of that i 
she is. Pillsbury the philanthropist, Davis the statesman, ™eeting and Mr. Corey, the national secretary, whom we have 
Whipple the churchman, now gone to their eternal reward, With us, will inform you of the benefits derived from our 
affiliation with the national Organization. 
INSURANCE DEPARTMENT. 
. Our insurance department, as learned from reports up to 
December last, was a remarkable success, the total losses up 
to that time being less than $35; and although we have met 
with some losses since then the current reports of the officers 
will show the imsurance feature to be in a very satisfactory 
condition. I would recommend that our constitution be so ~ 
changed as to allow our members to insure their dwellings and 
contents as well as their business places. 
ASSOCIATION LOYALTY. ‘ 
. I want to call your attention emphatically to the matter of 
loyalty to our association. Mutual fidelity on our part is also h 
, due to those who have been frank and faithful in their recog- 
nition of the association. I believe nothing is more essential 
to our reaping the legitimate fruits of co-operation than this 
one thing. How can we expect a jobber or manufacturer to 
turn down a good big cash order to please us when he knows 
that some of our members continue to buy from those who sell 
to catalogue houses? Certainly nothing will be more effective 
than for us persistently to inform such jobbers and manufac- 
turers that we cannot deal with them as long as they continue 
to furnish goods to those houses. On the other hand, nothing ’ 
will more certainly undermine our association, defeat its object 
. and rob us of well earned success than disloyalty on the 
part of our members in this important particular. A member 
of our association who knowingly continues to buy from a 
‘ ° concern which refuses to recognize the rights of the legiti- 
2 « 
Charles F. Ladner, St. Cloud President Insurance Company. 
have made Minnesota great. Ireland the humanitarian, Hill 
the financier, and Northrup the educator, will keep her great 
so long as life is spared to them. 
And now, Mayor Haynes, let me again thank you for your 
generous hospitality. While all here present may not be able 
to shake your hand, they will pass your cheering greeting 
around, and in that way each will experience the grip, which, 
by the way, most of us have already—with la prefixed. 
President W. H. Tomlinson of LeSueur then delivered 
his 
ANNUAL ADDRESS. 
d MOST SUCCESSFUL YEAR COUNTRY HAS EXPERIENCED. 
It is under the most favorable auspices that we come 
together in this, our seventh annual convention. The past 
year is generally conceded to have been the most successful 1 
business year that our country has ever experienced and most 
of us have realized its advantages in a greater or lesser degree. 
The strike in the anthracite coal regions has been one of the 
greatest drawbacks, but we hope that the commission ap- 
pointed by President Roosevelt will evolve a plan that will 
make it possible to settle such disputes between capital and 
labor equitably. So far as our association is concerned, this 
has been the most successful year of its existance. The paid- 











up membership has increased threefold since our last annual 
meeting and everything has moved on smoothly. The change 
of front towards the association on the part of the trade gen- 

4 erally cannot but be noticed. The indifference of a few years A. T. Stebbins, Rochester, Member Executive Committe. 

since has given place to a hearty welcome based on the recog- 

nition of our usefulness and stability. Unsolicited the trade is mate hardware trade loses his own self respect as well as 
now offering us its confidence and support. that of those of his fellow members, and also that of those 
NECROLOGICAL. from whom he buys. Such an one cannot consistently remain 
We have been called upon to mourn the loss of two of a member of our association. What do you suppose would be 
our best members in the last year. Our secretary, Mr. Thos. the result if a salesman should report to his house that he 
McCracken, was taken from us shortly after the last annual had been turned down a dozen times in as many days by 
meeting. He was a quiet, unassuming man, but thoroughly members of our association because of the unfavorable atti- 
reliable, painstaking and an efficient officer. Mr. Jos. Mason tude of his company towards us? Either the salesman would 
of St. Peter, who died last September, was one of our execu- be called in or the company would get into line. 
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lhe work of our association has been very satisfactory in 
the past years of its history and up to the present time. The 
general plan and management of our organization has been 
successful. 
more than repaid by the saving in our insurance department. 
Che experiences of the past emphasize the practical wisdom of 
preserving and protecting our organization both in plan and 


Our expenses to the individual are light, and are 


Sci pr 


[he industrial world has witnessed during the last year 
most startling proof of the old adage “In union there is 
strength.” The United Mine Workers,’though representing 


the humblest class of laborers, have forced some of the strong 
est corporations in existance, not only to report at the bar of 
public opinion, but to make concessions regarding which they 
were at first Whatever may the merit the 
respective parties to the contest, the lesson taught of the 
power of loyalty and hearty co-operation is so plain that every 


line 


defiant. be of 


of business ought to profit by it for mutual protection, 
profit and that genuine good will which is the safeguard of all 
healthful competition. 

should form a solid front and we 
look forward hopefully to years of business prosperity. 
W. H. Tomlinson of LeSueur then announced 


As an association we 
may 

President 
the following committees: 

Committee on Insurance—A. C. Hatch, Battle Lake; J. E. 
O’Brien, Crookston; J. F. R. Cosgrove, Lesueur. 
Press—H. O. Roberts, Minneapolis; C. H. 
Decker, Austin. 

Committee on Grievances—T. Caley, Princeton; J. Hains, 
Renville; H. H. Heydon, Chatfield. 

Committee on Resolutions—A. T. Stebbins, 
M. Evenson, St. Peter; P. Nelson, Red Wing. 
Duerre, Plain View; P. H. 
Geo. Boehm, Minneapolis 


Committee on 
Casey, Jordon; C. B 


Rochester; G. 


Auditing Committee—Geo. F 
Leahy, Maple Lake; 
G. M 


stating tl 


Peter, then addressed the convention, 
] lost 


had 
He had known Joseph Mason for eighteen years as a 


Evanson, St 


iat the association two members the past 


year 





E. Hougntaling, Fairmont. 


competitor, as honorable men as 
Joseph Mason state hardware 
association, and he moved that the chair appoint a committee 
to draft suitable resolutions on the death of Mason, the same 
This motion was 


and if all competitors were 


there would be no need of a 
' 


to be forwarded to Mr. Mason’s family. 


carried and President Tomlinson appointed on this committee 
G. M. Evanson, St. Peter; J. R. S. Cosgrove of LeSueur and 
ae 

In the absence of E 


Stebbins of Rochester. 
Houghtaling, Fairmont, on account 
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M. Even- 


of sickness in his family, his paper was read by G 
son of St. Peter. The subject was 


TRADE ABUSES. 


AIN’T WUTH BRAGGIN’ ON. 
A number of years ago one of the funny men of our 
country wrote an essay entitled “What I Know About Farm- 
ing.” 
He started by saying “What I know about farming ain’t 





H. L. Chaffee, Mankato. 


wuth braggin’ on,” and then went on with a long discourse 
on all sorts of subjects, such as “How to make hash,” etc. 

That is going to be the way with this article of mine. 
What I know about selling hardware “ain’t wuth braggin’ on.” 

HANDICAPPED AT THE START. 

When Secretary Matthews asked me to read a paper at 
this convention, and said, “Subject to be selected by your- 
self,” he put a handicap on me right at the start. I could 
think of so many good subjects that I didn’t know which to 
choose. After starting on several and finding that it was not 
as easy as it seemed to write on any certain subject, I gave 
it up and made up my mind to just go ahead and say what- 
ever I felt called on to say, and without regard to subject. 

KNOCKING. 

Now, I’m going to commence by doing a little “knocking.” 
I attended the convention that was held in St. Paul last year. 
It was the only one of our meetings that I had attended since 
the first one, when the association was organized. I came 
last year expecting to hear discussions and papers that would 
give me ideas as to how one might better run a hardware 
How better to buy, and unpack, and handle, and ar- 
range and sell. I expected to hear about advertising. I 
hardly know what all I did expect. But instead of this the 
time was largely taken up with kicks on department stores 
and catalogue houses; with complaints that certain wholesale 
houses did not confine themselves to legitimate trade, and all 
such things. One article on advertising was read, but it re- 
ferred more to city methods than to those methods that would 
apply to an average village hardware store. 

So I’ went back home feeling somewhat disappointed. I 
did not think I would come again this year. 

But when I received an invitation to present a paper 
before this meeting I concluded that if I did not try and do 
my part toward making this meeting interesting, I could not 
justly find fault with any one else for not doing so. 


store. 








So I hope you will pardon this weak effort, and believe 
me, I had much rather listen to some of the rest, who, I am 
sure, have had a much broader experience to draw from. 

THE BEST ARMOR. 

I think it was Admiral Farragut who said: “The best 
armor is a well-directed fire from your own guns.” 

Now, that is the way I look at this catalogue-house com 
petition. It is of no use to try and ignore them. They are 
here, and here to stay. We have passed resolutions and made 





Treasurer W. A. Barto, Long Prairie. 


threats about what we were going to do through the hard 

ware associations, but it did not seem to affect the trade of 

the catalogue house any to speak of. We have succeeded in 

getting a long list of manufacturers and jobbers who are 

“favorable to the hardware dealers’ association,” but Mont 

gomery, Ward & Co. are still doing business at the old stand 
CAN YOU BLAME THE FARMER? 

Now, I do not claim that all of this effort has been wasted 
There are numbers of lines of goods that cannot now be 
obtained by the catalogue houses. But they had no trouble in 
getting other lines to take their places. The farmer can find 
nearly anything he needs within the pages of their catalogues 

And a good many of the prices are actually less than we 
have to pay the jobber for the same goods. Some may claim 
that the goods are inferior, but that is not so. And if dis 
satisfaction arises over any of the goods they send out, they 
will go to great lengths to adjust it, even to more than a good 
many retail dealers will do 

Can you blame the farmer for sending off for his stuff? 
lhink what it means to the country family. First, there is 
the going through the catalogue and selecting the goods to 
be ordered. It’s like a boy looking through the Youth’s Com 
panion premium list. Then the week or ten days of anticipa 
tion—always better than realization, it is said. Finally, the 
box or package arrives and the whole family gather around 
while it is being opened and each separate article examined 
It has an attraction that, in my opinion, is one of the hardest 
things we have to combat. 

We have at times offered to furnish the same goods at 
the same price and then failed to land the sale 

COMBATTING A BAD HABIT. 

What can we do to combat this “habit,” for such it even- 
tually becomes? I think you will agree with me that this far 
the dealers’ associations have not solved the problem. 

Now, I suggest that the best way to fight these people is 
by building up, each of us, our own business on better lines 
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Make stocks so comprehensive that the customer can find 
most anything he wants in the hardware line, right in our 
individual stores. This does not necessarily mean large stocks 
of goods. You need buy only one-twelfth dozen of a certain 
article if it is not liable to be called for very often. 

The most of the overstocking is done by buying staple 
goods in large quantities to take advantage of a low price or 
on account of a threatened advance which usually fails to 
come. 

EASY WAY TO LOSE A GOOD CUSTOMER. 

There is no easier way, moreover, to lose a good customer 
than by failing to supply him with the goods he may call for 
So I repeat, make your stocks just as comprehensive as pos- 
sible sut don’t make the mistake of trying to make a large 
profit on one of these slow-selling articles. That is the very 


he 


thing the customer is going to notice the quickest—is t 
price on an article that is not used every day. You can easier 
make a good profit on a spade than on a dehorner. 

Then buy the new goods that are put on the market 
his does not mean to buy a gross of the specialty that the 
agent agrees to give you exclusive sale on. Better turn him 
down right away before he gets you hypnotized. But when a 
new tool or kitchen utensil gets into the hands of the jobbers, 
buy a sample 

GIVES A CUSTOMER A GOOD IMPRESSION. 

Nothing gives a customer a better impression of up-to 
dateness about a store than to find something in it which he 
has never seen before. He may not want to buy the article, 
but the impression is there just the same. If you have a 
call for an article that you do not have in stock, make every 
effort to have customer let you get it for him. Here, again, 
be very careful not to try and make a large profit. Even if 
you just nicely come out even, you have accommodated him, 
and perhaps prevented him from acquiring the catalogue- 
house habit. 

Try and keep posted on lines that you cannot keep in 





Ex-Secretary, Thomas McCracken, Minneapolis, Deceased. 


stock, so that if a customer inquires the price you can readily 
tell him. This will often lead to a sale when, if you were 
not posted, he would look it up in Sears-Roebuck’s catalogue 
and order it himself 

See to it that your clerks are just as accommodating as it 
is possible for them to be, and that they understand the goods 
they are selling 

MAKE STORES HOMELIKE 


Make the store just as homelike and comfortable as pos 
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sible and try and see that every one who comes into it is 
made welcome. At the same time try and not leave the 
impression that all you care to see them for is to get some 
money out of them. 

If a customer springs a catalogue price on you, do not 
drive him away with a “That’s my price; take it or leave it.” 
Better to frankly admit that their price is low and throw 
yourself on the customer’s generosity, which, if there is not 
too much difference in price, generally results in a sale. 

Above all, keep good-natured. Keep yourself well posted 
on the prices that are quoted in these catalogues. A good 
many are such that you can very favorably institute a com- 
parison between them and your own. We keep the latest 
editions of these catalogues in our store for this very pur- 
pose. 

ADVERTISING. 

But now I come to what I consider the most important 
weapon in, this never-ending warfare, and that is—Adverti- 
sing. 

It is safe to assert that if Montgomery Ward had never 
advertised, he would never have been able to sell goods out- 
side of Chicago. But he did advertise extensively. We all 
of us advertise in a more or less half-hearted way, but how 
many hardware men are there who pay any attention to sys- 
tematic, trade-bringing advertising? We often pay $2 or $5 
for an ad on a theater program, when the same amount in- 
vested in circulars mailed direct to the customers would do 
us a whole lot more good 

If it were possible for each of us to place before each 
farmer a nicely-gotten-up catalogue, filled with cuts of staples 
and from our stock, and 
tached that compared favorably with those of the catalogue 
house, think it would be a great trade-bringer? 
And why could not this be done? 
to begin in a small way and not pay very much attention to 
Cer- 


novelties selected with prices at- 


don’t you 


One would perhaps have 


nice presswork and binding, but I believe it would pay 





Ex-President, James E. O’Brien, Crookston. 


tainly if the rural delivery routes keep on increasing we have 
got to take advantage of them in every way we can, as it 
would seem that they were instituted in the direct interests of 
the mail-order houses. 

In one way we have a big advantage over the catalogue 
houses, and,.that is in the local papers. In our town the papers 
do not print advertisements of these houses. Consequently 
they are deprived of the cheapest and best medium for adver- 
tising there is. But do we, who have the use of these daily 
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or weekly visitors to the firesides of our customers, take full 
advantage of this chance to call attention to what we have to 
offer in the way of low prices or good goods? Do we try 
to make our advertisements so forcible that the customer can 
almost imagine that he sees the goods before him? That is 
exactly what the catalogues do. Too often our advertisements 
read: John Jones, General Hardware Store. Tinshop in con- 
nection. 

Such an ad. never sold a dollar’s worth of goods and 





F. F. Hunt, Ked Lake Falls, Member Executive>Committee. 


never will. It is simply a tribute, levied by the local printer, 
which we hardly dare to rebel against. 

Then some ads. that were more ambitious in the first place 
are left unchanged so long that they become eyesores. Such 
advertising as this leaves a vacancy that the catalogue houses 
are only too glad to fill. 

If, on the other hand, we keep our advertisements fresh, 
keep them a little in advance of seasonable goods, make them 
interesting, make them describe the goods we have to sell 
vividly and accurately, they will certainly make the customer 


think he would better come and see what we have before 
sending off for it. 
I might go on and tell of more ways that we could 


make war on our enemy by means of advertising, but I 
think I have already said enough to show that I believe it 
to be the most effective means of preventing the inroads 
these houses make in our trade. 

Now let us look at another matter. There are 
lines of our business in which we do not have to compete 
with the catalogue houses to any extent. We hear of very 
little builder’s hardware being sent for, for instance. Or 
even if they do send for the hardware, they must come to us 
for the tin work. And yet we have only the man across the 
street to compete with, is not this one of the hardest lines to 
make any profit on? Think of it! Here we have something 
that they absolutely have to come to us for; a tin roof, for 
And yet in a good many instances we figure it 
And the same with gutter work, and 


some 


instance. 
down to the last cent. 
furnaces, and a good many other things. 

SHOULD GET BETTER PRICES. 

If we could agree with each other and get better prices 
on these lines, maybe we could afford to do our other busi- 
ness on a little smaller margin and thus come nearer meet- 
ing the low prices that are quoted. 

It does not seem consistent to be doing so much com- 














plaining about the catalogue houses and then cut the life 
out of goods that we do not have to sell in competition with 
them. 

Let us, then, not do so much worrying about them, but 
try and see how we can increase our own trade. 

If we attend our own business close enough, and watch 
the buying and selling, and the credits and the advertising, 
we need never fear but what there will be retail hardware 
stores as long as there are mail-order houses 





Julius Schmidt, Wabasha, Member Executive Committee. 


No doubt most of you have thought out these ideas for 

yourselves and are already putting them into practice. 
A GOOD NERVE TONIC. 

At our meeting a year ago Mr. McGuire said, in one of 
his speeches, “I believe that you could each one go home 
and mark up your entire stock 5 per cent and you would be 
just that much ahead at the end of the year.” This remark 
has acted as a nerve tonic a good many times sffice, while 
marking goods. So if any little part of this paper clings 
to your memory and makes for your welfare I shall feel 
well repaid for my effort. 

On motion the secretary was ordered to send the thanks 
of the association to Mr. Houghtaling for his very able paper. 

Secretary M. S. Matthews then delivered his 


ANNUAL REPORT. 


FINANCIAL STATEMENT. 

As our association year begins and ends at annual meet- 
ing, it is probably better that a statement of financial condi- 
tion should cover the same period. This statement has been 
made to include the present month of February and up to 
March 1: 


Balance March 1, 1902. .....:...00s0. .$ 108.07 

a 8 SP eeeT Te eer eee 1,451.20 

oa Lae ets Salinas wlan cing kia aa ih $ 73.10 
ee ee ery eee ee ere 158.75 
UI 5 sici-ie da pinekd tae ae <4 6 ein See ebhee 111.27 
Tebepenmas ated stationery... ic icccssecacs 9.02 
Miah catch eneawahe wen 675.00 
Secretary, traveling expenses.............. 76.08 
Paid matiowal QseGciatiods. . 20.0. cccvccceces 167.00 
ING, ona seb ae ndanmeennnna 188.97 
TIT: 2. << ceauhesacmenanatcn then 100.08 





$1,559.27 $1,559.27 
If you examine this statement you will notice some very 
attractive figures. 
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MEMBERSHIP. 

Our dues receipts increased from $950 in 1901-02 to $1,451 
in 1902-3, a net gain of 55 per cent. Roll call at the com- 
mencement of this session showed you the very comfortable 
list of 511 members of this association in good standing. Even 
in the older and more populous states where the number of 
hardware dealers is much greater no one of them even ap- 
proaches Minnesota’s showing. 

Last fall, at the suggestion of President Tomlinson, your 
secretary made a series of short trips in search of recruits for 
this association, dividing the expense between the hardware 
and insurance companies. The results proved the wisdom of 
the advice, as about 50 per cent of the dealers approached 
joined our organization, a large percentage also placing in- 
surance with our company. 

COMPLAINTS ARE RARER. 

In these days of combination and co-operation the average 
hardware man has been brought to believe that it is a good 
thing to be a member of a strong association, where united 
effort accomplishes much that the individual cannot hope to 
gain. With the favorable conditions prevailing the past year 
it would seem as if there were fewer temptations for our 
jobbers and manufacturers to step outside the ordinary trade 
methods in looking up new business. For, although we have 
a largely increased membership, complaints are more rare 
than in previous years, only one remaining unadjusted at the 
present time. In the few cases where your secretary had occa- 
sion to confer with the jobbers regarding some grievance of 
our people, he was met in a most friendly spirit, and dispo- 
sition was shown to remove all friction at the earliest possi- 
ble moment. 

OCCUPIES FIRST PLACE. 

Our organization to-day occupies first place among hard- 
ware associations in America, and it is hoped that awakened 
interest may continue and increase until practically every 
hardware retailer in this great commonwealth may be counted 
on our side. 





H. Hauser, Minneapolis, Treasurer Insurance Associatian. 


INSURANCE ANNEX ATTRACTS. 

Our insurance annex doubtless attracts many who would 
not otherwise give this movement the attention it deserves, but 
with the assistance of the present members we have reason 
to believe that our growth in numbers and prestige in the 
next twelve months will duplicate our advance in the year 
just closed. I would wish to add, that in the discharge of the 
peculiar and manifold duties of this position—new to your 
present secretary—whatever success may have been attained 


ne 
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is largely owing to the hearty co-operation and wise counsel Printing and stationery .............. 178.90 
of your officers and the executive committee ee er ere 30. ee 
Aside from the business proceedings, there is much of National Association ................. 167.00 
amusement and entertainment in this three days’ programme, Miscellaneous expenses 127.75 
and if there is anything that particularly pleases you, re- — $1,456.94 


member that the liberality of our numerous advertisers made namie 
it possible $61.08 

Treasurer W. A. Barto, Long Prairie, then read his W. A. Barto, Treasurer 
annual report as follows: 


To the President and Members of the Minnesota Retail Hard 


ware Association: 
Gentlemen—I have the honor to submit the following re 


port of money handled by me during the current year: 








1902 RECEIPTS 
Feb. 28—From Geo. M. Evenson $108.07 
Feb. 28—From dues at conventio 405.00 
March 11—From secretary $17.00 
Less exchange 15 
H.55 
April o—Fr $44.06 
] cCX¢ ve I 
$3.90 
May From se iy $90.10 
Le exchangt 1.30 
88.80 
June 2—From ‘ 57.00 
June 30—From secre 86.70 
Aug. 2—From secre \ 129.00 
Aug. 30—From se 118.00 
Oct. 3—From secre y 138.00 
Oct. 31—From secrt 144.00 
Dec. 3—From etar 81.00 
Dec. 31—From secretary 75.00 
1903 ‘ 7 
Jan. 31 From. se 27.00 
$1,518.02 
G. M. Welles, Duluth, Member Executive Committee. 
DISBURSEMENTS IN DETAII 
Paid 
Order No 
44. March1—Thos. McCracken, salary.. $50.00 
PUNE | oc ondosmaear ees 8.40 
O’Brien telegram 53 
a Car dare... 1.20 
Signs ; 1.00 
nena $61.13 
45. March 1—Conklin, Zonne & Co, rent 5.60 
46. March 12—Miller-Davis Ptg. Co., acct 5.25 
47. March 12—Thos. McCracken, stat’y $1.60 
ys eee 1.00 
Expenses 75 
3.35 
48. March 24—Conklin, Zonne & Co., rent =.60 
49. March 24—Thos. McCracken, salary.. $50.00 
ee a 
eee a 2.00 
Notification ....... 1.50 
Envelopes 40 
— 62.70 
50. April 28—Thos. McCracken, salary 50.00 
51. April 28—Conklin, Zonne & Co., rent 5.60 
52. April 28—Thos. McCracken, postage 10.40 
Thomas G. McCracken, Minneapolis, Assistant Secretary. 53. May 10—Thos. McCracken, salary... $50.00 . 
BOEED bcasivebsisivace 
NSUURSEMENTS Expense .. Beadiladans 7 
Summary - oo 55.19 
Paid secretary's salary (one month in pre- 54. May 19—Conklin, Zonne & Co., rent.. 5.60 ’ 
ceding year and one-half month 55. May 23—M. S. Mathews, salary...... $25.00 
extra) eee ee Postage on announcem’ts 5.00 
Postage telegrams and express tren a SOR —— 30.00 
Officers and executive committee (na- 56. June 3—Jos. Mason, mileage , $4.10 
tional meet and Secretary Mc Services one day.... 3.00 ' 


Cracken’s funeral included) 130.95 sentniene 7.10 





50. 


60. 


Ol. 


07. 


68. 


60. 


NN NI 
Dn + 


79. 


81. 


82. 
83. 
84. 


vention trip a ntera 
June 3—J. F. McGuire, Chicago con- 





June 3—C. F. Ladner, Chicago...... $28.90 
DE videsainchevand- San 
One day’s services....... 3.00 
June 3—W. H. Tomlinson, 4 days... $12.00 
4 miles mileage at $3.40.. 13.60 


Expense to Chicago and 
Minneapolis, death of 


5. BRCCROORER: occcncs “SERS 
June 3—A. T. Stebbins, one oe $3.00 
PE. atiweinwneteducs ee 


June 3—Miller-Davis Ptg. Co., bal- 
ance due on program,’92 

June 4—Miller-Davis Ptg. Co., 500 
envelopes and slips... 


June 16—Geo. M. Evenson, postage.. $2.28 
TEMGAMIE ncocccccecscces O90 
June 24—M. S. Mathews, salary...... $50.00 
| a 


July g—Conklin, Zonne & Co., rent 
NEE Awiosadekatau 





Fred L. Gray, agt. secretary's 
bond ee pe 
July g—Casca St. J. Cole Pink List. 

July g—Miller-Davis Ptg. Co., 2,000 
letterheads cus 

July 25—M. S. Mathews, salary...... 


July 9 


$50.00 

Returning souvenir cuts, 
I vrtdacSascnnsres 1.32 
ee ee oe 
Post on books........... 8.00 
Postage’, OMe ..c cs scces 2.00 
Express Barto ck. book. . 30 

Aug. 9—Conklin, Zonne & Co., rent 

Aug. 9—Miller-Davis Ptg. Co., en- 

velopes and statements. 

Aug. 11—J. D. Van Dyke, treasurer’s 

bond A pty F 

Aug. 25—M. S. Mathews, salary...... $50.00 
A Re ree e 12.00 
Twine OR ote PE 10 
Barto ck. book. ........... 75 
Envelopes Seeeeecesveterss 8o 

Sept. 4—Conklin, Zonne & Co., rent. 

Sept. 4—Miller-Davis Ptg. Co., p’nt’g 

Sept. 5—J. F. Sigloh, commission on 

memberships .......... 

Sept. 11—M. L. Corey, Nat’l Secy., 

membership list to Nat'l 
| a eee ae 

Sept. 27—M. S. Mathews, salary..... $50.00 
DE ccna dances wee wes 5.00 
IR al, i a auw sep une 1.40 
Traveling expense ....... 12.79 

Oct. 6—Miller-Davis Ptg. Co., pr’nt’g 

Oct. 6—Conklin, Zonne & Co., rent. . 

Oct. 25—M. S. Mathews, salary...... $50.00 
Penn 6.00 
ee ee eee 60 
Traveling expense ....... 30.18 

Void. 

Nov. 5—Conklin, Zonne & Co., rent. 

Nov. 5—Miller-Davis Ptg. Co., pink 

NL Nee wives Sanwa 
Nov. 25—M. S. Mathews, postage.... $9.00 


PS ei eb Sas 1.00 
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9.10 
62.00 


3.00 
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4.00 


20.35 


5.00 
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5.00 
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Traveling expense ...... 33.11 
—— 43-11 
86. Nov. 26—M. S. Mathews, salary...... 50.00 
87. Dec. 4—Conklin, Zonne & Co., rent. . 5.70 
88. Dec. 24—M. S. Mathews, salary...... $50.00 
DEY fay eect cuee seas 15.00 
Ee ere ae 1.25 
Eny elopes eee ecece ° 75 
——— 07.01 
1903. 
89. Jan. 2—M. S. Mathews, fees jt. agt. 
ch I ee eee 17.00 
go. Jan. 12—Miller-Davis Ptg. Co., ptg... 6.25 
gt. Jan. 17—Conklin, Zonne & Co., rent.. 5.70 
92. Jan. 24—M. S. Mathews, salary...... $50.00 
ee er re | 
Exchange .... aiden 40 
57.40 
93. Feb. 4—Conklin, Zonne & Co., rent. 5.70 
94. Feb. 4—Kimball & Storer Co., print 
ing envelopes ; 4.75 
g5. Feb. 4—Miller-Davis Ptg. Co., ptg 10.75 
96. Feb. 18—M. S. Mathews, salary...... $50.00 
RS eae 4.20 
WER a cneiunvas vend 25 
Plain envelopes — 5.42 
59.87 


$1,450.04 


Officers for the ensuing year were then elected as fol 
lows: President, W. H. Tomlinson, LeSueur; vice president, 
H. S. Cleveland, Minneapolis. The members of the executive 
committee for a three years’ term: C. H. Hornburg, New 
Ulm, to succeed Joseph Mason of St. Peter; J. Cowing of 
Alexandria to succeed A. H. Hatch of Battle Lake; C. H 
Casey of Jordon to succeed E. H. Loyhed of Faribault 

President W. H. Tomlinson of LeSueur said, in accepting 
his nomination: “I am no orator. I wish to say that | feel 
grateful to the association for endorsing my actions as presi- 
dent, for I consider your actions here to-day as an endorse- 
ment. I thank you for overlooking the many things I ought 
not to. have done since I was first elected to this office two 
years ago, and I would say I have tried to do the best I could, 
and to continue in this course is all I can promise you for the 
future.” 

H. S. Cleveland, Minneapolis, the nominee for re-election 
as vice president, said: “I have a few words which I wish to 
say to the association. I consider the insurance feature of our 
association as becoming of very great importance. During a 
recent trip I made through an adjacent territory I found 
many men who were not members of the association located in 
country towns. Some said the association had not done what 
they thought it should have done, I said that many grievances 
had been taken up and had been given great attention. I 
called their attention to the insurance feature of our associa- 
tion. There are many hardware men who are not members 
of our association who are not well informed on our insurance 
work, and I suggest that more insurance literature should be 
sent out to non-members of the association throughout the 
state. We should pursue a course of education. I think many 
of these men could be persuaded to take this insurance. In 
many towns I found an increase in the volume of business 
and a decrease in the profits, and I would like to have some 
of the members talk on this subject of increasing profits.” 

H. O. Roberts, Minneapolis, then addressed the meeting. 
He said: “The Minneapolis retailers are having a hard 
enough time without being called upon for a speech. We do 
not make the profits we should. Our competition with the 
catalogue houses is only on some lines. In our town we fight 
each other and make closer prices against each other than we 
do against the catalogue men. There is no reason why I 
should not do 25 per cent more business this year and make 
more money.” 

Mr. Roberts then spoke in detail on the co-operative work 
of the various members of the Minneapolis Retail Hardware 


Association. 
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A Member: I indorse that remark that catalogue compe- 
tition only hits us along certain lines, and I have found a 
number of lines on which we have nothing to fear from them. 
Among other things, I have paid particular attention to the 
subject of holiday goods. By judicious advertising we have 
worked up a good trade for cutlery, table ware and flat ware, 
Last year we added a line of cut glass, sterling silver 
and art ware, the latter consisting of plaster paris goods. This 
class of goods decorates your store and there is a large profit 
in them. 

J. F. McGuire of St. Paul then called on M. L. Corey, 
Argos, Ind., secretary of the National Retail Hardware Asso- 
ciation, for a few remarks and President Tomlinson suggested 
that he answer the question, What shall we do to defeat the 
parcels post bill? 

Mr. Corey said: “It gives me great pleasure to be with 
To me many of your names are familiar. I have 
spent four or eight weeks up in the northern part of the state 
every year for a number of years, and I greet you not as a 
stranger, but one of yourselves. I am glad to be with you 
to-day in the largest association meeting that we have ever 
had. The parcels post bill is one that appeals to traveling 
men and all classes. This bill contemplates the carrying of 
packages weighing from four to 100 pounds at nominal prices 
at any distance.” 

Mr. Corey then offered in detail the methods that were 
taken by the National Retail Hardware Association in com- 
bating this bill, and also mentioned some of the things in its 
favor. 

President W. H. Tomlinson said: “To-morrow will 
probably be the biggest day this association has ever had in 
regard to members in attendance, and we will probably have 
the largest meeting any association has ever held. You are all 
invited to attend a meeting of the Commercial Club to-night.” 

The meeting adjourned at 4:47 p. m. 


etc. 


you to-day. 


FRIDAY MORNING SESSION. 


rhe first thing on the program Friday morning was a 
meeting of the policy holders in the Retail Hardware Insur- 
Co. After some remarks on insurance by President 
Ladner, Secretary Matthews then read his report, as follows: 


STATEMENT OF THE RETAIL HARDWARE 


DEALERS’ MUTUAL FIRE INSURANCE 
COMPANY. 


STATEMEN1 


ance 


INCOME IN 1902. 


Cash on hand.. $11,196.03 


Premiums received 19,433.03 
Interest and discounts. 275.00 
$30,904.06 $ 30,904.06 
DISBURSEMENTS, 
eres errr 
Return premiums.... 3,041.19 
Cancellations 189.88 
... +. -$10,983.29 
Salaries and fees, officers... ..$ 908.29 
Salaries, clerks... 235.00 
Taxes 208.69 
Rents aol ee 7.30 
Advertising and printing........ 205.02 
ND Be ewan dion 176.35 
Adjusting losses. .<............. 161.96 
Se I, vaca athe ducwnss 45.00 
Miscellaneous ......... 338.79 
sess c 2,496.40 
Balance on hand.... 17,484.37 
...+++$ 30,904.06 
Insurance written in 1902... . oe oe edhe 0079 /085.00 
IN Rt I ais Meni a vac dane ee keen 854,439.00 


8,382.62 


Reinsurance reserve 
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LOSSES INCURRED AND DATE OF PAYMENT. 


July 2p. R. FF. Beemer, Sebtet, Th. DD... 06:0. scescesces $ 6.47 
Aug. 5. Thompson & Anderson, Hazel Run, Minn... 27.77 
Dee. a. 4% 5. Tee, Se Bee Beene vc Cees cd oes 1,480.00 
Dec. 8. Eastwood & Chase, Monticello, Ia........... 2,868.58 
Dec. 13. Hall, Linden & Co., Hayward, Wis.......... 409.40 
Dec. 17. Dahl, Posely & Co., Bird Island, Minn....... 2,960.00 


AN INCREASE IN BUSINESS. 

Since the date of this report there has been a considerable 
increase in the business, this being the time of year when the 
policies of the founders of this company are having their third 
renewal, 

The business written in January last was $91,200; gross 
premiums, $2,124.75. February Ist to 20th, $82,700; gross pre- 
miums, $1,920.09. 

Since the January statement two losses have been in- 
curred and paid—Jas. O. O’Laughlin, Rolla, N. D., partial loss, 
$36; and total loss, Hanson Bros., Shelly, Minn., $1,500. 

A VERY SATISFACTORY SHOWING. 

Our cash balance has increased from $17,484.37 December 
31 to $19,453 on hand to-day. December, 1902, was the most 
disastrous month in our history, the fire losses being more 
than twice as great as all our previous losses since organiza- 
tion. Notwithstanding the severe set-back at that time, our 
showing for the year is very satisfactory, our percentage of 
losses to premiums received being only 39 per cent. With the 
rapidly increasing business our percentage of expense is grad- 
ually lessening, the ratio of expense to premiums received in 
1902 being 12 per cent. 

A MOST GRATIFYING FEATURE. 

One of the most gratifying features of this business is 
that our policy holders renew in almost every case, the excep- 
tion generally being the going out of business, or equally 
strong reason. From one-third to one-half of insurance writ- 
ten each month is new business, so that the growth is regular 
and substantial. The average premium rate in 1900 was 2.20; 
in 1901, 1.90. In 1902 the rate moved up to 2.29. This does 
not mean that the risks are more hazardous than formerly, 
but simply that our rates have followed those of the older 
companies, which in most localities have made a general 
advance of about 25 per cent. Your success with mutual in- 
surance has caused the forming of similar companies in con- 
nection with hardware associations in several states. Penn- 
sylvania was the first to follow us. Later came Ohio, and now 
Iowa is getting in line, while Nebraska and Arkansas are 
agitating the question. Numerous requests for information 
and reading matter come from various points in the United 
States, and not long since a similar letter was received from 
England. 

INSURANCE IS INDORSED. 

There are several letters at our office expressing pleasure 
at the speedy and satisfactory settlement of losses and a warm 
indorsement of our mutual insurance. This company has had 
within six months two examinations of its books, the first by 
the state auditor in September and the last by the finance 
committee from your policy holders just previous to this con- 
vention, and the statements of these gentlemen are hereby sub- 
mitted : 

INSURANCE REPORT. 
Department of Insurance. 
St. Paul, Dec. 3, 1902. 
Retail Hardware Dealers’ Mutual Fire Ins. Co., 
Minneapolis, Minn. 

Gentlemen: I duly submit herewith report covering re- 
sult of examination made by this department of the business 
and financial affairs of your company, as of Aug. 31, 1902, 
which report verifies the fact that the company’s business is 
being conducted along safe and satisfactory lines. Its finances 
indicate that the company is fully solvent to meet fully the 
requirements of the statute relating to mutual fire insurance 
companies. 

The thanks of the department are due to the officers and 
employes for their uniform courtesy extended during the 
examination. 

Respectfully submitted, 
ELMER H. DEARTH, 


Insurance Commissioner. 














REPORT OF AUDITING COMMITTEE. 
Feb. 16, 1903. 

To the Retail Hardware Dealers’ Mutual Fire Ins. Co. 

Gentlemen: We beg leave to inform you that we have 
this day examined the books, books or record, vouchers, ac- 
counts, trial balances, etc., of Secretary M. S. Matthews for 
the fiscal year ending Dec. 31, 1902, and find: them to be cor- 
rect. On the day of our examination we find the cash on 
hand to be as follows: 


Cains GE ee oe es eee. orn ee cares? k . .$17,000,00 
Se Me enias ine edie wis ob hans os a ealetea se baewoes 1,217.46 
Ce ee Ws cares as oka 2h ods ose os cakes ae enae 532.88 

WU ck weed rte cia a une a cubes ane eneae $18,750.34 


We have also examined the annual report of the company 
for the year ending Dec. 31, 1902, and find it to be a true 
transcript of the condition of the company. 

We would suggest that policy holders be requested to 
remit premiums as promptly as possible. 

We are pleased to note that all records pertaining to the 
affairs of the company are kept in a systematic, businesslike 
manner, very commendable to our secretary. 

We are, gentlemen, most respectfully yours, 

LOUIS E. WAKEMAN, 
JOHN R. S. COSGROVE, 


Finance Committee. 


M. L. Corey, Argos, Ind., secretary of the National Retail 
Hardware Association, delivered an address at this session on 
the benefits of affiliation with the National Retail Hardware 
Association. 

H. L. Chaffee, Mankato, then read the following paper on 


THE SHOP KEEPER VS. THE MERCHANT. 


EUROPEAN HARDWARE STORES. 

. On the continent of Europe I am told that the hardware 
business is still divided up among numerous shopkeepers and 
“smiths.” The “tinsmith” sells the stoves; the “locksmith,” 
the locks; the “gunsmith,” the guns, etc., etc. A century ago 
the American merchant—sometimes ’tis true, more enterpris- 
ing than thorough—commenced to “merge” and “combine” 
all of these lines into a hardware store. 


RESEMBLED JUNK SHOPS. 


For years the American hardware store, with is mixture 
of bolts, screws, log-chains, horse-shoes, rat-traps, stoves and 
tinware, too often resembled a junk shop. Then comes the 
age of invention and a multitude of useful articles and ma- 
chines for use in the home, the shop, on the farm and in the 
orchard are invented. New mechanical tools; labor saving 
machines for the dairy and for the laundry; all must reach 
the consumer—or should do so—through the hardware dealer. 

So the shopkeeper of the past becomes the merchant of 
the present and the evolution of the hardware store becomes 
as striking as the evolution of harvesting machinery, or but- 
ter-making, or the passing of the “stone age” to the “wooden 
age” or the “wooden age” to the “iron age.” 


WIDER OPPORTU NITIES. 


All of this progress gives wider opportunity, and calls 
for greater knowledge and more intelligence on the part of 
the dealer. Forty years ago the man who could do a nice job 
of raising a tea kettle cover on a wooden block, with an oval 
hammer, was considered at the top of his profession. To-day 
it is a lost and worthless art of much less value to the hard- 
ware merchant than a knowledge that will enable him to show 
up a cream separator or a gas engine. In fact, a clerk who 
knows something of tennis rackets and golf clubs can turn 
his knowledge into ducats if he is working for a merchant 
instead of a shopkeeper. 

BUSINESS BROADENS. 

As the business broadens it becomes more complicated, 
but opportunities become greater and the dealer who keeps 
abreast develops into the modern, up-to-date hardware mer- 
chant. While the other fellow, either through lack of abil- 
ity or want of application, falls back into what we shall in 
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this paper term “The Shopkeeper.” Indeed, it is not neces- 
sary to fall back; all one needs to do is to stand still for 
three or four years and the merchant of to-day becomes the 
shopkeeper of to-morrow. 

You will notice that the term “shopkeeper” is used to 
describe a type of merchant which may still be found to exist, 
although there are probably few in this audience; as the 
average shopkeeper is opposed to associations or organiza- 
tions of any kind. He is willing that the jobber and manu- 
facturer should organize for mutual protection, but as for 
himself, he sees no need of such protection, and, as for im- 
provement, the world is going too fast to suit him anyway. 

TRADE FOGIES. 

The shopkeeper twenty-five years ago opposed the use of 
barbed wire. Until ten years ago he talked “ferninst” steel 
ranges. He spent enough time showing their disadvantages 
to have sold a hundred. He keeps open until ten o’clock at 
night, or as long as any one will hang around and he never 
advertises except in fair or church programs or in some other 
worthless way. If he runs a card in the newspaper it is not 
changed twice a year and he complains of no results. When 
he reprimands the clerk he does it before a customer so as 
to humiliate him the more, and then he growls about having 
trouble to keep good help. 

You will find gasoline stoves in his window in December ; 
ice cream freezers in January, and skates in July—provided 
you can see through the glass. He “holds off” on sporting 
goods until the drug store gobbles up the trade and then he 
complains bitterly because the druggist has cut into the legiti- 
mate hardware business. 

He “comes to”—after the procession is ten miles on the 
way and if he moves at all he must join the tail end. 

He is now trying to sell steel ranges, but the merchant 
across the way, who unrolls fourteen yards of wall paper, 
hung on a curtain roller, upon which are inscribed the names 
of hundreds of influential users of their celebrated range, 
has an unanswerable argument and the sales of the respective 
dealers continue in the ratio of “sixteen to one.” 

The shopkeeper puts in a good share of his time roasting 
catalogue houses until customers who had never thought of 
sending for a catalogue conclude they will “just try them 
once.” 

HANDLING CATALOGUE HOUSE CUSTOMERS. 

Let me relate how a certain merchant friend of mine 
handles the catalogue house customer: A farmer came in 
to look at cook stoves, something cheap. The lowest priced 
stove with a reservoir which the dealer had on the floor was 
$30.00. “How is that?” said the man who was in the habit 
of sending his cash to Chicago and getting credit at home, 
“T can buy the same size stove, 20-inch oven, for $26.99.” 
“Well” replied the merchant, “I will get you a 20-inch oven 
cook for $26.99.” “All right,” said the customer, “send and 
get me one.” “Well,” said the dealer, “let me have the money, 
plus 20 cents to cover the draft and postage.” “But,” said 
the financier, “you don’t want the cash before I see the cook, 
do you?” Certainly I do; you would have to send the cash to 
the catalogue house, wouldn’t you?” “Well,” said the man 
with the fur coat, “Who pays the freight, and suppose it 
should come in broken?” “That,” calmly replied the mer- 
chant, “is a matter between you and the railroad company. 
I am giving you a cat. price on cat. terms.” The prusperous 
farmer proceeded to fill his pipe with plowboy tobacco, took 
a few whiffs and remarked: “Say! that stove suits me pretty 
well and if it ain’t all right, I'll make it hot for you. I guess 
I'll take the thirty dollar one. I want to use it right away 
anyhow.” 

A HAYSTACK IN A FOG. 

The shopkeeper talks about his competitor’s goods until 
his customer decides to do a little investigating on his own 
account. 

But it is when it comes to buying goods that the shop- 
keeper looms up like a hay stack in a fog. He usually starts 
in by promising some tenacious traveler a good portion of his 
business for the year without any consideration in return. 
He gives out his promises for futures—provided the price is 
right—and then he complains that his competitor has either 
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bought cheaper or else is selling goods at cost. Let me illus- 
trate. A salesman walks into the shopkeeper’s store and 
says, “Have you bought your poultry netting, wire cloth, 
shovels and spades, etce.?” “Well, yes; No,” says the shop- 
keeper. “I have promised my order on a guaranteed price.” 
“So,” says the salesman. “No matter what price I make you 
are not on the market, but you want me to make a price for 
my competitor. Nay!Nay! Pauline!” says the drummer. “I 
1m not out making prices for some one else. If you are open, 
then I have something up my sleeve for you.” 
GOOD BUYING IS ESSENTIAL TO RETAIL SUCCESS 
If the buyers of the different jobbing houses would tie 
themselves up with promises, thereby shutting off any good 
things which might be going they would not last long, and 
yet good buying is just as essential to the success of a re- 
tailer as to the life of the jobber. 
THE UP-TO-DATE MERCHANT 
Now let us turn to a more cheerful picture—the up-to 
date merchant. He is the man who keeps his eye on the 
popular trade winds, and if he cannot lead he follows quickly 
He keeps close tab on coming fads and late inventions. He 
educates his trade. He sometimes helps to start a gun club, 
a tennis club, or even a golf club in his town. He helps 
start the craze for rubber tired runabouts. He realizes that 
the dear people are always looking for bargains and he sees 
no reason why the department store or the dry goods store 


should enjoy a monopoly on “clearance” siles, “mid-summer” 


sales or “mid-winter” sales. He changes his “ad” in his 
yuntry paper once a month, always running a cut of some- 
thing seasonable, and he trims his windows rtgularly once 
1 month to match his “ad.” He believes in large, plain 


figures for selling prices—the larger the better—for he knows 
that the very fact that the selling price is conspicuous car- 
ries conviction as to the bargain offered. “You see that over 
coat marked only $12.00! It must be a bargain or the price 
would not be up there in the window.” Let me illustrate. 
A young merchant friend of mine in a town of less than 300 
inhabitants bought twelve sets of 1847 knives and forks. JI 
said to him, “Can you sell that many?” Well, he piled them 
up in the window with a big display card, which read: “Gen- 
uine Roger Bros. 1847 knives and forks, only $4.75 a set.” 
He sold nine sets in two weeks before Xmas. It taught me 
a lesson. I do not know how he explained the close (?) 
price quoted, but presume that he explained that in buying 
twelve sets he got a special low price I believe that if he 
had taken my advice and bought six sets he would have sold 
probably three 
MUTUAL FIRE INSURANCE. 

[he merchant believes in mutual fire insurance. The up 
to-date merchant believes that one good clerk is worth two 
poor ones. Neither does he offer a premium for pilfering 
by paying starvation wages. And finally when a salesman 
calls upon him he either gives him a respectful hearing, or 
if too busy at the time, makes an appointment, which he keeps 

and then if he cannot use anything offered he so informs 
the traveling man so that both may go on with their busi- 
ness, 

The average salesman will thank you for the audience and 
go on about his business 

INVITES RACKET STORE COMPETITION 

Che hardware merchant who does not at a certain season 
of the year run a ten or twenty-five cent counter is inviting 
the racket stores to his town. You can buy your goods for 
these displays just as cheaply as the Fair Store. The average 
profits are good and it will increase your cash sales. Scores 
of articles are sold through these mediums which, if kept back 
out of sight, would never be called for. 

The shopkeeper builds his foundation on the sand of 
price alone and when the flood of cheap trash from auction 
sale or bankrupt stocks come on his structure falls. 

The merchant builds on the rock of quality. He educates 
his trade to know that a poor article is dear at any price. 
Storm and floods rhay come but the building stands, for the 


foundation is upon the rock. 
The dealer who does not make his fight upon quality has 
lost the battle before the fight is on. 






















In the arrangement of the store and the display of goods, 
modern inventions have made it possible to transform the 
old hardware junk shop into a store as clean, bright and 





attractive as any drug store. Many of these contrivances for 
showing goods are comparatively inexpensive. 

Time and space will not permit me here to go into further 
details, but if this paper shall help us to realize that the hard- 
ware business of to-day presents wonderful opportunities, that 
it calls not only for a wide general knowledge but for close 
application in mastering details, that, in a¥word, it is no longer 
a narrow trade but a profession in which the broadest intel- 
ligence and the most marked executive ability may find full 
scope, then it shall not have been written entirely in vain 

Shortly before 12 o’clock the meeting adjourned in order 

let number of members lunch at the Northwestern Furni- 
ture Exposition at St. Anthony's Park 


CONVENTIONALITIES. 


—— 

H. O. Spencer, representing the Richards Mfg. Co., 
Aurora, Ill., was one of the popular camp followers 
on the floor of the convention. He was giving away a 
handsome black morocco pocketbook. 

E. C. Atkins & Co., Inc., Indianapolis, Ind., were 
represented by their L. H. Rounds, W. P. Hartman, 
T. F. Barbour and R. B. Nixon. They had a complete 
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exhibit of their various lines of saws, which was visited 
by a large number of dealers attending the convention. 
They were also giving away some handsome gilt edge 
decks of cards, which were fully appreciated by the 
fortunate recipients thereof. 

The Cole Mfg. Co., manufacturers of Cole’s original 
hot blast and air tight stoves, had an exhibit in Room 
128 of the Nicollet Hotel, in charge of their Mr. H. L. 





Bangs. H. A. Cole of this firm, who is widely known 
to the hardware trade in all sections of the country 
had intended to attend this convention, but was de- 
tained by a severe attack of typhoid fever. 

The Voss Bros. Mfg. Co., Davenport, Ia., manufac- * 
turers of the Ocean Wave washing machine, had an ex- 
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hibit of its popular machine in Parlor F of the Nicollet trade of the Round Oak goods. This firm were giving 
Hotel, where their Messrs. Chas. E. Mearns and W. away some handsome souvenir spoons, Round Oak pins 
H. Voss were kept busy explaining the merits of this 
machine to the many dealers who called. 

Sam White of the White Lily Washer Co., had one 
of these popular machines on exhibit in Parlor E of the 
Nicollét»M6tel’ ‘This machine was filled with white 











lilies, which made a_ decided hit as a convention 
souvenir, and Mr. White was kept busy in handing 





them out to his many friends in the trade. 

Charles Lindemann, representing the well-known and Round Oak match boxes as souvenirs. They also 
firm of J. P. Lindemann & Sons, Milwaukee, Wis., had 
a magnificent exhibit of the Red Cross steel ranges in 
Parlor F of the Nicollet Hotel. Mr. Lindemann is 
very popular with the Minnesota trade, and was kept 


had on display a miniature sample of the Round Oak 








busy explaining the merits of this range to his many 
friends among the members of the association. 
T. L. Canfield, representing the Brand Stove Co., 
Milwaukee, Wis., had a magnificent exhibit in Parlor E 
of the Nicollet Hotel, he was distributing some red 
morocco memorandum books and some handsome mir- 





rors as souvenirs, and had on exhibit samples of these 
steel ranges, base burners, Oaks and Hot Blasts manu- 
factured by this firm. 





Wm. S. Petersen, Lyons, Ia., was on hand as repre- 
sentative of the Lyons Specialty Co., he was showing 
samples of the Petersen Everlasting steel barn door 
hatch and holder, and had an interesting placard up 

, in the corridors of the Nicollet Hotel, showing a mon- 
key reading a circular devoted to the merits of this 





hanger. 





: 

The Estate of P. D. Beckwith, Dowagiac, Mich., ig 

held open house in Room 107 of the Nicollet Hotel, as SEs 

+ where their Mr. Geo. T. Adams and H. L. Mosher furnace, and explained the special features of this popu- 
were kept busy entertaining the many friends in the 





es — 





lar furnace to a large number of Minnesota dealers. 
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Charles E. Bock, representing the Milwaukee Cor- 
rugating Co., Milwaukee, Wis., had magnificent quart- 
ers in Parlor E of the Nicollet Hotel, where he was 
showing some of the handsome metal ceiling designs of 
this firm; he also had a substantial sample board 8x15 
feet in dimensions, on the wall, which he was using to 
show the side walls, corrugated work of all kinds, 
eaves troughs, conductor pipe, Kuehns rainwater cut- 
offs and other roofing specialties of this concern. 

Farwell, Ozmun Kirk & Co., St. Paul, Minn., occu- 
pied Room 228 of the Nicollet Hotel, where they had a 
fine exhibit of their guns, bicycles and other sporting 
goods. They also had some attractive easels in the 
main corridor of the Nicollet Hotel. One of these 
showed their line of gilt-edged paints, another was de- 
voted to a line of their favorite stoves and ranges, a 
third showed Henry Sears cutlery and a fourth their 
line of Crawford bicycles. 

H. C. Goltz, E. F. Lindman, H. W. Loomis and 
other representatives were kept busy in explaining to 
the trade the special points of merits of the goods 
shown. Among the souvenirs given away by this firm 
were a handsome aluminum ash or card tray, calling 
attention to the merits of the gilt edged mixed paints. 


A large number of the delegates accepted the invi- 
tation of the exhibitors of the Northwestern Furniture 
Exposition, of St. Anthony Park, to meet them at 
lunch at their club rooms in the Exposition Building at 
Feb. 26th. 


H. O. Spencer of the Richards Mfg. Co., Aurora, 
Ill., was among the affable camp followers present in 
the Lindell. He organized a personally conducted 
band of tourists to go to the meeting of the Minne- 
sota Retail Hardware Dealers’ Association at Minne- 
apolis. The party included H. O. Spencer, Richards 
Mfg. Co., Aurora, Ill.; Miss Annis Porter, E.-Z. Mfg. 
Co., Galesburg; W. H. Voss, Voss Bros. Mfg. Co., 
Davenport, Ia.; Chas E. Mearns, Voss Bros. Mfg. Co., 
Davenport, la.; Sam T. White, White Lily Washer 
Co., Davenport; M. L. Corey, Argos, Ind., secretary 
National Retail Hardware Dealers’ Association; R. B 
Nixon, E. C. Atkins & Co., Inc., Indianapolis, Ind., 
and Sidney P. Johnston, Tue AMERICAN ARTISAN, 
Chicago. 


noon, 


The Commercial Club of Minneapolis presented the 
delegates with a souvenir, consisting of one of their 
handsome Minneapolis calendars, showing a number 
of delightful views around the city. 

The Germer Stove Co., Erie, Pa., were represented 
by T. J. Duffy, Jr., and E. B. Waterman, with head- 
quarters at Room 40 of the Nicollet Hotel. This firm 
are deservedly popular with the Northwestern dealers 
and their headquarters were thronged with a number 
of delegates to the convention. 


CAMP FOLLOWERS. 


r. L. Hopkins, Norvell, Shapleigh Hdw. Co., St. Louis, 
Mo. 
C. M. Kennedy, Wheeling Corrugating Co., Minneapolis, 
Minn. 
O. L. Schutz, ‘The Hardware Trade, Minneapolis, Minn. 
W. E. Davis, The Hardware Trade, Minneapolis, Minn. 
E. F. Lindman, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 





H. C. Goeltz, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 

H. W. Loomis, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

W. W. Strayer, Aurora, Ill. 

H. L. 
Mich. 

Geo. T. Adams, the Estate of P. D. Beckwith, Dowagiac, 
Mich. 

W. H. Voss, the Voss Bros. Mfg. Co., Davenport, Ia. 

Chas. E. Mearns, the Voss Bros. Mfg. Co., Davenport, Ia. 

Miss Annis Porter, E. Z. Mfg. Co., Galesburg, IIl. 

Sam T. White, White Lily Washer Co., Davenport, Ia. 

M. L. Corey, sec’y Nat’l Retail Hdw. Assn., Argos, Ind. 

W. L. Nesbit, F. & L. Kahn & Bros., Hamilton, Ohio. 

E. A. Campbell, Minn. Stove Co., Shakopee, Minn. 

G. L. Nye, Minn. Stove Co., Shakopee, Minn. 

David Meis, Minn. Stove Co., Shakopee, Minn. 

W. C. Sibley, Malleable Steel Range Co., South Bend, Ind. 

G. M. Gates, Thomas White Stove Co., Quincy, III. 

M. Ledwidge, Follansbee Bros. Co., Pittsburg, Pa 

H. O. Amundson, Alexandria, Minn. 

A. D. McGilvray, Minneapolis, Minn. 

H. L. Anderson, Minneapolis, Minn. 


Mosher, the Estate of P. D. Beckwith, Dowagiac, 


Chas. H. Conner, Fuller-Warren Co., Minneapolis, Minn. 

L. H. Round, E. C. Atkins & Co., Indianapolis, Ind. 

W. P. Hartman, E. C, Atkins & Co., Indianapolis, Ind. 

T. F. Barbour, E. C. Atkins & Co., Indianapolis, Ind. 

R. B. Nixon, E. C. Atkins & Co., Indianapolis, Ind. 

Sidney P. Johnston, THe AMERICAN ARTISAN, Chicago, III. 

“Pop” Bennett, Reading Hardware Co., Chicago, IIl. 

W. E. Cummings, Washington Show Case Co., Minne- 
apolis, Minn. 

E. T. Jones, Minnesota Linseed Oil Paint Co., Minneapo- 
lis, Minn. 

O. P. Lambert, Minnesota Linseed Oi] Paint Co., Minne- 
apolis, Minn. 

J. H. Hall, Minnesota Linseed Oil Paint Co., Minneapolis, 
Minn. 

H. L. Chaffee, Norvell-Shapleigh Hdw. Co., St. Louis, Mo. 

L. P. Kelsey, the Art Stove Co., Detroit and Chicago. 

D. L. Myers, Watertown Thermometer Co., Watertown, 
MN. F. 

J. Brereton, Hunt, Helm, Ferris & Co., Harvard, III 

A. R. Fuller, Hunt, Helm, Ferris & Co., Harvard, III. 

Samuel Faulkner, Hoyt Mfg. Co., Milwaukee, Wis 

E. B. Waterman, Germer Stove Co., Erie, Pa. 

T. J. Duffy, Jr., Germer Stove Co., Erie, Pa. 

H. S. Nunamaker, the Ney Mfg. Co., Canton, Ohio 

T. M. Gillfillan, Geo. M. Clark & Co., Chicago, III 

H. L. Bangs, Cole Mfg. Co., Chicago, III. 

W. T. Partridge, The Iron Age, Chicago, II]. 

Harry Nee, Stearns Paint Mfg. Co., St. Paul, Minn. 

J. F. Niemeyer, Stearns Paint Mfg. Co., St. Paul, Minn. 

L. H. Filiatrault, Stearns Paint Mfg. Co., St. Paul, Minn. 

T. L. Canfield, Brand Stove Co., Milwaukee, Wis. 

Wm. C. Gaye, Aurora, III. 

H. O. Spencer, the Richards Mfg. Co., Aurora, III. 

Wm. S. Petersen, Lyons Specialty Co., Lyons, Iowa. 

Chas. Lindemann, J. P. Lindemann & Sons, Milwaukee, 
Wis. 

C. W. Miller, Hibbard, Spencer, Bartlett & Co., Chicago. 

W. J. Moorhead, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 

E. A. Burke, Hibbard, Spencer, Bartlett & Co., Chicago. 

O. P. Shepardson, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 

H. K. Tompkins, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 

C. C. Clement, Hibbard, Spencer, Bartlett & Co., Chicago. 

J. C. Vincent, Hibbard, Spencer, Bartlett & Co., Chicago. 

E. W. Eisenhart, Hibbard, Spencer, Bartlett & Co., Chi- 


R. J. Olin, Hibbard, Spencer, Bartlett & Co., Chicago. 
G. F. Sexauer, Hibbard, Spencer, Bartlett & Co., Chicago. 
C. T. Chandler, Hibbard, Spencer, Bartlett & Co., Chi- 




















L. T. Siddall, Hibbard, Spencer, Bartlett & Co., Chicago. 
G. T. Scott, Hibbard, Spencer, Bartlett & Co., Chicago. 


H. B. Essington, Hibbard, Spencer, Bartlett & Co., Chi- 


cago. 


R. C. David, Hibbard, Spencer, Bartlett & Co., Chicago. 

J. A. Armstrong, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 
C. G. Baurmann, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

C. E. Brubaker, Farwell, Ozmun, Kirk & Co., St.” Paul, 
Minn. 

C. L. Devendorf, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

E. H. Burnham, Farwell, Ozmun, Kirk, & Co., St. Paul, 
Minn. 

J. A. Forbes, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

H. P. Gallup, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

N. Geib, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 


C. E. Griswold, Farwell, Osmun, Kirk & Co., St. Paul, 
Minn. 
C. E. Hiam, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 


G. L. Horton, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

A. A. McKay, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

J. P. McLaren, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

C. J. Peterson, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

C. E. Popp, Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 


G. A. Salisbury, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

A. H. Wiseman, Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn. 

E. F. 
Minn. : 

E. K. Wilcox, the Jones Perpetual Ledger Co., Chicago, 
tll. 

W. H. Gruenhagen, St. Anthony Park, Minn. 


Lindman, Farwell, Ozmun, Kirk & Co., St. Paul, 


~~ 
-oo 


EXCELLENT DEMAND FOR ELECTRIC TRAVEL- 
ING CRANES. 





Pawling & Harnischfeger, Milwaukee, Wis., state 
that the demand for cranes is as good during nearly the 
first two months of 1903 as at any time of the same 
period during 1902. While most of the orders come 
from the iron and steel industries of Pennsylvania and 
Ohio, yet the business from these industries in other 
sections is very satisfactory. 

Other lines of trade are buying freely, with numer- 
ous inquiries from industries that have heretofore bare- 
ly entered the crane market. The foreign demand 
still remains quiet, though this firm advises that they 
find the domestic market of such strength that busi- 
ness abroad need not be solicited. The orders booked 
since Jan. Ist, 1903, are partly represented as follows: 
Chicago & Eastern Illinois R. R. Co., Danville, Ill., 3 
cranes; Western Tube Co., Kewanee, IIl.; the West- 
inghouse Machine Co., East Pittsburg; South Penn. 
Oil Co., Folsom, W. Va.; the Pittsburg Plate Glass 
Co., Ford City, Pa. ; Ansonia Brass & Copper Co., Tor- 
rington, Conn.; Fairbanks, Morse & Co., Beloit, Wis. ; 
St. Paul Foundry Co., St. Paul; the Ingersoll-Sergeant 
Drill Co., Phillipsburg, N. J., 14 cranes; American 
Bridge Co., Am. Bridge Plant, Economy, Pa., 5 
cranes; The Standard Steel Works, Burnham, Pa.; 
City of Boston, Water Dept., Boston; Beloit Iron 
Works, Beloit, Wis.; International Steam Pump Co., 
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Laidlaw-Dunn-Gordon Works, Elmwood Place, O.; 
Wheeling Steel & Iron Co., Benwood, W. Va.; The 
Coe Brass Mfg. Co., Torrington, Conn.; The Mc- 
Conway & Torley Co., Pittsburg ; The Ironton Engine 
Co., Ironton, O., 2 cranes; Joseph T. Ryerson & Son, 
Chicago ; Hammond Iron Works, Struthers, Pa. ; Cam- 
bria Steel Co., Johnstown, Pa.; American Bridge Co., 
Pencoyd Plant, Pencoyd, Pa.; C. A. Lawton & Co., 
De Pere Wis.; Perry-Matthews-Buskirk Stone Co., 
Bedford, Ind., 2 cranes; The Toledo Machine & Tool 
Co., Toledo; American Sheet Steel Co., Wellsville 
Works, Wellsville, O.; Landis Tool Co., Waynesboro, 
Pa., 3 cranes; Goodman Mfg. Co., Chicago. 


~~ 
~-e- 


MISSOURI INSURANCE. 








Fred Neudorff, secretary of the Missouri Retail Stove 
and Hardware Dealers’ Association, is sending out the 
following letter to the members of that association: 
“Since my return from the annual meeting at St. 
Louis, I have been industriously at work to get the dif- 
ferent lines of our state work under way. I have all 
the forms practically in shape to commence operations 
in our insurance department as soon as the policies con- 
tracted for net us $1,000 in premiums, which fulfills 
the state law. You have doubtless read in the trade 
papers, full particulars of this matter, but if not, will 
gladly send you copy and afford you ample explanation 
of any points not clear to you, if you will but write me. 

“I now write to ask you to state how much insur- 
ance on stock or building you want; when you will be 
ready for it; the price you are charged by the old 
line companies; in other words, the board rate on both 
your stock and building. Make your statement as full 
as possible so that ] can figure out just where we are. 
Do this as rapidly as possible and oblige the associa- 
tion.” 

ents oa 


UNCLE SAM’S MAIL BOX. 


The C. A. Peck Hardware Co., Berlin, Wis., are 
manufacturers of the Uncle Sam’s mail box shown 
in the accompanying 
illustration. This mail 






box is made of No. 
my 22 «galvanized iron 
neatly striped in red 
with finished and 
double-seamed joints 
in all parts. It has a 


storm-proof drop-let- 
ter slot with an inside 
flap; an inside penny 
box, where money 
may be left for post- 
age for letters for the 
postman to mail, and 
an outside hook attached to the framework, for hold- 
ing packages or parcels too large to go into the box. 
The padlock hasp is very strong, and cannot be re- 
moved, pried open or broken. The cover cannot 
blow open, and when it is opened exposes the interior 
of the box to plain view. 


Uncle Sam's Mall Box. 
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Meeting Ohio Hardware Association. 





TUESDAY AFTERNOON SESSION. 
[he convention was called to order at 2 p. m. by Presi- 
dent W. P 


he Great 


Jogardus of Mt. Vernon, in the banquet room of 
Southern Hotel. 

Rev. Bedford Jones, pastor of Good Shepherd Church, 
opened the proceedings with prayer 

welcomed 


President Bogardus: In order that we may be 


to the city of Columbus, the local committee has deemed it 
advisable to ask one, a citizen of Columbus, to extend to us 
the right-hand of fellowship. Mr 
f the ¢ 

Mr. Spahr then gave the following: 


ADDRESS OF WELCOME. 


Geo. Spahr, the president 


‘olumbus Board of Trade, will do that 


. 
EXTENDS GREETINGS OF COLUMBUS 


It is with a great deal of pleasure that I am here this aft 


ernoon to extend the hearty greetings and the cordial welcome 
of Columbus people to the Ohio Hardware Association. To 


present the keys of the city is not my office. Our municipal 


authorities, appreciating the utter absurdity of such formality 


4 
to a convention of locksmiths, have thrown the town “wide 


open” in anticipation of your coming. The pass-keys with 


man goes armed are not needed here, 


a Corbin, a Sargeant, a Ya 


which every hardwar« 


and whether yours be le, or what 


not, our doors are open and all is yours. 
NAME EXPRESSES FREEDOM AND CO-OPERATION. 
We business men of its capital city 


to meet and to greet such a gathering of Ohio’s sons as yours 


are especially glad 


to-day. Your very name, the “Ohio Hardware Association,” 


expresses the spirit of freedom and the spirit of co-operation 


by which our country’s prosperity and power are to be con 


served. The old saw of our boyhood, “Two of a trade never 





President, W. F. Bogardus, Mount Vernon, 


agree,’ is utterly disproved in such a presence as this, and 
by such a program and such discussions as yours of the next 
three days. I congratulate you heartily that the hardware 
men of Ohio, while reserving the liberty of honest competi- 
tion, have been first among our merchants to realize the value 
of co-operation and the inestimable worth of these fraternal 
You have learned to know each other better and 


to better respect eacli other's rights and each other's purposes, 


meetings. 


From personal experience [ can myself bear witness that in 


the heat of fierce competition, without a semblance of conni- 
vance among bidders, no class of contractors showed such 
fairness and consideration for their rivals in business as the 
hardware men. To inspire such a spirit of association, such 


} 


a realization of their mutual interests in the minds and hearts 


of its more than a thousand members, is the highest aim of the 





Secretary, Dwight Burr, Piqua. 


Columbus Board of Trade. 
it is not an association of men studying the same problems or 
We number men of every 


Ours is not a commercial body; 


confronted by the same conditions. 
learned profession and every calling, of opposite politics and 
of widely different religious opinions. 

THE COMMON CAUSE, 


Our common cause is Columbus: that we shall have 
a cleaner, healthier, more beautiful city as the years 
go by; that the conditions of our workers _ shall 


be studied and improved; that our trade and_ our 
manufactures shall be constantly stimulated and steadily de 
veloped; that our people shall all enjoy the well-being which 
With a McKinley 


statue to adorn our capitol grounds and a soldiers’ memorial 


rapidly increasing wealth should mean. 


hall to accommodate the largest gatherings, we hope that our 
city may become the pride of your state—the one attractive 
fitting place for your conventions through the years to come. 
When our members shall all have become imbued with the 
spirit of your association a still greater Columbus will unfold, 
and this same spirit will set itself to our larger efforts “like 
perfect music unto noble words.” 

Gentlemen, in behalf of the Columbus Board of Trade, I 
bid you welcome. 

President Bogardus: Board of 
lrade, we certainly accept the welcome that you have given 
us in the spirit in which you give it to us. We realize that 

We realize that 
We realize, as its 


Representative of the 


we have come to the capital of our state. 
it is one of the great cities of our state. 

smoke goes up and darkens the country, it means work for 
hundreds of men. We realize the force and the energy and 
the push there is in the citizens of Columbus, and we are 
We know what kind of 
here before. We 
to business men 
Do you know that we rep- 
From 


glad to be gathered here with you. 


a reception we get here. We have been 


know how kindly your hearts reach out 
scattered out through the state. 
resent the oldest business on the face of the earth? 























the time of Tuble Cane up to the present, iron has been manu- 
factured, and as long as there has been manufacturers there 
has been some one to sell, and therefore there has been hard- 
ware dealers since the year one. We represent the oldest 
business on the face of the earth. We are not old here— 
you see a good many of our faces are young—but our busi- 
ness is old and it is respectable and it is honest; and the am 
bition that we have is that it shall be one of the most noble 
callings in the world; that the men who engage in the hard- 





Financial Secretary, W. C. Jones, Columbus. 


ware business shall be called “princes” and the traffickers the 
“noble of the earth.” We realize these things as we gather 
together to study problems and to think over the things which 
will result in our betterment and in the advancement of our 
interests. 

We certainly are very grateful to you for your kind 
We know that Ohio is looked upon east and 
I was told the other day by a gen 
state in the world—in 


appreciation. 
west as the great state. 
tleman that “Indiana is the greatest 
the United States; every line of communication east and west 
goes through Indiana and they give more or less tribute to 
that great state; while we may not be the mother of presidents, 
we have a state to the east of us that is.” Another gentle 
“T am not a citizen of Ohio, but the best 
woman I ever knew in Indiana came from Ohio.” 


man said to me: 
So you see 
what relation we bear to other people in other states. We 
And there is no 
necessity for us to stand up and try to establish our reputation 
Our reputation is before the world. 


are looked upon as good people, and we are. 


Ohio is always in it 
Ohio has been in it and will continue to be in it, and the 
Ohio Hardware Association is. the oldest hardware associa- 
tion in the United States, and we hope will always contin: 
I thank you. 


business in order is the roll-call of the mem 


to be the largest. 
The next 
bers. ‘ 
The secretary called the roll. Several-members responded 
to the call 
President Bogardus: The next in order will be the read- 
ing of the minutes of the last meeting 
The secretary read the minutes of the last meeting. 
On motion the minutes were approved as read. 
President Bogardus then read his annual report as fol 


lows: 


ADDRESS OF PRESIDENT BOGARDUS. 


OLD AND NEW MEMBERS. 
annual convention of our 
And as we come together we are made glad by the 


association is at 


The ninth 
hand. 
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welcome from many who have, in the years that are past, 


And 
we rejoice to see the faces of the new members who have 
Yet, while we rejoice with 
those who are present, we are made sad when we remember 
that some of the faces that had a kindly smile or welcome 
Their work 
is done, and they have gone to that “bourne from whence no 


by their faithful service, made this convention possible. 


come to cast in their lot with us 


for us will meet us no more in our conventions. 


traveler returns.” Peace to their ashes. 


THE PAST YEAR 
As we gather in convention it may not be amiss to review, 
for a little, the past year that we may profit by our experi 


ence as we plan for the future. For we have come to consider 


ways and methods of doing business; to compare notes; to 


exchange experiences that we may be of mutual benefit; to 
gather strength and encouragement to enter upon the duties 


of the year that is before us. The past year has been one of 


great prosperity, and we have much to be thankful for. Prices 


have not fluctuated, as in some years, and there has been, in 


consequence, a greater stability in business. Only within the 


last few months has there been any marked change in prices 


It is not dificult to understand the reasons for the declines 


The excessive prices that have been prevailing, on certain 


lines of goods, have invited competition until the capacity for 


production is in excess of the consumptive power of the 


country \s yet there is not enough in these changes to cause 


alarm 


NATURAL RESULTS OF COMBINATION GONE DAFT 


They are but the natural results of combinations gone 


daft—combinations that dreamed that they could control cer- 


tain lines of goods, and therefore put prices where they 


pleased without regard to cost of production. But experi- 


ence shows that such things right themselves in a short time 


The wind that inflates such balloons soon vanishes, and there 





Treasurer H. A. Waller, Ravenna. 


is nothing left for the poor stockholder but an experience. A 
we study the so-called trusts, and become familiar with their 
methods and ways of doing business, we lose the fear that 
they once inspired. We find that they have their limitations 
When they undertake to monopolize any line of goods, and 
raise prices, opposition immediately springs up, and it is not 


long before prices come down. And yet the great combina 
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When wisely administered they are a 
The 


tions have their value. 
bulwark against sudden and violent changes in prices. 
most potent economic impulse of our times is organization. 
Men of broad statesmanship see it and have taken advan- 
tage of it to consolidate lines of business with the intent to 
save, in the conduct of the business, a large amount now 
wasted in antiquated methods. And the results, in many 
combinations, justify the claims of the promoters. So the 
question comes to us, Is there any way we can improve our 
methods and ways of doing business? 

MORE CAPITAL IN RETAIL THAN WHOLESALE 

The statement is made that there is more capital invested 
in the retail hardware business than there is in the wholesale 
There is an association of manufacturers. 
There are 
of them, 
Dealers’ 


HARDWARE. 


hardware business 
There is an association of jobbers of hardware. 

some associations. These, or most 
have been affiliated in a National Retail Hardware 
It goes without saying that these three—the 


sixteen state 
Association. 
manufacturer, the jobber and the retailer—are mutually de 
pendent on each other for their success in business. Neither 
can get along without the aid of the others. As well might 
the heart say I have no need for the large arteries in the dis- 
tribution of the blood through the body; or, the large arteries 
say we have no use for the small arteries. We can send the 
or the small arteries to 
say we have no need of the large arteries. We can go to the 
We must recognize our mutual inter 


blood through the system ourselves ; 


heart for our supplies 
dependence. To do this, we must meet as equals to co-operate 
to bring about results for our mutual good. 

4 MOOTED QUESTION. 

Already one of the mooted questions is as to the advisa- 
bility of having conferences between committees from the 
retail association and the jobbers’ association. To accomplish 
this is one of the ends of our association. Individuality is 
swallowed up by organization. And results are brought about 
by organized effort that would be impossible if attempted by 





Retail Hard- 


President National 
ware Dealers’ Association. 


H. G. Cormick, Centralia, ILL, 


individuals. There is a power and a force back of numbers 
that bring results. Men of capacity and observation have 
seen this, and the organized work of the opening years of the 
twentieth century are the results. Broad-minded commercial- 
ism that knows its rights and duties, and also knows the 
rights of others and respects them, is what is wanted. 

A POLICY THAT CAN BE ONLY TEMPORARILY PROSPEROUS. 

A spirit that prompts a corporation to reach out for every- 
thing in sight, without regard for the rights of others, may 
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prosper for a time, but not for always. Business houses that 
send their catalogues out over the country making special 
prices on staple goods with the evident intention of creating 
doubt in the minds of the customers of the small stores in the 
small towns and country districts; to get them to think that 
the local merchant is robbing them, and to persuade them 
that the way to get goods cheap is to send their money to 
the catalogue houses, and take what they send as an equiva- 
lent for their money, are moved more by the spirit of greed 





LH. F. Rahe, Cleveland, Alternate Delegate National Association. 


than by any desire to do unto others as they would like to 
be done by. It means the ruin of the small store in the 
country, and the serious crippling of the stores in the small 
cities. Their claim of selling cheaper than others is false in 
theory and in fact. They do not sell any cheaper than others 
if the full line is considered. Take a general order, and get 
prices from a catalogue house and there is not one of us but 
what can meet the prices under the same conditions. How to 
make our customers believe this is the hard problem, especially 
when they will not come to compare, or get our prices. 

IN COMMERCIAL ETHICS WILL ELIMINATE CUT-THROAT 

COMPETITION. 

I see no other way but to go after them. Get the cata- 
logues, and meet the prices, remembering that the old adage, 
“that all things come to him who waits,” does not apply in 
this case. A healthy competition can come only when men 
realize the right of the other man to live, and be willing to 
ask and get a reasonable profit on the goods he sells. So we 
look for education in business morals to eliminate the cut- 
throat way of doing business. It is criminal for a business 
man to sell goods at cost in order to kill off his competitor. 
It is the ruin of the customer to educate him to believe that 
men are in business for any such purpose. The greatness of 
our country is largely dependent on the education and living 
of the man of small means. The largest number of us are 
men of but one talent, and we should be encouraged to use it 
rather than be permitted to hide it in a napkin. So we recog- 
nize the great power that comes from organization, and the 
need of a thorough organization of all the hardwaremen of 
the state was never more apparent than it is at present. 

SHOULD MEET AS EQUALS RATHER THAN SUPPLIANTS. 

I do not advocate a thorough organization that we may 
be in position to demand or threaten any one, but when the 
occasion requires, we can meet the manufacturers or jobbers 
not as suppliants, but as equals to discuss and determine what 
is for our best interests as hardwaremen. As an association 


EDUCATION 



































we can talk to the railroads and be heard; as individuals we 
cannot. The tendency to concentrate in the large cities, and 
to draw trade from long distances, while it may benefit a few, 
works harm to the small merchants and will ultimately break 
them down. And while it may seem that money is saved 
by sending away for goods, it is done at the expense of the 
convenient store near by. 
THE PARCELS POST BILL. 
One of the methods that is sought to be used by these 





Ex-President, O. M. Scott, Marysville. 


great stores to draw trade from long distances is the attempt 
to get through Congress what is called the Post Parcels Bill, 
that will enable any one who wants anything up to 200 pounds 
to get it by mail; sixty pounds to be carried for 20 cents, and 
every twenty pounds thereafter up to 200 pounds to be carried 
for 5 cents for each twenty pounds. With a deficiency now 
of over $4,000,000, you can imagine the condition of the Post- 
office Department when such a bill becomes a law. We owe 
it to ourselves and our neighbors to make an organized re- 
sistance to the passage of such a measure. 

Efforts to control the source of supply of a given com- 
modity have proven very costly experience. The danger of 
inciting the speculative or blackmailing construction of use- 
less plants has become too apparent for men of judgment to 
rush into enterprises without careful investigation; and we 
look forward with pleasant anticipations to the time when the 
promoters of vast watered-stock enterprises will be without 
a job. 

NO COMPLAINTS. 

We may congratulate ourselves that during the year no 
complaints have come before the grievance committee that 
have not been amicably adjusted. 

INSURANCE. 

At the last meeting of the association a committee was 
appointed to organize the insurance company for the benefit 
of the hardware men within the bounds of our state. Their 
success has been phenomenal, and I doubt not that the report 
that they will make will be most satisfactory, and be a means 
of further increasing the membership of this association. In 
all other ways the association has had its measure of success. 
Its membership is gradually growing and bids fair to further 
increase under the inspiration of the work that has been 
done. 

THE PULSE OF THE BUSINESS WORLD. 

The iron industries are the pulse of the business world. 

When they are prosperous the whole world moves. And now, 
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as we look into the future, what do we see? The great ships 
ladened with iron ore coming down from the north country; 
the smoke from thousands of chimneys that is darkening the 
sky; the red-hot iron crawling out of the great furnaces and 
with hiss and snap running into the huge ladles that are wait- 
ing to convey it to the molding room, and the rolls that it 
might be tamed and made useful to man; the whirr of ma- 
chinery that with bang and clatter of wheels makes the very 
air resonant with their noisy music; the laborer, and the 
mechanic going to their work with full dinner-pails, with the 
comforting assurance that the pay-days will be regular; the 
smiling earth yielding up its increase; the farmer blessed with 
abundant crops; our country at peace with all nations; the 
wheels of industry unclogged; capital and labor beginning to 
learn to respect each other and to realize that “peace hath 
her victories as well as war” and vastly more enduring. This, 
and more, do we see. Factories whose output for the coming 
year is already sold. This means steady prices for the coming 
year. 
OUTLOOK WAS NEVER BETTER. 

The business outlook has never been better, and we enter 
the new year with strong hopes of success. But it will not 
come to us if we sit quietly down. We must attract the public 
with clean, well-arranged windows. We must get our goods 
in shape so as to be easily handled and shown. We must 
study our trade, and their ability to pay. We must buy the 
goods’ that they want and make our prices attractive. We 
must tell the truth and get their confidence, and keep it by 
fair dealing. And if we are not successful in the coming 
year, there is no success worthy of the name. 

President Bogardus: The next business in order will be 
the appointment of committees. The first committee I wish 
to appoint is a committee that I have just established—a Com- 
mittee on—to our better acquaintance,” John F. Baker of 
Dayton, chairman, with the privilege of summoning all the 
help that he wants. ' 

The following committees were then appointed: 

Committee on Resolutions—J. C. Fuhr, Williamsburg; J. 
C. Conwell, Xenia; Mr. Mulligan of Bellefontaine. 





Ex-Secretary, Geo. M. Gray, Coshocton. 


Committee on Nominations—George Meyer, Cincinnati; 
F. A. Baer, Mansfield; G. A. Wolf, Hollingsburg; John 
Henne, Youngstown; C. S. Johnson, Barberton; A. M. Glock- 
ner, Portsmouth; C. C. Heller, Beaver Dam; D. H. Horne, 
Louisburg; S. W. Bolenbaugh, Canal Winchester. 

Committee on Question Box—W. L. Jacobs, Youngstown ; 
Frank K. Dixon, Martin’s Ferry; J. M. Martin, McComb. 
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Committee on Laws Relative to the Hardware Trade—A 
L. Shearer, Dayton; William Miller, Cardington; E. A. Paul 
len, Jamestown 

Committee on Memorial—N. C. Alten, Lorain; O. Thomp 


son, Cambridge; F. M 


On motion the secretary was instructed to send congratu 


Potter, Cleveland 


latory telegrams to such bodies as it would be proper to send 


them to 

President Bogardus lhe next thing in order is short ad 
lresses from everybody 

Mr. Baker Mr. President, | am simply swamped with 

s committee that you have appointed me chairman of. I 

1ave been sitting here wondering. I see no side door for m« 
o get out of, so I guess I shall have to accept the appoint 
ment I will do my level best to see that these people get 
icquainted with each othet I would hke to begin now I 
would make the suggestion that whenever vou see a man witl 
a badge like this on, go up and talk with‘him. Find out who 
he is and where he is from, and I was going to add, if he 
expects to go bacl I look forward, Mr. Chairman, to a 
pleasant meeting. I o tell y sa member of the asso 
ciation that I have been thinking about this meeting all the 
last year There e son faces here that I know a little 
better than some others I have been thinking about thes 
people that I have known during all the life of the asso 
tion, and as the last Tuesday in February comes around, my 
heart turns to the hardware association and also to the faces 
that I have seen and known. I don't know that any of you 
are more glad to see me than I am to see you, und with 
our worthy chairman I hope that the year 1903 shall be for 


all of us the best we have ever had 
Bogardus: I 


Association at 


(Applause. ) 


President was at the convention of the 
Indiana Retail Hardware Indianapolis last 


week. 


hundred 


whole crowd of over two 
had shaken 


fifty or seventy-five of them, and if I had only 


I knew just two faces in the 


men Inside of an hour I hands with 


known those 
ind got acquainted 


two men—the secretary and the president 





Ex-Vice-President L. H. Stahler, 
had 
To come in contact with those men and hearing their 
about the state of Ohio, 
and it strikes 
me that one great object of our meeting together is to make 
each one of us feel at home, so that we will feel next year, 
when we come to our association meeting, that we belong to 


Waverly. 


with no others, I would have in exceedingly lonesome 


time 
expressions—their kindly :xpressions- 
and their warm hand-grasp, made me at home; 


it and feel proud of it and that the fellows that are gathering 


there are glad to see us. So I heartily commend Mr. Baker's 
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suggestion that we shake hands with every man that has a 
blue badge. 

Mr. Wiseman suggested that every member make it a 
point to be on hand at the opening of the sessions. 

Mr. Fuhr of Williamsburg said that he agreed with Mr. 
Wiseman. He said he had made“it a point to leave home 
yesterday so as to be here in time for the opening of the 
session 

Mr. Duffy said that the secretary of the insurance depart- 
ment was at his headquarters at the hotel ready to meet any 
of the members and to answer any questions on the insurancc 
department. 

There has been an application to us 


President Bogardus: 





J.C. 


Carson, Hamilton, Member Executive Committee. 


as an association to contribute: $250 in order to help the 
Lumbermen’s Association to pay a bill. It appears that last 
vear they employed Judge Caldwell of Cincinnati to draw up 


a lien law and agreed to give him one thousand dollars for 


drawing that law. The law is practically the same as it used 
to be. They never solicited any help from us in any way, 
shape or manner. They never asked our advice at all. They 


never counseled with us as to who they should employ to 


draw up the bill. They have sent a number of letters to me 
and to the executive committee requesting that we give them 
$250 in order to help them. I would like to hgve this asso- 
ciation take definite action on this thing and have it settled. 


Mr. Johnson: 


I move that the application be placed on 
the table. 

The" motion was seconded and carried 

Mr. Wiseman: 


collectiv ely 


I think this association individually and 
to pay 
$250, or their share of a certain amount, for a lien law that 


would: be very glad of its own accord 


was of any value to the hardware men of the state of Ohio 
We have not had prospect— 
a lien law by which we are in any manner, sense or form 


one and we have not one in 
protected. 
President Bogardus: 
Mr. Shearer: 


the hardware men also handle lumber. 


That is what I think. 
I would like to ask a question. Some of 
If any such are here 
I would like to ask if they are really satisfied with their lien 
law as they have it, which they ask us to assist in paying 
for? 
President Bogardus: There will be a question in the box 
on that subject, but this is as good a time as any to answer 
that. 


a hardware man? 


Is there any one here who is a lumber man as well as 


Is there anything further, gentlemen? 


Mr. Baker: I would like to ask if this lien matter is 
liable to come up again? 
President Bogardus: Not unless some one wants to 


bring it up. 
Mr. Baker: 
tion with a gentleman in Dayton the other day. 


I was going to say that I had a conversa- 
He led me 


to infer that some sort of assistance was going to come from 














this association; that it was intimated to them that this asso- 
ciation was going to assist, and he said: “I will send you a 
communication that will reach you about Tuesday evening 
that will be right to the point.” Now, if any intimation has 
been given by any of our association, speaking officially, I 
think it might be well, then, for us to go a little slow. I 
am not anxious to have $250 paid out of the treasury, by 
any means, but yet if we are in duty bound to assist them, 
we should do so properly. Now, if I am not mistaken, you 





Cc. W. Jewell, Utica, Member Executive Committee. 


were present last year, were you not, at the lumbermen’s 
convention ? 

President Bogardus: Yes, sir. 

Mr. Baker: Well, this gentleman who talked with me 
about it said that they were depending upon us to assist them. 
He did not say to the extent of $250, however; but they are 
looking to us for some support. Now, it may be possible that 
this matter may come up again, and if it does, I would like to 
see it discussed thoroughly, because we need a proper and 
efficient lien law, no one of us will deny. I don’t know 
whether I am in order or not; possibly I am not. 

President Bogardus: Yes, you are in order. A motion 
to lay on the table does not kill a bill. It is the pleasure of 
the convention when they wish to take that bill from the 
table. It is simply here on the table. 

Is there any member in the room any matter to bring up? 

On motion the convention took a recess until the next 
morning, Feb. 25, at 9 o'clock. 


WEDNESDAY MORNING SESSION, FEB. 25. 


The convention was called to order by President Bo- 
gardus at 9:30. 

Corresponding Secretary D. R. Burr of Piqua read his 
annual report, as follows: 


NINTH REPORT OF THE CORRESPONDING SEC- 
RETARY. 


A RESPONSIBLE POSITION. 


Gentlemen—In presenting to you this, the ninth annual 
report of the corresponding secretary of this association, I 
wish to take this opportunity of expressing my appreciation 
of the honor you have conferred on me and assure you it is 
with pleasure that I now report the work of this office during 
the year just closed. Having, as you all know, but recently 
joined the ranks of the retailer, I feel that in selecting me as 
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your secretary you have greatly honored me in entrusting to 
my care an office which I have learned in the past year is an 
important and responsible one. 

HOW SHALL WE INCREASE OUR MEMBERSHIP? 

At the close of the eighth annual convention our member- 
ship had decreased somewhat, although to-day we have en- 
rolled .... members, .... of which are active. One great 
question during the past year has been “How shall we in- 
crease our membership?” It is quite important, in order to 
obtain the best results from association, we should have a 
majority of the hardware dealers of the state as members, 
and as there are in the neighborhood of 1,400 such dealers in 
the state of Ohio, you will see our great need of solving this 
question. I am pleased to state that the few circular letters 
issued during the past year concerning points on this question 
have brought forth quite a number of new applicants. Take, 
for instance, the proposed Parcel Post Delivery Law. Will 
this bill, if passed, benefit you in any way? In my judgment 
the sole benefit to be derived will be received by the catalogue 
houses, and we will, as an association strong in numbers, 
be more able to defeat this proposed legislation than if we 
as individuals undertake the task. 

ONE OF MANY GREAT QUESTIONS. 

This is one of the great many questions of vital impor- 
tance which we to-day have to solve. Questions of this char- 
acter must receive our best thought and closest attention. 
It is my earnest desire that we meet these troubles together. 
Do not mistrust your competitor or your fellow association 
member. He is as anxious as you to do the right thing. 
If he is not a member of our organization, show him why he 
should be, where it will benefit him, and where it has benefited 
you. There are a great many benefits and much good to be 
derived, as we all well know. Our membership is growing 
slowly, but we still have room for more. 

A LARGE CORRESPONDENCE. 

The correspondence relating to our work during the past 

year has been large, not having been confined to our own 





M. B. Talmage, Mt. Gilead, Member Executive Committee, 


state alone, but to a great many other states in the Union. 
Much of it has been in connection with other state associa- 
tions. Questions of interest have been brought to my atten- 
tion by other state secretaries. Inquiries concerning our 
method of arranging our program; inquiries for copies of our 
by-laws and constitution, and numerous others, have been 
answered. 
MAILING LIST 
Immediately upon assuming the duties of this office I 







| 
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found that we lacked a complete maiiing list of the Ohio 
hardware dealers, and compiling this list was the first real 
After much patience and time was taken, 
and with the careful use of Dun’s and Bradstreet’s, it is now 
It is quite a task to keep track of the numerous 
changes of firm names which are bound to occur in a state of 
the size of Ohio, and if some suggestion could be made which 


work of the year 


complete. 


will give this office a better chance to know what these 
changes are, and when they take place, I know that it will be 
appreciated by my successor. 

IN UNION THERE IS STRENGTH. 

In order that you may know or have some idea as to the 
amount of work being done by this office, I wish to say that 
under the date of March 25th a postal card addressed to each 
dealer in the state, calling his attention to the lien law and 
asking him to personally urge his representative to vote for 
How well our request was responded to is 
apparent to-day. Under date of November 24th a circular 
letter entitled “In Union There Is Strength” was mailed to 
Attention was called in this letter to the dates 


it, were issued. 


each dealer. 
of this convention and explaining some of the benefits to be 
derived from the National Association as well as our own, 
and closing with an invitation to investigate. This letter was 
followed on December 18th with a postal card giving instruc- 
tions as to headquarters, etc., for this convention. On Janu- 
ary 22nd the last letter was issued covering points on the 
Under date of Febru- 
this time 
also to the differ- 


convention not previously mentioned. 


ary 17th a copy of the program in use at we di- 


rected to each dealer throughout the state; 


ent state secretaries, hardware and magazines. In 


summing up this correspondence we find that in the neighbor 


papers 


hood of 6,000 to 7,000 pieces of mail matter, exclusive of the 
regular correspondence, has This work will 
as we grow stronger and I have found that 


been handled. 


naturally increase 





Adam Strome, Warsau, Member Executive Committee. 


association matters personal 
wish to 


in order to take proper care of 
business is sometimes neglected, and at this point 
make the following suggestion: 


ONE SECRETARY FOR TWO ORGANIZATIONS. 


Would not the combining of this office with that of the 
secretaryship of the fire insurance company, if it could be 
so arranged, be an improvement over the present plan? In 
so doing we could, no doubt, require that the incumbent de- 
vote his full time to the duties of the combined offices, and 








in selecting the proper person we would be able to save con- 
siderable expense which we are now obliged to put up with. 
CONFIDENCE IS ESSENTIAL. 

Before concluding this report I wish to caution our mem- 
bers that in order to obtain the best results from our work 
it is quite necessary that each member place his confidence 
and trust in your officers and fellow members. During the 
early summer months a great deal of mistrust and dissatis- 
faction was caused some of our members by reports that the 





A. C. 


Rohrbacher, Akron, Ex-Member Executive Committee. 


officers, ex-officers and some of our members were not com- 
plying to the resolutions of 1898, which read as follows: 

jobber furnishing 
orders from 
retail 
members offended 


“Resolved, That any manufacturer or 
goods or employing special salesmen to solicit 
consumers or others not 
hardware shall be 


to the secretary of this association. 


regularly employed in the 
trade reported by the 
RESOLUTIONS OF 1898 

“Resolved, That the secretary shall then correspond with 
the offending manufacturer or the event of 
failure to satisfactorily adjust, report the same in his first 
quarterly report to each member. 

“Resolved, That the members of this association pledge 
themselves to patronize such manufacturers and jobbers only 
as do not offend in above particulars. 

“Resolved, That the above shall not be construed as pro- 
hibiting manufacturers and jobbers from soliciting and sup- 


jobber and in 


plying large plants with material actually used in large quan- 
tities and in the construction of their manufactured product.” 
COMPLAINTS. 

So many inquiries and complaints were filed with the 
office that I felt it my duty to urge our president to call a 
special meeting of the executive committee to take some ac- 
tion on these complaints, such meeting being called at Colum- 
bus on June 25th. Under date of July 1st copies of the min- 
utes of this meeting were mailed each member in the shape 
of a circular letter. Occurrences of this kind tend to make 
an uneasy feeling to all concerned. 

MEETING EXECUTIVE COMMITTEE. 

Early in November the executive committee again met 
in Columbus and arranged the program for this convention, 
and at this point I wish to say that the president and my- 
self to whom this work was largely left have had our troubles 
in compiling same. Do not think that your executive com- 
mittee or officers can arrange these programs without your 
help. When your secretary calls on you for a paper or ad- 











dress try to help him out; do not throw cold water on his 
enthusiasm by rejecting his request. Interesting programs 
will do more to draw new members than anything we might 
do. 

In closing I beg to extend to our president and members 
of the executive committee, who have at all times rendered 
valuable advice and assistance whenever asked for, my most 
sincere thanks. 





Geo. B. Meyer, Cincinnati, Member Executive Committee, 


Mr. Baker moved that the report be received and spread 
upon the Motion 
President Bogardus: 
the faithfulness of our secretary. 
with the correspondence of the association during the past 


minutes. carried. 
I certainly can bear testimony to 


He has had his hands full 


year. 
The next 
W. C. Jones. 
Mr. Jones not being in the room, Secretary Burr read 
the report of the financial secretary as follows: 


report will be that of the financial secretary, 


EXPENSES. 
Paid O. M. Scott expense program committee......$ 11.90 
Paid W. P. Bogardus expense lien law committee.... 12.10 
Paid G. V. Guyton expense insurance committee. . 10.00 
Paid A. C. Armstrong, stenographer................ 60.00 
Paid banquet expenses seth 322.00 
Paid Geo. M. Gray salary as secretary........ ; 300.00 
Paid Will C. Jones salary as financial secretary.... 50.00 
Paid incidental expenses of last meeting........... 8.00 
Paid expenses of delegate to National Convention. . 41.60 
Pate Th DR, Beer, GtetOMety . oa vn ccc cccscssecsscss. 21.00 
Paid Magee Bros., printing ick ede aac tasks 10.25 
Paid Will C. Jones, renewal of bond............. 5.00 
Paid C. M. Waller, bond as treasurer, postage and 

IG ba ded durncb chs cupyeusVebeburtéc vedtaces 5.50 
Paid D. R. Burr, express charges and postage...... 90.00 
ae) ee Oo. ORG, OMNI oo nko ccc ccecccccccsecc 13.00 
Paid National Association dues.................... 242.00 
PS TR Bete GaRe OaNae yn. cccccescccccccecsss §=69888 
Paid expenses of Executive Com. two meetings.... 98.64 
Paid D. R. Burr, stamps and supplies............... 13.75 
Paid expense of organizing the Ohio Hardward Mu- 

SE NID GOD sccsstesescavesecvas ss 619.44 
Paid Central Passenger Association................. 17.00 





$2,026.18 
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Balance in treasury 

Paid up members to date, 358. 

Financial Secretary report for the year ending Feb. 23, 
1903: 


RECEIPTS. 

Balance on hand as per last report............... $ 418.74 

Received for dues at last meeting.................. 866.00 

SD Gi MN OI iso ssinwencc ces ccevecveccce 289.00. 

Received remittance for dues since last meeting.... 293.00 

Received payment of 51 drafts..................00e. 203.00 
NEL Wieiiibetinn Mebwakanddiiiadiebeedieeaaaae $2,069.74 


On motion the report was adopted and spread upon the 
minutes. 

The question of the financial relation of the association 
to the insurance association was brought up, and on motion 
the matter was postponed until after the report of the com- 
mittee on insurance was received. 

President Bogardus: The next will be an address on 
the “Relations of the Jobbers’ Representative to the Retail 
Merchant,” by Mr. E. D. Jones, with the Bostwick-Brawn 
Co. Before this proceeds I think it would be well enough 
to invite the traveling men in to hear the address. 

Mr. Gray moved that the traveling men be invited to 
come in and hear the address. 

The motion was put and carried. Mr. Gray acted as a 
committee and the traveling men were invited in. 

Mr. Jones’ address was as follows: 


“RELATIONS OF THE JOBBERS’ REPRESENTA- 
TIVE TO THE RETAIL MERCHANT.” 


Mr. President and Gentlemen of the Convention—Please 
permit me to announce in the beginning that this attempt at 





8. W. Gano, Cincinnati. 


public education and entertainment is my first offense at any- 
thing of the kind, and I trust that you will all do the very 
best you can to appreciate it. I was asked to read a paper 
before this convention touching upon the relations existing 
between the retail hardware merchant and the wholesaler’s 
traveler and entitled, ““The House Representative.” 

The request came from your well-known secretary, Mr, 
Dwight R. Burr, with the injunction that I was not to turn 
it down; and while there is no doubt but that other hardware 
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myself for the pur- 
upon me I felt that 


etter qualimed than 


- has been so thrust 





I ght W r genial secretary to lose any more 

sleep, and so took a chance, without guaranteeing results. 

Consequently, if at the conclusion you do not all feel like 
Si Jim,” don’t blame me, but blame your secretary. 

ERCH S WHO DESERVE PITYING. 

My experie as a traveling hardware salesman dates 

back ab even years, and I have had during that period 

great many pleasant experiences, and also some which were 

) » pli t, with the retail hardware merchants through- 


ut my territory. I have found that the most unsatisfactory 


with is the general merchant 


r 1siness 


ited ich ( where the sky seems to meet 
the earth and you have to lie on your back to see the sun. 
His hardware stock consists of about one bushel of shelf 
hardware, some steel goods, poultry netting, barbed wire and 
a few nails. His customers as a rule come into the store 
with a basket of eggs and butter on one arm and Sears-Roe- 
buck or Montgomery Ward & Co.’s catalogue under the other, 
ind after getting the highest possible price for their prod- 





he catalogue and quote the merchant Chicago 
yrices on everything they wish to purchase, assuming that 
he middle man requires no profit for carrying on his business, 
and has nothing to do save ride around in varnished cars, 
smoke good cigars, wear fine clothes and crack a few jokes 
to make A merchant who has this class of trade 
is to be pitied and should certainly receive a pension. 


ce. open up 


a living 


“SOME OTHER TIME.” 
He has a list made out, 
such as barbed wire, nails, 
horseshoes, poultry netting, cloth, bolts, strap hinges 
and similar staples. Then, at the bottom he has razors, table 
and pocket cutlery, shears and silverware. He shows you 
the list, saying, “If you will get down on your price I will 
the 


But how about this merchant? 
a great many staple articles on it, 


wire 


give you this order.” So, thinking of good things at the 





Geo, T, Spahr, Representative Columbus Board of Trade 


bottom the traveler gives him the very lowest price he can 
find in his catalogue, which ca Mr. Merchant to com- 
mence reading off the order, which he continues to do until 
he gets to the cutlery part of it, when he is taken with such 
a headache that he is obliged to go home and lie down. So, 


uses 


saying that he has a fair stock of that class of goods, anyhow, 
and that he will give you the order some other time, you 
are sent on your way, waiting for that 
Alas! 


“some other time” to 


arrive it never does. 
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A WONDERFUL 

A few years ago I had in my territory a merchant who 
had an office on the second floor with a speaking tube run- 
a traveler was allowed 
clerk would first have to break the 
the speaking tube and see if the buying depart- 
This carried a 
and ten to fif- 
so he said, al- 


BUYER 


ning to the store room and before 


ré 
to go up to him the 


see 
news through 
ment was open for engagemients. merchant 
dollar stock did 


teen thousand dollars of business annually, 


four or five thousand from 





Court House, Member Executive 
Committee. 


J. W. Brown, Washington 


though I always thought that he did a great deal of this 
business in his mind, and should he have lost his mind he 
He always 
bought goods about 10 per cent below the jobber’s cost, and 
he caused many a salesman to lie awake nights and write 
long letters to his house advising them “to get in the game, 
as they were not buying some of their goods right.” This 
would be accompanied by quotations of some of the prices 
at which this man was buying, which would usually bring an 
answer from the house to the effect that they had a buying 
department engaged for the year, but should anything happen 
they would be glad to give this fellow a large salary to do 
their buying for them. However, at the present time the 
three last seats were for smokers and no more talent was 
required, and if the salesman would cheer up and hunt some- 
body who was not in the habit of buying quite so cheap, he 
would do more business. 
TRAVELER SAW 


would have lost the larger part of his business. 


THE INVOICE 

I well remember on one of my trips to see this man 
I waited for about an hour before being allowed to see 
him, he being John D. and J. Pierpont, and 
finally he me that he was in the market 
for a gross of Victor Rubber Buckets. They were selling at 
that time at $8 to $8.50 per gross. I quoted him $8, whereupon 
he soared to the ceiling and, after slowly descending informed 
me that he had been buying them at $6.00, which was only 
$1.50 less than our cost in s500-dozen lots. Being of an in- 
quisitive nature I ventured to ask him if he would allow me 
to see the invoice. He replied that he was not in the habit 
of doing this, but would condescend to turn the head of the 
bill down and let me have a peep. The bill read, not one 
gross, but Ic at $6.00, which was 64 cents a gross more than 
I asked him. He still insisted that he was correct and the 
I “c” was merely a clerical error, so I told him one of the 
three last and went on my way re- 
joicing. 


busy with 


informed 


seats was still vacant 





































































A PECULIAR WAY OF READING INVOICES. 


A year or so from that time this party decided to sell 
out and the parties who purchased his stock asked me to 
invoice for them, which I did, and discovered that instead of 
buying for 10 per cent less than the jobber’s cost, he had 
been paying nearly retail price for his goods (to credit his 
amended story). When I arrived on the scene they had 
started to invoice and had some four pages down and priced. 
I was asked to look over the same and see how the prices 





Geo. V. Guyton, Ada, Ex-Mempber Executive Committee. 


were. I did so and found that he still had the happy faculty 
of reading his invoices in his own way. The first page 
showed an overcharge of $37.42. Among some of the items 
were Enterprise goods at 25 per cent, and No. 8-14 oz. nickeled 
tea-kettles at 90 cents each, which was the retail price of his 
competitor. The same thing was true about everything he 
had down, and the only thing left for him to do was to call 
me a robber and aver that he knew about the prices of hard 
ware better than either his competitor or myself. 
GRANITEWARE PRICES. 

I wish to relate a circumstance which occurred during 
the time the St. Louis graniteware was selling at the con- 
tract price of 40 and 10 per cent, this price not to be cut under 
any circumstances. I was taking an order for a bill of these 
goods, when, in the midst of it, the buyer stopped and said: 
“By the way, Jones, what price do I get on this ware?” I 
told him it was all in at 40 and 10 per cent, it being a con- 
tract price, and the house would not bill it at less than that? 
He said he had been getting an extra 5 per cent, the sales- 
man giving same and paying it out of his own pocket. I said 
to him: “Is it not a fact that you are a leading member and 
deacon of the Methodist Church, also superintendent of the 
Sunday school?” He replied that he was, but wanted to 
know what that had to do with buying graniteware. I told 
him that it was just such deals as that he was telling me of 
that sent many a good fellow to the pen. By rebating out of 
their pockets they gave away their salary and when their 
wife needed a little money, were obliged to get color-blind 
and not be able to tell the firm’s money from their own. The 
first thing they knew they were short with their firm, and 
must either make the shortage good, go to Canada and leave 
their happy home, or to the pen for a season. 

After listening to this heart-rending speech the merchant 
said he had never looked at it in that light, but since I had 
mentioned it he remembered of one good fellow who had 
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done that kind of work and traveled the route I had men- 
tioned, and gave me the order. 
PATH NOT ALWAYS STREWN WITH ROSES. 

A few weeks ago I called on a merchant, having arrived at 
his place of business at 6:30 a. m. It was about 8:30 or 9 
when he put in an appearance, after which time he was very 
busy until about half an hour before train time. He came to 
in time to start giving me an order, and when he had par 
tially finished and my train was about due to leave, I told him 
I had an engagement that afternoon in the neighboring town 
with a party to sell the hardware trimmings for a fine resi- 
dence and would be back to see him in the evening and finish 
up. He was one of those whole-souled, good-hearted fellows 
He stated that he would call me up by ’phone that afternoon, 
providing I would pay for the message, and give him the 
balance of his order. I thanked him yery kindly in advance 
for the favor and went on my way with a light heart, but 
the afternoon passed and no word from him, so I called him 
up in the evening and asked him about the order. He replied 
that he thought maybe I had been called away to West Vir 
ginia or some other far-off place on special work and he had 
that evening given his order to another fellow, and that I 
might therefore cancel what he had given me in the after- 
noon. I simply mention this in a general way, so that you will 
see that our path is not always strewn with roses. 

A GOOD RETAIL HARDWARE SALESMAN. 

I have a customer in my territory whom I consider the 
best retail hardware salesman I have ever called on. He gets 
credit, however, for selling goods very close, but in reality 
gets a very long price at the right time from the right people, 
and a very close price from every one he buys goods from. 
One thing in particular which is new, at least to me, is a 
special he has on barbed wire, this product being sold very 
close in his locality. He had a special label printed in big 
red letters with the American flag in one corner, and reads 
as follows: “America’s Favorite is Cleveland Ohio Kind 





Frank Harrison, Toledo, Ex-Member Executive Committee, 


Barbed Wire, made of the best quality steel, and heavily gal- 
vanized to prevent rusting.” The strands are made of No. 12 
steel wire. He has his advertisement at the bottom of the 
card and tacks one on each spool of barbed wire in stock, 
and I have known him to get ten cents per hundred more in 
100-pound lots than his competitor, simply because he has no 
competition on the “Ohio Kind Barbed Wire.” I have noticed 
this same merchant, while selling a 24-pound Family Scale 
(and his price the customer stated was too high) to reach up 
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1alified than myself for the pur- 


Ose ( s been so thrust upon me I felt that 

I ght 1 Ww genial secretary to lose any more 

sleep, at so took a chance, without guaranteeing results. 

Consequently, if at the conclusion you do not all feel like 

Sunny Jim, | me, but blame your secretary. 
{ERCHANTS WHO DESERVE PITYING. 

My experience as a traveling hardware salesman/ dates 
ck ab seven y¢ ind I have had during that period 
g many pleasant experiences, and also some which were 

) pleasant, with the retail hardware merchants through- 
ut my territory. I e found that the most unsatisfactory 
rad ( lw siness with is the general merchant 

sated way back in the country where the sky seems to meet 
1 you have to lie on your back to see the sun. 


shelf 
yds, poultry netting, barbed wire and 
stomers rule come into the store 
tt of eggs and butter on one arm and Sears-Roe- 
ontgomery Ward & Co.’s catalogue under the other, 
and after getting the highest possible price for their prod- 
the catalogue and quote the merchant Chicago 
everything they wish to purchase, assuming that 
the middle man requires no profit for carrying on his business, 
and has nothing to do save ride around in varnished cars, 
smoke good cigars, wear fine clothes and crack a few jokes 
to make A merchant who has this class of trade 
is to be pitied and should certainly receive a pension. 


re stock consists of about one bushel of 


ome steel go 


as a 





prices on 


a living 


“SOME OTHER TIME.” 

He has a list made out, 
such as barbed wire, nails, 
horseshoes, poultry netting, bolts, strap hinges 
and similar staples. Then, at the bottom he has razors, table 
and pocket cutlery, shears and silverware. He shows you 
the list, saying, “If you will get down on your price I will 


give you this order.” So, thinking of the the 


But how about this merchant? 
a great many staple articles on it, 


wire cloth, 


good things at 





Geo. T, Spahr, Representative Columbus Board of Trade 


bottom the traveler gives him the very lowest price he can 
find in his catalogue, which causes Mr. Merchant to com- 
mence reading off the order, which he continues to do until 
he gets to the cutlery part of it, when he is taken with such 
a headache that he is obliged to go home and lie down. So, 


saying that he has a fair stock of that class of goods, anyhow, 
and that he will give you the order some other time, you 
are sent on your way, waiting for that 
Alas! it never does. 


“some other time” to 


ifrive 
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A WONDERFUL 


BUYER. 

A few years ago I had in my territory a merchant who 
had an office on the second floor with a speaking tube run- 
ning to the stor was allowed 
to go up to see him the clerk would first have to break the 
the speakirig tube and see if the buying depart- 
This -merchant carried a 
and did from ten to fif- 
annually, so he said, al- 


room and before a traveler 
news through 
ment was open for engagenients. 
stock 


business 


four or five thousand dollar 


yusand dollars of 


teen thi 





Court House, Member Executive 
Committee. 


J. W. Brown, Washington 


though I always thought that he did a great deal of this 
business in his mind, and should he have lost his mind he 
would have lost the larger part of his business. He always 
bought goods about 10 per cent below the jobber’s cost, and 
he caused many a salesman to lie awake nights and write 
long letters to his house advising them “to get in the game, 
as they were not buying some of their goods right.” This 
would be accompanied by quotations of some of the prices 
at which this man was buying, which would usually bring an 
answer from the house to the effect that they had a buying 
department engaged for the year, but should anything happen 
they would be glad to give this fellow a large salary to do 
their buying for them. However, at the present time the 
three last seats were for smokers and no more talent was 
required, and if the salesman would cheer up and hunt some- 
body who was not in the habit of buying quite so cheap, he 
would do more business. 
TRAVELER SAW THE INVOICE 

I well remember on one of my trips to see this man 
I waited for about an hour before being allowed to see 
him, he being busy with John D. and J. Pierpont, and 
finally he informed me that he was in the market 
for a gross of Victor Rubber Buckets. They were selling at 
that time at $8 to $8.50 per gross. I quoted him $8, whereupon 
he soared to the ceiling and, after slowly descending informed 
me that he had been buying them at $6.00, which was only 
$1.50 less than our cost in 500-dozen lots. Being of an in- 
quisitive nature I ventured to ask him if he would allow me 
to see the invoice. He replied that he was not in the habit 
of doing this, but would condescend to turn the head of the 
bill down and let me have a peep. The bill read, not one 
gross, but Ic at $6.00, which was 64 cents a gross more than 
I asked him. He still insisted that he was correct and the 
I “c” was merely a clerical error, so I told him one of the 
three last seats was still- vacant and went my way re- 
joicing. 


on 









A PECULIAR WAY OF READING INVOICES. 


A year or so from that time this party decided to sell 
out and the parties who purchased his stock asked me to 
invoice for them, which I did, and discovered that instead of 
buying for 10 per cent less than the jobber’s cost, he had 
been paying nearly retail price for his goods (to credit his 
amended When I arrived on the scene they had 
started to invoice and had some four pages down and priced. 
I was asked to look over the same and see how the prices 


story). 





Guyton, Ada, Ex-Member Executive Committee. 


Geo. V. 


were. I did so and found that he still had the happy faculty 
of reading his invoices in his own way. The first page 
showed an overcharge of $37.42. Among some of the items 
were Enterprise goods at 25 per cent, and No. 8-14 oz. nickeled 
tea-kettles at 90 cents each, which was the retail price of his 
competitor. The same thing was true about everything he 
had down, and the only thing left for him to do was to call 
me a robber and aver that he knew about the prices of hard 
ware better than either his competitor or myself. 
GRANITEWARE PRICES. 
I wish to relate a circumstance which occurred during 
the time the St. Louis graniteware was selling at the con 
tract price of 40 and 10 per cent, this price not to be cut under 
any circumstances. I was taking an order for a bill of these 
goods, when, in the midst of it, the buyer stopped and said: 
“By the way, Jones, what price do I get on this ware?” I 
told him it was all in at 40 and 10 per cent, it being a con- 
tract price, and the house would not bill it at less than that? 
He said he had been getting an extra 5 per cent, the sales- 
man giving same and paying it out of his own pocket. I said 
to him: “Is it not a fact that you are a leading member and 
deacon of the Methodist Church, also superintendent of the 
Sunday school?” He replied that he was, but wanted to 
know what that had to do with buying graniteware. I told 
him that it was just such deals as that he was telling me of 
that sent many a good fellow to the pen. By rebating out of 
their pockets they gave away their salary and when their 
wife needed a little money, were obliged to get color-blind 
and not be able to tell the firm’s money from their own. The 


first thing they knew they were short with their firm, and 
must either make the shortage good, go to Canada and leave 
their happy home, or to the pen for a season. 

After listening to this heart-rending speech the merchant 
said he had never looked at it in that light, but since I had 
mentioned it he remembered of one good fellow 


who had 
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had men- 


done that kind of work and traveled the route I 
tioned, and gave me the order. 


PATH NOT ALWAYS STREWN WITH ROSES. 

A few weeks ago I called on a merchant, having arrived at 
his place of business at 6:30 a. m. It was about 8:30 or 9 
when he put in an appearance, after which time he was very 
busy until about half an hour before train time. He came to 
in time to start giving me an order, and when he had par 
tially finished and my train was about due to leave, I told him 
I had an engagement that afternoon in the neighboring town 
with a party to sell the hardware trimmings for a fine resi- 
dence and would be back to see him in the evening and finish 
up. He was one of those whole-souled, good-hearted fellows 
He stated that he would call me up by ‘phone that afternoon, 
providing I would pay for the message, and give him the 
balance of his order. I thanked him very kindly in advance 
for the favor and went on my way with a light heart, but 
the afternoon passed and no word from him, so I called him 
up in the evening and asked him about the order. He replied 
that he thought maybe I had been called away to West Vir 
ginia or some other far-off place on special work and he had 
that evening given his order to another fellow, and that I 
might therefore cancel what he had given me in the after- 
noon. I simply mention this in a general way, so that you will 
see that our path is not always strewn with roses. 


A GOOD RETAIL HARDWARE SALESMAN. 

I have a customer in my territory whom I consider the 
best retail hardware salesman I have ever called on. He gets 
credit, however, for selling goods very close, but in reality 
gets a very long price at the right time from the right people, 
and a very close price from every one he buys goods from. 
One thing in particular which is new, at least to me, is a 
special he has on barbed wire, this product being sold very 
close in his locality. He had a special label printed in big 


red letters with the American flag in one corner, and reads 
“America’s 


as follows: Favorite is Cleveland Ohio Kind 





Frank Harrison, Toledo, Ex-Member Executive Committee. 


Barbed Wire, made. of the best quality steel, and heavily gal- 
vanized to prevent rusting.” The strands are made of No. 12 
steel wire. He has his advertisement at the bottom of the 
card and tacks one on each spool of barbed wire in stock, 
and I have known him to get ten cents per hundred more in 
100-pound lots than his competitor, simply because he has no 
competition on the “Ohio Kind Barbed Wire.” I have noticed 
this same merchant, while selling a 24-pound Family Scale 
(and his price the customer stated was too high) to reach up 
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and catch hold of the set screw that adjusts the indicator 
and say: “Did you notice the other fellow’s scale had the 
micrometer adjustment?” Of course he sold the scale, for the 
buyer had not seen the adjuster on the other scale. 

SELLING A VISE. 

At another time I noticed this man pricing a Solid Box 
Vise to a customer who said he “could buy the same vise— 
at least it looked like the same vise—down street for 50 per 
cent less money.” The dealer replied that this vise was made 
from “the highest quality gun-barrel steel, highly decarbon 
The took 


This merchant almost invariably 


ized, with case-hardened jaws.” fellow the vise 
and went on his way happy. 
gets 35 cents for the cheapest kind of rim lock, and I have 
seen him sell Blair’s hog ringers, which cost 75 cents a dozen, 

25 cents each. I asked him one time how he could do it, 
and he told me he had made a study of learning his trade 
and knew just when and where to make a profit to even up 
on the horseshoes, nails, barbed wire, etc. 


HARDWARE SOLD FOR CASH. 

There is a section of my territory where hardware is sold 
for cash, and for cash only, and I wish to say that I know 
for a positive fact that their business has increased every 
year since they started it. They are located in purely agri- 
cultural districts, fully 75 per cent of their trade being from 
the rural population. One firm in particular has been in the 
hardware business 1843, always doing a long- 
time credit business up to about four or five years ago, at 
which time they started on a strictly cash basis and have been 
there “everlastingly at it” ever since. If any one in this 
audience should doubt this I refer him to Mr. W. P. Scott, 
of the Morris McConnellsville, one of our 
oldest and most enthusiastic members. 


retail since 


Hardware Co., 


MERCHANTS GIVE JOBBERS CREDIT. 
I think there are some merchants who do not give the 
jobber the full amount of credit that he deserves and at times 
wander off to the manufacturer, placing their good orders 





H. F. Davidson, Cleveland, Ex-Member Executive Committee. 


at what they think to better advantage than they could re- 
ceive from their best friend, the jobber, who sends his rep- 
resentative around to keep them posted and to hand them out 
many of the good things he has discovered through the buy- 
ing department. 

The jobber, instead of being on the gold-brick order, is 
just the reverse and willing to share any profit he may have 
secured by careful buying with the retailer, who sticks to him 
and pays for his goods when they are due, for be it remem- 


bered that money is as necessary as trade to keep business 
moving. The manufacturer has nothing for you excepting to 
get your orders for his one particular line and tack on an 
extra 5 or 10 for good-will and his trouble in handling small 
orders. 
DEALERS WHO CLAIM TO BUY OF 
I have called on a few merchants during my 
experience who, not thinking of the misery they are causing 


MANUFACTURERS 
limited 


at the time, tell us that we are nice men and that our house 





W. Scott, McConnellsville, Ex.-Member Executive Committee, 


is of the very highest quality, that in the future they intended 
to give us the larger part of their trade. They tell us they 
buy principally through the manufacturers, so that their or- 
ders with the jobber.are not very large, however, from the 
fact that we are such very fine men and represent such high 
grade houses, that upon our next visit to their town they will 
give us a very nice -business. We pass out of their store 
with a light heart, thinking of the good customer we are 
about to make for the house and the raise in salary that 
will come to us the first of the year on account of the in- 
crease in our sales. We continue on our trip thinking of the 
good things that are to come when we next make that town. 
We do everything but write up the order before we get there, 
as he surely would not tell us he would save us a nice order 
unless he fully intended to do so. However, our “pipe dream” 
is soon over and we wake up to find that instead of getting 
the order that we have figured on for the past month, the 
merchant gives us the same old story, rubbing in more salve 
with the usual trimmings of hot air. 
SELLING RACKET STORES. 

The hardware salesman who travels for a living spends 
the greater part of his life with his friends, the retail mer- 
chants. Of course, we hear of a few of our brothers who 
enjoy the society of the blacksmith, the saw and planing mill 
man, the furniture man, and though I hate to say it, I have 
heard of some who peddle their high grade legitimate hard- 
ware to the racket store man, who uses it as a stool pigeon 
in order to sell the junk that is in keeping with the stores 
of this calibre (22 short). The men who peddle their goods 
to the above class of trade of course will say that if they 
don’t sell those people some one else will, which is no doubt 
correct ; but if the legitimate hardware jobbing houses do not 
ship them goods they will be forced to get their stuff from 
the junk man, who cannot furnish them with hardware of 
standard brands, but only such goods as have no parents or 
have parents who are ashamed to own them. There are, how- 
ever, two, sides to the racket business. I have had good 











hardware men tell me their troubles regarding the racket 
store man selling his stuff at so close a price and he would 
not buy from a hardware man that sold them, and then 
this same merchant would turn right around and buy from 
a jobbing racket store and cut the legitimate jobber short 
on that much of the stuff, which he ought to give to the 
hardware jobber who confines his sales to the legitimate hard 
ware trade. 





Cc. C. Fouts, Middletown, Ex-Member Executive Committee, 


BITTER FEELING AMONG LOCAL COMPETITORS. 


I find that in some towns that a very bitter feeling exists 
between the retail hardware merchant and his competitor. 
In some cases so very bitter that they do business seem- 
ingly for their health only, selling goods at any old price to 
keep the other ‘fellow from doing business. Physical culture 
is a very good thing, but when it gets to a point where hard- 
ware merchants wrestle with barbed wire, nails, bar iron, etc., 
for their health only, they not only waste their time and 
energy, but rob themselves and family of the many good 
things of this life that come to those who make this life a 
financial success. I have found in every town that hardware 
merchants are bound to have competition as long as they 
remain in business, and I feel that it is far better to cultivate 
a friendly feeling with your present competitor than to have 
him sell out to some one who might be lots worse than he 
is. I sold two parties in a town one time who were so bitter 
towards each other that when I suggested to one of them 
that he and his competitor go together and buy a car of nails 
and wire and Save nine cents per cwt., that he informed me 
that he would not have any goods associated with anything 
that belonged to his competitor. However, I took it upon 
myself to ship their orders in the same car as a carload at 
the carload price. They were very much pleased with the 
deal and have bought that way since. 

MAJORITY OF RETAILERS ARE GLAD TO SEE TRAVELERS. 

We find in our travels that the large majority of the 
retail hardware merchants, notwithstanding the fact that they 
are very busy men, are always glad to see us, giving us a lib- 
eral portion of their time. They figure that we have come to 
see them to get orders and start right in giving us what they 
have for us, that when the train comes along we are ready 
to go on to the next town. I wish to say that the merchant 
who does business with the traveler in the manner just 
mentioned is the fellow who gets the good things that the 
traveler has up his sleeve, for time is money to the traveling 
salesman, and when he is obliged to spend a day to get a 
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small order that he could have taken in five minutes someone 
has got to pay for it beside the house. 

Our most enlightened thinkers have learned that in the 
affairs of nations fair play and reciprocity are better and 
more profitable than sharp practice and war, and along the 
same lines of thought our most successful retail merchants 
have been convinced by experience that reciprocal fairness 
in their dealings with the legitimate jobber is the more profit- 
able and more satisfactory method to pursue in the long 
run. 

May we all live to see the day when every member of this 
organization follows this golden rule of trade. 

Mr. Wiseman: Mr. Chairman, | think there is no man 
in the house but what will agree with me in saying that that 
is one of the best papers that has ever been read before our 
association. (Applause.) 

President Bogardus called for remarks on the subject 
from traveling men present. He called on Mr. Nichols of 
the Lockwood-Taylor Co. for remarks. 

Mr. Nichols: Mr. Chairman, I am in the position of the 
young girl who had the proposition of marriage. She said 
‘it was entirely too sudden.” 

President Bogardus: This is the first time I ever knew 
anything to be too sudden for a traveling man. 

Mr. Baker: Mr. Chairman, Mr. Jones made an excel- 
lent point when he said that the proper thing for a merchant 
to do was to be ready when the traveling man came. That 
was one of the best points in a paper that was full of good 
points, and that is, the man should be ready. Now, I have 
made it a point to be ready for the traveling man when he 
comes, because he has his hand in his employer’s pocket 
and time is money, and the proper thing I think for the 
merchant to do is to be ready for the traveling man and 
say to him at once whether he does or does not want any 
goods. I believe it is only a matter of justice that he 
should do this. I was reminded of a little incident that 
happened in my store a few years ago in connection with a 





E. L. Harris, Columbus, Ex-Member Executive Committee. 


cutlery agent who came from a New York house. It was 
about the time of the general depression in the hardware 
business some five or six years ago. There came into the 
store a traveling man representing a German cutlery house 
in New York. I told him that there was nothing that we 
would want that morning. “Well,” he says, “Mr. Baker, 
that is about the same razzle-dazzle that I have been get- 
ting now for about a week. I don’t know whether anybody 
is buying any cutlery. They are not buying it from me.” 
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He says, “I only got one order last week. When I reached 
Pittsburg I got a letter from my house giving me ‘Hail 
Columbia’ for not sending in any orders. I will get to Cin- 


cinnati to-morrow. I have not sent in any orders this 
week. I know what I will get at Cimncinnati—I will get 
another one of the same sort, but I expect a letter from my 
girl at the same time and that will offset it.” (Applause. ) 


Other traveling men were called on for remarks, and two 
1 


or three responded 
Mr. Dickinson of the 


tended an invitation to the 


with short humorous stories 
Hallwood Cash Register Co. ex- 
their 


tol 7 : Bical 
deiegates to visit establish 


ment in Columbus. 


President Bogardus stated that the association was in 
Hallwood Cash badges 
been 


debted to the Register Co. for the 


used at the convention by the delegates, which had 
donated by that company. 
President Bogardus: The next in order is a report from 
the delegates to the National Association. 
Mr. Powers: Mr. 


vention, | 


the Con 


position in 


President and Gentlemen of 
am placed in a rather embarrassing 
fact that I 
most the close of the national convention that I was expected 


I therefore took no notes and 


some respects from the was not advised until al- 


to make a report to you. must 
depend almost entirely on my memory, and after so long a 
lapse of time I feel that I shall not offer anything that will 
be of much importance o1 

I remember of Chicago one m« 
March after a night’s and of 
3rother Bogardus in the: lobby of the Palmer House. He 
suggested that the first thing I ought to do was to arrange 
for my transportation home. “Well,” I said, “I 
Chicago and am ready t After a while a fellow 
came around and pinned a gorgeous badge on my coat and I 
began to feel better and imagined that I was one of the “its.” 


of much interest to you 
arriving in rning in 


ride in a_ sleeper meeting 


have seen 


Oo move on.” 


The National Hardware Association is not so represent- 
ative a body of business men as we are in point of numbers. 
There were but twelve states represented at the last conven- 
tion and at no time were there more than thirty members 
The membership is made up largely of officers of 
the various state associations. I want to say to you now 
that I felt very highly honored in meeting the class of men 
there that I did. They are among our brightest men in the 
various state organizations. Most of the time of the 
vention was taken up with the discussion and decisions in 
regard to President Lewis’ recommendations. Most of 
I presume, have received a copy of the “Bulletin” of the Na- 
tional Hardware Association that was sent out 
what those recommendations were. One of the important 
matters discussed was the Parcels Post Bill pending before 


present. 


con- 


you, 


and know 


Congress. I am glad to say that that bill has not yet been 
passed. The National Association are fighting it. I hope 
you will give them all the support you can. 

Another matter that came up, and which, from the re- 


marks I have heard, I presume has been discussed here at 
some length, was in regard to the National Insurance plan. 
The plan was not favorably considered by the association, 
the members feeling that the time had not arrived for it. I 
think at some future meeting the matter may be taken up. 

I also want to say in connection with this that I feel 
very sure that the dollar you have invested in becoming a 


member of the National Hardware Association is money 
well expended. There are a whole lot of matters that the 
National Association are working upon all the time and 


I think that 
with the 


they will be able to do us a great deal of good. 
most of us can differenees 
manufacturers, at the same time it is 


settle our own jobbers 


and the a good thing 
to have this organization back of us. You want to use them 
and not abuse them. 
I am very much obliged to you 
given me 
President 


for the time you have 


Bogardus: -The next 

report of the grievance committee. 
Mr. Meyer: Mr. 

is pleased t 


thing in order is the 


Chairman, your grievance committee 


report that there are no grievances in the hands 


of the committee, everything of this character having been 
adjusted satisfactorily, I believe, to all concerned the past 
year. 


President That is a good report. That 
comes to us largely from the fact that everybody has had all 
the business he could attend to. 


President Bogardus then called the attention of the asso- 


Bogardus: 


ciation to the grievances of several of the members against 
the George Worthington Company of Cleveland, which was 
acted upon by the association at its last session. He said 
good 
withdraw from the position it had assumed at its last session 
Worthington Consideralie 


discussion followed on the subject. The following resolution 


he thought there was reason for the association to 


towards the George Company 
was then adopted: 

“That, circumstances have arisen that justifies 
recommend that all dis- 


Worthington Company be 


whereas, 
us in our action, and we therefore 


crimination against the George 
abandoned by this association.” 
President The next thing on the program is 


the opening of the question box. 


3ogardus: 
The committee on question box brought forward the box 


and the questions read by the chairman of the committe: 


Mr. Jacobs: 
“Question s 
a stock-keeper is one who is always looking to see if ther« 


How is 


Is a good stock-keeper of value in a store 
are any seasonable goods that are getting low. 
good stock-keeper made?” 
A Delegate: Get a small boy and let him grow up with 
the business. 
Mr. Jacobs: 
in the store is not too good to have as a stock-keeper. He¢ 
is one of the most important men you have. 
“Question—What advantage is there in price cutting? 
Mr. Duffy: Mr. Chairman, I think that question applies 
to us when we are at home. The price cutting business is 
simply cheating the other fellow out of the business. The 


My opinion is that the best man you have 


question is not appropriate when we are all away from home 
and shaking hands with each other. 

“Question—What do the members think of 
buying for the retailer? Give experience if you have tried 
a 

President Bogardus: You remember the jobbers at 
New Orleans last fall issued a manifesto against syndicate 
buying. They have taught us some things. 

“Question—What kind of advertising brings the best re- 
sults ?” 

Mr. Scott: 
“Peruna” man. 

“Question—How many hardware men 
tected by the present lien law?” 

No discussion. 


syndicate 


I move that that question be referred to the 


have been pré 


“Question—Are the contractors a good medium for ad- 
vertising a store? What are some of the approved methods 
of getting their good-will and influence?” 

Several members expressed themselves that they found 
it to their interest to keep the good-will of the 
all times. 

“Question—What is the best 
business ?” 

Mr. Duffy said he considered 
tion; that he 
know if anyone had a better method of doing a credit busi- 


contractor at 


method of doing a credit 


that an important ques- 


was doing a credit business and wanted to 


ness than he had. 

One member stated he had no trouble doing a cash busi- 
ness, as his only competitor was doing the same thing. 

“Question—Is it desirable to encourage persons to make 
your store a gathering place for games and social intercourse? 
If not, why not? 

No discussion. 


“Question—Is the giving of a 5 per cent discount in 


stamps for cash sales a trade winner?” 


President 


vw 


3ogardus: The general opinion is that it 
not. 

“Question—What relation has the proprietor of a store 
to its success and the efficiency of his clerks?” 

A Delegate: Everything. 

“Question—Is it good policy to ask large profits on small 
articles? Have such methods a tendency to 
establishment of racket and novelty stores?” 


encourage the 











No discussion. 
On motion the convention took a recess until 2 p. m. 


WEDNESDAY AFTERNOON SESSION. 


The convention was called to order at 2:30. 
Bogardus in the chair. 

President Bogardus: The first business of the conven- 
tion is to hear the report of the committee on insurance, 
Geo. M. Gray. 

Mr. Gray then read the following: 


REPORT OF INSURANCE SOCIETY. 


President 


EFFICIENT OFFICERS. 


I take great pleasure in presenting to you the first report 
of The Ohio Hardware Dealers’ Mutual Fire Insurance Com- 
pany, and I hope that our action here may be of such a favor- 
able nature that it may induce you to assist in making our 
company one of the strongest and most successful organiza- 
tions in the country. 

While I feel greatly complimented by the honor con- 
ferred on me in having been selected as your secretary and 
treasurer, I am greatly encouraged in making our company 
a success, because of the able president and board of di- 
rectors who are associated with me in its management. I 
recognize the difficulties that confront us in making this com- 
pany what it should be, but I hope and believe with your as- 
sistance in this convention, if each hardware man present 
will do his duty, that we will assume a place of prominence 
before the world ere this convention closes. 


A CONSERVATIVE BASIS. 

It had been thought by our most careful and intelligent 
hardware men that if an insurance company should be or- 
ganized on a conservative basis it would not only be the 
means of securing cheaper rates, but would eventually com- 
pel the old line companies to reduce their rates on hardware, 
which is not as hazardous as dry goods, drugs and other lines 
of merchandise, and for the past three or four years this 
question has been coming up at our annual convention. We 
could name a score or more of our leading men ‘whd were 
anxious to give it a trial. hence the subject came up many 
times, but owing to the- large amount of money we were 
compelled by law to have on premiums before we could write 
any insurance no definite action was taken until our conven- 
tion held in this’ place last year. At the close of the con- 
vention the following persons were appointed by the presi- 
dent to take the steps necessary to promote and organize a 
mutual fire insurance company, to be the offspring of The 
Ohio Hardware Association for the members of the associa- 
tion and the hardware trade of the state: G. V. Guyton, 
Ada, O.; J. P. Duffey, Greenville; C. C. Fouts, Middletown; 
Geo. B. Meyer, Cincinnati; Henry F. Rahe, Cleveland; Fred 
Haberman, Marion; Wm. Crumerine, Salem; O. M. Scott, 
Marysville; W. P. Bogardus, Mt. Vernon, and Geo. M. Gray, 
Coshocton. 

THE FIRST STEP. 


The first step taken by this committee was to address 

the following letter to each hardware man in the state: 
March 15, 1902. 

My Dear Sir: For some two years past The Ohio Hard- 
ware Association has been considering the question of organ- 
izing a mutual fire insurance company, for the purpose of 
insuring hardware dealers against loss or damage by fire. 

It is well understood that the prices paid for insurance 
by the hardware dealers of this state are out of all proportion 
to the risks. We are carrying not only our own losses, but 
are paying excessive prices to make up for the losses which 
are greater in other lines of business. 

The committee appointed by the association, after careful 
investigation, believe that the cost of insurance could be re- 
duced through an association, organized solely for the mutual 
protection of the hardware dealers, about thirty-three and 
one-third per cent. 

ORGANIZATION. 

At a meeting of the association held ten days ago, it was 

decided to take steps to form such a mutual fire insurance 
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company, and a committee consisting of G. V. Guyton, Ada; 
W. P. Bogardus, Mt. Vernon; O. M. Scott, Marysville; C. 
C. Fouts, Middletown; J. P. Duffey, Greenville; Geo. B. 
Meyer, Cincinnati; Henry F. Rahe, Cleveland; Fred Haber- 
man, Marion; Wm. Crumerine, Salem, and Geo M. Gray, 
Coshocton, was appointed to take preliminary steps looking 
to such an organization. 

Before such company can be incorporated under the laws 
of Ohio there must be subscribed not less than $500,000 of 
insurance, in not less than 200 separate risks, no single risk 
of which shall exceed $5,000, and the premiums thereon for 
one year paid in cash—aggregating not less than $10,000 in 
cash—each subscriber in writing agreeing to assume a li- 
ability to be named in the policy, subject to a call by the 
board of directors, in a sum not less than three nor more 
than five annual premiums. 

HOW MANY WILL JOIN? 

The first step to be taken is to ascertain how many hard- 
ware dealers will take out a policy of insurance in such an 
association and the amount of insurance each is willing to 
subscribe for. A copy of this letter and the enclosed card 
are being sent to each hardware dealer in the state. The 
answers will determine the policy of the committee. If the 
dealers of the state are sufficiently interested and so indicate 
by answers on cards like the one enclosed this committee 
will go ahead with the organization of the company and will 
then send out formal subscriptions to be signed by all the 
members. If the answers do not come promptly the matter 
will be abandoned. In other words, “it is up to the dealers” 
to say just what they want. For yourself, just figure up 
how much it would be worth to you to save thirty-three and 
one-third per cent of the money you would pay on a policy 
of insurance sufficient to cover your stock, or how much more 
insurance you could carry for the sum you are now paying. 
Don’t throw this letter in the waste basket. Read it care- 
fully, read the enclosed card, and then return the card to 
George M. Gray, Coshocton, Ohio, indicating on the card 
what you want to do. If you don’t want insurance in that 
line, say so; if you do, say how much. 

GRATUITOUS WORK. 

Remember this committee is doing a large amount of 
work gratuitously and for the benefit of the hardware dealers 
of the state. Won't you do your part by indicating on the 
enclosed card what you think about it and send it by return 
mail ? Yours very truly, 

(Names of Members of the Committee.) 

P. S.—Return the card to Geo. M. Gray, Coshocton, Ohio. 

The enclosed postal card read as follows: 

“OHIO HARDWARE ASSOCIATION. 

“If the committee appointed by the Ohio Hardware As- 
sociation, to organize a mutual fire insurance company for the 
hardware dealers of Ohio, do organize such company, I, 
Sey Soph ee ...., located at .» in Ohio, 
agree that I will subscribe for .............. thousand dol- 
lars of insurance in said company. This agreement to be null 
and void unless such mutual fire insurance company is organ- 
ized within one year from date. 

“And should such committee proceed with the operations 
of such company, I will, on demand, sign the required sub- 
scription for the amount above indicated, and comply with the 
requirements on my part, provided by Section 3634 of the 
Revised Statutes of Ohio. 

“Signature 
“Residence 
THE FINAL RESULT. 

The final result of this method was that over $600,000 of 
insurance was promised for the new company. On the 2and 
day of April, 1902, the committee met at the Chittenden Ho- 
tel. Attorneys Pomerene of Coshocton, and Gaskill of Green- 
ville, met with them. Mr. E. S. Nail, the president of the 
Lumbermen’s Insurance Company, was also present. 

Allow me to say here that too much cannot be said in 
praise of Attorneys Gaskill and Pomerene, who have worked 
so earnestly and intelligently, both in season and out of sea- 
son, to promote our interests. After thoroughly going over 
the ground with these gentlemen, it was decided to push the 
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organization to completion, notwithstanding the difficulties by 
which they were confronted. Your humble servant was put 
in charge of the work, and the following letter was sent out: 


THE LETTER SENT OUT. 

Coshocton, Ohio, July 28, 1902. 

Dear Sir—The arrangements for the Ohio Hardware 
Dealers’ Mutual Fire Insurance Company are now substan- 
tially completed. These matters have been in the hands of the 
attorneys of the committee for the past two months and all 
the detail work carefully gone over by them. The incorpora- 
tion and organization of the company will go on as rapidly 
About $600,000 of insurance has been subscribed 


in working 


as possible 
for by letter, and if all act promptly we can be 


a few weeks 


order in 

It is necessary that there be paid in premiums $10,000 
in money before the association can do business. This, in 
practice, means about one million dollars of insurance must 


be pledged and the first year’s premiums paid. I inclose you 
an application blank and form of the policy adopted 
SIGHT DRAFTS ASKED FOR. 

It is not desired to require of the members and policy- 
holders that they should actually pay in, in cash, the first 
year’s premiums until the company is ready to issue its poli- 
cies. It is proposed that each member accept a sight draft for 
the amount of his first year’s premium payable on the delivery 
of the policy to him. This accepted sight draft can be treated 
by the company as cash, and so comply with the law. At 
the same time the member is not out of his money during 
the progress of the incorporation and organization. 

PROTECTION. 

It protects you, because you will pay no money until you 
receive your policy; at the same time it enables the company 
to have what it can deposit in bank and treat as cash, and so 
comply with the law. The law requires that the certificate 
attached to the application be signed by a justice of the peace 
of the township or city where you reside. Don’t forget it. 

Please fill out the enclosed application blank in full and 
return it with the certificate of the justice of the peace, and 
also attach sight draft, properly accepted by you, to Geo. M. 
Gray, Coshocton, Ohio. Kindly give this your immediate 
attention and return the application at once. Everything will 
be pushed as rapidly as possible, and to this end each insurer 
must act promptly and without waiting for second letter. It 
would cost several thousand dollars to have an agent visit 
each insurer personally. This can be saved to the policy- 
holders if each man acts promptly and co-operates with the 
committee. 

It is proposed to make in the beginning the rate of insur- 
ance the same as the rate you are now paying, and your 
reduction will come in the rebate at the end of the year. The 
difference between the established rate and the actual rate will 
be the profit. Part of this profit will be set aside in the first 
years of the company’s existence to create a small surplus 
fund to meet emergencies, and thus strengthen the financial 
standing of the company. But the greater part of the profit, 
each year, will be returned to the policy-holders, thus afford- 
ing first-class fire insurance protection at much less than the 
old-line company rates. As every business man knows, the 
old companies are in a trust and are constantly raising the 
rates. This company proposes to furnish the insurance at 
cost. Every dollar of profit, except a small proportion re- 
tained in the beginning to create the needed surplus, will be 
returned to the policy-holders. 

Very respectfully yours, G. V. Guyton, W. P. Bogardus, 
O. M. Scott, C. C. Fouts, J. P. Duffey, Geo. B. Meyer, Henry 
F. Rahe, Fred Haberman, Will M. Crumrine, Geo. M. Gray. 

PERSONAL VISITS. 

It was then decided that it was impossible to secure the 
required amount of properly filled applications by correspond- 
ence, hence another meeting was called. At this meeting a 
practical insurance man was present, who was willing to en- 
gage with us, but the other members of the committee ob- 
jected, and all insisted’ that Geo. M. Gray take a “vacation,” 
as they called it, and do the work. The writer finally con- 
sented to go for two weeks, with the understanding that he 
was to receive no compensation whatever for his services, 














excepting expenses. Now, gentlemen of the convention, if 
you care to know some of the difficulties of the traveling 
salesman, and some of the hardships that were connected 
with the organization of this company, next Monday morn- 
ing leave your business, pay your own way, go from city to 
city, and from town to town, visiting every hardware man, 
and you will get some idea of what it cost to get up this 
company. 
RESULTS IN COLUMBUS. 

We commenced right here in Columbus, and, with the 
assistance of our worthy friend, Mr. Davis, of the Smith 
Bros. Hardware Co., secured applications for about $75,000 
of insurance. Next we worked Newark, and from there went 
to Springfield, where we were received very cordially by the 
hardware men of that city, who responded liberally to our 
call. From there we went to Dayton, and, with the assistance 
of Mr. Shearer, of Roney & Shearer, did splendidly. Then 
we went to Cincinnati, and, with the efficient help of our 
friend and co-worker, Mr. Geo. B. Meyer, secured a large 
amount of insurance. Our next point was Canton, and from 
thence to Cleveland, where Mr. Rahe took his horse and buggy 
and drove us from one hardware store to another, until we 
secured more than $100,000 in that city. 

THE WORK PROGRESSES. 

If you will go over our list carefully, you will find that 
it consists of some of the best and most conservative hard- 
ware men of the state. In this way the work progressed; 
sometimes we felt like throwing up our hands and quitting, 
but finally the required amount was secured. 


THE COMMITTEE MEET. 


We called a meeting of the committee, presented our 
plans to the insurance commissioner, and, after a few days’ 
delay, our plans were accepted. The following officers were 
elected: President, J. P. Duffey; secretary and treasurer, 
Geo. M. Gray; board of directors, G. V. Guyton, Henry F. 
Rahe, and Geo. B. Meyer. We then thought the tug-of-war 
was over, but really it had just begun. Before any of the 
policies were issued, we called to our assistance a practical 
insurance man—Mr. Stevenson, of the Knox County Mutual 
Insurance Co., of Mt. Vernon, O.—a gentleman who has had 
long and wide experience in the insurance business. He 
went over all the applications carefully and advised that many 
of them should be cut down. The committee saw at once 
that, in order to have a conservative company, we must have 
small risks, scattered all over the state, so that, in case of 
disastrous fires, the company would be affected but little. 
We therefore commenced to cut our risks from $5,000 to 
$3,000 and less. For instance, one firm had a stock of $4,000 
and were not carrying any other insurance whatever. They 
asked that we write them for $2,000, which we refused to do, 
but we agreed that if they would carry $1,000 with some other 
good company, we would write them for $1,000. In case of 
our own warehouse, which contains a stock of $3,500 or more, 
we carry, on this, $3,000 insurance, $1,000 in our own com- 
pany and $2,000 in stock companies. I merely use these illus- 
trations to show that we are trying to be conservative as to 
our risks. Cheap insurance always means safe insurance, and 
many applications have to be rejected entirely. 


ANNUAL REPORT. 


The first annual report to the commissioner of insurance 
of the state of Ohio was as follows, on Dec. 31, 1902: 





Cross premiums received....... Suetses keen saa meee 
Return premiums, for cancellations................. 118.90 
Net cash actually received....................0.05: 5,924.73 
Premiums on policies paid for and .not to be issued 
EE UU POS GFR on oc cc ccc cecccsccssccss | SMS 
Total income during year......................... 11,088.05 
ME “nbc cesghedkduseedvesnbaceaes 118.90 
Paid for salaries, fees, and all employes’ expenses.. 225.55 
Paid for office furniture, stationery, etc............ 142.60 
Total expenditures oat $487.05 
Balance .. sess $I0,601.00 


Of the above balance, $10,244.75 was in cash in the Co- 

















shocton National Bank, and $356.25 in outstanding accounts, in 
premiums due the company. 


ONLY EXECUTED INTENTIONS COUNT. 


You will observe that the committee has worked faith- 
fully for one year, without any compensation whatever. We 
believed from the beginning that an insurance company could 
be successfully organized, and we have demonstrated to you 
that we were right. 

Only executed intentions count. The paving of the road 
to a very uncomfortable place is said to be composed of good 
intentions. We all know people whose houses burn when they 
are just going to insure; who lose a horse or a cow when 
they are “just going to mend the fence”; who are “just going 
to buy stock” when it goes up like a rocket; who are “just 
going to “help a neighbor” when he dies. In fact, they are 
just going to do things all their lives, but never get them 
started. 

“To be always intending to live a new life, but never 
to find time to set about it,” says Tillotson, “is as if a man 
should put off eating and drinking until he is starved to 
death.” 

DO IT NOW. 

Under every clock in a large factory in this state, and 
also in a great many other places of business, is the motto, 
“Do it now.” Such a motto, lived up to in this convention by 
every one present, would secure for the Ohio Hardware 
Dealers’ Mutual Fire Insurance Company 700 policies before 
this convention closes. It would save you hundreds of dol- 
lars. It would save the expense of a man calling on you. 
Above all, it would show to the world that you have had a 
hand in building up one of the largest and most conservative 
insurance companies in the country, for such is our company 
destined to be. “Despair and postponement are cowardice 
and defeat.” Men are born to succeed, and not to fail. So 
I beg of you, take up the work right here at this convention 
and make a record that will meet the approval of the insur- 
ance commissioner, and commend itself to the American 
public. 

The general welfare of the Ohio Hardware Dealers’ Mu- 
tual Fire Insurance Company demands that you push this 
work in accordance with the business principles which you 
approve, and by the application of which you have become 
the leading business men of the country. 

“Tt is not birth, nor rank, nor state, 
But get up and ‘git,’ that makes men great.” 

DO IT NOW. 

Mr. Duffey then addressed the convention at some length, 
explaining the working of the insurance plan and urging the 
members to give it their support; that the members of the 
committee had spent a great deal of time in pushing the 
matter to a successful termination. 

President Bogardus invited A. I. Vorhees, the commis- 
sioner of insurance of the state of Ohio, to address the 
convention, 

Mr. Vorhees said: Mr. President and gentlemen of the 
Ohio Hardware Association, I am very glad to be here and 
glad to meet you all. This is going to be a nation of asso- 
ciations. Eyery branch of business has its association and 
it is good to have them, and the gathering here together 
annually not only results in social intercourse that must be 
intellectually profitable and pleasant to you all, but affords 
you opportunity to confer about your business, and incident- 
ally in this season, I believe, about the history and progress 
and future prospects of your insurance association. 

It would not be becoming for me to here suggest any 
criticism or make any remarks respecting the operations of 
your insurance company. Anything in that respect should 
come officially from the department. I conceive, however, no 
impropriety in saying to you this afternoon that next to your- 
selves that there is no one more interested in your prosperity 
than the insurance department of Ohio. You have conceived 
the notion that insurance companies were charging you too 
high rates and that the rates were arbitrary and the result of 
a combination. It is not my purpose to say here or form any 
opinion whether that conception is true or not, but there is 
this about it, that you have certainly proceeded in the logical 
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and sensible way to test this question. You can demonstrate 
for yourselves whether you have been paying too much. You 
can demonstrate it without any great «ost of money to your- 
selves. You are illustrating here now one of the great anti- 
trust doctrines. We all have our opinions about trusts in this 
age of trust agitation and discussion. Hardly any two persons 
agree upon the subject—-the future of trusts and the remedies 
that ought to be applied to them. There is no more intelli- 
gent, industrious, aggressive and successful body of indi- 
viduals on earth than the American merchants. I am one 
of those who believe that while there should be legislation 
to regulate and restrict and curb and suppress great aggre- 
gations that attempt to arbitrarily fix prices and control com- 
modities, yet I believe on the other hand that the great 
American trust buster of the future is going to be this body 
of the American merchants. 

Now, you have established here an organization that I 
can say that I wish the most prosperity for. You have the 
elements and the material for prosecuting a great and suc- 
cessful organization. The fire insurance business is a pre- 
carious business. Unlike life insurance, it is strictly a gamble. 
You may proceed through 1903 without a severe loss, but 
you may have a loss that will startle you. I can conceive 
of no impropriety in saying to you that your inclination 
should be along conservative lines rather than a dash for a 
large volume of business. You should learn to crawl before 
you try to run. 

Mr. D. L. Glaskill, one of the attorneys for the insurance 
company, who had assisted in its formation, was introduced 
and addressed the convention on the work that had been 
done and recited the difficulties under which the committee 
had labored in getting the insurance company on its feet. 

Mr. E. S. Nail, the president of the Lumbermen’s Mutua! 
Fire Insurance Company, was invited to address the conven- 
tion on the subject of fire insurance. 

Mr. Nail addressed the convention. He said they had 
made a success of their association; that they were now 
paying a dividend of 30 per cent, having raised the dividend 
from 25 to 30 per cent the first of last January. He said that 
for several years they had but few losses, but during the past 
year their losses had been comparatively heavy, but in spite 
of that fact they had been able to declare an increased divi- 
dend. 

William Barton of Sunberry, secretary of the Delaware 
County Farmers’ Mutual Fire Insurance Association, was in- 
vited to address the convention. 

Mr. Barton gave an account of their experiences in form- 
ing and building up a fire insurance association. He said 
they had been quite successful. He suggested that the differ- 
ent mutual insurance associations of the state of Ohio publish 
a periodical in the interest of the mutual insurance associa- 
tions of the state. 

On motion the report of the insurance committee was 
adopted and ordered to be spread on the minutes of tKe 
association. 

President Bogardus: The next on the program is a 
paper by Mr. S. W. Gano with the Norvell-Shapleigh Hard- 
ware Company. 

Mr. Gano read the following paper on 


DRESSING A HARDWARE STORE. 


ASSOCIATIONS ARE A GOOD THING. 


When your worthy secretary held me up in his office 
the latter part of January with the information that I was 
slated for a paper before this convention, I thought to evade 
him by referring him to our house, feeling confident that they 
would withhold their consent, but in this I was disappointed, 
for within a few days I received a communication from Mr. 
Norvell, our president, granting permission to accept, and 
I take pleasure in quoting an extract from his letter as fol- 
lows: 

“T do not hesitate to say, and you can say for me, that I 
am heartily in sympathy with the general aim and objects 
of the state hardware associations. I believe the associations 
are a good thing, and that good results will follow their work, 
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and it is our desire to act in harmony with them as far as 


we can consistently do so.” 
CLEANLINESS IS NEXT TO GODLINESS. 

To proceed, it is absolutely necessary in taking up the 
subject of dressing a hardware store to quote emphatically 
that time-tried old maxim, “Cleanliness is next to Godliness.” 
This should be applied not only to the storeroom, but to the 
storekeeper and his clerks as well—it costs nothing to be neat 
and clean and is always appreciated by the customer, 

No matter how systematic you may be, nor how tastefully 
you dress your windows, you discount:the effect when you 
fail to enforce cleanliness 

Do not 
covered with dust that you must make a blow-gun of your 
mouth ere you show the goods to a customer. 


allow the boxes on your shelves to become so 


CLEANING SHOULD BE SYSTEMATIC. 
Adopt a systematic plan of cleaning. In a store in my 
home town of Piqua each clerk has so many spaces or tiers 
which he is expected to keep clean and is held accountable 
for, and not less than once each week he is expected to thor- 
oughly dust his allotted space and front his shelves, and if a 
certain secticn is in disorder or dirty, the proprietor knows 
precisely who is to blame. All do not dust at the same time, 
but while one is cleaning his division, another is ready to wait 
on any customer who may come in and handles the trade un- 
less they come too thick, when of course the brush is dropped 
until the rush is over, when the cleaning and fronting is 
continued, and by following this plan there is no confusion. 
WITH AND WITHOUT SYSTEM. 

There is a marked difference in the appearance of the 
various stores you enter. One has absolutely no system; the 
goods look like they had been shot out of a cannon; butcher 
knives are in the front of the store, center and rear. In an- 
other the same class of goods are kept in one tier, but not 
classified or placed according to size or grade. In a third, 
system is apparent and the goods are classified in every 
sense of the word. 

IT PAYS TO SAMPLE GOODS. 

Does it pay to sample goods? Yes; providing the sam- 
pling is intelligently handled. Some dealers advocate sam- 
pling on swinging doors, and there are arguments for and 
against this method. The system which seems to be gain- 
ing favor is sampling on the front of the box or drawer con- 
taining the goods sampled, and this brings us to the best 
method of facing the shelves to overcome the ragged ap- 
pearance of the irregular-sized boxes in which the numerous 
articles are packed, and boxes of uniform size and color seem 
to have the pull. However, I went into a hardware store in 
Springfield where an unusually tasty clerk was busy sampling 
their stock of padlocks. He had hinged the proper-sized 
board to the bottom of each shelf with a small French window 
catch at the top to hold same in position when closed. This 
board front, of course, being flush with the front of the 
shelves, a number of cup hooks properly spaced furnished the 
necessary support for the padlocks to hang on, the hooks be- 
ing crooked sufficiently to prevent the samples dropping off 
when the front was lowered and still open enough to allow 
the salesmen to lift off the sample and sell it, thereby avoid- 
ing a shop-worn sample which oftentimes occurs when they 
are fastened tight by wire or otherwise. At each end of this 
front were short pieces of safety chain, which held it as an ex- 
tention of the shelf, and prevented its dropping down. The 
impression created was decidedly favorable. 

A SUGGESTION 

Since writing this paper the following suggestion has been 
handed me: “One point you could bring to the attention of 
dealers in regard to sampling their goods is to have all the 
points of all tools, knives, etc., point one way. Very few 
dealers think of this little point in arranging their samples. 
In most stores you will see the point aiming both front and 
back. When I was on the road I suggested to several cus- 
tomers that they start the points back from one side of the 
front door, carrying ‘the points around to the back, and have 
the points pointing forward on the other side. It is just as 
easy to sample in that way and it gives a more systematic 
effect.” 





There are several firms in existence to-day whose sole 
business is to furnish outfitting for a store of shelving, cab- 
inets, boxes, drawers and counters, each system having merit 
peculiar to themselves, and all are preferable to the back- 
number jumble which frequently causes a fair stock of hard- 
ware to look like an “Old Curiosity Shop.” 

SHOW-WINDOWS. 

The talisman by which the live merchant 
draws his transient trade is the show-window. Some stores 
we see, if they have a show-window, use it ag a catch-all for 
any old thing; just so it is hardware—they do not seem to 
think it of any moment that kindred articles be placed in the 
show-window, but will drop a pair of skates alongside of a 
scythe, a corn knife next to a pair of ice-creepers, and not 
infrequently a show-window is allowed to remain not only 
weeks but actually months without making any change what- 
ever. The consequence is that passers-by come to consider the 
window as an ancient landmark and cease to be aware of its 
It happens to be my good fortune to call upon one 
wide-awake merchants knows what a 
show-window is for. On one Friday the clerks were dress- 
ing his corner window. It happened to be trap week; pyra- 
mids of traps—2-0, 3-0, 4-0 and 5-0 choker mouse, out-o’- 
sights, E. Z. Ketch, Rex, Catch ’Em Alive and, in fact, every 
kind of a trap this dealer carried was stacked in the window. 
The question, “Don’t you put anything but traps in the win- 
dow ?” brought the reply, ““No, indeed; we want them to think 
of traps; we have tried it before and one after another will 
come in with some remark such as “That window of yours 
just reminded me about a trap, and my wife has been scold- 
ing. me for a week about forgetting it’; and I always fill my 
window with a single line of kindred lines—if tools, I use 
planes, draw-knives, spoke-shaves or hatchets and hammers, 
and put in the window such a quantity as will impress the 
passer-by with that particular article. 


up-to-date, 


existence. 


of those live, who 


AN EASY QUESTION. 


But I asked, “How do the boys know what to place in the 
window each week, especially when you are absent ?” “Oh, 
that is easy,” replied he. ‘“‘We have a window book, and as 
we never allow a window to stay over a week under the date 
of each Friday, for weeks ahead are specified according to 
the season the articles with which to fill the window for the 
following week.” Another dealer who opened the first hard- 
ware store in a suburb across the river from a large city filled 
his window with tacks of all descriptions and sizes and drop- 
ping several worn-out and dilapidated shoes among the tacks, 
placed in the back of the window a placard bearing this in- 
scription: “These shoes were worn out tramping over the 
bridge for tacks. Come in and save shoe leather.” 

Mr. Baker: Mr. Chairman, I think that was a very good 
paper, and I think before I sit down I shall move a vote of 
thanks to Messrs. Jones and Gano for the papers they have 
read to us. A few years ago a hardware man met me as 
I was going to the railway station to take the train home, 
and he said, “Mr. Baker, when I get home I am going to 
clean up my store.” He says, “I learned something at this 
session.” The fact is, Mr. President, that hardware stores 
to-day are not the hardware stores of twenty years ago. 
Our stores are now visited by more ladies than ever before 
and it is necessary for us to keep in line with the times 
and with the other merchants by keeping clean hardware 
stores. I will renew my motion that a vote of thanks be 
tendered to Messrs. Jones and Gano for their papers. 

The motion was seconded and unanimously carried. 

Secretary Burr read a telegram of congratulation from 
the Kentucky Retail Hardware Dealers’ Association. 

At this time a messenger boy brought in a box of flowers 
and handed the same to President Bogardus with a note. 
President Bogardus read the letter, as follows: 

“Dear Sir: As an old hardware man and one who 
remembers with much pleasure the kind reception given 


him by the members of the association at their banquet 
last year, I send these roses for their banquet to-night, hoping 
that the occasion may be an enjoyable one in every way. 
Yours truly, James Kilbourne.” 

Mr. Wiseman: 


I would like to move you, if I am in 








THE AMERICAN ARTISAN 


order, that we send Mr. Kilbourne, for this generous and 
thoughtful gift, a royal vote of thanks, 

The motion was seconded and unanimously adopted. 

Mr. Wiseman was instructed to advise Mr. Kilbourne 
of the action of the association. 

Mr. L. Scott: I move, if there is no further disposition 
to be made of the flowers, that after the banquet the president 
be instructed to take them home to his wife. 

The motion was seconded and carried. 

Mr. Scott: The thought occurred to me when we were 
voting our thanks to these men that got up these papers 
that it requires lots of work to get up these programs, and 
I move a rising vote of thanks be tendered to our president, 
secretary and executive committee for their success in get- 
ting up such a desirable program and securing such com- 
petent men to address us. 

The motion was seconded and unanimously adopted. 

President Bogardus: The committee on Question Box 
will proceed. 

The committee on Question Box proceeded to read the 
questions in the box. 

Question—‘What rate are you paying for insurance?” 

Several delegates responded, saying they were paying all 
the way from $1.25 to $3.00. 

President Bogardus called for all who had taken insur- 
ance in the new company to rise. A large number arose. 
He also asked for those who had not taken out insurance 
to rise, and a large number arose. He also asked those to 
rise who intended to take out insurance in the new com- 
pany, and there was a general response in the affirmative by 
those who had not yet taken out insurance in the new 
company. 

Question—“Is it a good policy to make an advertisement 
of the ‘O. H. A’ badge?” 

President Bogardus said he thought it was. 

Question—“Is co-operative buying advisable? If so, what 
are the benefits?” 

No discussion. 

Question—“Do you ever use paint pumps and cold water 
paint? If so, what success?” 

Several members said they had found them satisfactory 
and they had sold a number. 

Question—“What advantage is it to have traveling men 
come to see you, and what is the best way to receive them?” 

Mr. Duffey said they should be received courteously ; that 
the traveling man has all kinds of information that he wili 
give you by being treated courteously. 

Question—Is it desirable for the hardware trade to han- 
dle five and ten cent specialties?” 

Mr. Kenney: Mr. Chairman, I believe if all the business 
men in a town in any particular line would agree to handle 
five and ten cent articles in their line it would soon do away 
with the five and ten cent stores in their towns. 

Question—“What profit is there to us as merchants in the 
present bankrupt law?” 

Mr. Kinney: Mr. Chairman, I think from that cause the 
hardware dealers have not lost five per cent. 

Mr. Perry said that 75 per cent of his losses during the 
past year had been from this cause—that merchants had failed 
and gone into bankruptcy. 

Question—“Do all the members receive the National Bul 
letin regularly, and what do they think of it?” 

Mr. Shearer: We have received the Bulletin regularly 
and it contains a great deal of valuable information. 

Secretary Burr: I would like to say if any members of 
the association are not receiving their manual if they will ad- 
vise me I will see that they receive it. 

Several members stated that they were not receiving the 
National Bulletin regularly. 

Before adjourning President Bogardus called the atten- 
tion of the delegates to the banquet this evening, which would 
commence at 8:30. 

On motion the convention took a recess until 9 a. m 
Feb. 26. 
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BANQUET, WEDNESDAY EVENING, FEB. 25, 1903. 

About three hundred delegates and guests assembled in 
the banquet hall of the Great Northern Hotel at 9 p. m to 
participate in the banquet that had been prepared. The hall 
was tastefully decorated with flags and flowers. 

At the conclusion of the menu the Amphion Octette ren- 
dered a selection entitled “The Tear,” which was received 
with great applause. 

Toastmaster Bogardus then said: Gentlemen of the 
Ohio Hardware Association, our ninth annual banquet is 
over. We will now listen to something that will improve our 
minds. Our bodies have been improved. 

From the time when the divine command was given “Let 
there be light” until the present law has controlled and mold- 
ed manhood. The glory of this country to-day is because the 
American people have had great regard, respect and honor 
for the law, and we are assembled here to-night without fear 
of any one to molest, because under the protection of law 
we are gathered here. I have to-night the pleasure of intro- 
ducing to you a gentleman whose name and whose fame will 
go beyond his native city if he continues on in the course he 
has started on—the Honorable E. L. Taylor, Jr., of Franklin 
county. 

Mr. Taylor: Mr. Toastmaster and gentlemen of the Ohio 
Hardware Association and guests, I don’t know when I have 
had my attention called to my shortcomings as a speech 
maker with such delicate ceremony as when eight strong 
what is known as the Amphion Octette arose to their feet 
and sang down my neck that beautiful song “The Tear.” 

I am compelled in all candor to admit that in making 
speeches in the past I have seen tears in the eyes of my 
auditors at their conclusion, not tears of pleasure, but tears 
of pain; but seldom have I been introduced to the strain of 
“The Tear.” And what makes me feel all the more unsettled 
about this thing lies in the fact that in looking at the program 
I am unhappily conscious that the moment I take my seat 
these same eight gentlemen, whom I have always considered 
my friends, because I have been associated with them in 
musical circles, will all rise to their feet and turn towards the 
next speaker on the program with dulcet tones and melting 
looks and sing “I Long for Thee.” This is the last straw 
and this particular camel’s back is badly strained. 

I enter into the discussion of my subject in an humble 
mood. Speaking of my subject your toastmaster asked me 
what my subject was this evening. I can only say that I have 
no subject. I am to make you an address and it will have 
the unique distinction of an address that contains no matter 
that will improve your mind. Your committee told me that I 
could pick about anything I pleased, but to make it short, and 
I will. I don’t know why in the world your association ap- 
pointed this committee. It seems to be the only weak com- 
mittee in the association. I don’t know why in the worlJ 
they asked a lawyer—at least a man who draws a salary— 
having a lawyer respond to a toast at a hardware men’s ban- 
quet, unless it be for that most peculiar reason, that unex- 
plainable reason, that the American people called a certain 
famous battle of the revolution “the battle of Bunker’s Hill,” 
when as a matter of fact it was not fought there at all, but 
on another prominence known as “Breed’s Hill.” 

A lawyer can’t know very much about hardware. My 
knowledge on the subject of hardware, I must confess, is not 
altogether pleasant. My first experience with hardware came 
at a very early age, when my paternal ancestor led me by my 
infant hand out to the family woodpile and placed therein a 
hatchet to cut a little wood before breakfast. Then, and then 
only, did I realize the infinite grief of that afterwards great 
man, G. Washington. He only had to cut down a small 
cherry tree and I had to tackle a cord of wood. 

I don’t, as I say, know much about hardware, but three 
or four years ago I became infected with that disease known 
as political aspirations. I wanted an office—that is, as I said 
at the time, and my friends insisted upon me occupying an 
office. Then I went out and found my friends. The disease 
has stricken some other gentlemen who are sitting close to 
me. The microbe has opened in me; it has just sprung to 
life in the young gentleman to my left. I don’t know much 
about hardware, but I do know a few things. Gentlemen, I 
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say this in seriousness, because I am not going to speak long. 
I do know a few things about organization, in business as 
well as in politics. You can’t get there without organization, 
and in that I mean organization in its proper and highest 
sense. You don’t organize and understand one another—you 
men in one line of business—you unconsciously step upon one 
another’s toes and you invariably impede one another's prog- 
ress. To make an association that teems with success it must 
be one with a pure, legitimate and honest motive., It is a 
noble work and bound to succeed. I predict that you will 
grow like the green bay tree; that you will hold many of these 
annual meetings for many and many years to come, and that 
they will be a benefit, not only to you, but to those of the 
outside trades and professions with whom you come in con- 
tact. 

Now, gentlemen, I would like to talk a little bit longer 
upon this subject, but it was whispered to me by my good 
friends why I was put first upon the program. I wondered to 
some extent until I received this information. You have al! 
at least a great many of you, have been to see a balloon ascen- 
sion, but for the benefit of you who have not I will call your 
attention to the fact that generally the management of the 
show sends up a toy balloon to see which way the wind is 
(Laughter.) Now, I 
am here to-night in the capacity of that toy balloon. The big 
You 


are going to be treated, as Chauncey Depew says, to that most 


blowing before they let the big one go. 
balloon will go up in a few minutes if you are patient. 
famous of all after dinner banquet dishes, “tongue garnished 


You have had the tongue and in a few minutes 
when these other gentlemen let off their oratory you will be 


with brains.” 


treated to the best of the occasion, and if you will permit me I 

will sit down. (Applause.) 
After a song by the octette 

duced Mr. H. G. Cormick, 


Retail Hardware Association. 


Toastmaster Bogardus intro- 


the president of the National 


GRANDEUR OF STATE. 
H.G 


tlemen of the 


Cormick, Centralia, Ill.: Mr. Toastmaster and Gen- 
Ohio and 


Great is my pleasure on this occasion to 


Hardware Association Assembled 


Guests- be invited 
Greater far is my pleasure 
Ohio Hard- 
I rejoice with you in the grandeur of the 


to address you in my native city 
to stand before you and to address you as the 
ware Association. 
history of your state, and I rejoice with you that besides your 
martyrs—your noble McKinley—we, of Illinois, can present 
to you two names in the history of our country equally as 


famous—Lincoln and Grant. 


We are here assembled on this auspicious occasion that we 


may know more of each other, that we may have kindly feeling 


for each other when we return to our homes and that we may 
by assembling present ideas upon these occasions which will 
make us better merchants and better citizens of our noble 


country. 


ROOSTER OR HEN. 


The conceptions that have been held by a portion of the 
public in reference to these grand organizations of hardware 
dealers remind me of a story that I will try and relate to you. 
A teacher of a class of infants in history endeavored to im- 
press upon the minds of the children the landing of our Pil- 
grim Fathers on Plymouth Rock. 
that 


and trials they 


She expatiated upon the 
bleekness of shore. She expatiated upon the hardships 
had to After 


time, believing that she had impressed fully upon their minds 


overcome. some considerable 
the idea that she possessed, she asked the children to take 
their slates and draw their conception of Plymouth Rock. There 
was quiet for a time, while the slates were being gotten out 
and the pencils prepared, when one little boy held up his 
hand and said: “Teacher, teacher, what is it, which do 


want, rooster or hen?” 


you 


It is so with the public—they don’t know which we are, 
rooster or hen. It is my opinion that as this movement pro- 
gresses and our membership increases, the public will decide 
that we are more rooster than hen. 


THE NATIONAL ASSOCIATION. 


At the present time the National Association of Retail 
Hardware Dealers of the United States is composed of sixteen 
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states, and we expect before the meeting of the National As- 
sociation in the city of Chicago on the 17th of March, to have 
added also the state of Colorado, making seventeen. We 
have aroused an unusual interest in several of the states that 
have not yet organized, and we anticipate that before another 
year passes around we will have added at least five or six 
states more. These different state associations are developing 
an enthusiasm and an earnestness that to you who are not in 
touch with this general question can scarcely realize. 


BRINGS CONGRATULATIONS OF ILLINOIS. 


I bring to you to-night the congratulations and fraternal 
feelings of Illinois, the meeting of the Illinois Association 
taking place in the city of Bloomington on the gth and 10th 
of the present month. I also bring to you the greetings and 
congratulations of the state of Missouri, which meeting was 
held on the 11th and 12th of the present month. I bring to 
you the greetings of an enthusiastic and large association that 
my friend on my right has just spoken of—Indiana. I have 
but recently attended the meeting of the Kentucky associa- 
tion in the city of Louisville yesterday. These associations 
have held their annual meetings—they have held them with 
enthusiasm. They have gone to their homes with the design 
of making efforts for the purpose of increasing their numbers. 
We anticipate great results from the work of these associations 
as well as from the Ohio association. 

The octette followed with a song, which was loudly en- 
cored. 

President Bogardus then introduced R. H. Jeffrey, Vice- 
President of the Jeffrey Manufacturing Company, of Colum- 
bus, who delivered a short address. 
This concluded the program. 


THURSDAY MORNING 
called to 


SESSION. 
order by 


The 
> 
gardus at 9:30 a. m. 


convention was President Bo- 
Mr. Duffey addressed the convention on the subject of 

the financial condition of the fire insurance association 

Saker that the adjustment of the 


financial differences between the Ohio Hardware Association 


It was moved by Mr. 


and the insurance company be deferred until the next annual 
meeting of the hardware association. The motion 


ried. 


was Car- 

The meeting was then addressed by Geo. W. Cope, a 
representative of a trade paper. 

A motion was made and carried that Mr. Cope be invited 
to address the association. 

President 
report of the 


S3ogardus: The next item of business is the 


committee on laws relative to the hardware 
trade. 

Mr. Shearer read the report as follows: 

“Resolved, That in our opinion the Parcels Post Bill now 
pending contains features that are detrimental to the interests 
of the hardware retailer, and will also retard the speedy 
transmission of our more important mail matter, and we be- 
lieve will also materially increase the present deficient postal 
appropriation; therefore, be it 

“Resolved, That this convention, through its proper offi- 
cers, urge the early co-operation of similar state retail hard- 
ware associations through the National Retail Hardware As- 
sociation in exerting our influence in opposition to the passage 
of the bill.” 

On motion the report was adopted. 

President The next on the program is the 
report of the memorial committee. 


Bogardus: 
Secretary Burr read the report as follows: 
“Since the last meeting of the Ohio Hardware Associa- 
are called upon to mourn the death of one of its 
Edward E. Barch of Elyria, O., favorably known 
to all of his competitors and generally well known to a large 
number of us as a traveling salesman, and his death is 
lamentable especially as he was stricken fatally with typhoid 
fever at his house at the early age of 35 years. Your com- 
mittee beg leave to submit the following resolutions: 
“Resolved, That we have lost, in Edward E. Barch of 
Elyria, O., a valued and honorable member of the Ohio Hard- 
ware Association, and his customers and competitors an honor- 
able friend. 


tion we 
members, 
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“Resolved, That these resolutions be embodied in the 
minutes of our annual meeting a copy be forwarded to the 
family of the deceased. 

“N. C. ALTON, 
“F. M. Potter, 
““Committee.” 

The report of the committee was accepted and the resolu- 
tions adopted by a rising vote. 

President Bogardus: We will hear the report of the 
committee on nominations. 

The committee on nominations read the following as the 
ticket prepared by the committee to be voted upon: 

President—W. P. Bogardus, Mt. Vernon. 

Vice-President (one to elect)—L. F. Stahler, Waverly; 
J. F. Baker, Dayton. 

Corresponding Secretary (one to elect)—D. R. Burr, 
Piqua; J. H. Holt, Mt. Gilead. 

Financial Secretary (one to elect)—W. C. Jones, Colum- 
bus; Chas. Bird, Mt. Vernon. 

Treasurer (one to elect)—C. M. Waller, Ravenna; W. 
M. Crumrine, Salem. 

Executive Committee (four to elect)—F. A. Powers, 
Norwalk; N. C. Alton, Lorain; Geo. Hartke, Cincinnati; E. 
Fisher, Wapakonetta; J. C. Snyder, Ironton; Wm. Witte, 
Haskins; F. M. Potter, Cleveland; J. C. Fuhr, Williams- 
burg. 

Delegates to National Retail Hardware Dealers’ Conven- 
tion (two to elect)—H. C. Wiseman, Springfield; Frank A. 
Bare, Mansfield. 

Alternates (two to elect)—D. R. Burr, Piqua; Henry F. 
Rahe, Cleveland. 

President Bogardus: Action on the report of the commit- 
tee on nominations will be deferred until we vote. We can 
tell then whether we will approve it or not. 

There is no other business before the house except the 
question box. 

The committee on question box examined the box and 
found no new questions therein. 

President Bogardus: We have with us Mr. H. G. Cor- 
mick, the president of the National Retail Hardware Associa- 
tion, who will address you. 

Mr. Cormick: Mr. President and Gentlemen of the Ohio 
Hardware Association—I was not aware when I addressed 
you at the banquet last night that in the course of my re- 
marks I would steal the introduction that I had prepared 
with a few items I had written down. I will talk to you 
informally about a few things that I cannot put in a written 
address. 

The speaker then referred to some matters relating to 
grievances of the association which the National Association 
was endeavoring to remedy. Continuing, he said: 

“The national secretary's office is loaded down with work, 
due to the approach of the session of the National Associa- 
tion in Chicago in March and the issue of the Bulletin may 
be somewhat delayed.” 

Mr. Cormick spoke at length of the work the National 
Association had accomplished and expected to accomplish in 
the near future for the benefit of the hardware dealers 
throughout the different states He said that new states were 
continually being added to the membership. 

On motion of Mr. Duffey the association went into a 
committee of the whole to take up the business of the insur- 
ance association. 

Ballot was taken for the election of two directors of the 
insurance association to fill vacancies. Geo. B. Meyer of 
Cincinnati and Henry F. Rahe of Cleveland were elected to 
fill the vacancies. 

The association then proceeded with the regular busi- 
ness. 

On motion the election of officers was proceeded with. 
Tellers were appointed and the ballots were distributed. 
The following officers were elected for the ensuing year: 

President—W. P. Bogardus, Mt. Vernon. 

Vice-President—J. F. Baker, Dayton. 

Corresponding Secretary—D. R. Burr, Piqua. 

Financial Secretary—W. C. Jones, Columbus. 

Treasurer—C. M. Waller, Ravenna. 


Executive Committee—F. A. Powers, Norwalk; Geo. 
Hartke, Cincinnati; E. Fisher, Wapakonetta (one year); J. 
C Snyder, Ironton; F M. Potter, Cleveland. 

Delegates to National Retail Hardware Dealers’ Conven- 
tion—H. C. Wiseman, Springfield; Frank A. Bare, Mans- 
field. 

Alternates—D. R. Burr, Piqua; Henry F. Rahe, Cleve- 
land. 

President Bogardus called for the report of the committee 
on resolutions. The committee made the following report: 

“This committee, being satisfied with the resolutions of 
1902, have decided to recommend them for 1903. 

“J. C. Fume, 
“J. K. MILLIGAN. 
“J. C. ConweL.” 


Mr. Scott: Mr. Chairman, I move that a vote of thanks 
be tendered to the manager of the Great Southern Hotel for 
the treatment we have had here. 

The motion was seconded and carried, and also the re- 
port of the committee on resolutions adopted. 

The question of the next place of meeting was then 
taken up. 

Mr. Rahe of Cleveland moved that the next annual meet- 
ing of the association take place in Cleveland. 

Mr. Baker of Dayton nominated Dayton as the next 
place of meeting. Mr. Baker admitted that Dayton was a 
little short of hotel accommodations, but said that some of 
the members were able to walk the streets and a hotel was 
unnecessary for some of the members. Mr. Scott said he 
had had that experience on one occasion at Dayton. 

Mr. Bassell of the Columbus Board of Trade gave the 
association a vigorous and cordial invitation to return to 
Columbus. 

A telegram was read by the secretary from H. W. Luetke- 
meyer & Sons of Cleveland urging the association to hold 
their next meeting in Cleveland. 

A ballot was taken, resulting in the selection of Cleve- 
land as the next place of meeting. 

Mr. Baker: I want to make a motion. I would like to 
have Mr. Stahler put the motion—that the thanks of this asso- 
ciation shall be tendered to our worthy president and his 
brother officials for the able manner in which our meetings 
have been conducted during the past two days. 

The motion was seconded and unanimously adopted. 

On motion the asgociation adjourned sine die. 

Register of those in attendance at the meeting of the Ohio 
Hardware Association, Columbus, Ohio, Feb. 23, 24, 25 and 26, 
1903 : 

Louis G. Beers, Trenton, N. J. 

C. L. McConnell, Trenton, N. J. 

L. M. Stern, Cleveland, O. 

Chas. S. Johnson, Barberton, O. 

J. C. Fuhr, Williamsburg, O. 

J. T. Evans, Plain City, O. 

E. B. Dakin, Harveysburg, O. 

J. K. Milligan, Bellefontaine, O. 

W. W. Osborne, Bellefontaine, O. 
=. Pleuharp, Logan, O. 

W. H. Fledderjohann, New Knoxville, O. 
F. B. Karl, Delaware, O. 

R. W. Bolenbaugh, Canal Winchester, O. 
John Henne, Youngstown, O. 

W. L. Jacobs, Youngstown, O. 

T. J. Lawlor, Youngstown, O. 

G. V. Guyton, Ada, O. 

C. F. Wilkins, Youngstown, O. 

F. K. Dixon, Martin’s Ferry, O. 

Geo. Y. Arthur, Conneaut, O. 

W. B. Taylor, Jackson Center, O. 

A. C. Rohrbacher, Akron, O. 

Isaac Ulery, New Carlisle, O. 

W. P. Bogardus, Mt. Vernon, O. 
Edward Fisher, Wapakoneta, O. 

Wm. Witte, Haskins, O. 

J. M. Martin, McComb, O. 

Chas. A. Kuhlman, Woodville, O. 

H. C. Wiseman, Springfield, O. 


— 
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tr. A. Castell, Murry City, O 
Jacob Fink, Mt. Healthy. 


F. Hamburger, Dayton, O 

J. A. Roselieus, West Alexandria, O. 
B. Baddly, Toledo, O. 

W. H. Romer, St. Henry, O 

J. C. Snyder, Ironton, O 

Wolf Hardware Co., Hollansburg, O. 
Kue i Bros., N¢ O 

E. J. Be Cin iti, O 

ae Oe Cr cton, O 


A. L. Shearer, Dayton, O 
O. M. Scott, Marysville, O 
Adam Strone, Warsaw, O. 

H. Huffman, Arcadia, O 
A. A. Norton, Chicago, II] 
Louis F. Giebel, Cincinnati, O. 
C. M. Crouse, Cedarville, O 
Seeley & Beery, Columbus, O. 
J. M. Kinsey, Kenton, O. 
C. C. Heller, Beaver Dam, O. 
E. S. Blanchard, Cleveland, O. 
A N. Merrill, Cleveland, O. 
L. J. Fasquelle, Cleveland, O. 
J. C. Conwell, Xenia, O 
H. N. Askam, Findlay, O. 
D. H. Horne, Louisburg, O. 
A. K. Sykes, Indianapolis, Ind. 
Henry F. Rahe, Cleveland, O. 
T. W. Walker, Cleveland, O. 
F. M. Potter, Cleveland, O. 
Gassman Bros., Findlay, O. 
J. H. Smith, Columbus, O. 
Be F. Rockwell, Toledo, O. 
R. L. Seeds, Columbus, O. 
Mayer Guthke, Columbus, O. 
N. C. Alten, Lorain, O 
V. D. Jenks, Xenia, O 
F. O. Scheedinger, Columbus, O. 
C. C. Fouts, Middletown, O. 
J. E. Smith, Caldwell, O. 
H. M. Bechtel, Oreville, O 
E. D. Wilgus, Newcomerstown, O. 
H. H. Hobart, Pemberville, O 
A. C. Bechtel, Oreville, O 
Smith Bros. Hdw. Co., Columbus, O. 
Edward Keil, Pemberville, O. 
J. F. Donahue, Sandusky, O. 
C. B. Smith, Malta, O. 
C. W. Jewell, Utica, O 
Robert Baur, Toledo, O. 
R. S. Frame, Washington, O. 
C. C. Hall, Arcanum, O. 
J. P. Duffey, Greenville, O 
T. J. Swint, Freemont, O 
Howard Long, Martin’s Ferry, O 
N. T. Henders, Harrod, O 
S. C. Hyter, Bradner, O 
Anthony Rathweg, Coldwater, O 
Geo. Ash, Perry, O. 
John F. Kryder, Alliance, O. 
W. H. Hunter, Mechanicsburg, O 
Wm. Keil, Woodville, O. 
G. H. Blattner, Vermillion, O. 


W. H. Hartley & Son, Quaker City, O. 


L. H. Glazier, Athens, O. 

X. D. Meade, Anna, O. 

\. E. Searle, Ansonia, O. 

R. H. Grimm, Hudson, O. 

Geo. W. Cope, New York City, N. Y. 
F. A. Powers, Norwalk, O. 

John F. Baker, Dayton, O. 


C. Wiand, Port Washington, O. 
G. Jaeger, Elmore, O. 

J. C. Hall, Danville, O. 

D. R. Burr, Piqua, O. 

I. N. Kinney, Wooster, O. 

Geo. L. Heater, Toledo, O. 

C. E. De Long, Cambridge, O. 
B. C. Root, Toledo, O. 

J. F. Richardson, Toledo, O 
Frank A. Bare, Mansfield, O 
W. H. Karl, Shreve, O. 

J. Q. Riddle, Cleveland, O. 
Geo. W. Whitbeck, Norwalk, O. 
F. W. Elliott, Newark, O. 

J. P. Ploppert, Brookville, O 
N. G. Clark, Gettysburg, O. 

O. W. Crane, Newark, O. 

G. D. Myers, Ashland, O. 

J. H. Tedde, Gibsonburg, O. 

J. Scheiderer, Marysville, O. 

A. L. P. Ipes, Fulton, O. 

M. H. Turner, Ashtabula, O. 
W. F. White, Shelby, O. 

M. L. Hartley, Quaker City, O. 
A. C. Britton, Toledo, O. 

J. N. Robertson, Malvern, O. 

%. Raco, Waynesburg, O. 

J. E. McCord, Camden, O. 

J. D. Inderrieder, Loramies, O. 
Ed. Inderrieder, Loramies, O. 
C. A. Pierson, Indianapolis, Ind. 
F. Stone, Indianapolis, Ind. 

A. J. Lewis, Indianapolis, Ind. 
J. M. Lewis, Indianapolis, Ind. 
John E. Davis, West Alexandria, O. 
J. W. Steinkamp, Cleveland, O. 
T. C. Weier, Toronto, O. ; 
R. A. Cross, Zanesville, O. 

John Fett, Bluffton, O. 

J. H. Goldcamp, Lancaster, O. 

Geo. R. Roberts, Cincinnati, QO. 

L. G. Church, Marysville, O. 

J. B. Morris, Columbus Grove, O. 

J. Wiley Smith, Cleveland, O. 

A. M. Glockner, Portsmouth, O. 

H. A. Granbery, Cincinnati, O. 

W. B. McCormick, Bradner, O. 

Bryan Hdw. Co., Bryan, O. 

John Berger, Mansfield, O. 

W. B. Cosgrave, Zanesville, O. 

J. Fred. Neile, Zanesville, O. 

Fred. Haberman, Marion, O. 

H. A. Ammaann, Marion, O. 

G. C. Miller, Cardington, O. 

P. E. Coffman, Dayton, O. 

J. M. Morris, Circleville, O. 

J. H. Frizzell, Fredericktown, O. 

W. P. Baily, Beloit, O. 

J. S. Keller, Sulphur Springs, O. 

D. D. Hilsinger, Republic, O. 

D. C. Thompson, Cambridge, O. 

S. W. Wilson, Mt. Gilead, O. 

E. E. Purdy, Chesterville, O. 

John H. Myers, Wren, O. 

W. Heldmyer, Elyria, O. 

A. R. Kanney, Green Spring, O. 

D. A. LeFevre, Greenfield, O. . 
H. G. Smith, Cleveland, O. 

D. F. Herme, Chicago, III. 

W. A. Mapletoft, Forest, O. P 
D. L. Jones, Newark, O. 

*. S. Nail, Mansfield, O. 

A. E. Emrich, Germantown, O. 

C. E. Kennard, Alger, O. 

Getz Bros., Kent, O. 

E. H. Howard, Columbus, O. 

B. N. Moore, Columbus, O. 


— ¢ 


— 

















Geo. Doersham, Columbus, O. 

J. W. Duvall, Columbus,..Q. 

O. L. Curry, Owosso, O. 

F. Buel, Columbus, O. 

O. B. Ervin, Jackson, O. 

N. T. Mahon, Cambridge, O. 

J. W. Zimmerman, Doylestown, O. 

E. Dannemiller, Doylestown, O. 

H.-P. Resch, Galion, O. 

J. M. Weaver, Basil, O. 

I. C. Wellbaum, Brookville, O. 
Stephen P. Wannamacher, Ottoville, O. 
Chas. Ruhl, Columbus, O. 

R. C. Horne, Cleveland, O. 

Geo. M. Gray, Coshocton, O. 

S. S. Gould, Piqua, O. 

C. A. Kraft, Columbus, O. 

E. D. Jones, Toledo, O. 

J. W. Grimes, Cambridge, O. 

W. C. Jones, Columbus, O. 


~~ 
+ 





EAST ST. LOUIS DEALERS MEET. 


Ore of the most successful local: hardware associa- 
tions in the country is the East St. Louis Retail Hard- 





Charies |Mauer, East St. Louis Retail Hardware 


President 
Dealers’ Association. 


ware Dealers’ Association, East St. Louis, Ill. This 
association has a meeting place in a room in the Ohio 
National Bank building, that city, and the various 
hardware men of St. Louis stick together on their 
questions in a manner worthy of emulation by dealers 
in other cities. 

The members of the Illinois Retail Hardware Deal- 
ers’ Association received a practical example of the 
esprit d’corps of the East St. Louis dealers at their 
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annual convention at Bloomington, as this thriving city 
on the-banks of the.Mississippi started out to capture 
the 1904 convention of this body, and in spite of the 
fact that some of the wiseacres shook their heads 





George G. Barbour, Secretary, Mast St. Louls Ketail Hardware 
Dealers’ Association. 


and said this was an impossibility, they succeeded, as 
the world knows. This association recently held their 
annual meeting and elected the following officers for 





Fred Glessing, Treasurer, East st. Louis Retall Hardware Dealers’ 
Association. 


the ensuing year: Chas. Mauer, president; Fred 


Giessing, treasurer; George G. Barbour, secretary. 
Sane 


The Granolithic Roofing Manufacturing Co., An- 
derson, S. C., has been chartered by J. T. Fretwell, 
F. G. Brown and J. T. Burriss with a capital of $5,000. 
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PHILADELPHIA LAWN MOWERS. 





The Philadelphia Lawn Mower Co., 3101-3107 
Chestnut St., Philadelphia, Pa., send us a circular 
describing the genuine Philadelphia lawn mowers, two 
of which are shown herewith. Their Style A, All 
Steel, has 4 blades, 10 inch wheel, 61% inch cylinder, 
train of 3 gears, dottble ratchet. This firm’s-Style-A 
Mower is claimed to be the onfy all steel mower made. 

Their High Wheel E also has 4 blades, to inch 





THE AMERICAN ARTISAN AND HARDWARE RECORD 


with a patent lever box cap attachment, which is 
placed on the revolving cutter journals, in the inside 
of driving wheel, for taking up the wear of the jour- 
nals and doing away with set screws. It is adjusted 
by means of a bolt, the nut of which is on the side 
frame and easy of access. 

Another circular they send us shows a variety of 
Pony and-Horse-lawn mowers. The Eagle Philadel- 
phia horse mower is made with added weight of iron 
for strength, increased diameter of cylinder for draft 





High Wheel “E” 


2 inch cylinder, train of 3 gears, double 
ratchet. It has one special point of excellence, which 
it is claimed is special to this mower, in that the box 
caps to the cylinder cutter can be removed, and the 
cutter can be removed without disturbing the frame of 


the mower ; it consequently has a solid frame. 


wheel, 6% 


Their Low Wheel E Mower has 4 blades, 8 inch 
wheel, 514 inch cylinder, train of 3 gears, double 
ratchet. 

Their Golf Mower has 8 blades, 10 inch wheels, 7% 


inch cylinders, train of 3 gears, double ratchet. The 
knife bar is set close to the ground on the right angle 
for this purpose. The eight blades with two on bed 


Philadelphia Lawn Mower. 


and large shafting and journals for durability. It has 
patent adjustable boxes for taking.up the wear of the 
journals and wrought iron front and back girths, 
making the mower solid. The cutting cylinder is sta- 
tionary ; the bed knife is adjustable to the cylinder and 
the cylinder blades are riveted to the spiders. 


e+ —— 


AUSTRALIAN HARDWARE WINDOWS. 





The Australasian Hardware and Machinery, of Jan. 
Ist, has an article giving descriptions of a number of 
antipodal hardware windows, from which we make 
the following excerpts: 





Style “A” 


knife at once make it run a little harder, but they in- 
sure a fine, even cut. 

Their Style XX has 5 blades, 12 inch wheel, 7 inch 
cylinder, single pinion, geared on both sides. It is 
designed for those who wish a machine for cutting 
high grass. 

Their Style K has 5 blades, 10 inch wheel, 6% inch 
cylinder, single pinion, and is geared on both sides. It 
runs light, cuts smoothly and evenly and is very dur- 
able. 

Their Style N Mower is the same as their Style K 


Philadelphia Lawn Mower. 


Nock & Kirby, 194 George street, Sydney, have a 
window well dressed with general hardware lines. On 
the left-hand side of their window may be seen water- 
ing cans, buckets, dishes, coffee pots, mugs, cases of 
carvers, boxes of tools, work baskets, trays, etc., while 
electroplated goods are prominent, including biscuit 
barrels, toasting forks, cruet stands, etc. The center 
portion of the window contains wooden brackets, mar- 
ble clocks, razors, pocket knives, packets of table cut- 
lery, shaving and tooth brushes, enamel ware of all 
descriptions, and many other articles. The right-hand 








side of the window is a fac-simile of the left, already 
described. From the roof hang cornice poles, bird 
cages, dish covers, sponges, lanterns, bread boards, 
table mats, etc., and on the pavement at the foot of the 
window is a row of tins full of cups and saucers. 

A Cutlery Window.—Mr. W. John Baker, of 3 
Hunter street, Sydney, has a window dressed and 
made up entirely of cutlery, from the smallest of 
pocket knives and scissors to a large pair of garden 
shears. In the center is Mr. Baker’s trade mark, which 
consists of the Australian coat of arms, while to the 
left of this are the words: “A Happy New Year,” and 
to the right “A Merry Christmas.” Round the sides 
and along the back are rows of pocket knives, scissors, 
razors and table cutlery of all descriptions. 

Chambers & Seymour, corner of Collins and Swan- 
ston streets, Melbourne, have rearranged their win- 
dows to suit different classes and interests. The 
man who goes a-fishing to the coast and the man who 
goes a-shooting in the bush are both catered for with 
a wealth of variety that makes choice difficult. Nor is 
the housewife, who stays at home, or goes out pic- 
nicking with the children, overlooked. A select dis- 
play of the latest designs in electroplated ware is also 
made. 


~~ = 


THE MANDY RULE GAUGE. 








The Caldwell Mfg. Co., Rochester, N. Y., are man- 
ufacturers of the Handy rule gauge, shown in the ac- 
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and 1321, the former being shown full size herewith. 
The 1320, without strike, is I 3-4x1 3-4 inches and the 
No. 1321 is 2 3-16x2 inches. 


oe 0 


CO-OPERATIVE BURGLARY INSURANCE, 





G. R. Lett, secretary of the Chicago Retail Hard- 
ware Dealers’ Association, recently sent out this letter 


to the membership: “The next regular meeting of this 
association will be held Friday, Feb. 27, at 8 p. m., in 
hall 510 Masonic Temple. The buying committee will 
have prices on refrigerators, lawn mowers and oil 
stoves. A special committee will report on co-opera- 
tive burglary insurance.” 


~~ 
~-eo 


A NEW TRADE GETTING SCHEME. 








A St. Paul merchant relates the following experi- 
ence: “When I was a young man I set up in trade 
and took a store where there was not another store 
within a quarter of a mile, thinking I should do more 
where there were no others, but at the end of the 
year I found all that I had made could be put in my 
eye. I sat down one, day thinking my lot was a 
mighty hard one and told my clerk that I was going 
out for a while, and that he must keep a sharp lookout 
for customers. I went down town, and looking 
around found that two or three stores were doing a 
very good trade near together, and in passing one of 
these stores I found the owner quite a talkative man. 
We put our heads together, and in the course of a 





Handy Rule Gauge. 


companying cut. This gauge clamps on any standard 
two-foot rule and can be adjusted or removed in an 
instant. It is an article which is in demand by every 
mechanic. 


2e-> 


REFRIGERATOR LATCH. 








The Taylor & Boggis Foundry Co., Cleveland, O., 
are manufacturing a complete line of refrigerator 


week the store directly opposite his received my stock 
in trade and a coat of blue paint on the outside, while 
his received a coat of green. The first day:I did noth- 
ing but stand at the door and look pouty at the green 
store, and my friend stood on his steps looking ditto 
at me. As people came in I commenced running down 
the green store, and the latter always run down the 
blue, so that between us both we built up a trade that 
was quite lively. People having ‘taken sides,’ and new 
comers always purchasing of one or the other, we 





Recr.gerator Latch, No. 1320. 


latches, one of which is shown in the accompanying 
cut. These latches are designed for refrigerators, 


French windows, office gates, cabinets, closets, cub- 
boards, etc. 


They are made in two sizes, No. 1320 


gradually grew rich, and at ae end of some dozen 
years we settled up and I found that opposition, or 
what answered that name, had brought custom and had 
made my fortune.”—St. Paul Trade Journal. 





THE AMERICAN ARTISAN 


Advertising Department. 


Our readers are invited to seud in copies of their adver- 
tisements in the local press for criticism. All communications 
should be addressed to,the “Advertising Department” of 
THE AMERICAN ARTISAN. 
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oe 
L. H. Kurtz, 312 Walnut street, Des Moines, Ia,, 
has an inviting-looking advertisement which is possibly 


A Great Fire! 


unless bulit In a good stove will 
not keep off the ‘“‘shivers’’ these 
—_ Rees Our heaters fill 
the . 
























Superior Hot Blast...» 
woe Dperior Air Tight 
Round Oak Air Tight..... 







SUPERIOR RANGES 
ARE SUPERIOR 


L. H. KURTZ 


312 WALNUT STREET 





a trifle too general in character. It is quite a bit above 
the average and would be decidedly improved if more 
modern type faces were used. 





Herewith we give one side of a little advertising 
card which is used by E. T. Wenger, an El Dorado, 


ON the other side is given the likeness of 
a notorious character, still at large and 


Wanted for the Murder 


OF HIGH PRICES ON 
Hardware, Tinware, Stoves, Ranges, 
Paints, Oils, Pumps, Windmills 
Twine, Roofing and Spouting. 


He is said to have made the assault 
on or about January Ist, 1902, with 
an iron will, forged to a cast .steel 
determination. 

—— 

DESCRIPTION: The accused is a 
slim-complected individual, less than 18 
hands high: weighs less than 500 pounds; 
wears a OU cent shirt; his shoes much 
worn and run down at the heels, and is 
nuted for the size of his feet and appetite. 
When last seen he was selling General 
Hardware a 


AT THE BIG STORE 
IN THE KIMMEL BUILDING, 
MAIN ST. ELDORADO, OHIO. 


A LIBERAL REWARD will be given to 
anybody who catches him asleep during 


business hours. KE. T. WENGER. 
On the obverse side of the 





Ohio, hardware man. 


card is a picture cf Mr. Wenger, above which it says 
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“A Notorious Character,” while below it says “For 
description see other side.” This is certainly a Very 
neat advertisement, as its get up is one which will 
attract attention, and the announcement of the line of 
goods carried is one that cannot fail to prove of inter- 
est to consumers. It is a safe guarantee that no one 
will catch him asleep during business hours. 





Mr. Austin, the Litchfield (Ill.) hardware dealer, 
certainly gets out an attractive circular. The accom- 
panying illustration shows a symmetrical arrangement 


of interesting store news that is vastly superior to that 
of many large department stores. The idea of giving 


free presents is an excellent-one. The selection of 


FREE PRESENTS! 


AUSTIN’S MAMMOTH HOLIDAY OPENING 


Wednesday, December 17, 8 A. M. to 9 P.M. 


thene artitioe here shown will be given to thoer gteasing namst to the tote! sumber of [ 
sper mise made on ou: opening dav. December [7 Side them in var window 


First Prize, Value 95.50 [Soot Pam vam 8] Third Prim, 
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goods shown for illustration in this circular is also 

decidedly superior. 
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HARDENING ALUMINUM. 





The Deutsche Magnalium Gesellschaft has patented 
a process with the object of increasing the mechanical 
properties of aluminum. This process is interesting in 
the sense that it opens up a view to the possibility to 
employ aluminum to new uses in giving it certain 
qualities of endurance and resistance which is wanting 
in its pure state. It is well known that aluminum 
works badly with certain cutting tools and files. It 
has been shown that the alloying of aluminum and 
magnesium have a marked superiority over pyre alum-, 
inum, but less malleable and ductile. The authors ob- 
served that if aluminum is allied to 2 to 20 per cent of 
magnesium the metal obtained is hardly to be dis- 
tinguished from aluminum, but when this alloy is 
passed several times through a flatting mill, heated 
each time toward 400-500 degrees C., its principles are 
modified. The alloy cuts and files welt as though it 
was charged with magnesium. It has preserved, on the 
other hand, the ductility and malleability of pure alum- 
inum.—Ex, 











Heating and Ventilating 


The John S. Dooly Furnace Co. are a new St. Louis, 
Mo., concern capitalized at $18,000. 

The Guild Mfg. Co. are a new Portland, Me., con- 
cern, capitalized at $100,000, to deal in heating appara- 
tus. 

T. J. Grier, 1325 Park Building, Pittsburg, Pa., 
is trying to organize Pittsburg Local No. 1, of the 
‘American Heating and Ventilating Engineers’ Society. 

The Freese Heating Co., Clarksburg, W. Va., are a 
new corporation by W. W. Jamison, W. A. Harring- 
ton and D. W. Jacobs, capitalized at $25,000. They 
will manufacture water heaters. 

Bergstrom Bros. & Co., Neenah, Wis., are manu- 
facturers of the Emperor furnaces for wood. These 
furnaces are simple, safe and durable, and can be fur- 
nished in either brick or galvanized iron casings. 

John Kickham, M. J. Kickham and Edward Kick- 
ham are the incorporators of the Central Plumbing, 
Heating and Boiler Co., East St. Louis, Ill., capitalized 
at $5,000 for doing heating and plumbing work. 

The Sun Stove Co., of Detroit, Mich., advise us they 
have secured two new traveling representatives in the 
persons of William Phillips and P. F. Ross, who will 
represefit-them in Northern Illinois and Northern In- 
diana. 

The Walworth Run Foundry Co., Cleveland, Ohio, 
are making manufacturers very seductive prices on fur- 
nace casing rings, as they have designed and perfected 
a ring, made of soft steel, which has greatly reduced 
the cost of production. 





The Meyer Furnace Co., Peoria, Ill., are manufac- 
turers of the Weir all steel gas and soot consuming 
furnace, which, it is claimed, is the heaviest steel 
furnace made. It is made in twelve sizes and is a 
great heat producer and fuel saver. This firm also 
makes the Handy furnace pipe, which is put up with 
a minimum amount of labor. 

Frank F. Porter, Ludie V. Porter and Simon J. 
Koehler are the incorporators of the Frank F. Porter 
Co., Chicago, capitalized at $30,000 for the manufac- 
ture of furnaces and sheet metal work. This firm 
have built up a large furnace business, and their in- 
corporation is for the purpose of securing sufficient 
capitalization to allow them to take proper care of their 
increasing business. 

The American Radiator Company, Chicago, IIl., an- 
nounces that they have purchased the business and 
property of Adams & Jones Company, who for several 
years have been identified with the sale of Ideal boil- 
ers in New England. Mr. Henry E. Adams has asso- 
ciated himself with the American Radiator Company 
and will be connected with the general sales department 
at the Chicago offices. Mr. Herbert E. Jones and 
Mr. William F. Gilling, the other members of Adams & 
Jones Company, will be associated with the American 
Radiator Company’s Boston branch at 44 Oliver street. 


The Kelsey Heating Co., Syracuse, N. Y., send us 
a little circular calling attention to the merits of the 
Kelsey warm air generators. This circular is a print- 
ed combination of red and white and states that cold 
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spots and hot spots are merged by the use of this 
popular heater. The arrangement and construction of 
the sections forces the air to heat and rise rapidly, 
making room for more air from outside and doing 
away, it is claimed, with scorched or superheated air. 
This stream is fed evenly to the most remote parts of 
the building—the same degree of heat everywhere. 
When this heater is used the pure outside air warmed 
to a natural and healthful temperature is provided. 
It is said that the Kelsey generator gives 25 per cent 
more heat, employs 30 to 40 per cent less fuel, gives 
hot water all the time and produces less ashes than 
competing makes of goods. This firm’s booklet en- 
titled “Kelsey Heating” tells the details of interest to 
people about to decide on a heating system. 


-eoo 


THE PATRIC FURNACE. 





The Patric Furnace Co., Springfield, Ohio, are man- 
ufacturers of the Patric Furnace. 

The fire bowl in this furnace is cast upon a chute, 
which, with another casting matching it in form and 
driven in place into a steel band and bolted to the main 
fire bowl, forms a soft coal coking and smoke burning 
magazine. The radiator is quite large in proportion to 
the size of the fire bowl, thereby giving a large amount 
of surface which insures the quality of the hot air and 
the amount of it obtained from a given quantity of 
fuel. It is on the principle of a cylinder within a 
cylinder with an annular fire space between. 

Their hot blast used in connection with their coking 
magazine furnishes a very perfect and complete com- 
bustion. The lower head of the inner drum has cast 
upon it an air-heating chamber. Connected to the top 
of this chamber is a cast iron pipe extending upwards 
through the inner chamber, which is open at the top, 
and extending outward through the casing. This pipe 
where it terminates just outside the case is provided 
with a door to control the amount of air to be admitted, 
and is operated by a chain from upstairs or first floor. 

Through the pipe is carried downward a current of 
air into the air-heating chamber. Here the air is heated 
and delivered directly into the combustion chamber 
over the fire through numbers of small apertures in 
bottom of the air-heating chamber. 

The effect of the introduction of heated air into the 
combustion chamber directly into or over the fire is 
marvelous. Instantly, as the air or oxygen unite with 
the gases and smoke, the latter ignite, and, instead of 
a dull, smoky fire, a bright flame and an intense heat is 
produced. 

The grate in its construction and convenience in 
using possesses many good points worthy of consid- 
eration. It is exceedingly simple, being cast in one 
piece. 

The ash-box upon which the fire-bowl rests is made 
of cast iron and molded in one piece, to the front of 
which is bolted the frame for the door. The door is 
closely fitted to the frame and tightly locked by means 
of a cam and arm, preventing leakage of air when the 
door and draft are closed. 

One of these catalogues will be forwarded the trade 
on application. When writing for same, kindly add, 
“Saw it in THe AMERICAN ARTISAN.” 





FURNACE HEATING. 





BY CHAS. L. HUBBARD. 

The first step in providing a system of heating, 
regardless of the type to be used, is to determine the 
heat loss from the building. This may be considered 
as due to three causes; first, conduction through walls 
and windows; second, leakage of warm air around 
doors and windows and through the walls them- 
selves; and third, heat required to warm the air for 
ventilation. 

The loss of heat through the walls of a building de- 
pends upon the material used, the thickness, the num- 
ber of layers and the difference between the inside and 
outside temperature. The exact amount of heat lost 
in this way is very difficult to determine theoretically, 
hence we depend principally on the result of the ex- 
periments. 

The leakage of air from a room varies from one to 
two or more changes of the entire contents per hour, 
depending upon the construction, opening of doors, 
etc. It is common practice to allow for one change 
per hour in well constructed buildings, where two 
walls of the room have an outside exposure. As the 
amount of leakage depends upon the extent of the ex- 
posed wall and window surface, it seems the simplest 
way to allow for this loss by increasing that due to 
conduction. The following table gives the heat losses 
through different thickness of walls, doors, windows, 
etc., in heat units (B. T. U.) per square foot of sur- 
face per hour, for varying differences of inside and 


outside temperature. 
TABLE I. 


Difference between inside and 


Material. outside temperature. 
40° 50° 60° 70° 80° 9go° 
8 inch brick wall....18 22 27 31 36 40 
12 inch brick wall....13 16 20 23 2 30 
16 inch brick wall....10 13 16 1I9 22 24 
20 inch brick wall....g9 «Ir 14 16 18 = 20 


Ordinary wooden con- 
struction .... ....10 13 16 I9 22 24 
SE cekihee: Kenia eed 49 60 73 85 93 105 
These figures are for a southern exposure; for other 
exposures multiply the heat loss by the factors given 
in Table 2. 


TABLE 2. 

Exposure. Factor. 
N. 1.32 
E. 1.12 
S. 1.0 
W. 1.2 
N.E. 1.22 
N.W. 1.26 
S.E. 1.06 
S.W. 1.10 
Total exposure 1.16 


In order to make the use of the table clear, we will 
give an example illustrating its use. 

Assuming an inside temperature of 70°, what will 
be the heat loss from a room having an exposed wall 
surface of 200 sq. ft. and a glass surface of 50 sq. ft. 
when the outside temperature is zero? The wall is 
of brick, 16 inches in thickness and has a N.W. ex- 
posure, the windows are single. We find from Table 
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1 that the factor for a 16 inch wall with a difference in 
temperature of 70°, is 19, and that for glass under 
the same condition is 85; therefore, 

Loss through walls = 200 & 19 = 3800. 

Loss through glass = 50 X 85 = 4250. 

Total loss == 8050. 

Correcting this for exposure we have 

8050 X 1.26 = 10143 B.T.U. per hour. 

In the case of furnace heating it is customary to 
compute the heat loss for the whole house, increasing 
it 16 per cent for total exposure and 10 per cent for 
the effect of a cold attic, and the proportion of the 
size of the furnace accordingly, by the method to be 
explained later. 

For dwelling houses of usual construction the fol- 
lowing simple method may be used. Multiply the to- 
tal exposed surface by 38, which will give the heat 
loss in B.T.U. per hour for an inside temperature of 
70° in zero weather. 

This factor is obtained in the following manner: 
Assume the glass surface to be 1-6 the total exposure, 
which is an average proportion. 

Then each square foot of exposed surface consists 
of 1/6 glass and 5/6 wall and the heat loss for 70° 
difference in temperature will be as follows: 

Wall—s/6 X 19 = 15.8. 
Glass—1/6 X 8514.1. 
29.9 

Increasing this by 16 per cent for total exposure and 
Io per cent for loss through ceilings we have 
29.9 X 1.16 X 1.10 = 38.1. The loss through floors 
is considered as being offset by including the kitchen 
walls of a dwelling house, which are warmed by the 
range and would not otherwise be included if comput- 
ing the size of a furnace or boiler for heating. 

If the heat loss is required for outside temperatures 
other than zero, corrections must be made as follows: 
Multiply by 50 for 20° below zero, by 44 for 10° be- 
low, by 33 for 10° above. 

This method is convenient for approximations in the 
case of dwelling houses, but the more exact method 
should be used for other types of buildings, and in 
all cases for computing the heat required for separate 
rooms. When calculating the heat loss from isolated 
rooms, the cold inside walls as well as the outside must 
be considered. 

The loss through a wall next to a cold attic or other 
unwarmed space may in general be taken as about two- 
thirds that of an outside wall. 


GRATES, 
One of the most important parts of a furnace is the 
In the cheaper forms the plain rotating grate 
is still used to a considerable extent. A better form, 
and one that is being largely used in the best class of 
furnaces, is the revolving triangular pattern. This is 
made up of toothed triangular bars connected by gears 
and turned by means of a detachable lever. 
This grate when properly used will cut a slice of 
ashes and clinkers from the underside of the fire with 
little loss of unconsumed coal. 


grate. 


THE FIRE POT. 
Fire pots are generally made of cast iron or of steel 
plate lined with fire brick. The depth ranges from 


12 to 18 inches. In cast iron furnaces of the better 
class the fire pot is made very heavy to insure durabil- 
ity and to render it less likely to become over-heated. 
In some cases it is made in two pieces to reduce the 
liability of cracking. The heating surface is sometimes 
increased by corrugations, pins or ribs. 

A fire brick lining is necessary in a wrought iron 
steel furnace to protect the thin shell from the intense 
heat of the fire. Since brick-lined fire pots are much 
less effective than cast iron in transmitting heat, such 
furnaces depend to a great extent for their efficiency 
on the heating surface in the dome and radiator, and 
this as a rule is much greater than in those of cast 
iron. 

When the drop flues and radiator are cut off by 
opening the direct draft damper, the cast iron fire pot 
will still continue to give off heat, while with brick 
linings the rooms are likely to become somewhat cooled 
before the fresh coal becomes thoroughly ignited. 

COMBUSTION CHAMBER. 

The body of the furnace above the fire pot, common- 
ly called the dome or feed section, provides a combus- 
tion chamber. This chamber should be of sufficient 
size to permit the gases tn become thoroughly mixed 
with the air passing up through the fire or entering 
through openings provided for the purpose in the feed 
door. In a well-designed furnace this space should 
be somewhat larger than the fire pot. 

RADIATOR, 

The radiator, so-called, with which all furnaces of 
the better class are provided, acts as a sort of reservoir 
in which the gases are kept in contact with the air 
passing over the furnace until they have parted with 
a considerable portion of their heat. Radiators are 
built of cast iron, of steel plate or of a combination of 
the two. The former is more durable and can be made 
with fewer joints, but owing to the difficulty of casting 
radiators of large size, steel plate is commonly used 
for the sides. 

The effectiveness of a radiator depends on its form, 
its heating surface and the difference between the tem- 
perature of the gases and the surrounding air. Owing 
to the accumulation of soot, the bottom surface be- 
comes practically worthless after the furnace has been 
in use a short time; surfaces to be effective must there- 
fore be self-cleaning. 

If the radiator is placed near the bottom of the fur- 
nace the gases are surrounded by air at the lowest tem- 
perature, which renders the radiator more effective for 
a given size than if placed near the top and surround- 
ed by warm air. On the other hand, the cold air has 
a tendency to condense the gases, and the acids thus 
formed are likely to corrode the iron. 

HEATING SURFACE. 

The different heating surfaces may be described as 
follows: Fire pot surface, surfaces acted upon by di- 
rect rays of heat from the fire, such as the dome or 
combustion chamber; gas or smoke heated surfaces, 
such as flues or radiators and extended surfaces such 
as pins or ribs. Surfaces unlike in character and lo- 


cation, vary greatly in heating power, so that in mak- 
ing comparisons of different furnaces we must know 
the kind, form and location of the heating surfaces 
as well as the area. 
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In some furnaces having an unusually large amount 
of surface, it will be found on inspection that a large 
part would soon become practically useless from the 


accumulation of soot. In others a large portion of the 
surface is lined with fire brick, or is so situated that 
the air currents are not likely to strike it. 

The ratio of grate to heating surface varies some- 
what according to the size of the furnace. It may be 
taken as varying from I to 2.5 in the smaller sizes and 
I to 1.5 in the larger. 

EFFICIENCY. 

One of the first items to be determined in estimat- 
ing the heating capacity of a furnace is its efficiency, 
that is, the proportion of the heat in the coal that may 
be utilized for warming. The efficiency depends chief- 
ly on the area of the heating surface as compared with 
the grate, on its character and arrangement, and on 
the rate of combustion. The usual. proportions be- 
tween grate and heating surface have been stated. The 
rate of combustion required to maintain a temperature 
of 70° in the house depends of course on the outside 
temperature. In very cold weather a rate of 4 to 5 
pounds of coal per square foot of grate per hour must 
be maintained. 

One pound of good anthracite coal will give off 
about 13000 B.T.U. and a good furnace should util- 
ize 70 per cent of this heat. The efficiency of an ordi- 
nary furnace is often much less, somet’mes as low as 
50 per cent. 

In estimating the required size of a first-class fur- 
nace with good chimney draft we may safely count 
upon a maximum combustion of 5 pounds of coal per 
square foot of grate per hour, and may assume that 
8000 B.T.U. will be utilized for warming purposes 
from each pound burned. This quantity corresponds 
to an efficiency of 60. per cent. 

HEATING CAPACITY. 

Having determined the heat loss from a building by 
the methods given, it is a simple matter to compute 
the size of grate necessary to burn a sufficient quan- 
tity of coal to furnish the amount of heat required for 
warming. 

As a matter of illustration we may consider the heat 
delivered to the rooms as made up of two parts: First, 
that required to warm the outside air up to 70° (the 
temperature of the rooms); and second, the quantity 
which must be added to this to offset the loss through 
walls and windows. Air is usually delivered through 
the registers at about 140 degrees, under zero condi- 
tions outside; this air leaves the rooms by leakage at 
a temperature of 70° (the normal inside temperature), 
having lost one-half its heat by conduction, radiation, 
etc., so that the heat given to the entering air must be 
twice that which we have computed for loss through 
walls, etc. 

Example—The loss through the walls and windows 
of a building is found to be 80000 B.T.U. per hour in 
zero weather. What will be the size of furnace re- 
quired to maintain an inside temperature of 70°? 

From the above we have the total heat required, 
equal to 80000 X 2 = 162000 B.T.U. per hour. If 
we assume that 8000 B.T.U. are utilized per pound of 
coal, then 160000-- 8000 = 20 pounds of coal re- 
quired per hour, and if 5 pounds can be burned on 
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each square foot of grate per hour, then 29/54 
square feet required. A fire pot 28 inches in diameter 
has an area of 4.27 square feet and is the size we 
should use. 

The following table will be found useful in deter- 
mining the diameter of fire pot required: 


TABLE 3. 
Average diameter of 
fire pot in inches. Area in square feet. 
18 1.77 
20 2.18 
22 2.64 
“4 3-14 
28 4.27 
3° 4.91 
32 5-58 


If the outside temperature is below zero the method 
of computation becomes slightly different. We have 
seen that in zero weather a certain quantity of heat is 
required to raise the temperature of the entering air 
from. zero to 70°, the temperature of the room, and 
that a second quantity must then be added to raise the 
temperature of the air to 140°, which is the usual tem- 
perature of delivery at the registers. This last quan- 
tity is to offset that lost by conduction, and must equal 
the heat loss from the building as computed by the fac- 
tors given in tables Nos. 1 and 2. The air has been 
raised through 140°, and 70/140 of the heat supplied 
has been used to raise it to the temperature of the 
room and has been lost by leakage; while the remain- 
ing 70/140, an equal amount, has been given up by 
conduction through walls and windows. In this case 
we have only to compute the heat loss for conduction 
by the rules given and multiply this result by 2 to 
obtain the total amount of heat to be supplied by 
the furnace. 

Now take a case where it is 10° below zero. If the 
air is delivered to the rooms at 140° as before, it must 
be warmed through 150°. Of the heat supplied 80/150 
has been used to raise the temperature of the outside 
air to that of the room, and only 70/150 for loss by 
conduction. As in the preceding example, this latter 
quantity must equal the computed heat loss through 
walls and windows; and as it is only 70/150 or .466 
of the total amount of heat required, me must multiply 
it by 1-~ .466 = 2.14 instead of by 2 as in the first 
case where the outside temperature is zero. 

In the same manner multiply by 2.88 for 20° below 
zero and by 2.42 for 30° below zero. 

A brick apartment house is 20 feet wide, and has 
4 stories, each being 10 feet in height. The house 
is one of a block and is exposed only at the front and 
rear. The walls are 16 inches thick and the block is 
so sheltered that no correction need be made for ex- 


posure. Single windows make up 1/8 the total ex- 
posed surface. Figure for cold attic but warm base- 
ment. What area of grate surface will be required 


for a furnace to keep the house at a temperature of 
70° when it is 10° below zero outside? 
Total exposed surface = 20 X 4 & 10 X 2= 1600 
Glass surface = 1600 — 8 = 200 


1400 


Net wall surface = 
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Difference between inside and outside temperatures, 
80°. 
Factor for 16 inch brick wall is 22. 
Factor for single window is 93. 
The heat losses are as follows: 
Wall. .1400 X 30890 
Glass.. 200 XK 93 = 18600 


aa = 


aa 


a eee 49400 B.T.U. | 

Increasing 10 per cent for cold attic Wé Have 49400 
X 1.10 = 54340 B.T.U. Heat to be supplied by fur- 
nace == 54340 X 2.14 = 116287 B. T. U. 

Assuming 8000 B.T.U. to be utilized frem each 
pound of coal burned, and 5 pounds of coal to be 
burned on each square foot of grate, there will be 
116287 -- (8000 X 5)== 2.9 square feet of grate sur- 
face required, and we should use a furnace having a 
24 inch fire pot. 

LOCATION OF FURNACE. 

A furnace should be so placed that the warm air 
pipes will be of nearly the same length. The air trav- 
els most readily through pipes leading toward the shel- 
tered side of the house and to the upper rooms. There- 
fore pipes leading toward the north or west or to 
rooms on the first floor should be favored in regard to 
length and size. The furnace should be placed some- 
what to the north or west of the center of the house 
or toward the points of compass from which the pre- 
vailing winds blow. 

SMOKY PIPES. 

Furnace smoke pipes range in size from about 6 
inches in the smaller sizes to 8 inches or 9 inches in 
the larger ones. They are generally made of gal- 
vanized iron of No. 24 gauge or heavier. The pipe 
should be carried to the chimney as directly as possible, 
avoiding bends which increase the resistance and di- 
minish the draft. Where a smoke pipe passes through 
a partition it should be protected by a soapstone or 
double perforated metal collar having a diameter at 
least 8 inches greater than that of the pipe. The top 
of the smoke pipe should not be placed within 8 inches 
of unprotected beams nor less than 6 inches under 
beams protected by asbestos or plaster with a metal 
shield beneath. A collar to make tight connection 
with the chimney should be riveted to the pipe apout 
5 inches from the end to prevent its being pushed 
too far into the flue. Where the pipe is of unusual 
length it is well to cover it to prevent loss of heat and 
the condensation of smoke. 

(To be continued.) 
scililiecitiatindtcieaiinin 


CURIOUS ADVERTISEMENT. 





The announcement at a London theater that the play 
would terminate in a fortnight “unless business im- 
proves, which it is now doing,” is worthy of an even 
higher rank among humorous announcements than that 
of the English rural council which inscribed the fol- 
lowing on a notice board at a green inclosure: “These 
grounds are for pleasure only; no games or play al- 
lowed.” It was a country publican in Gloucestershire 
who voluntarily informed his customers that “all spirits 
sold here are adulterated with as much water as is 
possible to evade the law.’”—Chicago Daily News. 
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ORNAMENTAL STOVE PIPE. 














Herewith is a pattern for an ornamental stove pipe 
in the form of a lyre. Lay out center of lyre the shape 
it is to have and divide in as many parts as it is to 





























Fig. 2. Fig. 4. 


have sections, as in Fig. 1. From A and C as centers, 
draw intersecting lines at D, draw a line through D 
and B, which will be miter line for section B and C. 
Erect center line, Fig. 2, and space same as Fig. 1; 
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draw side of the frustum of a cone and extend to I, 
transfer each miter line from Fig. 1 to Fig. 2, then 
transfer each section from Fig. 2 to Fig. 1, which will 
give shape of lyre. Develop pattern, Fig. 2, as a 
whole, then for each section, shown in Fig. 3. 

Fig. 4 is pattern for inlet pipe. Fig. 5, connecting 
pipe to outlet X, Fig. 1 W. and W. Fig. 1 are light 
iron scrolls to support wire strings Y. 

If any of the readers of this department contem- 





Fig.1 
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| 
ae | 
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2/ No = x 
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, naw, 
‘ , 
) —vT 
Plan. 


plate building a lyre I should advise them to build it 
with slip-joint between section I and T, and at con- 
necting pipe Z for convenience in making and clean- 
ing after it is finished. 

-~eor 


TO DESCRIBE PATTERNS FOR FLARING WORK 





Rules and description of pattern for flaring work 
are given herewith, particularly patterns of dippers, 
pails and pans. The drawing shows the sketch of a 
pail, although the principle shown in obtaining the 
pattern is the same for dippers, pans or any flaring 
ware. Referring to sketch, let A, B, C, D, represent 
the elevation of pail, E the plan of top of pail and F 
the plan of bottom. To produce the pattern we con- 
tinue the lines B C and A D until they meet the 
center line in the point H. We now divide the one- 
half of outer line of plan E in an equal number of 
parts, in this case nine. With H as the center point, 
we draw the arcs I and J, as shown. Now draw any 
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line, as H K, and commence stepping off equa! spaces 
corresponding to those in plan. Draw line from I to 











~ 


4, 
H and one-half the pattern is complete. 


wire and edge as shown, 


Allow for 


-eoo ——————_——_—— 


NOTES AND QUERIES. 





KING BARN DOOR HANGER. 
From Reader, Chicago. 

Who makes the King Barn Door Hanger? 

Ans. Proudy Mfg. Co., Albion, Mich. 

NELLIS HAY FORK AND HARRIS DOUBLE HARPOON FORK. 
From E. B. Schenk Hdw. Co., Mt. Vernon, Ind. 

Can you inform us who are the manufacturers of 
the Nellis hay fork and the Harris double harpoon 
fork? 

Ans.—F. E. Myers & Bro., Ashland, Ohio. 

HARDWARE SHELVING BOXES. 
From J. V. Anderson, Drayton, North Dakota. 

Where can we purchase hardware shelving boxes? 

Ans.—W. J. Clark & Co., Salem, Ohio; 
Jones Paper Co., 615 Commerce street, Philadelphia, 
Pa.; C. P. Moore, Ravenswood, W. Va. 


er 


ITEMS. 


Jesse 





Karl Moser, who was formerly a tinner located at 
Harvey, N. D., is now located at Tindell, S. D. 

The Vermont Slate Co., Granville, N. Y., has re- 
cently been organized with a capital of $50,000. 

Harris Bros., Leslie, Kan., tinners, have moved their 
shop where they will have larger space for their busi- 
ness. 

W. E. Forshee, M. E. Towler, J. B. Towler, Thos 
S. Harkins and M. E. Forshee are the incorporators of 
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the Standard Roofing Co., Cincinnati, Ohio, capitalized 
at $5,000. 

The Leonard Sheet Metal Works are a new New 
York City concern incorporated with a capital stock of 
$100,000. 

The Wilmington Tin Plate Co., Wilmington, IIl., 
have certified to a change in name to the Wilmington 
Coal & Mfg. Co. 

The Asbestos Roofing and Covering Co., St. Louis, 
Mo., are a new corporation with a capital of $20,000. 
Those interested are W. W. Culver, C. A. Hankle and 
C. C. Nichols. 

La Crosse Steel Roofing and Corrugating Co., La 
Crosse, Wis., make prompt shipments of eave troughs, 
conductor pipe, elbows, mitres, hangers, cut offs, roof- 
ing and siding materials. 

J. L. Perkins & Co.,235 Lake street, Chicago, offer 
the trade Sampson brand pure asphalt roofing, Planet 
brand tarred ready roofing, slaters’ felt building papers, 
roofing cements, paints, etc. 


President D. F. Henry of the National Fireproofing 
Co., at the annual meeting of that company held in 
Pittsburg February 20 recommended a profit sharing 
scheme for faithful employes. 

H. Weiss & Co., 20 Cliff street, New York, carry 
a complete line of skylight gearing and chain lifts, tin- 
smith’s and plumber’s tools, cornice maker’s tools, 
coppersmith’s tools, pipe threading machines, etc. 

Friedley & Voshardt, 194 Mather street, Chicago, 
are manufacturers of a complete line of sheet-metal 
architectural ornaments, statuary, art imetal ceilings, 
roofing, corrugated conductor pipe, finials, weather 
vanes, crestings, etc. 

Clark, Quien & Morse, Peoria, IIl., are meeting with 
marked success in their sales of Plecker’s corrugated 
expanding conductors, which are made of galvanized 
iron in ten foot lengths without a cross seam and will 
not burst when full of ice. 

The Chattanooga Roofing and Foundry Co., Chat- 
tanooga, Tenn., offer their metal shingles as especially 
advantageous over other materials and well adapted to 
the hardware trade. They also make cast and galvan- 
ized iron work for store fronis. 


Follansbee Bros. & Co., Pittsburg, Pa., deny a re- 
port that the shortage of raw material is delaying the 
completion of their new plant at Mahan, Pa. They 
state that the present scarcity in tin and sheet bars is 
only temporary and that supplies will increase. 


The Globe Ventilator Co., Troy, N. Y., offer the 
trade the “Globe” ventilator in brass, copper, galvan- 
ized iron and with glass tops for skylight purposes for 
perfectly ventilating schools, churches, halls, mills, 
factories and audience rooms of every character. 

The Garry Iron and Steel Roofing Co., Coe and 
Lake streets, Cleveland, Ohio, are makers of roll roof- 
ing, corrugated iron, metal shingles, clap-boards, sid- 
ings, steel bricks, window casings, fire-proof shutters, 
eave trough, conductor pipe, elbows, cornice, skylights 
and finials. 

The Turner Brass Works, 26 N. Franklin street, 


Chicago, are makers of the Turner double jet gasoline 


























blazing torch, which is unexcelled for brazing, tem- 
pering, annealing, fusing and soldering. It is, it is 
claimed, over a thousand degrees hotter than any other 
single jet torch. 


During the afternoon of Feb. 21 a disastrous fire 
occurred in the factory of Sturges & Burn Mfg. Co., 
West Congress and Green streets, Chicago, which 
caused a damage of $30,000. It is supposed that the 
blaze was caused by a small gasolene stove which was 
used to heat the young women’s lunch. 


Cooney & Geiger, 19 and 21 East South street, In- 
dianapolis, Ind., are manufacturers of the Centennial 
rain water cut off, which, it is claimed, is the strong- 
est, most durable and cheapest cut off on the market. 
It is claimed to be the only single cut off made to fit 
corrugated and plain pipe which can be used without 
extra pipe or elbows. 


Powers Bros., Streator, Ill., are enjoying a heavy 
demand for the Powers’ automatic chimney tops. 
These tops make chimneys draw, give tinners employ- 
ment making stocks, and give the dealer a good profit. 
Descriptive circulars will be sent to the trade on appli- 
cation. When writing for same kindly add, “Saw it 
in THE AMERICAN ARTISAN.” 


The Milwaukee Corrugating Co., Milwaukee, Wis., 
are manufacturers of complete line of roofing, eave 
trough, conductor pipe, elbows, hangers, corrugated 
cut-offs, conductor hooks, steel roofing, corrugated 
iron, curved iron, crimped iron, brick-sliding, rock 
face, beaded iron metal shingles, etc. They are the 
only manufacturers of corrugated cut-offs. 

J. H. Jones, Lock Box 33, Streator, IIl., is maker of 
the Illinois metallic skylights, which are made in ten 
styles and 500 sizes. He also carries a complete line 
of ribbed skylight glass. He would be pleased to send 
the trade a complete skylight, cornice and finial cata- 
logue upon application. When writing for same kindly 
add: “Saw it in THe AMERICAN ARTISAN.” 


J. M. & L. A. Osborn Co., Columbus, O., make a 
specialty of furnace men’s supplies. They carry heater 
pipe plates in the following sizes: IC, 20x26; IC, 20x 
28; IC, 20x29%; IC, 20x32%; IXL, 20x28; IXL, 
20x29% ; IXL, 20x39; IX, 20x28; IX, 21x32; IX, 
20x39. They also carry asbestos cement, paper and 
anchor paste, Excelsior and Perfection hot air pipe, 
jack chains, pulleys, U. S. dampers and clips, hot air 
registers, ventilators and face plates. 


The William Connors Paint Mfg. Co., Troy, N. Y., 
for whom J. L. Perkins & Co., 235 Lake street, Chi- 
cago, and The Stockhoff Supply Co., 432 and 434 S. 
12th street, St. Louis, are western agents, are meeting 
with marked success in their sales of American Seal 
Elastic Oil cement, which, it is claimed, will not get 
hard and always stays elastic. It stops leaks in any 
roof, old or new, and will wear for years. It is valu- 
able to use on new work for jointing and for use 
around skylights. 


The Galesburg Cornice Works, Galesburg, IIl., are 
manufacturers of the Jersey cream separator. These 
separators are made of I. X. X. charcoal tin plate, 
handsomely painted red enamel, decorated and lettered 
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in an artistic manner, with the bottoms concaved so 
that all cream drains to the faucet. The faucets are 
brass, nickel plated, and the parts can be easily taken 
apart, washed and scalded. 


The Duluth Corrugating & Roofing Company, Du- 
luth, Minn., have purchased lots 272 and 274, Lake 
avenue south, just below the Marshall-Wells Hardware 
Company, for a consideration~of $6,000, and forty 
feet adjoining these lots. It is the intention of the 
company to erect a large manufacturing plant on this 
property. It is a more convenient location for hand- 
ling heavy goods than their present quarters, being 
accessible to rail and water. 


A strike was authorized by the officials of the Amal- 
gamated Association of Iron, Steel and Tin Plate 
Workers on February 10 in the mills of the Ashland 
Coal and Iron Company, Ashland, Ky. Organizer 
John Pierce arranged a compromise with the mills at 
Covington, Ky., and they resuined work, but the Ash- 
land manufacturers did not think the agreement satis- 
factory. The concern is an independent one and seeks 
a concession on the scale of prices which will enable 
them to compete with other mills said to have advan- 
tages in the purchase of new materials. 


The La Crosse Steel Roofing and Corrugating Co., 
La Crosse, Wis., are anticipating a large increase in 
their business and are making preparations for its 
accommodaticn. They manufacture a staple and fancy 
line of goods such as conductor pipes, steel roofing, 
corrugated iron finishings, galvanized eave troughs, 
cornices, ornamental steel ceilings and so forth. The 
demand for their products embraces the entire middle 
west, through which they have a large patronage. The 
works are cquipped with the most modern machinery 
and only the best skilled workmen are employed. 


Dreis, Andrews & Krump, Chicago, manufacturers 
of steel cornice brakes, send us a list of their custom- 
ers, among which we find some of the largest and most 
prosperous concerns, such as Armour & Co., Pennsyl- 
vania Co., Westinghouse Air Brake Co., Bergstrom 
Bros. & Co., J. C. McFarland & Co., Swift & Co., 
American Blower Co., G. H. Hammond Co., and a 
great many others, also a great number of small keep- 
ers, amounting in all to about 600 brakes, sold the last 
year and a half, with business increasing continuously. 
The manufacturers claim as a reason for the large 
number of sales that thousands of shops have worked 
for years without a brake, but as labor is becoming 
more expensive, and better work is demanded, it is 
necessary to put in proper machinery to turn out good 
and fast work, which the Sheet Metal Workers are 
realizing very fast. As a rule they have been very 
backward in buying machinery. Many shops have a 
home made affair and other old-fashioned tools, which 
they kept in use in spite of all progress around them 
on account of the high price of the cast iron brake. To 
run even a small shop is throwing away money which 
should be invested in an up-to-date machine. They 
also inform us that the advertising in THE AMERICAN 
ARTISAN has done a great deal towards effecting the 
numerous sales. 
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Balkwill Pattern Works 196 Peck- Williamson Co .... . 16 | Cornice Ornaments and Taft, E. E..&Co.................. 124 
Barnett, G. & H. Co.. .....- 656+ ee 1 Perkins, J. L. & Co.. ‘ 1 Saas 
Beckwith, Estate of P. D.......... 22) Philadelphia Lawn Mower Co. ‘The127 " Hardware Fixtures. 
Berger Bros. Co..................--127| Pitwsburgh Stove & Kanye Co..... g| Friedly & Voshardt . om Warren, J. D. Mfg. Co............ 138 
Berger Mig. Co...........- . 12-| Plume & Atwood Mfg. Co.......... 2 Corrugated tron. 
Bergstrom Bros. & Co.........--++- 18| Power® Bros. ........+-sseeeeeeees Mevos, > ae Hardware Specialities. 
Blacklock Foundry Co............125| Pullman Mfg. Co ...... ovok GY Gh dcdcn ceca cceddbicced 138 
Bluffton Cream S parator Co. ....128) Quaker Mfg. Co. . | Cream Separators. Aa, BH. GC. Bisse cccctccsees 140 
Boynton Furnace Co............--- 14) Richmond Co........ cee. eee ee eeee 19) Arras Cream Separator Co .......128| Atlas Mfg. Co ...............6000. 140 
Brammer, H. F.. Mfg. Co........ . 130} I BE OI cnsccedcacce necsccods 2) Bluffton Cream Separator Co..... 128| Atlas Bolt & Serew Co............ 1 
Brand Stove Co... ........++++ ++ eee - 17| suyre Stamping Co..............-. 126| Galesburg Cornice Works.. ..122-128}] Berger Bros. Co ................... 127 
Brauer, A. G. ......-00+-eeeeee cers 126 | Schwab, K. J., & Sons Co - 15) Nat'l Enamel:ng & Stamping Co..131| Blacklock Foundry Co............ 125 
Bridgeport Crucible Co............ 139] Schill Bros. Co........ - 19] Lawrence Mfg. Co............ +--+ 128] Brisco Mfg. Co.....................188 
Briscoe Mfg. Co........ ‘ ......13:| Shipman, Braut & Co. -127| superior Mfg. Co.......... . 128) Caldwell Mfg. Co................... 125 
Brown, H. H., Mfg. 00. osoose+ss+es BB] Sante, ei Aes C itler Hardware Co...............139 
Brucker, M. wee SS eee Cutlery. Ehie, F.G. 0. Co.......... 132 
Buckeye Paint & Varnish Giro oes 132} smith & Hemenway Co... e American Cutlery Co.............. 139 Enterprise Mfg. Co..... cesses -«+-. 134 
Batam, W FB Gis vccsccccees ccce 1) Sperry, D. R. & Co................. 139] Cutler Hardware Co ............+. 139! Farwell, Ozmun Kirk Co......... 13 
Caldwell Mfg. Co ......... ....-...1385/S.andurd Lighting Co............- vd inmmanaae & Hemenway Co.........+.. 129 Hessler, H. E.........- coce cooc cece 133 
Canton Steel Roofing Co........... 12; | Stanley Rule & Level Co.......... 124) Dehorners Lawrence Mfg. Co...............<.- 128 
Champion Steel Range Co......... 15) Stevens Arms & Tool Co.........-. 140) ‘ Lee-Glass-Andreesen Co. ......... 135 
Clark Novelty Co ............-.065 2] Stevens, F. B........... _.. 18| Brown, H. H. Mfg. Co....... | athtn Bute Oe.................. 139 
Clark, Quien & Morse.............. 121| steward D. M., Mfg. Co.. -- 121 Drills. | Lyon Specialty Co. .... ... 125-127-136 
Clayton & Lambert Mfg. Co...... pt Stokes, W. A. & Uv. oe 124 North Bros. Mfg. Co............-..128 IAA, occ ccdweadeceeowens 2 
Clear, Chas . seseeceeeeee 21/St. Louis Electrotyping & Foun- Meyers, The Fred J., Mfg. Co..... 128 
Columbus Bolt Works Lonuaseseonn 1 | dry Co. - 124 Elevators. Nat. Enameling & Stamping Co.. 134 
Comstock-Castle Co......... 12-13) Stuber & ‘Kuek. SRR SER eee 88 | Kimbeli Broe.............. - 139| New Idea Fly Trap Co............. 130 
Connors, Wm. Paint Mfg. Co.... 1 | Sunlight Lava Mtg. biennscsnocen 120 | Excelsior. North Bros. Mfg. Uo...........s+- 133 
Cooney & Geiger ............... +++. ..140| Sun StOVE CO......-. 00s seeeseees 9) Frugeman, Theo. P. & Co........... 140| Plume & Atwood Mfg. Co.......... 2 
Cope, Geo. W. Pattern Works....126| Superior Mfg. Co oath . 128] Smith & Hemenway Co........... 129 
Cortright Metal Roofing Co....... 139| Swain, Fred J. & Co. 2 Enamel Ware. | Sperry. D..R. 00. .......20..ec0eees 139 
a ee: ree root ea E. . & im sont am Nat'l Enameling & Stamping Co. . 134 Staley Rule & Lt vel Co......... 124 
” ic: beieauerae 24) Taylor & ueezis b'¢ ». ae ...ii « 
aimee Mears aimee ph0en 200 mnt dara =a Co. > cS ? " r° Fausste. a cn agen nog. stig gy - 
: cial " |, ‘ : sr 20 | crark II in ds cnscsceceses 2| Taylor & Buggis Fdy. Co., The....131 
Dizon, Jos. Crucible Co. ........ 190| Tower Mfg. Co.........- ++... 120) ritchfield, J. M....................182] Tower Mtg. Co............s000 eee 129 
Dust, Wm. T. Co.. ve . 126) Travilla, M....... teeeees 1 Woods, Alfred W..................127 
Dwight Slate Machine C 0. .. 124) Turner brass Works........ 126) Fencing ° 
Eble, F. G. O. Uo ...... .. 132) U. S. Register Co., Lid............ 21/ Denning Fence Works............ 123] HMeaters—Hot Water and 
I Oe iin ckconnwunes 121| Vance Builer Co...... 22... 20.0. eens 2 Steam. 
Banterprise Mfg. Co. of Pa ....... 134; Voss Bros. Mfg. Co 136| Files. American Radiator Co.... ........ 2 
Farwe.!, Ozmun, Kirk & Co. ..133| Walworth Run Foundry Co....... 16| Barnett, G. & H. Co.......----+- +++ 1}Bo nton Furnace Co .............. 14 
eS 10| Warren, J. D. Mfg. Co ...133| Disston, Henry & Sons............ 130| Hart & Crouse Co.................. 20 
Forest City Paint & Varnish Co 129] Weber Gas and Gasoline Engine Ma GOr B CO......2000 ccc cece cocesses 2/ Ke ith Furnace Co................. 10 
Friedley & Voshardt... .* 123 | Di ebitréend Guest odeuss ececse reuse 124| Nicholson File Co........... ..-++ 1} Kelse y Heating eae ll 
Garry tron & Rooting 2 122] Weiss. H. & Oa... chen enweenerencnne me i Fire Arms. Kewanee ET St aceadeeke anda 2 
Galesburg Cornice Works.... .122-128| Weller Patwwern Co................ | Hopkins & Allen Arms Co........ 129] Smith. SED i hal ichinnccen tunes 3 
I SI TIE cack dene caceceasnes 1} Wedlimg Big. Co. ......cccccecccces a en J. Arme & Tool Co....... 140| SD RE Cin ccks aos o00ss060es 2 
Globe Ventilator Co........ -. 40) Wenzel, C. E., Co.. ind — 7 
Gobeille Pattern Works........... 126| Western Fuinuce & t oundry Co. 17 Fire Pots. Heating Devices. 
Grand Rapids Refrigerator Co... 128| Western stove Works........... _ iM | Clayton & Lambert Mfg. Co.... 7| Burton, W. J. & Co... 0.202. .200. 1 
Hart & Crouse Co... eee. 20) White, Thos. stove Cu.......7.... 8] 
Heekin, Jas. & Co . 128| White Lily Washer Co .130| Flour Sifters. e House Furnishing Goods 
Helios-Upton:» ; 1 5| Willurd, Wm. G.. ..+++++. 18| Meyers, The Fied J., Mfg. Co..... a wnse'n sénbicveawecuns 132 
Henry & Scheible...... 1] | Williams stove Lining ( Co. .- 122 y tnterprise Mfg. Co. of Pa........ 134 
Hessler, H. E......... ‘aa Woods, Alfred N 4971 Flue Stoppers. | Heekin. Jas. & Co ................ 1:9 
Hoffman, Geo. W............eses-- 124 — | ee ee eee 139/ L lance & Grosj an Mfr. Co 131 
Hopkins & Alien Arms Co........129| . Fruit P | Mevers, The Fred J., Mfg. Co..... 128 
Huenefeld, E. H 20} CLASSIFIED LIST. ru reese. | Nat. Enameling & Stamping Co.. 134 
Huffman. Theo. P. & Co........... 140 -—— Enterprise Mfg. Co. of Pa......... 134 | SF erreurs 139 
Illinois Roofing & Supply Co..... 122 Acetylene Burners. Furnace Cement. | Stuber & Kuck stones se tteeeeeceees 132 
TOMES, J. H.......2.+eeeee ceeeee ooee 2! Sunlight Lava Mfg. Co............ 120| Connors, Wm. Paint Mfg. Co..... 1 | Tolcdo Cooker Co., The .... 20 
Keith Furnace Co ........ 1U 
Kelsey Heuting Co .............. 11| Aqrtoutherest 1 Tools. Furnaces—Tinners. Incandescent Cas Lamps. 
Kontny, John...... 4| Geneva Tool Co. a -- 1]Clayton & Lambert Co............. 127| Acorn Brass Mfg. Co .............. 127 
- nore ggg age bee —: Architectural Sheet Metal Furnaces—Warm Alr. Knives. 
Klauer Mfg. Co.. 133] aati ame ba = Bergstrom Bros. & Co............. 1g| Smith & Hemenway Co............129 
La oe Steel Roofing & Corru = | Canton Steel Roofing ~_ a 121 ae ee . Ladders. 
REE ER nee ee .12 _ Seove OO. ...cce.ce enanse ones 7Is - W a 
Lalance & Grosjean Mfg. Co. 131 ‘nomad OIF ve +0000 o0 009 iss Keith Furnace Co .... ........se0s 10)" A > ASP = 
Lawrence Mfg. Co.............. -.. 128 | Asphalt Roofing. Kontny, Jobn............. 4 Laundry Stoves. 
Lee-Glass-Andreesen Hdw. Co.. ..135/ perkins, J. L. & Co....... 2... .-..4 y| Lennox Mfg. Co .........-.--- +--+: 19) Richmond Co ..... teseeeceeereces. 1D 
Lennox Mfg. Co esseee..--ee . March-Brownback Stove Co....... | 
EE SR 132 Caldrons. May & Fieberger ..............-... Lawn Mowers. 
BR I Gicc acces cecccsccssss 139) Sperry, D. R. & Co............... @989] Meyer Furnace Co... ............. 17 7 Philadelphia Lawn Mower Co. The127 























Lawn Sprinklers. Roofing. e Stove Lining. Tape Measures. 
Smith & Hemenway Co............ 129) American Steel Roofing Co........ 123|Connors, Wm. Paint Mfg. Co...... j | Gufkkin Rule Co..........0.seeeee- 
5 ca caneseckis coe 124 | Bridgeport Crucible Co............ 140 Tin 
ners’ Tool 
Mall Boxes. URGE UNIO = 4. chibconaticssdacce 122| Williams Stove Lining Co......... 122 ieneties. ane 
Canton Steel Roofing Uo ......... 121| Cla:k, Quien & Morse .............121 St Pp Berger Bros. Co.. en ae 
RN. TE, Bhecccccincects caldtsenes 138| Joruright Metal Rooting Co....... 139 | ove Patterns. Clayton & Lambert Mfg. Co...... 
Peck, Cc. Ee dktukanwensendseuse Cheuk 133 Eller. J. H. & Co Sees ee eeseeeseseeee 121 Balkwill Pattern Works ee 126 | Klauer Mfg. SS ee oe 
Klauer Mfg. Co ...... 2.222. 222+ +++: 124| Cope, Geo. W. Puttern Works....196/ 7 nin Rule Co.................., 
Metals—Perforated. LaC.osse Steel Roofing & Corru- Gobeille Pattern Works........... 126 McVoy, John & Co.. x 
| g ting Co. P 124| Milwaukee Pattern Works........ _ SAR Sint pt ga haaaalaataalaaaas 
Aitchison, The Robert Perf’'d Metal | wei pimiaiainds 195 | Weller Pattern Co 196| Perkins: 8S ee a 
Se RE re 130| MeVoy. Jobn & Co. ee ee see “ayre Stamping Co............... 
Milwaukee Corrugating Co.. - 1233 Stove Polish. Smith & Hem: nway Co .......... 
Metal Workers Crayons. 80mm, The J. M. & L. A. ©o......140 Deden, Jee. Gratitte Ge........<. 129| Stanley Rule & Level Uo......... 
>, | Perkins, J. L. & Co........0 0-00 1 Swaine, Fred J. & Co............ 
Steward, D. M., Mfg. Co........... 121 a. —e 
Roofing Slate. itty. Taft. E. E.. & Co ie a 
Ovens. Auld & Conger. . _. wete eee-. 122} Connors, Wm. Paint Mfg. Co...... 1; Turner Brass Works............. 
Huenefeld, E. H..... ‘dutbannavawe 20 Weiss H. & Co........ dubiediedinn 
Sash Satence. Stove Repairs. 
Oven Thermometers. Pullman Mfg. Co........... ecccee.- 140 OSNEGE SR i leg aa Me 126 Tinptate. 
Helios-Upton Co. .............. .++-125 Saws. Brucker, M .... +004. Fl oh cil _194| American Tinplate Uo. ee 
Atkins, E. C. & Co............-...-140] Dust, Wm. T. U0........cc0eeeseees 199 | Dltnols Roofing & Supply Co. 
Paints. Disston, Henry & Sons............ 130 SECTS Bs BB. 000.05 000s: seeses one 
Buckeye Paint & Varnish Co.....132 Saw Sets. Stoves and Ranger. MoVey, Jehn & Co.. > dai 
Connors, Wm. Paint Mfg. Co..... 1| Disston, Henry & Sons............ 130 Beckwith, Estate of P. D.......... gq | Ouborn, The J. M. & Le. A. 0... 
Dixon. Jos. Crucible Co.......... 120 Smith & Hemenway Co...........129| Brand Stove Co................ reve 1? Tinware. 
Forest City Paint Co............. 129 Cuampion Steel Range Co ........ 15| Cooney & Geiger..............0ss. 
Scales. | Comstocks-Cas'le Stove Co .....12-13) ¢ =| 
ee ee le Oe Gav sinc 0 0 0006 cocece 
Pattern Letters. "American Cutlery Co.............+ 139) Fuuliless Mfg. Co......... —— yt =e > Seana 


St. Louls Electrotyping & Fdy. Co. 124 Screw Drivers. 


Acme Mfg. Co....... ONS s 5540650 
Patterns, Metal. North Bros. Mfg. Co......... 
Balkwill Patte n Works.......... 126 Shelves. 
WR, Bs On s's dc 0006 0000 cee 126| Cutler Hardware Co............... 
Polish. Shovels. 
COG, We dduis 0 cckes occe code 124 “Avery Stamping Co., The. 
EE ere 18 Skylights. 
SOM Ss. The cccccddges.. encvecscocecs 
Radiators. 
Améftoah Radiator Oo............. 2 ee Gearing. 
7 Ral BE Oi accede oun Gasceteecs 
Refrigerators. Slate Machines. 


Grand Rapids Refrigerating Co... 


Registers. Sporting Goods. 
Hopkins « Allen Arms Co ........ 
Clear, Chas ...........seeeeeeeeeeee BI 7 
Henry & Soheibie.................. 21 Stevens, J. Arms & Tool Co....... 
Schwab, R. J. & Sons Co.......... 15 Stove Bolts. 


U. S. Register Co., Ltd............ 


21| Atlas Bolt & Screw Co.........++. 
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138 


. 133 


139 


139 


121 


128 | Dwight Slate Machine Go......... 124| Atlas Bolt & Serew Co............ 


1) Brammer, H. F. Mfg. Co........... 
Columbus Bolt Wks.............. + 1/\Clark, Quien & Moise............. 
129| Matthews & Willard .............. 126| Voss B.os. Mfg. (0............ 
— Svamping Oo................ 126) White Lily Washer Co.......... 
Tacks, Wrenches. 
Ba IO TEI, Gc ccs cwsees cvsece-ccces BBD1 AGERO BERG. OOo 9.000 ce 000000 ceceee 











Kontny, John.......... 
Lennox Mfg Co...... 
March, Brownback Stove Uo... .... 17 
Peck-Hammond Co... . itn 
Pittsburgh Stove & Range Co... aikihe “ 


4) Nat. Enameling & Stamping Co.. 


Torches. 


Clayton & Laumbert................ 
Sichmond eR ee ee 19 Tools. 
Schill Bros. Co ..........,.......+- 19] A me Mfg. Co......cccccecccces sees 
Siandard Lighting Co............ 7 
I se cin cncadansthenss Ventilators. 


EEA GEE ankin Gark ches cis bse weds 
Western Stove Co............. 
| White, Thomas Stove Co. .. ..... 8 


Wagons. 
ES es o'—, 


It! Shipman, Bradt & Co. 


Stove Trimmings. Washing Machines. 





AN AWFUL STATE OF THINGS. 





In the State of Mass. 
There lives a lass 
I love to go N. C.; 
No other Miss. 
Can e’er, I Wis., 
Be half so dear to Me. 


R. I. is blue, 
And her cheeks the hue 
Of shells where waters swash; 
On her pink-white phiz 
There Nev. Ariz. 
The least complexion Wash. 


La.! could I win 
The heart of Minn., 
I’d ask for nothing more, 
But I only dream 
Upon the theme 
And Conn. it o’er and Ore. 


Why is it, pray, 
I can't Ala. 
This love that makes me Iil.? 
N. Y., O., Wy. 
Kan. Nev. Ver. I 
Propose to her my will? 


I shun the task 

*T would be to ask 
This gentle maid to wed; 

And so, to press 

My suit, I guess 
Alaska Pa. instead. 


—Brooklyn Eagle. 


JUST BE GLAD. 


O heart of mine, we shouldn't 
Worry so. 

What we’ve missed of calm we couldn't 
Have, you know; 

What we’ve met of storm pain, 

And of sorrow’s driving rain, 

We can better meet again, 
If it blow. 

We have erred in that dark hour 
We have known; 

When the tears fell with the shower; 
All alone. 


Were not shine and shower blent 
As the gracious Master meant? 
Let us temper our content 
With His own. . 
For we know not every morrow 
Can be sad; 
So, forgetting all the sorrow 
We have had, 
Let us fold away our fears, 
And put by our foolish tears, 
And through all the coming years 
Just be glad. 
—James Whitcomb Riley. 


— 
—~oso 





—e ee 19|/Stuber & Kuck................ 000. 


v 
1 Globe Ventilavor Uo............... 
ig nD Cb idclsedd beasties aedees 
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127 
123 
139 


126 


129 


124 


-- 181 


124 
126 
121 


.- 121 
. 122 


140 


.. 125 


140 


140 


.. 132 


120 
154 
132 


127 


130 


-121 
. 136 
+» 130 


“You can’t guy that fellow,” said the barber, as the 


bald-headed customer left the shop. 
“Did you try it?’ asked “next.” 
“Yes. When he got into my chair I asked him 


if 


he wanted a hair cut, and he said he didn’t care if I 


cut both of them.”—Ex. 
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Trade Report. 


CHICAGO IRON MARKET. 


Both buyer and seller have been discouraged -during 
the past week, having experienced great hardship in 
getting manufactured goods out and raw material in. 

The severe weather has had its effect on spot prices 
for both iron and coke, but quotations for forward 
delivery from furnaces remain about the same. 

There have been a few transactions of several thou- 
sand tons, and some orders here and there for delivery 
during the last half of the year, the latter covering in 
the main favorite brands and at no reduction from 
prices for third or fourth quarter. 

The indications are not pronounced, but there seems 
to be a stronger feeling that the present transporta- 
tion difficulties will not work out as early as many have 
anticipated and that the period of high prices will ex- 
tend well into the summer. 

Foundries and factories report a good, healthy trade, 
and all iron due is being cheerfully taken as fast as 
shipped, and there is practically an entire absence of 
requests for postponement of deliveries. 

The coke situation shows no improyement. 

The details have been presented so often that it is 
useless to repeat them. 

The problem seems to be simply one of transporta- 
tion. 


MILK CANS. 
5, 8 and Io gallon lots as 


lowa, $1.65, $1.90, $2.10. 


Milk cans are quoted in 


follows: Elgin, $2 to $2.25; 


CHURNS. 
Ten gallon Union churns are quoted at $5 each. 


BRACES. 
Fray’s €6 to 146 braces are quoted at 50, 10 and 7% 
per cent discount. 


WIRE NAILS. 
Wire nails are quoted in carload lots at $2.20; less 
than carload lots, $2.30. 


FENCE WIRE. 

We quote on fence wire as follows: Barbed painted 
carload lots, per 100 Ibs, $2.50; less than carload lots, 
$2.60; barbe«l galvanized, carload lots, per 100 Ibs, 
$2.80; less than carload lots, $2.90; annealed smooth, 
carload lots, per 100 lbs, $2.10; less than carload lots, 
$2.20; galvanized smooth, carload lots, per 100 lbs, 
$2.40 ; less than carload lots, $2.50. 


MACHINISTS HAMMERS. 
V. & B. machinists’ hammers are quoted at discount 
of 60 and 5 per cent. 


BRIGHT WIRE GOODS. 


Bright wire goods are quoted at 85, 10 and 5 per 
cent. 





BARS. 

Iron and steel bars have good demand. Mills are 
filled with orders. The price of iron bars is stiffening. 
We quote as follows: Mill shipments, Chicago deliv- 
ery, Bessemer steel, 1.76%c; hard steel angles, less 
than 3x3, 1.86'4c base ; soft angles, 4x4 and less, 2.10c; 
hoops in lots of 250 tons and greater, 2.06%c ; less than 
this amount, 2.1644c; iron, 1.814%c to 1.86%c. Store 
prices are as follows: Steel, 2c to 2.10c; iron, 2.15¢ to 
2.20c; hoops, 2.40c to 2.50c; angles, 2.25c to 2.50c 
rates. 


SHEETS. 

This week has shown a healthier tone in the sheet 
market. Some independent mills are reported to be 
getting higher prices, but no change from the follow- 
ing quotations has been announced; No. 27 _ black, 
2.76Y2c to 2.86%2c; No. 28, 2.86Y2c to 2.91 Yac; galvan- 
ized, No. 27 gauge, 3.35¢ to 3.45c. For deliveries from 
stock, No. 27 black, 3c, and galvanized 75 and 5 per 
cent. 


PLATES. 

There is no diminution in the demand, and the local 
producer has had to refuse considerable business. We 
quote mill shipments, Chicago delivery, as follows: 
Tank steel, 14 inch and heavier, 1.75c¢ to 1.95c base; 
flange steel, 1.85c to 2c base. Prices from stock, tank 
steel, 4 inch and heavier, 2.25c to 2.35c; 3-16, 2.25¢ 
to 2.40c; Nos. 8 and 10, 2.40c to 2.50c; flange steel, 
2.50¢ to 2.60c. 


RAILS AND TRACK SUPPLIES. 

Demand on track supplies continues good. Large 
orders have been booked for heavy rails during the 
week. We quote heavy rails, $28 ; second quality, $27; 
light rails, 45 pounds, $34 to $35; 12 pounds, $40 to 
$41, with regular differentials for intermediate sizes. 
Track supplies, mill shipments, are quoted as follows: 
Angle bars, 2c to 2.10c; spikes, first quality, 2.25¢ (out 
of store, 2.40c to 2.50c rates) ; second quality, 2.15¢; 
track bolts, 342x34, with square nuts, 2.85c to 3c per 
100 pounds; with hexagon nuts, 3.05c to 3.15c, with 
usual differentials for other sizes. 


MERCHANT STEEL. 

Business has been of good sized volume and new 
business in fair proportions. Crowded condition of 
mills continue to limit the quantity of orders. We 
quote mill shipments, Chicago delivery, as follows: 
Spring steel, 2.65c to 2.75c ; sleigh shoe, 1.95¢ flat sizes; 
concave and convex, 2c; out of store, 2.15c; cutter 
shoe, 2.50¢ to 2.60c; machinery steel, 2.15¢ to 2.25¢ 
base; plow steel, 2.50c and upwards, according to 
quality ; toe calk, 2.30c to 2.40c; out of stock, 3c to 
3-10c; ordinary tool steel, 6c to 7c; specials, 13¢ and 
upwards; less than carload lots 5 to 10 per cent off;. 























cold rolled shafting, carload lots, 47 per cent off; 
less than carload lots, 42 per cent off. 





CAST IRON PIPE. 

Large orders were placed during the week and busi- 
ness is very brisk. We quote f. o. b. Chicago, 4-inch 
water pipe, $34; 6-inch, $33 ; 8-inch and upwards, $32; 
gas pipe $1 a ton higher. 

BILLETS AND WIRE RODS. 

Domestic Bessemer is reported scarce and few sales. 
We quote wire rods, $37.50 Chicago; Bessemer bil- 
lets, $31.50; small lots from stock, 4x4, $40; open- 
hearth billets for forging purposes, $36 to $38; for use 
in rolling mills, $32.50 to $33. German basic Bes- 
semer billets, Chicago delivery, $30.50 to $31. Spe- 
cial carbons higher. 





WIRE RAILS AND FENCING. 


There has been a good demand during the week, 
though shipments have been seriously delayed owing 
to the scarcity of rods and billets; the congestion of 
freight on all railroads, and the difficulty of getting coal 
and coke with which to operate plans. We quote prices 
to jobbers, Chicago delivery, as follows: Plain wire, 
carloads, $2.10; smaller lots, $2.20; galvanized, $2.40 
in carloads and $2.50 in smaller lots. Barb wire is $2.50 
in carloads and $2.60 in less than carload lots; gal- 
vanized, $2.80 in carloads, and $2.90 in lesser lots. 
Staples are carloads, and $2.30 smaller quantities ; cut 
nails, $2.261%4 carloads, and $2.36% less than carloads. 
Poultry netting to jobbers, 75 and 5 per cent discount 
from list f. o. b. Joliet or DeKalb, ‘with actual freight 
allowed not exceeding 50 cents per 100 pounds. 





COPPER. 


Copper closed easy, though prices are slightly higher 
than last week. Latest asking quotations are 134%c 
for lake and electrolytic, and 127c for casting, with- 
out buyers. London closing was cabled strong ; Stand- 
ard copper, closing spot, £58 15s; sales, 500 tons; fu- 
tures, £58 17s 6d; sales, 600 tons. 





TIN. 


Tin was easy in New York yesterday. The closing 
yesterday was at 29.50@29.65c for spot and 29.35@ 
29.65¢ for futures, both for round lots in New York; 
jobbing price is 3014@31%c; London was last cabled 
quiet at £132 15s for spot; £133 12s 6d for futures. 





TIN PLATES. 
Tin plates are steady and unchanged. Melyn, $6.50 
@7 ; Alloway, $5.75@6.25 ; coke, $4.8712@6.50 ; ternes 
$5.25@8; additional X, $1.50@1.75 more. 





LEAD. 


Lead was steady and unchanged, though London is 
higher. Round lots, New York, 4.12%4@4.15c; job- 
bing, 434@4%c, according to amount; London, £12 
3s 9d;-St. Louis, firm, at 4c ‘manufactured pipe, 61%c; 
sheet, 714c; tin plate, 50c; tin-lined pipe, 13442c; old 
lead, in exchange, 334c; tee, 3%. 
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SPELTER. 

Spelter is firm and higher. Round lots, New York, 
5.10c; jobbing, 4@Vc more; sheet zinc, cask lots, 
634@7c; small lots, 744,@8c ; St. Louis market is —~ 
ed firm, at 4.87%2c; London, £21 7s 6d. 





ANTIMONY. 

Antimony is dulf and lower. Cookson’s, 84@8%c; 
Hallett’s, 7@7'%4c; United States, Star and _ other 
brands, 6%@6%c. The above prices are for round 
lots in New York; small lots, Hallett’s, would cost 7% 
7c in New York and 7%c here. 





NICKEL. 
Nickel is steady at 40@47c for large lots. 
lots as high as 6oc. 


Small 





PLATINUM. 
Platinum is firm, with a good demand. New York, 
$19 per oz for large lots. 





QUICKSILVER. 

Quicksilver, is steady. New York, $47 per flask for 
large lots; small orders, more; San Francisco, $45.50 
@46.50; domestic orders; exports, $43@43.50; Lon- 
don is steady at £8 12s 6d. 





ALUMINUM. 
Aluminum is quiet and unchanged. No. 1 ingot, 
33@37¢ per lb; No. 2, 31@34c; rolled sheet, 4c and up. 





WINDOW GLASS. 
Window glass is unchanged, the discounts being 70 
and 10 and 5 per cent. 
—— > 


MICA IN GERMAN EAST AFRICA. 





Mica has hitherto only been produced in Gesman 
East Africa by persons possessed of very limited 
plant, and the supply has in consequence been restrict- 
ed. A German firm in Mannheim dealing in mica, who 
had purchased the five mica mines in the Alugaru 
mountains, have now formed a company for the 
further working of the same, under the name of the 
“Deutsch-Ostafrica Glimmer-und Minen Werke,” with 
a preliminary capital of 200,000 marks. Under the 
management of the former owner the production was 
1,200 kilos monthly ; the new company reckons upon a 
production of at least 60,000 kilos yearly, a quantity 
which, according to specialists, can easily be obtained 
by proper working. The import of mica into Germany 
last year through Hamburg was about 120,000 kilos, 
valued at 500,000 marks, and the demand for miica in 
the electrical industry is continually increasing. Min- 
ing is now going uninterruptedly under the super- 
vision of two engineers, with thirty natives, and it is 
probable that even in the first year the expected pro- 
duction of 60,000 kilos will be achieved. By means of 
proper instruction to the natives,and the opening of new 
workings, the firm hopes to reach an output of 100,000 
kilos per annum. Investigations conducted by the gov- 
ernment in 1897 showed that the existing mines im-the 
Inbakana district were rich enough to warrant-moder- 
ate working, while a cursory survey of the land dis- 
closed numerous rich lodes, an indication that the 


deposits were richer than generally supposed.—Kubhl- 
ner’s German Trade Review. 
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FORKS--CONTINUED 
Hay 
Diamond, 2tine..........65, 10&5¢ 
‘ Le 60, 7%, 10454 
ee 5 * 66%, 10&54 
Golden Eagle tine 60.7%, 10, 10454 
“ ’ 66%, 10, 10854 
Header 
Diamond, 2 tine.. 7 4 &10k&5S 
> ae 2, 10&54 
- ee ‘ “CON RIORDS | 
Golden Eagle, 4tine.. 10&10&5¢4 | 
Manure | 
Diamond . 60, 20, 10&54 
Golden E nagle. 60, 20, WAS | 
a ‘ 70& 
Potato 
Se 65& 10.25% 
PRED 9.00000 000d e089 70&10% 
Spadin 
Diamond 70, 5, 1@&54 
Golden Eagle.... 70, 5, 10, 10&54@ 
Hack Saw FRAMES 
Crown. per doz., 8 8 75 
Miller's Falls . . 10 00 
Star.. : ; . 2 85 
FREEZERS ICE CREAM 
Arctic-—-Qts.. I 2 3 4 6 
Each... $1 10 1 30 1 50 1 75 2 30 
Qts § 10 12 6 
Each. : #2 85 3 75 4 50 5 20 
White Mountain, witb Crank 
Pvccacs, 4: 2... .*. 
Eacb #1 20 1 65 1 90 2 10 2 70 
Qts.... 8 10 12 15 
Each ..83 60 4 60 5 90 7 00 
GATES 
Molasses and Oil 
PPOSTOREEOR... ... 0000 <scceeee 40& 10&5% 
Stebbin's....... wee eee DAIOKSE | 
GAUGES | 
Butt and Rabbet. | 
Stanley R. & L. Co.'s .. WK10K&2KE | 


Cream Pail, Fairmont, per doz..83 7 75) 


Marking, Mortise, etc... 
50&10% @50K10K5 ¢ | 
Saw Atkin’s sgle. 550, dbl. 80c pr doz. | 
Wire. 
Disston's. ee —— 
P. S. & W. Co.'s .- 204 | 
GIMLETS 
Discount.... .40@40&104 


LASS—WINDOW 
All sizes, single strength WMK10E | 
double strength 90k 10% 
GLASSES—LEVEL 
Stanley R. & L. Co 50&5@ 
Bulk. GLUE 
B Amber. perlb 9Xc 
A White.. per lb 12%c 
H. S. Amber.. perlb lv c 
Liquid. 
Sagie .. 10 @ 
LePage's 
List “‘A”’ 374 
List “B’ . -- d3¢ | 
List ‘‘C’ PEE | 
GOODS 
Bright Wire.. 80 10&54 
GRE ASE. AXLE 
Wood Bozes 
Diamond. per gr. $4.75 
Frazer's...... Se 
Hub Lightning. 5.25 
Paragon.. 6.75 
Wood Pails | 


Frazer's, 15 1b. 78c, 251b. $1.30 each. | 


Hud Lightning, 15 lb. 52c, 35 Ib 
68c each 
Tin Cans. 
1lb. Frazer's carriage, pr. doz. $1.30 
1% lb ss wagon - 1.30 | 
3 ib “ze ” “ 2.40) 5 
5 1b - ’ 3.50 


GRIDDLES 
Soapstone . 
GRINDSTONE s 


- 40&54 





Family—lIn. ® i) 
Per doz... 7 75 875 18 00 
Loose. 
Per ton ..... $20 00@#21 00 
Mountfed 
Ball Bearing...... 1 2 3 
DN sad eickwhe: a 8 10 290 275 
py wenepees 1 2 3 
Eac iae #28 26 2 50) 
Scho held: e 
cnc bedneeenke-eeen aaue each, 83 30| 
Bitre: idle... - 3 10} 
HAFTS AW L | 
Brad—Common... .. per doz., $0.18 
Peg- | 
Common : 21| 
Patent, plain top.. 46 | 
“ leather top 52] 
Sewing— | 
Common........+-.+- 21 
52 
HALTERS } 
ea per doz., 80 80| 
S!sal Rope... : os 1 % 
DT ities écnwek oeune 2 10 
Leather, rope tie.... 6 25 
bi leather tie 8 25 
HAMMERS HANDLED 
Blacksmiths’ Hand 
Maydole's . .....40&10¢4 | 
Plumb's....... -O&10&54 
neers’ — 
iii ia 040s Render 40£104 
Plumbd's Oil Finish............. 60 
“ Polished 50 310854 
Farriers’. 
Maydole’s .... . 35254 
re 40854 





Machinists’ 
BONIS 2.000000 cece cece es 40& 10% 
Plumb’s. ....... . 59&1085% 
Nail 
SE oe per doz S 
Calumet....... 3 40 
Sina eek per ¢ doz 81 10@8! 50 
Maydole’s .... .. B0&7%4 
Plumb’s...... W&5% 
SEER ERS PIE 35454 
Riveting. 
EE DB. cece cess see .. B5&54 
Plumb’s...... 40&54% 
Shoe. Plumb’s 30&5@ 


Cast.. per doz 75¢ 
Tack. 

Al) Iron .... per doz 80 35| 
Pol'd Iron, Hickory hdl 0 52 
Mall. Iron, Inlaid 1 60) 
Magnetic 1 2 3 

Per doz. 7c 80c 95¢ 
Mayazine per doz 84 75 


HAMMERS—HEAVY 
Heavy Hammers and Sledges. 
Under 5 lbs.... ---- 70&10% 


5 lbs. and over .... 75% 
| Masons’—Single & Double Face. 75% 
Auger. HANDLES 

Common Ass’d . per doz 80 36 

Peck's Adjustable. 2 10 

Roger's secs 4 15 

Ives perset 1 25 
Axe. es . £&5O504 
Chisel. « 

Hickory, Tanged Firmer, Assorted, | 


24c; Large, 26c per doz 
Hickory, Socket Firmer, 
i8¢: Large, 2lc per doz. 


Assorted, 


Heavy T Hinges. 


-- 605-25 


10-10&54% 


Extra penatic T Hinges. 
. . 75-25-10-10&5% 


Humason & Beckley’s.. 
ioods, Bright Wire.) 


(See ¢ 
Bush 
Common 


Axe Handle 


Cor. Heavy; ; Strap .75-10-25-10-10&54 
Cor. Ex. Heavy T....75-25-10-10&54 
Screw Hook and Strap. 
DOW Gl. « 600s ses per 100 Ibs. “ 00 
Se 
22to36in ... ; ‘50 
Screw Hook ana "Eye. 
PEE 6h enacetan per 100 lbs. 86.50 
Sgin .. us ” 8.00 
10.00 | 
HOES 
eae 75&10&5% 
|Grub SG 48600 Sete onewen hed H&5% 
Hazel. i “per doz $6 25 
Ladies’ and Boys’ eee 0% 10, 5, 10&54 
Pes .. 75, Tye, 10&5S 
Planter's E ye ceanaeneda GVK10K24%S 
ee .70, 10, 10&5%% 
HOOKS 
4nd Eyes. 

Brass .50&10&5% 
Iron. .... .... 65&104 
gaatng “pe r oe. $1 50 
Belt. ‘a 5H | 

Bench—See ‘Stops, ‘Bench. 
Bor, In 6 12 
Doz.. $1 25 81 “80 8 70 82 25 


pr dz #2 4 


per doz 87 00@8 4 


Hamilton Pattern. 


Chain—In 


a &5 


Per 100 $7 50-7 


16 


% 16 % 
75 80 50811 25 812 00 


.. per doz 87 25 


7 


Applewood, Tanged Firmer, As-| Clothes Line. 
sorted, 27c; large, 36c per doz. Japanned -per doz 21c@22c 

Applewood Socket, Firmer, As Galvanized. ... 35¢ 

sorted seveeeee sess per doz 24c| Coat and Hat 

Coal Pick .. ....40&10%| Cast Iron......... per gro 72c@#i 00 

Drifting Pick cesesesee -40&10&5% | Gem Wire 654 

File, assorted 13c. large 16c per doz. | Conductor. 

Hammer. Malleable 50& 104 @50K& 10k54 
Adze Eye................per doz 35c} Wrought....... 40& 10% @50% 
Blacksmiths’...... per doz 36e@55c | Corn. 

Machinists’. ” 38e@60c; C ommon unpolished, per doz. $1 30 
Hatchet. per doz 36c| polished 1 70 
Hay and Manure Fork... 0&5%@00% “Cut Easy,” per doz 2 6 
Hoe and Rake ..... .. 0&5 Clyde's, 2 40 

| Saw, Plain 72c, Varnished 68¢ per dz. | Brooke’s...... . 2 65 

Screw Driver, Assorted 42c, Large| Gate.—See Goods, Bright Wire 
48c per doz. | Grass. 

Shovel and Spade.... 50&5% | Common, Nos. 2 3 4 

HANGERS | Perdoz..... $170 81 75 

Barn Door German . ..per doz $1 90) 
King . per doz. prs., 5 00 Little Giant " 3 10) 
Monarch .... i 60K 10% WOE Dacca cvcoces ace 1 30 
“Never Jump” Hinge.... ..50&10@ | Hammock 
Peerless, Loose Axle 60&10¢ | Common. . teens 21c 
Perfection, Roller Bearing. .70&5¢ | With Plate............ 36¢ | 
Pheenix, Roller Bearing 70&5%| With Screw 36¢ | 
Prouty .per doz. prs., % 50| Piggot’s. $1 05 
a a eal laa . ee 3 90) Lambrequin ‘or ‘Drape ry. per gro 2ic 
Superb ...... “ GE POS 6 on00c ceceee ++». 50% @50&8 104 | 
Safety Flexible os “ 7 50| Potato and Manure....... 70&10&7% © | 
Wagner's Adjustable ..70@10@ | Screw, Brass................... 80&20% 
Warehouse : 60% (See Goods, Bright Wire.) 

Parwor Door | Seat Spring . -per lb 64%c 
Acme ‘ per set #3 75 HOOPS—TUB 
Ives’ Improved . ce ee 2 50| Ever Ready. per case $1 65 
Lane's Standard. .... “ 350 HOSE—GARDEN. ; 

“ New Model 2 80) Ply 3 4 5 6 8 
I. wdeue Shanthi etree ion “e 3 00} Black, prft. Tc 8%c 9¥c 10%c 124%c 
Lundy. 50&10¢ | Cotton, 3 ply -+--..- per ft 6&c} 

Eave Trough 4 er err “ %T%c 
Baker's Hither gr., - 35 HUSKERS 
Beamerial .... vce -cesce cons ° 10% | Bose. 

SED covbandtewanindiinininah .25¢ Nos. E P PX | 

HASPS. Dz.81 85 #2 0 a 05 Gr. - - 8 40 

Hinge, Wrought......50, 25, 10, 10&5¢@ Nos.2000 3000 4000 OX 

With Staples—See Staples. Gr.83 10 86 75 Dz.#1 15 #2 95 $1 75 

HATCHETS. Brinkerhoff’s . -per gro 14 50 

AIOE .cccee. ; werd Common Sense. per doz 1 60) 

Ss arednaticinoes 40&10% | Harrington... ; pergro 450!) 

| Cast Claw. per ‘doz #1 — a Ideal—Nos 102 101 100 

Cast Shingling... 20| Per doz. . 81 60 #3 00 $3 15 

| Duffy's Barrel pe rdoz - 50| Johnson's .... ...........pergro 7 75| 

Germantown .. weees ee. SOR5SG | Tyler's .. . = 8 40 

TINS onnes:hnnes cman ..... 40% | Vaughan's . er “ 2 20 

Plumb's ? 40&10K5% | IRON. 

|Plumb’s W arehouse. “site | | See Metals— = column 

| Roger's Ideal. -per doz %% 35 IRONS. 

Underhill's Star Lath. . ‘ 404% | Curting. 

mm das 30&10%| Common.... . per doz 33c@48c 

HAY RACK BRACKETS. PUUNOOED . 6.0000. 00p0 cece per doz 80 60 

|W enzlemann's ee 1, perdoz...812 60} Yale........... pakied Gena - 0 84) 

2, ” . 13 20) a decease eceees 5 11 
HINGES. | Ru ii 5 1 50 

Blind. Tourlsi, Folding . ” 0 90} 
Clark's Gravity, per doz sets.. ..80c | PEMBING.... 0.0.2 cece eens " 0 60 
"eee -. 854 | Fiene. 

Shepherd's Noiseless, for Wood Bench. . 20.85 

Wood casing.... . ...doz. $105! Stanley R. & :. Co. (new list) s5&54 

Gate Sad. 

Clark's, 1 3 3 Charcoal. -per doz 811 25 

Hgs & Ltchs, dz.. 82 35 82 60 83 60| Common, Polished, per 100 lbs 3 50 

Hinges Only, ** 170 190 ces Nickel] Plated, 475 

Latches Only,“.. 070 075 | Chinese Polishing.....per doz 7 60 

Knuckle..... ..per doz prs 8 00; Laundry, No. 1, %& 75; No. 2, 8 25 

Leed's. - sets 6 75) per doz. 

Superior . ienainiad Gi prs 9 25) Mrs. Pott’s. 

Spring. No. 50 J, E nterprise per set &2c) 
American.. 25% No. 55 J, _ ~~ ia 
Bommer Bros. “Ball B’ rng Floor 40% | No. 30 T, ” 85 | 
Bommer Bros. + ee amon 404 | No. 55 T, 82c 
Chicago. . -2&5¢ | No. _ Howe ls eee a 77 | 
Clover Reet... ‘per gro 9 | No. “a 74c 
Columbia Dbl. “Acting HOE 10854 | Tailors’ / ; - per lb 4440 
Sl ctiiscktadinien bhea0s 90 cieneientiedl 25 “ Geese.......... ‘ 4c 
Ideal Detachable, er gro #12 00) Tuyere. 

New Idea...... 9 6) Single Duck Nest sonny doz 85 25 

reer 20@| Double “ ~ 6 25 
Wrought Iron. BUSOOM... 22 see cece sevees each 2 60 

Light Strap Hinges. .70-25-10- 10854 | | JACKS. 

Heavy Strap Hinges.. | fgcomative eT EES ea 75&54 

os .. . 25-10-25- 10-10&5% 
Light T Hinges... .66%-25- 10-10&5¢ Mecker's pas Oesnnage per doz 811 26) 
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Miller's No. 2 sate . 77 
_& Fl oe ; “ 9 00 
Winner... ‘ ” 7 75 
KE TTL ES. 
BG + ideedo eedeidb nena whied aa .204 
EE ee 50¢ 
0 er per lb 26c 
Maslin ..65&10 
SES ee 50k 10&54 


K NIV ES. 
Beet Topping. 
Clyde, 9-in. Scimiter Blade.dz 84 25 


12-in. Straight ‘“ .dz 2 50 
SO EOD oc cacccastieceounen 154 
Corn. 

Acorn. ..per doz 82 65 
re - a 2 25 
Clipper, Light, 81 75; Heavy, 81 90 
ver doz. 
Disston’s per doz 83 15 
Easy . “ 7 75 
Rugged Razor 2 40 
H. S. Earle’s 3 15 
Drawing. 
Standard.. oe 
Adjustable peleaiahe 
Barton’ s Carpe nters’. ; ‘ “joase 
| Folding Handle 25454 
Hay. 
American, Sickle Edge. ..doz $10 35 
Canton, Sickle Edge...... 8 25 
Heath's 8 235 
Lightn'g, Holt’'s Genuine “ 6 
Lightning Pattern...... ‘ 6 25 
Wadsworth's Sp'r Point. 8 75 
Hedge. 
Ajax, Heavy, % 75; Ex. Heavy, 
87 75 per doz 
Mincing 
Common, Single ....... per doz 48¢ 
= Double - 


Streeter, 4 Blade, 81 30; 6 Blade, 
$1 90 per doz 


Putty 


Common oe doz 84c 
Goodell's per doz $1 30@81 80 
Russell's. . - 1 75@ 3 25 
KNOBS. 
Base, 2%-in. Maple, Rubber Tip, 


per gro 81 68 


| Door, Mineral -perdoz 0 80 

Porcelain ... “ 09 

a “seers nae ms 0 88 

Picture. ; Tore ....0O&10&54 
LADDERS. 

| Common Long ..per ft 8%c@138e 

Extension per ft 10X6 


Step. 


Common 640 
“ 


A With Shelf, add 10¢ 


X L.. rft 17c 
Miller's Household per ft 13c@l5c 


LANTERNS. 


| Bull's Eye Police 


3-in Flash Light. 


per doz 86 00 
2%-in Regular ; os 400 


3-in Regular. . “ 5 00 
Tubular, Berger............40&10&54 
LEADERS—CATTLE. 

Nos 1 2 3 
Per doz 80 79 80 85 83 75 
LEATHER—LACE. 

RRR ER ae 50k 104 
Sides, Ex Quality a per sq ft 20¢ 
LEATHERS—PUMP 
| Valve and Plunger.. * ..504 
LIFT ERS. 

Stove Cover. 
Japanned per gro 82 75 
Coppered.... as 3 60 
Chilkoot..... aed o 475 
Devore's sons oe 5 50 
Zero ’ es 8 90 

Transom, Payson’s............70&0¢@ 

LINES. 

Chalk, Twisted in 20-ft hanks. 
Nos. 15 13 12 1} 
Perdoz.. 10c 12c 176 226 2c 
Twisted in 50-ft balls. 
Nos. I 2 3 4 
Per doz. 24c 30c 36c dic 
Braided in 20-ft hanks. 
Nos. 0 1 2 
Per doz sana 26c 32c 
Masons’, in 100-ft hanks...doz 81 0 

Clothes. 
60-ft Jute ae 80 90 
Tee  geecsess 1 00 
60-ft Sisal 1 50 
72.ft * oe 2 00 
60-ft Cotton — 1 25 
50-ft Braided C otton 904 

LINING—STOVE. 
In Bricks ‘ --.+.. per crate 42c 
MACHINES. 
Boring Without With 
Augers. Augers 

Ajax -_per doz % 25 86 75 
Angular ys 3 25 5 00 
Boss . 4 50 5 
Upright. . 2 90 4 


Leater Riv sting, 


Chicago, Pomeroy per doz $9 75 
; “ 2 50 


eee 

Handy...... 2 10 

Little Giant. 3 10 

Pony, Pomeroy .. 8 00 
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Wants and Sales. 








For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
@nder this head advertisements of six 
lines WITHOUT CHARGE, for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


For Sale.—$5,000 stock of hardware, 
stoves and harness, including building, 
All new stock and in a a new Dakota 
town. No competition. A good farm 
country and well settled up with 5 
Ohio and Maryland farmers. Will turn 
in agency for McCormick Machinery. Ad- 
dress McCutchin & Son, Surrey, N. D. 7 





TINNERS’ TOOLS. 


For Sale—A complete set of tinners’ 
tools and machines. C. L. Ewalt, Crys- 
tal Lake, Ia 9 


Wanted—One pair second-hand 30 in. 
square shears; must be in good condi- 
tion and cheap. Address C. H. Tinsley, 
Covington, Ind. 9 


For Sale—One set of tinner’s machines 
in good ordcr. F. D. Stolz, 115 Lake st., 
Chicago, Iil. & 














BUSINESS CHANCES. 











Con We Wahine 33 F 
Bb N. ona ee 
in Patent Causes. U.S. and Foreign << my 
Send for leafiet on 
tions.” Slenest wack bat oo tor 
Reting” ous. 


Wanted— Prices rent: different manu- 
facturers who make cast iron coppered 
wash boiler handles. Address Box 1043, 
Peoria, Ill. 9 





For first-class opportunity to go into 
hardware implement business in .south- 
eastern South Dakota, address ‘‘C37,”’ 
Care of The American Artisan, 69 — 


born St., Chicago, Il. 





Wanted—By a merchant in Central Ili- 
nois, a clerk, partner or buyer in store 
that will invoice $3,000 or $4,000; good 
town. Address E, care of The American 
Artisan, 69 Dearborn st., Chicago, Ill. 8 





For Sale—$4,000 stock of hardware, in- 
cluding building, all new stock and new 
building, in a new Iowa town, in best 
farming district in state; best of reasons 
for selling. — Box 106, Canvans. 
Louisa Co., Iowa 


Will Trade—We have several farms 
that we will trade for hardware or city 
property, or will sell for cash. Farms 
are near to market and first-class North 
Dakota soil. Do not write us unless you 
eee business. Mace Bros., Wimbl _ 





Wanted—A tinner or solicitor with $1,- 
000 to buy an interest in a good jobbing 
shop incorporated for $5,000, in Colorado. 
If you have the money and mean busi- 
ness answer. Address ‘“Interest,’’ care 
The American Artisan, 69 Dearborn st., 
Chicago, Ill. 8 





For Sale — My stock of hardware, 
stoves, tinware, sporting goods, tinner’s 
tools, etc., with or without building; 
stock amounts to about $6,000; situated 
in a town on Mississippi of about 6,000 
inhabitants. Sales in one year about $18,- 
000. Address “‘Letter A B C,” care The 
American Artisan, 69 Dearborn st., - 


cago, Ill. 





For Sale—A good hardware stock in 
northern Ohio, in good town of 600; fine 
farming community; reasonable rent: a 
fine location, with good railroads, elec- 
tric roads, etc.; can reduce stock to $3,- 
000; have business in west which re- 
quires my attention; a bargain for cash. 
Address ‘Hardware Stock,” care The 
American Artisan, 69 Dearborn st., Chi- 
cago, Til. 8 

Wanted — To exchange unimproved 
North Dakota land for stock of hardware 
or implements; this is good land and will 
raise fast in value. Address Box 299, Al- 
den, Minn. 7 


Wanted.—An interest in a hardware 
store in a town of 4,000 population up by 
a hardware man with 15 years’ expe- 
rience. Address 712 W. Lasalle Ave., 
South Bend, Ind. 7 








For Sale.—Only exclusive cornice and 
tin shop in good live county seat town of 
15,000 inhabitants, invoice about ; es- 
tablished 5 years; good business; imme- 
diate possession. Address Cornice Works, 
407 Sycamore St., Waterloo, Iowa. 7 





For Sale—Hardware, oil, paint and 
stove business, near Chicago; Pstablished 
50 years; sales about 000 annually. 
Will sacrifice on account of sickness 
taken this month. This is a money mak- 
er and an elegant opening for a live man. 
Address Hall Co., 167 Dearborn S8t., 
Chicago, Ill. 7 








For Sale—Complete set of tinner’s tools 
and machines. Send for list and price. 
Address W. B. Wymire, Bloomfield, i 





Tinner Tools for Sale.—All as good as 
new. 20 in. Stow brass mounted groov- 
ing machine, $9.50; 1 20% in. Stow adjust- 
able tin folder, $18; 1 30 in. wood bottom 
sheet iron folder, $3; 1 Stow double seam- 
ing machine with ‘setting down attach- 
ment, $15. . H. Thiel, Renwick, Ia. 7 
For Sale.—A complete stock of hard- 
ware tinner tools, with new store build- 
ing, 24x72, two stories high, fitted wee 
Warren’s hardware cabinet eS 
a good small town in Iowa; have a ey 
farming trade. Good reasons for selling. 
For particulars address Schmidt, care of 
The American Artisan, 69 Dearborn 8t., 
Chicago, Ill. 7 











HELP WANTED. 


Wanted—A good straight man to ” west 
in tin shop. W. C. Tilford, Ireton, Ia. 9 














Wanted—Experienced foundry foreman; 
ive full particulars. ddress Brand 
tove Co., Milwaukee, Wis. 9 


Help Wanted—Pattern fitter, who has 
had some experience in fitting. Indian- 
apolis Stove Co., Indianapolis, Ind. 9 


Wanted—Tinner, good all around man 
for couney shop, must be steady and re- 
liable. 1 or address Boyd Bros., Glen 
Ellyn, Ill. 9 


Wanted—A first-class tinner, thirty to 
thirty-five years old; married and sober; 
steady employment and good wages guar- 
spnese. Address Jones Bros., a 


Wanted—A good tinner, one who can 
do some plumbing and understands fur- 














naces. Send references and wages ex- 
cted. Thomson Hdw. Co., New antan, 
owa. 





Wanted—Stove salesman; none but ex- 
perienced stove salesmen need apply; 
state age, experience, reference and sal- 
ary wanted. Brand Stove Co., Milwau- 
kee, Wis. 9 


Wanted—Tinner, who can do some 
plumbing; references; no boozer; prefer 
a man who would care to finish the 
plumbing trade; steady work year 
around. Chas. Soames, Peru, Ind. 9 


Wanted—Good all round tinner. Must 
be sober and reliable. Steady job the 
year round to right man. State wages, 
experience and age. Address “F. W..,’ 
—_ of The American Artisan, 69 Dear- 

born St., Chicago, Ill. 9 


Tinner Wanted—A steady job to s a “tin- 
ner; must give good references, married 











man, middle preferred. Want man 
that can yg n store when not needed 
in shop. easy job for the right 
man. W. AS » > & Co., Sac ny, 





Wanted at Once—Two good first-class 
tinners, ~ wr” reliable and thoroughly 
acquainted with furnace work; mney 
job guaranteed the year around at the 
right price. To work in town of 12,000 
in contral Illinois. G., Care of The 
American Artisan, 69 Dearborn 8t., a 


cago, Ill. 


Wanted—An experienced and compe- 
tent tinner, understanding job work as 
well as manufacturing tinware, and who 
is also qualified to do plumbing as well 
as furnace work. Must be of good char- 
acter and habits. Position permanent. 
The ition to be filled is in a county 
seat town, located within forty miles of 
Des Moines. Address Luthe Hardware 
Co., Des Moines, Iowa. 9 








Wanted—An experienced stove sales- 
man; one pans speaks German preferred. 
Address “C care The American Ar- 
tisan, 69 » st., Chicago, Ill. 8 

Wanted—At once, a man to do tin “work 
and help about store; state experience 
and wages required. Address R. O. 
Clark, ampton, Minn. 8 


“Wanted — Wood patternmaker; good 
steady sition to the right man. Ad- 
dress “Right Man,”’ care The American 
Artisan, Dearborn st., Chicago, Ill. 8 








Wanted—Tinner who understands fur- 
nace work and has some knowledge of 
plumbing; steady job and good wages. 
Address J. N. Feyder, Osceola, Wis. 8 


Wanted—A tinner; one handy at ma- 
chinery, pumps, wind mills and bike 
work; single man preferred that can 
talk Norwegian: state wages, age and 
references. J. M. Heber, Vienna, 8S. D. 

8 


Wanted—Good all- around tinner; must 
be sober and reliable; a steady job for 
right man; state wages, reference and 
age; married man preferred. eens ve 
Roberts Hdw. Co., Nevada, Mo. 


Wanted—By March 15th, all-round 
tinner and furnace man; good wages to 
reliable man and steady work the year 








round; state wages wanted and experi- 
ence. J. N. Silver, Clarkfield, Minn. 8 
Wanted—A stove salesman for the 
Northwest. Only experienced stove 


salesmen need apply. Send references, 
age, experience and salary expected. Ad- 
dress Detroit Stove Works, Chicago, i. 





Wanted—A plumber that can do plumb- 
ing. hot water and steam heating and 
make estimates on small jobs; steady 
work by the year to the right mah, and 
good wages. Write. Miles & Ulmer, 
Miles City, Mont. 8 


Wanted—A tinner, one who under- 
stands the business; no furnace or 
plumbing work, but tinnin business; 


state experience, age and price wanted; 

steady job; must be steady man. Ad- 

dress P. O. Box 156, Sioux Falls, 8. D. 
8 


Wanted—A man who has had practical 
experience in the manufacture of steel 
ceilings; one who has the ability to 
take charge of that department, and also 
the manufacture of general stampings. 
An opportunity for the right man to get 
an interest in the business. Correspond- 
ence solicited. Address G B C, care The 
American Artisan, 69 Dearborn st., 
cago, Ill. 


Wanted— Young man able to assemble a 
very cheap steel range without expensive 
plant. Executive ability enough to handle 
10 men. Education enough to neep track 
of time and supplies. Salary and interest 
in business to right man with chance to 
get ahead of the rank and file. All re- 
plies strictly confidential. Address ‘Steel 
Range,” care The American Artisan, 69 
Dearborn st., Chicago, Il. 8 


Wanted--A good tinner; one who can do 
plumbing preferred; good wages; steady 
work. Schanck Bros., Libertyville, m 





Wanted.—A first-class all around tin- 
ner. Steady work, inside; desirable job. 
Address Moseley & Pritchard Mfg. Co., 
Clinton, Iowa. 7 

Wanted—A first-class tinner who has 
some knowledge of plumbing and furnace 
work; steady job. Address R. B. Ward, 
Belleville, Kans. 7 





Wanted—Good tinner and plumber; good 
pay and steady job to right man; Norwe- 
gian preferred; give references. M. 
Schneider, Adams, Minn. 7 


Wanted.—Three good tinners. Steady 
work and good wages for good men. In 
answering state wages and experience. 
Watson Bros., Marinette, Wis. 7 

Wanted.—Tinner to help in hardware 
store. Steady job. $50 a month. Must be 
sober. Good schools and churches. Nice 
place to live. Write at once. C. A. Wyc- 
koff, Morrisonville. tl. 7 





Wanted. —First- class superintendent for 
stove department of pattern works. Best 
wages to thoroughly reliable man. Write 
“Box 44," care The American Artisan, 69 
Dearborn St., Chicago, Il. 7 

Wanted. a" good Al tinner, with some 
knowledge of plumbing or a ‘combination 
tinner and plumber. tate age and expe- 


rience. Steady job to right man. J. Q. 
Swanger, Jr., 110 W. Second St., Mish- 
awaka, Ind. 7 











1?0 

HELP WANTED. 
Wanted.—Representative for state of 
Indiana: must be a thoroughly compe- 
tent man experienced in stove and range 
selling and acquainted with Indiana trade. 


The American 


Address “‘Ind-Trad¢ care 
Chicago, Ill. 7 


Artisan, 69 Dearborn St., 


Wanted.—First-class tinner for country 
shop in good town; must be temperate 
and reliable. Send references and wages 
wanted. Steady work for the right man 
Address ‘‘Hardware,”’ care The American 
Artisan, 69 Dearborn St., Chicago, Ill. 7 

Wanted—Traveling salesman for Ohio, 


Indiana and Kentucky. Hot water heat- 


ers, gas machines, gas fixtures, etc. State 
experience; give reference, and all par- 
ticulars. Address ‘“‘Box A B,” care of the 
American Artisan, 69 Dearborn st., Chi- 
eago, Ill 7 
Wanted.—A good all around tinner; one 
who has had experience in job work, eves 


and roofing and furnace work and 
one that can speak the German 
preferred. Reply stating expe- 
and wages for steady work. A. E 
Walnut, 


trough 
clerking; 
tongue 
rience 

Kincaid, 


= 


Iowa 7 
Wanted.—Two good traveling salesmen 
to cover Ohio, Indiana, Illinois and Mich- 
igan for a well-known trade-mark line of 
goods. Only men of very highest ability 
need apply, as we propose to put on the 


best that money can buy. Address 
‘‘Rest,’’ care The American Artisan, 69 
Chicago, Il. 7 


Dearborn S8St., 





‘SITUATIONS WANTED. 








Wanted—A steady position by the 
year by a first-class tinner and plumber; 
also can do furnace, steam and hot wa- 
ter heating; first-class salesman on bi- 
cycles and repairing; can take full charge 
of shop; figure from plans for all work 
Please state wages paid in first lette 
by the week no lost time the year 
round; A No. 1 references: married and 
of good habits. Address Colorado, Care 
of The American Artisan, 69 Dearborn 
St., Chicago, Il. 9 

Wanted—Situation about April Ist as 
foreman, by an experienced cornice mak- 


capable of making esti 
and doing anything in 
slate, iron and gravel 
also designing and 


er and tinner, 
mates, laying out 
cornice work, tin, 
roofing or shop work; 


erecting steel ceilings, etc. Am married 
strictly sober, a close cutter of mate- 
rial and a good hustler Best of refer- 
ence. Address, stating salary, ‘‘Design- 
er,” Care of The Americ an Artisan, 69 
Dearborn St., Chicago, Tl! 9 

Wanted—A position by a first-class 
tinner of twenty-five years’ experiencé: 
western Minnesota preferred. Address 


care The American 
Chicago, Il. 


Wanted—A situation as traveling sales- 
man for a hardware house or tinners’ 
supply house by a man of twenty-five 
years experience as tinner and hardware 


“Rox E.” 


Artisan, 69 
Dearborn st.. § 


clerk Address “C. L. E.,.” care The 
American Artisan, 69 Dearborn st., Chi- 
cago, Tl. s 


Wanted—A steady job by an all-around 


tinner in Northwestern Iowa or South- 
western Minnesota: best of references: 
have had seven years’ experience. Can 
do bicycle, furnace, stove and pipe work. 
Am 24 years old and am married. Ad- 
dress A. L. Canfield, Luverne, Minn & 
Wanted—Work as tinner and clerk in 
country town. Address C., lock box 232, 
Osceola, Clark Co., Iowa 7 
Wanted.—At once, good all-round tin- 
ner, one who understands heating and 
plumbing Must be sober and reliable. 
Steady job for the right party. Address 
Acheson & Joder, Alliance, Neb 7 
Situation Wanted—By sheet metal 


worker as jobber. cornice maker or tin- 
ner: 15 years at the trade; in Chicago, or 
close by. Address C. R. A., care of The 
American Artisan, 69 Dearborn st., Chi- 
cago, 7 





SPECIAL NOTICES. 


FOR SALE. 
Stove Foundry of the Lithgow Mfg. Co. 


For sale, the entire plart, including buildings 
625x204 feet, flasks, pe atterns, machinery, 
will, etc. Will sell the plant asa whole or any 
ts. This is an old established business—over 
— old. For catalogue and 


LITHGOW MFG. CO 


Louisville, Ky. 


THE AMERICAN ARTISAN 


| 


| 





ture 


Sunlight Lava Mfg. Co., 
CHATTANOOGA, TENN. 


burner annoyances. 


AND HARDWARE RECORD 


Sunlight-Imm unity 


Sunlight stamped in the pillar 
\ means immunity from acetylene 


Correct in 


theory and perfect in manufac- 


Liberal trade discounts. 





“TINNERS ATTENTION” 


I have the latest novelty that sells like “hot 
cakes,” that you can sell in your town and 
make more in two hours after supper than re 
can all day at the bench. Agents wanted. 
particulars address, 


THE ACME NOVELTY CO., 


Winnebago City, Minn. 


SALESMEN 


We have some quick-selling -pecialties that 
every hardware store should handle. Sam- 
ples are smal! and compact. Can be handled 
asaside ine. Acidres< “Bison,” care The 
American Artisan, Chicago, IJ. 5 





2437 Kosciusko Street, 


FOR SALE: 


A PROFITABLE INVESTMENT. 
» 0 
sees 


For 75 cer cent on the Dollar I will sell 
Hundred and Ninety Four shares of 


(#14.700.00,) in the Anthony Wayne Mfg. Co., of 
Fort Wayne, Ind. For terms apply to 
A. C. F. WICHMAN, 8 


St. Louis, Mo. 





WANTED 
We want a number of tinners Our 
work requires neat bench workmen 
who are accustomed to general sheet 
metal jobbing. All inside work and 
steady year around for good mechanics. 
Briscoe Manufacturing Co., 


Detroit, Mich. , 
Woodward Ave. cor. Baltimore. 6 








For Sale.—Stove Foundry 


\ fully equipped stove Foundry with cupola, 
engine, belilag, many up-to date patterns, and 
all necessary machinery, with ample warehouses 
all in perfect condition Located in Zanesville 
Ohio. a prosperous, growing city of 30,000 Inhabt- 
tants. with eight rallroads (three of them trunk 
ines also river navigation. cheap coal and 
natural gas This foundry has a good line of 
customers throughout the West and Middie West. 
An old established business Valuable real es- 
tate. Owing tothe death of one of the owners, 
it is in Recetver's hands for sale and settlement 
with heirs. Will be sold on easy terms. This is 
a rare opportunity for enterprising men 


THE GUARDIAN TRUST & SAFE DEPOSIT 
CO., Receiver, 
Zanesville, Ohio. 








| 
| 
i 


WANTE 


EXPERIENCED 
SALESMAN 


Familiar with lowa trade. Special 
line steel ranges. Address, with ref- 
erences, 
F. O. A. 
Care THE AMERICAN ARTISAN, 


69 Dearborn St.. CHICAGO, ILL. & 


WANTED! 


First-Class Superintendent 
for Stove Foundry. 





Must understand the work in all its 
branches. State where formerly em- 
ployed and salary expected. Address 


| “BOX 456,” care The American Artisan 


69 Dearborn St., Cuicaco, ILL. § 








SALESMEN 


WANTED 


To sell Ehle’s Nestable 
Dinner Pails and Fold- 
ing Lunch Boxes. They 
are quick selling special- 
ties. Address 


F. G. 0. Ehle Company 


BUFFALO, N. Y. 





FOR SALE 


In one of the best cities in New York 
State, a manufacturing plant about 
215x135 feet. Fully equipped with cu- 
pola, engine, boilers, elevators and line 
shafting. The corporation owning.and 
Occupying the property is compelled to 
adopt larger quarters. Suitable for 
foundry purposes and machine shop or 
for general manufacturing. Decided 
advantages in cheap coal, water and 
taxes. Aidress, “EMPIRE,” care Tue 
AMERICAN ARTISAN, Chicago, IL 5 





IXON’S SILIGIAGRAPHITE PAINT 


FOR TIN OR SHINGLE ROOFS AND IRON WORK. 
IT 18 AGSOLUTELY WITHOUT AN EQUAL. 
Tin roofs well painted have not required 


repainting for 10 to 15 years. 


If you need any paint it will pay you to 
send for circular. 


‘JOSEPH DIXON CRUCIBLE CO. Jersey City, W. J. 
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PLECKER’S CORRUCATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 








CLARK, QUIEN & MORSE, Peoria, III. 


: on apa  @ 
» ae ICE> AL CENLINGS 


SAYLONTS VENTILATORS 
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— UNIFORM 
DISCOUNT TO 
THE TRADE. 


D. M. STEWARD MFG. Co. 


CHICAGO, CHATTANOOGA. NEW YORE 












Pliability—ease of working 
and fitting around angles 
and corners—was one of the 
features of MF Roofing Tin 
that secured first prize for 
it at Paris last pene Next 
in value to the all-import- 
ant question of a he avy tin 
coating, comes the ease of 
working—it saves waste of 
material and waste of time 
—imakes the roof that fils. 
































VW/EIYvY 


not take ‘‘Canton” Metal Ceil- 

ings in your business asa side line? 
They will immediately become a 
source of profit and in time may be- 


“CANTON” CEILINGS 


come your main line. Easy to put up be- 

cause the construction is right. Made in 
beautiful classified designs. Our Art 
Metal Catalog is yours. Write for it. 


CANTON STEEL ROOFING CO., 
Ny CANTON, OHIO. — 
Cw 





is the best roofing 
from every view- 
point. It is made 
by hand labor en- 
MARK tirely. Every sheet 
must pass a rigid 
examination before it is 
boxed — and none but per- 
fect plates are sold. Trade 
mark on every sheet. Ask 
your roofer for MF Roofing Tin, 
or {W. ¢. CRONEMEYER, Agent, 
write | Carnegie Building, Pittsburg. 
for illustrated book on™ ‘oofing. 
AMERICAN TIN PLATE UoANY, 
New York. 

































sh 
Yop Pee 
* est 
Ofieg el rs 




























(Newton’s Patent.) 






a panes | ote “& co.“ 
DEHORNER rner 
Guaranteed 
“THOUSANDS [ 


20 Cliff St., New York. as 
Oe 6 <ATEST 
Ve = ardware dealer for vs or write 


ena SKYLIGHT GEARING 
cbr AND GN LT 


Second- Yaar Behe. bought, sotd A 











122 THE AMERICAN ARTISAN AND HARDWARE RECORD 


Send for Our Catalogue To-Day. 


It is a handsome book, and will give you a better idea of the handsome 
line of meta! ceiliugs we offer than you could get from any amount of talk on 
the subject. The book is an expensive one but we send it free because we 
want you to know about our line. 


The dealer that handles Berger's “Classik” Metal{Ceilings is right in the 
front row when it comes to showing up an attractiveffirst-class line. Write 
us for full particulars—don't wait. ad 


6se BERGER MFG. CO., Canton, Ohio. 


New York. Boston. Philadelphia. Chica go. St. Louis. 








We are now in a position to entertain your| q@@>>: 3S F3>>. 


orders for... 44 
m Garry 
Eave Trough, ® Tron and 


Conductor Pipe, Etc. Steel Roofing Zo. 








fA Roll Roofing. 


For Spring shipment. Before buying write us #\ Corrugated Iron. 
ILLINOIS ROOFING AND SUPPLY CO, | “Stapvensin 
23 Lake Street, CHICAGO. ‘\ Steel Bricks. W 


N Window Casings. 


The “CHILDERS” PATENT f\ Fire Proof Shutters 
STRAINER CUT-OFF (A = “Sugester Pipe 















, tothe trade by 


| 
BRICK STOVE LININGS 


Eagle Stove Clay. Incandescent Fuel for Gas Stoves and Grates. 
WILLIAMS STOVE LINING CO., - - - Taunton, Mass. 





FOR RAIN WATER. Ad Cernice. 
A Perfect Cut-Off. pA ae 
A Reliable Strainer. = ’ 
M Leaves, sticks, bugs, etc., are y Cor. Coe and Lake Streets, 
‘Ay Vy thrown out by force of the falling q 
/ Aik if j, Water, and the strainer works both > Bewe Obio. 
“I WA ways. Manufactured and for sale Ta=2=ss=-.- -=- DY ot 
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MILWAUKEE GORRUGATING CO. 


MILWAUKEE, WIS. 


Manufacturers of 





Cor. Cut-Offs 


Cond. Hooks 
Trimmings 








Pat. 11-14-99 








Steel Roofing 
(all kinds) 
Corrugated Iron 
Curved Iron 
Crimped Iron 
Brick Siding 
Rock Face 
Beaded Iron 
Metal Shingles 





WE ARE THE ONLY AUTHORIZED 
MANUFACTURERS OF CORRUGATED 








CUT-OFFS.—(Beware of Infringement.) 

















PATENT POV 


Can be furnished in either Galvanized Iron 
or Copper. It is made from Galvan- 

ized Iron in 10-ft. lengths with- 
out a cross seam; from cop- 


a. “cia 8-ft. lengths. 













regular Polygon 
crimped elbows made to 
match this pipe perfectly, or Fancy 
Stamped Elbows, Write us for catalogue, 


AMERICAN STEEL ROOFING CO. ™?"oii?™™ 





















THE PERFECTION 
RAIN=-WATER CUT-= OFF 


Excels All Others in 
Simplicity — Strength —Durability 


KLAUER 
MFG. CO. 


Sole Manufacturers 


DUBUQUE, - - - IOWA 








SUCCESSORS TO 


W. A. SMITH & CO., Patentees, LIMA, OHIO ~ 














a Suet «61 ART METAL 
" ARCHITEC- CEILINGS 


TURAL 
ORNA- Roofing, Corrugated Iron, 
MENTS, Galvanized Iron, Corruga- 

ted Conductor Pipe, Finials, 
STATUARY, Weather Vanes, Cresting, 
ETC. Etc., Sheet Copper :: x 





GALVANIZED STEEL TANKS FOR 
ALL PURPOSES. 



































FRIEDLEY @ VOSHARDT, isi-202 matter st.citicaco, 111. 
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LA GROSSE STEEL ROOFING AND CORRUGATING CO.,La Crosse,Wis 


MANUFACTURERS OF 


EAVES TROUGH, 
CONDUCTOR PIPE 


very best. 








Our make of goods the 


Prompt Shipments. 


ELBOWS, MITRES, 
HANGERS, CUT OFFS, 


Ph adi your spring 


rvcer te veryowenr ROOFING AND 


SIDING MATERIAL. 





James Abbe 
& Son, 
Springfield, 
Mass., write: 
“Our fore- 
man tells us 
it will do the 
work of six 
men; it pays 














KENNEY’S DOVBLESEAMER 
FOR STANDING LOCK TIN ROOFING 


Is the most complete Labor-Saving Double 
Seamer in the market. Send for catalogue, 


for itself 
doubly on —a 
lig Peck, Stow & Wilcox, New York. 
ene job. Sidney Shepard & Co., Chicago, Il. 
Sidney Shepard & Co., - Buffalo, N. ¥. 
F. H. Lawson & Co., Cincinnati, O. 


William Fuller & Co., Baltimore. Md 


Dwight State 
“Machine Co. 








THE UDELL WORKS 


INDIANAPOLIS IND 


STEP LADDERS CLOTHES BARS. HOOK RACKS. FOLD 
ING CLOTHES RACKS. TOWEL ROLLS TOWEL ARMS 
ROPE REELS. IRONING STANDS AND BOARDS. FOLD 
ING TABLES COMMODES, MEDICINE CABINETS 


W. A. STOKES &CO., 30 warren St New) 


US iNFALLIBLE 
METALPOLISH 


FOR ALL KINDS OF METALS 


Best, Cheapest, Goes Farthest. Never dries 
up or shrinks. Money makers for everybody. 
Bold by the jobbing trade. Sample free by 
mail. Address, 

GEO. W. HOFFMAN, Manufacturer 
295 E. WASHINGTON ST., INDIANAPOLIS, IND. 
BRANCHES 

i Park Rew, NEW YORK CITY 


119 EB. Madison Street, CHICAGO, ILL. 
508 Montgomery Ave., SAN FRANCISCO, GAB 


Established 12 Years 











Bangor Union 
Sea Green Purple 
ROOFING 


OLATE. 


MANUFACTURED BY 


THE AULD & CONGER CO. 


CLEVELAND, O 
Dealers in All Grades of Slate. 











TINNERS... 


SOMETHING NEW AND GOOD 


You can fasten them on conductor before you leave shop. 
They hold spout away from building. 


PATENTED 
IN THE U.S. The easiest hanger to put on. | 
AND Give your jobber a sample order and you will always use | 
CANADA them. 
Send to the Manufacturers for Free Sample by mail. | 
MT. PLEASANT, 
E. E. TAFT @ CO. Sows 





PATTERN LCETTERS 


We BRAVE THE™ 
Sizes, se OUR TO TWO INCHES. 


ROMAN, ROUND FA CE GOTHIC, 
SA SHARP FACE GOTHIC, HAIR-LINE 
A GOTHIC FLATTENED PACE GOTHIC, 
POINTED avo REVERSED 
OM FOR BRANDING IRONS. 


»sT. LOUIS ELECTROTYPE FOUNDRY 


211 N. THIRD ST ST.LOUIS.MO.* 











MONON FLORIDA SLEEPER 


The Monon Route and C. H. & D. through Florida sleeper leaves 
Chicago 9 p. m. daily, passing through the picturesque mountain re- 
gion of Nast Tennessee and Northern Georgia by daylight, via Lex- 
ington, Chattanooga, Atlanta, Chickamauga, arriving at Jacksonville- 
St. Augustine at a convenient hour in the morning. Dining and ob- 
servation cirs. Send for ‘‘Ten Routes tothe South.” City Ticket 
Office Monon Route 232 S. Clark Street, Chicago. 





























> Geo. W. Brown, Jr., riiusboro, mi., writes: § 
, “You may kindly discontinue our WANTED TIN- 4 
‘ NER ~~? that you have so kindly carried for us ¢ 
‘ the past three issues. | have received rep les ¢ 

> from Vermont to Dakota a7d think that we : 


PPP Pewee oo OO 
PPP PPD LDL LDL DD LD DD ll 


_~wTee* 
PPADS 














Stanley 


IMPROVED © 


NEW BRITAIN, CONN. 


Rule ana Level Co. 


PENTERS’ TOOLS Solid by All Hardware Dealers 
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JUST THE INDICATOR FOR 


STEEL RANGE DOORS 


SOMETHING NEW 


SEND FOR SASIPLE 
AND PRICES. 


WHIELIOS-UPTON CO. 


PEABODY, /I1ASS. 
or HENRY GLEASON, Agent, 


258 Broadway, NEW YORK. 














Lasgest and Best Eavipped “= SAD IRONS; £2:'s.. HOLLOW WARE, Grureic3" 
SUGAR KETTLES, ENGLISH © POTS, 
ren SHOE LASTS 
AND STANDS, 
KITCHEN AND 
CORNER SINKS, 
GRATES, etc. 











WHY NOT WRITE FOR OUR CATA- 
LOGUE)? It cannot fail to prove of in- 
terest and value to you. 
BLACKLOCK FOUNDRY, South Pittsburg, Tenn. 





REMEMBER WE SELL Kstablished 1877 Long Distance Phone Main 4864 and 4865 W. U. Code 


ne, JOHN McVOY @ CO. 


Roofing and Siding, all kinds 
Tin Plates and Terne Plates Iron Merchants and Metal Supplies 
Conductor Pipe and Eave Trough 
Steel Ceilings, Solder, etc. OFFICE: 21 to 25 Michigan Street 

Bar, Band and Angle Iron Corner Orleans 
Planished, Polished and Refined Iron 


Deep Stamping and High Grade Sheets { 21 to 25 Michigan St. 
GALVANIZERS WAREHOUSES: | 151m and Center Ave. CHICAGO 




















LYONS SPECIALTY CO., Lyons, la. 


MANUFACTURERS AND 
JOBBERS OF SPECIALTIES 


| hae 
fbi Ll 











Sole Manufacturers of the 


Manufacturers of the 


Woodside Patent Cast Iron Chimney Top. PATERSON STEEL BARN DOOR LATCH AND HOLDER. 


Made for 7, 8 and 10-inch pipe. Only one on the market without a spring to give out in a year or two 
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[REPAIRS <1 STOVES 


AND FURNACES 


Stove Rode, Paste, Stove Putty. Wm. T. Dust Go., Detroit. 


DO YOU WANT 


STOVES 


AND 


HEATERS 


that are easily sold and STAY 
SOLD. We have been very suc- 
cessful in designing patterns for 
such. 


T’Gobeille Pattern Co. 


CLEVELAND, OHIO. 





























Ghe GEO. W. COPE 


AMR ior. 316-318 NORTHTHIRDRIA | STOVE PATTERN WORKS 
U.UIVAULIN, “STLOUIS MO. 


Cor. Brush @ Woodbridge Sts. 
DETROIT, MICH. 














UNGLE SAM DAMPER! DAMPER Weller Stove Pa tte, Co, 


The handle is enameled pone gg heat, rigid- 
ly clam and can otcume off. The spring is not 
ottecte by heat. The stem is asteel rod, all one 1110-1112-1114 State St. 
piece and nothing to fall apart ; pointed and easil 
driven throveh the pipe. The Damper Plate is QUINCY, ILL. 
made of cold rolled pickled steel, corrugated to 
atiffen it and to prevent warping. We callspecial 
attention to lightness and strength of these Damp- 


ers and their desirability for FURNACE pipes. 
untae | The Milwaukee Pattern Works 


“The Difference in Weight Pays the Freigh:.”” 
Sketches and Designs for 


sce vers paren. ASK Your Jobber for te “UNCLE SAM.” @ 
SAYRE STAMPING CO., Sole Manfaciuers, SAYRE, PA. ff | STOVE AND HEATER WORK * acs 
rrespondence cited. 


WE MAKE ALL KINDS OF 
M BRUCK E R, Metal Patterns 


Menufacturer and Jobber of 























With our experience, facilities and skill, 
we can produce anything in our line. 


Stove and Range Repairs ¢.¢ wenza co, x25 





















Repairs for all Stoves and Ranges. THE TURNER DOVBLE JET 
Adjustable Stove Repairs a Specialty GASOLINE 
/_BRAZING TORCH 
MICA, VRNS, KNOBS, RODS AND STOVE BOLTS. Foden ant Gadestag Waves aed sae Gene 
yy 4 pean CHICAGO, ILL. 
MATTHEWS S | S Ri 
a teel Stove Rings 
WILLARD WE MAKE THE BEST FINISHED . “4 
MFG. CO. Q NEATEST AND STRONGEST | | pee 
Waterbury, — Wrought Steel Stove Rings IE oi 
Conn. f) 8 LATEST AND THE BEST 8 Sa 





No. 4 A—84.50 Each. 
B. A. IRELAND, WE STILL LEAD IN Gnade, ub dean, 
Sales Agent SPUN URNS AND STOVE TRIMMINGS 
Auditoriam Bldg. BUT BE SURE TO SEE OUR The Turner Brass Works, % 
CHICAGO RINGS BEFORE YOU BUY. 26 N. Frenklin St. ap 
CHICAGO 











arpa seats” 














—~ 





Manufacturing: and Designing of Architectural and Ornamental Patterns of Every Description. 


STOVE PATTERNS A SPECIALTY. 


Uniform Thickness is Guaranteed. Prices and Designs Submitted on Application. 


THE BALKWILL PATTERN WORKS, 970 HAMILTON ST., CLEVELAND, OHIO. 
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bo 
ay 





to the roof by clinching through the seam. 





made of the best malleable iron. 





No. 5. 


Berger Bros. Co. 


Warerooms. ! 


BERGER’S SNOW SHOE IRONS 


No. 1 is made for standing seam roofs and is clamped fast 


No. 2 is for slate roofs and is riveted to a §,” x1” 
wrought iron plate, 14 inches long, to go 9 inches under the slate. 

These irons are designed to dispense with snow rails or 
gutters formed on the roof to prevent snow or ice from sliding 
A rail can be used on them if desired but it is not necessary. 

These are very ornamental, efficient and durable, being 


Have you Our Catalogue? Free to All. 


Office and Store 237 Arch Street. 
00.102.104 Bread St. 
Factory, 3114-16-18-20 North 17th St. 














A 
Remarkable 
Photograph 

Taken by 
a Wonderful 
Light. 


The above photograph (greatly reduced) was taken at 9 p. m. in the store 
of Manchester, Gill & Dodds, of Skidmore, Mo. The store is 60x60 ft. and 


“DORAN LIGHTS” 


That three of them can light a store of this size and then give light to 
spare to permit of,a photograph being taken, is a testimonial in itself. 


Send for Catalogue and Full Particulars. 


BRASS MFG. CO., 


CHICAGO, ILL. 





ACORN 


Dept. H. 








GENUINE 
PHILADELPHIALAWN Mowers 


mave ONLY sBy 


ee r, The Philadelphia Lawn Mower Co. 
ie es 35 | 

(een | wo aah | 3101 to 3109 Chestnut Street, 

, a Pt 


| 

q 

‘| 
= DY “a 


PHILADELPHIA, PA., U.S.A. 





Send for Illustrated Catalogue. 
Pacific Coast Representatives, BRIDGE & BEACH MFG. CO., San Francisco, Cal. 





The Greatest Stove and Range 
Wagon Ever Built 







IN \ 
7 eS rr / 
ANN. 


Ae 





Low down. Short Turn. Thousands in use. Ask for Catalogue and Prices. 


GHIiPMAN, BRADT 4&4 CO., DE KALB, ILL... 


“Oh My! Oh Me!” 


**Send a plumber up quick. 
The water and gas are frozen up.” 


Usually many such 
calls are received 
m after each cold night. 
Are you ready to 
care for them quick 
ly? Remember that 
time counts and your 
competitor may be 
better fitted then 
you. Jtwill pay you 
to have several 
TORCHES on hand 
ready for such calls. 
A No. 32 Torch will 
be sure to please. It 
is quart size and has 
@ strong generator, 
which in cold weath- 
er is anecessity. The 
flame can be turned 
on the frozen pipe, 
or soldering coppers 
may be heated. Jol- 
bers sell at factory 
price or we will send 
by paid express upon 
Your money back if youare nut 





receipt of 3.50. 
pieased Our Catalog is free. 


CLAYTON & LAMBERT MFG CO. 
DETROIT, MICH., U.S. A. 





A WONDERFUL INSTRUCTOR. 


Il want every hardware 
dealer to handle The 
Key to The _ Steel 
Square. It is of metal, 
4xé4inches. It tells what 
figures to use on the 
Steel Square for all of 
if the cuts and bevels for 
common rafters, jacks, 
hips and valleys for 
# octagon 
roofs. 

lengths from | to 24 inch 
rise per foot run. It 
tells what figures to use 
to frame to any degree 
Complete with instruc- 
tions and morocco case. Every carpenter wants it and 
most all will buy it Retail price. 81.50. Write for 
Albert W. Woods, Arch’t, Lincoin, Neb. 





and square 
It gives their 





| 
| 





trade price. 








To California 


Three trains Chicago to San Francisco aad 
Los Angeles every day via 





The Overland Limited, the luxurious eleo- 
tric-lighted train, leaves Chicago daily at 
8p.m. Less than three days en route. Two 
other daily trains leave Chicago at 10 a. m. 
and 11.30p.m. All the luxuries of modern 
travel. Write for illustrated booklet and 
full particulars. 


Chicago & North-Western Ry., 


W. B. KNISKERN, 
PASSG’R TRAFFIC MANAGER. 


CHICAGO. 























128 


JUST ONE 


IS IT QUALITY? IS IT PRICE? 
We have BOTH in 


The Frost King Separator 


Water and milk not mixed. They are bound to 
please your trade that demand this style of Sepa- 
rator as they sell for from 10 to 25% lessthan asked 
Write to-day for Catalogue and prices. 


Sc ee aaa 


¥ 





by others. 


Lawrence Mfg. Co., Toledo, O. 


THE ARRAS CREAM SEPARATOR 


Separates cream from milk thoroughly without dilu- 

tion and no machinery. The most convenient device 

for handling milk, winter and summer, on the market. 
A sure seller, sold only to one dealer in each town. 
Write for prices and descriptive catalogue to 














THE 


Jersey Cream eongel 


Separates Cream from Milk 
in One Hour by the Dilution 
Process. 


FOR SALE TO THE TRADE BY 


GALESBURG CORNICE WORKS 


GALESBURG, ILLINOIS 
PAINT & 


Peal VARNISH REMOVER 


PT hoses. An Awful Scrape 
< to remove paint, varnish, shellac, 
cr ae wax, ete., in the old way with 
g ! sandpaper, scrapers, etc. 
| ADELITE PAINT & VARNISH REMOVER 
does it instantly without any in- 
jury to finest woods, veneers or 
—_ any finish applied thereafter and 
——— its extreme merit creates a de- 
mand at once wherever intro- 


= duced. Saves Labor, Time, Money and 
— 4 : Strength. QUICK SELLER—GOOD P«OFITS 


Wausstinak 




















D:! 

















Manufactured 
Solely by 




















We are NOW the manufacturers and jobbers of the 
EVERLASTING CHIMNEY CAP. 


Made of cast iron and fits any chimney. Sets on top and is held in place 
by cement. 


the chimney. No chimney is complete without it. 


and retail bardware trade. 
LYONS SPECIALTY Co. LYONS, IOWA 





Design Pat. Feb. 1, 1902 


SPECIALTY COMPANY, Lyons, Iowa. 


MINUTE 
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mane BY THE > 


GRAND uno RAPIS REFRIGERATOR (0. 
GRAND RAPIDS. MICH. U.S.A. 
Famous 


ete 







CATALOGUE 6 SAMPLE FREE 











CREAM 

The BOSS serxkayor 

The most complete device for 
handling milk winter and sum- 
mer. No mixing of milk and 
water. Thousands were sold last 
year, and many more will be sold 
this year. 


Write at once for descriptive 
} circulars and prices. 


Bluffton Cream Separator Co. 
BLUFFTON, OHIO. 











The SUPERIOR 
CREAM 
SEPARATOR. 


The Cnly Separztor That 
Saves Work and All 
the Cream. 


Legs and Strainer 
With Bach One. 


For prices and agency 
write 


Superior Mfg. Co., 





Indianapolis, 
Indiana. 














GENUINE 


HUNTER’S. SIFTERS 


| We are the sole manufacturers and 
there is no other Sifter made that has 
the reputation or is any comparison to 
the GENUINE HUNTER’S. 








‘The only sifter with a loose cap on the 
handle, so as to clean out the flour 
that accumulates in it while the Sifter 
is ip use, 


THE BEST IN THE WORLD 


Combined Mixer, Scoop, Measure, 
Dredger, Rice Washer, Pumpkin, To- 
mato, Wine, Starch and Fruit Strainer. 


‘The Fred J. Meyers Mig. (0, 


HAMILTON, O10 








Collar at topof cap for round pipe when necessary to extend | 


| 
We can now make prompt shipments and solicit orders from the jobbing | 





» plas ld lS dba 
vvw vVvvvvwYS 





OOOOOOOOOOOOOS 
® 


J. W. Chander, 
Lily Cake, Til., writes: 


“Please take my add out 
of your paper for a tinner. 
I have received answers 
from Brooklyn to Califor- 
nia. I think I ought 
to be able to pick out one.” 
2S $6966 09.00F-4-60H9900OO 


Jd fd ladle ld Add >> A> A 
og Ww vwvN 


OOdOObbbo bo loblotboiotestt 


a A 























—_ exe a THERE ARE NO = 
e See WEAK LINKS <i =< 
Utica Drop Forge & Tool Co. Smith & Hemenway Co., 
Send for our . - 
LS ern Kress nm Spm yr ars 
We also make all hollow back pattern shovels, 


Mnfrs. of Nippers and Plyers, NG cob quality and 
VICTORY IN THE SHOVEL WORLD. 


THE RAR AN ARTISAN AND HARDWARE RECORD. 
But a strong unity of high quality and low price. 
296 BROADWAY, "RAD p iD NEW YORK CITY, NEW YORK. 
Our Patented Plain Back Shovels hold the field. 
Write to us. 









Strong where 
others are weak—— 


in the socket. CLEVELAND, 


THE AVERY STA MPING CO., ~ onio. 


Kin Hee Quick Coffee Pot. 4 amines Only () ne Night 
[ WILL MAKE YOU MONEY | eae —— 
It is different from any other coffee- pot. J : andl i 
The Pulverized Coffee is Totally Submergea] | _* sg ‘ 10 f | () R 1) A. 


















in the Boiling Hot Water -———— 











It’s quick, Pertect. Coffee made in one minute. RRS Fe Sh In addition toits regular 9a. m. and 8:30 

It’s economical. Reliable. Durable and clean, ‘ " ~ 4 : : f ll : 

It’s superior to all metal or bag straining system8, Ses ‘ p.m. train service for all points south, 

eee ay muslin used asa strain- ) ieee Roa the ‘“‘Big Four Route” is running a 
ing cloth, to separate the liquor from the (oy - 16 Pullman drawing room sleeper on its 1:00 


grounds, 


p.m. train, daily except Sunday, Chicago 
to St. Augustine, Florida, via: Indian- 


Write for particulars to James Heekin & ead F 
Manufacturers and Patentees, Fo 





Corner Water and Walnut Streets, - i ~ apolis, Cincinnati, Atlanta, Macon and 
Cincinnati, Ohio. , Poa Jacksonville, only 32 hours en route 
Sole Owame and Mensfecterere for the oe = hg 4 a _. is oe a the ‘ ae 
ominion of Canada, \, Sa ‘lorida Special,” and is strictly up to 

Sao Gas, Bisse Gs, ESS, San, Coat, =e : the 20th century mark. Call onagents 





The Best Coffee is KIN HEE, a for rates and tickets, via: “Big Four-Q & 
jacked only in one pound Ef he & Reste,” or address, 

hermetically sealed cans = - < - COFFEE PO FOU) J. ©. TUCKER, 

— MR ON 4 Gen’!l Northern Agent, 

234 Ciark St., Chicago. 




















Double Shot Guns 


« ” g; 4 « } YO - 

pe cemaes TACKS 
“Revolvers 

wes or Lame waa, my sone Onenacscow FacKovn, 


‘.. Yopkins a (Uber Qrms Wo 8 


Norurch Conn. 


TOWER M FG. of OF 





NATE E> 


MANUFACTURERS 








PAINT 


of an established reputa- 
tion is far the easiest and 
most satisfactory for a 
dealer to sell. Our paints 
are right in quality and 
price. Why not write for 
catalogue and terms? 


THE FOREST CITY PAINT 
@ VARNISH CO., 
CLEVELAND, O, 

















GEIER & PEPPLER, 
Chicago, Ill., Write —‘‘As 
the first insertion of our ad- 











vertisment for a _ second 
hand Double Seamer did 
the business, it will not be 
necessary for the same to 










appear again.” 
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Do You Know 











=== 0. K. WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? If not, why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 


obtained, and every one sold will sell another. 
Write us for Circulars and prices. 


H. F. BRAMMER MFG. CO. pavenpori, 10owa 








WHITE LILY 
WASHER 


HIGH SPEED. LIGHT RUNNING. 


Sold direct from manufacturers to dealers. 
Only one dealer in each town. 


SEND US A TRIAL ORDER. 


WHITE LILY WASHER CO. 


TOLEDO, OHIO. DAVENPORT, IOWA. 
SAN FRANCISCO, CAL. 
White Lily Washers Wash Lily White. 














Ask for the Hanger with 
he Green Wheel. 


Secure the Agency *:": 


Wagner Adjustable Never-Jump Barn Door Hanger 


with steel roller bearings. Can't jump the track. Adjusts to any size track. 
Grooved spool so constructed as to permit thf door to swing out slightly, 
thereby breaking the forte of a sudden blow, as weight of door will bring 
itself back Into place again without injury to the door. hanger or track. 
Packed one pair in box; steel wheels are finished in bright and attractive 
green oven baked Japan, making it the most attractive hanger on the market. 


rhe only hanger of its kind; quick seller; big profits <4 


C. S. SMITH MFG. CO., Works, Milwaukee, Wis. 
Address Sales Agents, S=3B tk 


WAGNER @ MARSHALL, 40 Dearborn St., Chica o, II. 









Locations for Industries. 


Manufacturing is rapidly developing 
say | the lines of the Chicago, Milwau- 
kee & St. Paul Railway. Industries on 
a large scale now extend to the Missis- 
sippi River with indications of reaching 
the Missouri. Machinery and all the 
higher classes of manufactured goods are 
now being exported from this business 
territory to all parts of the world. 

The Chicago, Milwaukee & St. Paul 
Railway Company's 6,600 miles of rai'- 
way, exclusive of second track, connect- 
ing track or sidings, traverses eight 
states, namely: 


| oenoTa MINNESOTA apereren 


| ork lOWA WISCONSIN 


ger Trains, Fast MISSOURI ILLINGIS 
Throughout. 
which comprise a territory full of nat- 
ural resources and advantages, This 
railway is geographically well located 
in relation to the great markets and dis- 
tributing centers. Beyond its lines is a 
vast an — developing territory ex- 
tending to the Pacific Coast. 

The Company gives unremitting at- 
tention to tre development of local traffie 
along its lines and, with this in view, 
seeks to increase the number of manu- 
facturing plants on its system, either 
through their creation by local enterprise 
or the influx of manufacturers from the 
east. It has all its territory districted in 
relation to resources, adaptability and 
advantages for manufacturing. Specifie 
information furnished manufacturers in 
regard to suitable locations. Address, 

LUIS JACKSON, 


industrial Commissioner C., M. & St. P. R’y. 
660 Old Colony Bidg., Chicago, Ill, 


0,000 
FLIES 


in a single day is the record 
of the 


NEW IDEA FLY TRAP 


This trap is 11 inches in di- 
ameter and 22 inches high, 
and is placed outside the 
building, catching the flies 
before they have an oppor- 
tunity to get indoors. It is 
the only invention that will 
satisfactorily free homes, 
offices, stores and shops of 
the fly nuisance. 


NEW IDEA FLY TRAP CO, | 


CISSNA PARK, ILL. 





























PERFORATED METAL 


i ROBT-AITCHISON PERFORATED lal CO 


1303-305 DEARBORN STREET HICA L 
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[THE TAYLOR & BOGGIS FOUNDRY CO: 


CLEVELAND, OHIO. 
MANUFACTURERS OF 


LIGHT GRAY IRON GASTINGS 


res” Hardware, Dampers and Damper Clips, 
il and Gas Stoves, Furnace Lamps, Molasses 
Gates, Letter Boxes, Hardware Specialties. 


A 








e 























A full 
assort- 
ment of 
these 
goods 
for sale 
by all the 











(burned 


the enamel) 
We claim Purity and Safe 
and Substantiate this claim 





in 





























with Chemists’ Certificates. 
(Reduced fac-simile of label). 
om a NAME OF UTENSIL. 
or this + A 
by 0.8. Cire —— —_—_ 
Printed /\°- ty 
G re 
BLUE 4 x 
PAPER & STEEM 
and Patented Feb. 12, 1898. 
pasted |"cosr | SELL 
on every Analysis No. T2 Dee. 1896. 
Kitchen We bs cainaountde A 1 of +1 le 
of “Agate Nickel Steel Ware” recelved from 
Utensil Lalance & Grosjean Mfg. Co., Nov. 30, 1896. 
Peng outing & homogeneous, of extrs 
made in It is cuiedy fas from areenic, lead and anti 
Genuine mon y—wietals 60 ae wet bn enameled 
AGATE —— wef iaBbeng, 
NICKEL- > “ de P. Ricketts, E.M., Ph.D. 
STEEL Analysis No, 14.1 oo. _ Bi Youn inp 3 897. 
WwW LALANCE & G acceso: | — sia 
ARE as | ioreee gates connie gee ees om 
agar |e eee 
antee 0 > dase, Satine, bead od cee ee 
tg tS 
Absolute | hccmmest i: for ail culinary and drinking pur- 
oh 02, ae 
tet ac . 
and toed Double Coatedand Absolutely Purd 
SAFETY +" Copyrighted. 
Read carefully the Chemists’ Certificates. 
Bend for pamphlet : 
aunt Lélance & Grosjean Mfg. Co. 
NEW YORK BOSTON CHICAGO 
















leading 
Hardware 
and 
House- 
furnishing 


Stores. 











Up-to-date 
Sample Room 


Architects, Contrac- 
tors and Hardware 
Purchasers are in- 
vited to inspect our 
new Hardware 
Sample Room. 


J. F. McGuire & Co. 


S6 East Gth Street, St. Paul, Minn. 








' Address 


iw fre) 4. QWAINE Q 
"PRESSES, DIES, 





eg NS louis Me 





NEW YORK CLIPPER 


Greatest Theatrical Paper 
In America. 


All persons interested in the happenings 
n 


AMUSEMENT WORLD 


Cannot afford to be without it. 
tet rat WEEKLY, $4.00 PER YEAR. 
OLE COPY, 10 CENTS. 
For Sale by pb Newsdealers in all parts 
f the worid. 
SAMPLE COPY FREE. 
NEW YORK CLIPPER, 
| New York City. 
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The F. G, 0, EHLE CO. 


Manufacturers ““EHLE’S”’ Patented 


FOOD CARRIERS 





Simple Compact, Hygienic 
and Serviceable 


for Workingmen’s, Outings, Household and Hospital Us 
inquire of Your Jobber Or 


F. G. 0. EHLE CO., 


Glenwood Ave. and Dupont St. 
BUFFALO, N. Y. 









From 
5 to 7 
Inches. 


THE GLOBE 
FLUE STOP 


Brass Finish and Nicely Decorated, in 
fact the neatest, and best selling flue 
stop for live dealers to handle. 














Packed 1 doz. in a box. 


Write to the factory direct as we employ ne 
traveling salesmen. 


STUBER & KUCK, 


Manufacturers of Tinware and Specialties. 


Peoria, Ill. 




















GALVANIZED WARE 


WRITE DIRECT TO 
BRISCOE AFG.CO. peTRoIT, MICH. 


[RON 


MOUNTAIN 
ROUTE 


TO THE 


WINTER RESORTS 


oF 
Texas, 
Mexico... | 
California | 
Elegant Service. Tourist 
Tickets on Sale. 


DINING CARS 
MEALS A LA CARTE 

















Therefor every dealer who wishes to please his 
customers should carry a line of the “Buckeye 
Brand” Decorative Home Paints. The 
long list of good points of this paint creates a 
a demand for it everywhere. Our book of Paint 
Points on application. 


| _ ene: PAINT AND VARNISH CO. 
TOLEDO, OHIO. 








J. M. LITCHFIELD 





105 BEEKMAN ST.. NEW YORK. 





DDDOOOOOOOOOOOOOOO9OOOO9H0O0O00O0O0000O0O060090000000O000O6O0O00000000000@ 


$ D. H. ALLISON, 816 FirTeeNTH JT., DENVER, Sry Writes: sf 


OXOxOx<Ox<O<O><O OOO O<OXOXO~OXOXOXS> OXO<OXO<OKOKOO<O>- OX 
POODOOQOOD OOO HDOODOODQOD ODOOOOOOOOOOOOOG 


‘I HAVE RECEIVED SOME GOOD TINNERS ee ae “YOUR PAPER.’ 


~uwyrerwreyveee,Tee.,. 


a 
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want s “TIME-SAVING SHELVING — Make Your Goods Sell Themselves with 
helving tht Doubles Your Popularity, Value of Clerks and Capital. 


G COMBINATIONS TO SUIT ANY STORE, 
PERSON OR PURSE 
Expert Designers of 
Hardware Shelving 
and Correct Arrangement 


/G G& of Stock 












Manutacturere 


arren’s Patent Glass Front Drawer Hard- 
ware Sectional Shelving 


Catalogue Cabinets...Bolt and Screw Cases 
i ts Reproduction — Entire Equipment Made and Other Hardware Fixtures 
4 r 


Company, in Eight-Feet Sections MASONIC TEMPLE--Fifth Floo 
Retail Room, 225 ft. Deep, 55 Ft. Wide 19 ft. Ceiling. Offices and Display keume CHICAGO, U. S. A. 


a 4 ~~ 2 ; ; Pe | 
rs pa ert , “ r 
‘ eae Sa \ 






















EVERY POINT 
IS APOINT OF EXCELLENCE 
EVERY FEATURE 

IS A CUTTING FEATURE 











Farwell, Ozmun, 


Kirk & Cou, "distributors 
ST. PAUL, MINN. 














SPALL Rural Mail Box 


Best and Cheapest. Adopted by 
the U. S. Government. 
Price $1.00. Dis. to the Trade. 


H.E. Hessler Co., 


Round Shape is the Strongest. Syracuse. N. Y. 


The Hessler 























&6 
Yankee” — @agaisieanm) || rr eaten. 
Get after the 
MAGAZ NE FOR DRILLS IN NO. 40 AND 41 

m4 RURAL MAIL BOX 
ri Ss trade— it’s yours—not the peddler’s. 
Get after it with the best box 
No. 40—-AUTOMATIC DRILL, WITH RATCHET MOVEMENT . made—a box which sells at A PROFIT 


RETAILS AT 82.00. 
Write for descriptive circular 














and dealer's price list to 
No. 41—AUTOMATIC DRILL 
C:A.PECK HARDWARE CO. 
‘ Boid 203 Huron St., Berlin, Wis. 
P- Leading No. 42—AUTOMATIC DRILL 
obbers. RUFUS SLOTHOWER, Shulls- 
Seng for burg, Wis., writes: “I cons-der 
Yankee’ your manuals of inestimable value 
Tool Book. to the craft and notinner can afford 


No. 60—RECIPROCATING LRILL FOR W290D OR METALS : - — 
co be without The American Arti- 


North Bros. Mfg. Co., Philadelphia, Pa. | <a.” 
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PODGHOGDOOOOOOOOOOOOOO 
Susans Stier taré  - ENTERPRISE “gg oust > 





with Patented 40 Sizes & Styles for Hand, 


Corrugated Spout F O O d Ce h O p p e rs Steam & — ee 


we TINNED We 





8 Sizes and Styles 


Meat Juice Extractor 











No. 100 chops 2 lbs. of Meat per minute $1.50 
No. 300 chops 3 lbs. of Meat per minute $2.25 
sso. $1 08.80 Four Knives with each Machine 
Fine Medium Coarse Nut Butter Cutter 
Bone, Shell and Corn Mill 








SSSSSSSeseseses 














@ , Order from your Jobber Illustrated Catalogue Free 
No. 750 $8.50 The Enterprise Mfg. Co. of Pa. No. 82 $7.50 doz. 
@ N. Y. Branch, 10 Warren Street , Philade’phia, Pa., U. S. A. San Francisco Branch, 105 Front Street 


OOOOOOOOGOOOGOOOOOOOG 





IT TAKES US TO HUSTLE ORDERS! 


You don’t wait. An hour after we open your letter, the shipping department is boxing up your goods. It is easy for us to 
be speedy---our line is the greatest and most complete in the world---we don’t need to lose time---we couldn’t give you an 
excuse for doing so. Ordering Enameled Steelware and Tinware from us is the least of a wise merchant's troubles. Write 
to nearest office for catalogues and prices. 








NATIONAL ENAMELING & STAMPING 26. 















? 
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HARDWARE BICYCLES 
i} CUTLERY SPORTING COODS 



















re GLASS: AWOREESEN 


HARDWARE (© 





CUNS TINPLATE 
RIFLES AMMUNITION 








The DIME SCREEN DOOR CHECK 


Will have a very large sale this season. It will be 
advertised in all the Leading Magazines, and 
the demand . will reach every hardware dealer. 


GET READY 


PATENTED. 
Fig. No. 1 illus- - The Door re- 


trates the closing Se bounds from the 





door bringing the concussion and the 
plunger on the 
door in contact 
with the top of the 


rubber drops. by 


gravity to position 














rubber bumper as shown in Fig. 
throwing it up to ‘ . . 
position as in Fig. ' mo. 6%, alors 
No. 2. ‘ the door to close. 
Fig. No. 1. Fig. No. 2. Fig. No. 3. 
Weask both Jobber and Retailer to ORDER NOW. 


It may be difficult for us to supply you when the 
season opens. 


CALDWELL MFG. oie 


ROCHESTER, N. Y., U. S. A. 
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Ocean Wave Washer 


Once Sold They Never Come Back 
Exclusive Agency Granted. 











Adjustable 
to High 
or Low 


Handsome 
Well Made 
and Light 


Running... 













Speed. 








Write for Particulars. 


VOSS BROS. MFG. CO., Davenport, lowa 




















PP PPP PDP DPD GS 


A SNAP FOR YOU, MR. HARDWARE MEN, | $< eeerrrnnry 


GET THE AGENCY FOR 


5 P 

5 , 
THE PETERSEN EVERLASTING STEEL 2 
BARN DOOR LATCH AND HOLDER. 2 “Please drop our advertisement for ; 
: P 

; | 

Q : 

Q 4 


This Latch is doub!e-acting, will bold your barn door open tinner, as we have found what we 
orshut. Is the ONLY barn door latch and holder on the have been looking for. We appre- 
market without a spring to it which generally gives out ina 
year ortwo. Wealso make a Steel Latch for Sliding Barn 
doors on rollers. 


LYONS SPECIALTY CO., Sole Mf’r’s, Lyons, la. | Annnnnnnnnnnnnnnnnnnnnnnnn w 


ciate the value of your paper as an 
advertising medium.” 




















Modern Sanitary Plumbing. 


Steam and Hot Water Heating. 


An Encyclopedia of Practical Plumbing. 
By JAMES J. LAWLER. 
490 pages, large octavo, size 6x9 inches. Price, $5.00. 
A reviewer in speaking of this book says : 
: = as “This is a book of an intensely practical character. It contains 
PLUMBING T : , hundreds of drawings and pians and has already taken its place as a 
a leading practical authority in its chosen field.” 
bred ofl “Whether the mechanic is looking for information about hot water 
07 we Ke , ak systems for greenhouses under pressure or is desirous of learning the ca- 
ee od ry pacity of the hydraulic ram ; whether heis anxious to learn how to make 
MEATING vies . the smoke and peppermint test or wants to protect his well from cesspool 
= j soakage ; whether he desires‘a receipt for plumber’s soil or is anxious for 
tips on the location of hot water boilers below the waterback; whether he 
would delve into the mysteries of exhaust steam heating or would gather 
points on the box waste connections; whether his work is tapping radiator 
mains or making repairs in occupied houses; in any of the above ora 
thousand other cases that will arise in the course of a year’s work at plumb- 
ing or steam fitting this book will be found to contain a ready key to the 
technical questions at issue.” 


rorsaieby DANIEL STERN, ) 
G9 Dearborn St., = = Sef 





&* 
OTEAM 
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BOOKS BY MAIL. 





t# The publisher of Tuk AMERICAN ARTISAN will take pleasure in supplying Books, of whatever character, at catalogu® 
prices, prepaid by mail, to any address, on receipt of price. The following are in lines specially represented by this journal. 











SHEET METAL WORKING. 
TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to al: who work in sheet metal. It de- 
ecribes the method of laying out nearly everything which the metal worker w!.! 
be called upon to make. Joints,elbows,and all kinds of kitchen utensils are 
fully described. The work is supplemented by rules for mensuration and hun 
dreds of valuable receipts. By L.J.Blinn. This book contaigs 296 pages, with 
169 illustrations, bound in cloth. Price $2.30. 


THE CORNICE WORK MANUAL. 


Is a 240 page book, illustrated with 184 engravings. It is thoroughly 
indexed and attractively gotten up, with substantial red cloth covers, 
embossed in gold. Chapters treat of The Cutters’ Bench, Drawing Tools 
and Angles, Cutters’ Tools, The Entablature, The Reading of Drawings, 
The Measuring of Cornices, Estimating. Right Angle Mitre Patterns, 
Bracket Patterns for Panel Sections, Right Angle Return Mitre Pat- 
terns, Patterns for a Pediment and Their Development, Patterns, fora 
Segmental Section of a Pediment, Details and Patterns for a Finial, 
Bracings and Fastenings of Cornices to Buildings, Staging and Scaffold- 
ing for Cornice Work, Ornament Stamping Machine, The Management 
of Ropes and Hoisting Tackle, Plan and Details of a Gable and Horizont- 
al Cornice, Detail of Slating and Slaters’ Tools, Details for Horizontal 
and Raking Mitre Patterns, and the development of Details and Patterns 
of the Turrets. Price, $3.50. 


THE TINSMITHS’ PATTERN MANUAL. 


A 250 page book, containing over 200 illustrations. By Joe K. Little 
This book gives several methods for developing some of the most difficult 
and complicated patterns. It also devotes considerable attention to 
patterns of irregular shape and unequal taper. The laying off of pat- 
terns by triangulation is shown at length. This book is eminently prac- 
tical and is recognized as the paramount practical authority in its 
chosen field. Price, $3.50 per copy. 


SHEET METAL WORKERS’ GUIDE. 


A collection of rules and diagrams, for describing the most useful 

atterns ordinarily required, preceded by chapters on Sheet Metal Work, 

Roldering. Feometry as applied to Sheet Metal Working. By W. J. E. 
Price, postpaid, 60 cents. 


100 TINNERS’ PATTERNS. 


The AMERICAN ARTISAN Full Size Patterns, printed on manila 
paper, from which they are readily transferred to heavy sheets and cut 
Out ready for use. Price, sent postpaid, for the full set of 100 patterns,#1.00 


’ 
PATTERN-MAKERS’ HANDYBOOK. 
A valuable work for the beginner. It is thoroughly practical and has a de 
eervedly large sale. By P. N. Hasiuck. 12 mo, 144 pages, with 107 illustratious 
and glussary. price 5c. 


THE WORKSHOP. 
THE WORKSHOP MANUAL. 


A book thatevery sheet metal-worker needs. Contains useful rec- 
pes, of all kinds, patterns for a number of common sheet metal articles, 
miscellaneous tables, of great practical information, a chapter on mold- 
ings, one on metals, one on slate roofing, etc. By J. J. Davies, 33.50. 


MANUAL OF RECEIPTS. 


By Sidney P. Johnston. Contains 241 pages, giving 1 718 recipes for 
soldering, polishing, painting, hardening, writing on, nickeling, whiten- 
ing, ungilding, varnishing, turning, testing cleaning, mending, marbling, 
lacquering, japenning, cementing, coating, decorating, graining, annea!- 
ing SS the various metals. It occupies a field of its own, 

ce, $3.50. 





Crane. 











HOW TO MIX PAINTS. 


Hints for Painters, Decorators and Paperhangers. Price, 25c. 


EVERYBODY’S PAINT BOOK. 


By Gardner. Price, $1.00 


HEATING AND VENTILATION. 
HEATING. 


BALDWIN ON HEATING, or Steam Heating for Buildings. A 
description of steam-neating apparatus for warming and ventilating 
large buildings and private houses. With remarks on steam, water and 
air in their relation to heating, to which are added useful miscellaneous 
tables. By W. J. Baldwin. Revised and enlarged edition, '2mo., 384 
pages, cloth bound. Price, $2.50. 


HOT WATER MANUAL. 


With Information and Suggestions on the Best Methods of Heating 
Public, Private and Horticultural Buildings. Treatise on the High and 
Low Pressure Systems, Bath Apparatus, Hot Water Supply for Public 
Institutions, Duplicate Boilers, Radiators, Laundry Drying Stoves, 
Swimming Baths, Turkish Baths. Causes of and Hints to Prevent Fatl- 
ure. By Walter Jones. Price. $3.50. 


STEAM AND HOT WATER FITTERS’ 
TEXT BOOK. 


Prepared for the Steam and Hot Water Heating Course at the New 
York Trade School, with Supplementary Chapters on House Heating, 
Specifications and Surface Estimating. By Thos. E. McNeil. 140 pages, 
numerous illustrations and diagrams. 5x7in., cloth. Price, $1.00. 











DANIEL STERN, stoi 
* Bookseller, 


' and Hot Water systems. 





THE PRINCIPLES OF VENTILATION AND HEAT- 
ING, AND THEIR PRACTICAL APPLICATION. 


The boo: is free from unneccessary technicalities and is not 
burdened with scientific formule. It is invaluable to Architects, Physi- 
cians, Builders, Plumbers, and those who contemplate building or 
remodeling their houses. Large 8vo, cloth. %6.00. 


HOT-WATER HEATING, STEAM AND GAS FIT- 
TING; ACETYLENE GAS—HOW GEN- 
ERATED AND HOW USED. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. Containing Practical Information of all the Principles 
Involved in the Construction of Steam. Hot-Water, Acetylene Gas Plants 
and how to properly do Gas Fitting. By Jus. J. Lawler. Revised by Geo 
C. Hanchett. rge 12mo, cloth, elegantly illustrated. Price, $2.0). 


HOUSE WARMING MANUAL. 


Containing the $300.00 Essays in THE AMERICAN ARTISAN House 
Warming Competition for cash prizes. Arranged for Publication by Sid 
ney P. Johnston. The latest and most up-to-date practical articles on 
steam heating, hot water heating and warm air heating by the brightest 
minds inthe trade. The volume is a well-bound and artistically printed 
and illustrated volume of nearly 800 pages, with cover embossed in gold, 
and contains some masterly essays on steam heating, hot water heating 
and warm air heating. Nearly every prominent authority in the heating 
field is quoted, and anapplication of principles and improvements sug 
gested covers all technica! details in a simplified and practical way. House 
plans and diagrams accompany the subject matter, which deals specific- 
ally with radiation, combustion, ventilation, price estimates and the best 
and latest methods for placing, connecting and utilizing the apparatus 
adopted. Price, $3.50 


THE STEAM FITTERS’ COMPUTATION AND 
PRICE BOOK. 


Containing tables of Cubical Contents of Rooms of various sizes, table ; 
of Wall Surfaces, Window Surfaces, Radiation required for Rooms, 
with information of genersl interest to Steam and Water Fitters. 244 


pees © VENTILATION OF BUILDINGS. 


148 pages. By W. Ff. Butler. Price, $0.50, 
_ PLUMBING AND DRAINACE. 
PLUMBING. 


A practical Plumbers’ Work,with numerous illustrations in the text. 
By Paul N. Hasluck. 12mo., 160 pages, cloth bound. Price, $1.00. 


‘MODERN PLUMBING ILLUSTRATED. 


This work consists of 50 blue prints suitably fastened together, show- 
ing the correct method of connecting different plumbing fixtures in var- 
ious ways, and in arranging the waste and vent pipes properly for a 
plumbing system. By R. M. Starbuck. Size 644x914. 50 plates. Price, $3.00. 


PLUMBING, DRAINAGE AND WATER SUPPLY. 


And Hot Water Fitting. This work treats of drainage, city wells, exter- 
nal plumbing, internal plumbing and fittings, tapping mains under pres- 
sure, ornamental lead work, heating, hot water work, etc. By John 
Smeaton, C. E. 8vo, 236 pages. 217 illustrations, cloth bound Price, 83.00. 


WATER CLOSETS. 


A Historical, Mechanical and Sanitary Treatise, by Glenn Brown, 
Architect, Associate American Institute of Architects. This book contains 
over 2°50 engravings. The drawings are so clear that the distinctive feat- 
ure of every device are easily seen ata giance, and the descriptions are 
fulland thorough. The paramount importance of this department of the 
construction of houses renders ali comment upon the value of such @ work 
unnecessary. Neatiy bound in cloth, gilt title. Price, $1.00. 


A TEXT BOOK TO PLUMBING. 


A Text Book to the Practice of the Art or Craft of the Plumber, with 
Supplementary Chapters upon House Drainage, embodying the Latest 
Improvements. By W. P. Buchan, Sanitary Engineer and Practical 
Plumber. Second edition, revised and much enlarged. 370pages. 2880 
illustrations. Price, $1.50. 

DRAINAGE. 


Drainage, Sanitary, of Houses and Towns. By G. E. Waring. &2.00. 








LAWLER’S AMERICAN SANITARY PLUMBING. 


For Plumbers, Steam Fitters, Architects, Builders, Apprentices and 
Householders. By Jas. J. Lawler. Containing practical Information on 
all the principles involved in the Mechanics and Sciences of Plumbing. 
Everything explained in the most simple language, so that it will be im- 

ssible to misunderstand anything. The best illustrated work of the 

ind ever published, showing many new appliances and devices not il- 
lustrated in any other work. Containing 320 pages, large 12mo, cloth 
Price, $2.00. aaa 


MODERN PLUMBING, STEAM AND HOT 
WATER HEATING. 


Containing the most modern methods of Plumbing as constructed 
atthe present date. Over 300 illustrations and diagrams, showing the 
various systems of construction in the heating and ventilating by Steam 
Six folding inserts, showi waste pipe sys- 
tem in plumbing, one-pipe system of both Steam and Hot Water Heat- 
ing. Overhead system. Fan system of heating and ventilation, and 
Steam and Hot Water circuits. By Jas. J. Lawler. 400 pages, large 


ectave. Cloth Price, 95.00. 


69 rarer" 
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HURWOOD SCREW DRIVERS. 





PRICE LIST. 


2% 8 456%7 8 9 10 12 
$8 3.504255 678 9 1 12 


BELT AWLS. 





The handle can 
neither be split, 
broken or twisted. 
The steel durable 
and warranted. 
A really good tool 
for a fair price. 


No sham and no 
cheap goods. Only 
the BEST. 

Will not cut the 
thread in Cotton. 
Rubber or Gandy 
belt. 

















BABY HURWOOD. 








Entire length, 4 inches. 
Blade 144 inches. 
Extra Quality crucible steel of 
7-32 inch diameter. 
A handy little tool for the best 
pocket and will work a good 
sized screw at that. Made only 
in one size. $3.50 per dozen. 


SCRATCH AWLS. 











ICE PICKS. 


POCKET LOCK SCREW 
DRIVER. 





and polished. 4 dozen in box. 


HURWOOD TINNERS’ AWL 


Entire length, 74g in. Blade, 33% 
inches. Price, $4.00 per doz. 














eed 
B 








Cut Exact Size. 
() Made from best steel.finely tempered 


MACHINE 
SCREW DRIVER. 





No. 9. 


Three Sizes: No. 5, 9, 12. 


Send for Catalogue *‘A’’ 








THE ACME MANUFACTURING CO., Plantsville, Conn, 
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Champion Stove Clay 


The only Stove Lining made of crucible materials, 

Packed in 2% Ib., 6 Ib. and 10 Ib. pasteboard boxes 
and also in bulk Sie 

Order it from your jobber. 

The best and most refractory lining made. 


Bridgeport Crucible Co. 


BRIDGEPORT, CONN. 


m Peerless Flue Stopper 


Steel wire springs instead of sheet iron 
stays. 

’ Stays where you put it, and is absolutely 
soot and smoke proof. 

Made either plain or decorated. 

Send for miniature sample and prices. 


Welling Manufacturing Co., 
COLUMBUS, 0. : 


OUR SYSTEM 


enables us to handle mail orders with a facility that has 
given us a deserved reputation in this line. We are 
wholesalers of shelf hardware, house and bank trim- 














mings, ‘‘Cutler’s Easy” tools and cutlery. 


CUTLER HARDWARE CO. 


WATERLOO, IOWA. 












SPERRY’S SUGAR KETTLES. 


Light, smooth, full measure and guar- 
anteed perfect. Made from original pat- 
terns. Metal, the right kind in the right 
place. Ask your Jobber for them or write 
us. 


D. R. SPERRY & CO., 


HOLLOW-WARE FOUNDERS, 
BATAVIA, ILL. 




















American Family Scale, 


BEST IN THE WORLD. 





itis made ofSTEEL, TIN 
or BRASS Scoop Top. 


A most beautiful and attractive scale for all 
purposes. Beautifully enameled, ornamented 
and striped. Weighs 20 junds by ounces. 
Occupies but little space. Is light and- easily 
moved. It can be ulated by ae the 
brass screw on ee t is alwaye and 
easily understood. It is a convenient scale to 
use, and has no weights that may be lost. You 
can look this one in the face to prove its accu- 
racy without looking for weights. Every scale 
examined before leaving the factory and war- 
ranted correct. 


MANUFACTURED BY 


AMERICAN CUTLERY CO. 


CHICAGO, ILLINOIS. 














Said the Old Man: 


“I can’t praise the Cortright Metal 
Roofing too highly. I haven't used 
any slate, wood or plain tin on the 
roofs of my houses for ten years, and 
that’s whyI don’t have roof repairs to 


pay for.” 
Booklet Free 
CORTRIGHT METAL ROOFING CO. 
Philadelphia and Chicago. 








ELEVATORS 


KIMBALL BROS. CO. 


Co . 323 Prospect St., Cleveland, Ohio; 
108 11th St., Omaha, Neb., 120 Cedar 8t., 
New York City. 





Improved, Quick and Easy Rising 
Steam and Hand Power. 


1061 9th St.. Council Bluffs, la. 


BRANCH OrFices: Kimball Elevator 

















HOMESEEKERS EXCURSIONS 


On FIRST and 
THIRD TUESDAYS VIR i 
in each Month to 


Via NORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and for 


LAND PAMPHLETS and descriptive matter, address 
ALLEN HULL, D. P. Agt., Columbus, Ohie 












-Magie Pattern Rule 








-Lutkin 
Rule 


Can also be used as Straight-edge Rule, Circumference Rule and Trammell. 


Will lay out patterns for any size and angle of elbows in three minutes’ time. € 0 
4. 


Should be in every Tinshop. Will save its cost in a few weeks. Thousands 
are in use and every one giving excellent satisfaction. Price, complete in a 


nice wooden box with Chart. $4.00 net cash. (Mention Tux Amentoan 


wmax) =Saginaw, Mich. 


































A Pa om Si ate en ert 
A i ee 


= 


ee Se 
— 


SSS. 


———_=—==—" ee 


[SS 








ee 



















140 THE AMERICAN ARTISAN AND HARDWARE RECORD. 





oe 


See hee : Att < 
°° « . om ok > F 7s wis o ez 
: ~ , ts - 


“ 








Pittsburgh, 


received from us in the past. 





NOTICE. 


Pittsburgh, Pa., Janu 

We beg to inform you that the business of McCLUKE & CO., 

dealers in tin plate and metals, Nos. 211-213-215 Second Avenue, 

115 North 7th Street, Philadelphia, Pa, bas been 

acquired by THE McCLURE COMPANY, who will after this date 
continue the business at the above addresses. 

We bespeak for them a continuance of your valued favors, assur- 

ing you the same courteous treatment and service that you have 


Thanking you for past favors, we remain, 


Sist, 1903. 





Very truly yours. 
Ty rey eCLURE & CO. 








THE “CENTENNIAL”’ 


Py ed Cut-Off 





ly 
: 
: 


r 


a 


Hit 


; 





EXCELSIOR 


Ask for price F. O. B. Your station. 


THEO. P. HUFFMAN & CO. 


648 & 650 W. 34th Street, NEW YORK CITY. 





“PULLMAN” 


Sash 
Balances 


Are you selling 
them? 
* to ase Everywhere. 
Look for the fetal 
Tapes in All New 
Buildings. f 
Folder No. 2 





sent free. 


PULLMAN MFG. CO. 
Rochester, N. Y., U. S. A. 


BRADLEY 
SHELF 
BRACKETS. 


Strong, Light and All Right. 
ATLAS MPG. CO., New Haven, Ct. 










We Make a Specialty of 


FURNACE MEN'S SUPPLIES 


Heater Pipe Plates. 
Pee 20-26 20-28 20-2914 20-32% 
| 20-28 20-2914 20-3214 20-39 
isc ict 20-28 21-3214 20-39 ...... 


Asbestos Cement, Paper and Anchor 
Paste, Excelsior and Perfection Hot 
Air Pipe, Jack Chains, Pulleys, U. S. 
Dampers and Clips, Hot Air Regis- 
ters, Ventilators and Face Plates. 


THEJ.M.&LA. OSBORN COMPANY 


ATKINS 


the 


If you want achea 
tool, our 
will suit you.. 


Cleveland and Columbus, Ohio. 


GENVINE EXCELSIOR SAW TOOL 


Comprising Combined Side File, Jointer and Raker Tooth Gauge, Setting Block and Tooth Set Gauge, 


Mekes 
Only 


Beware of base and 
cheap imitations 
claiming to be ‘‘just as 
good’’ as the Atkins. 


‘* Leader’”’ 


E. C. ATKINS @ CO., 


Branches: New York City. Memphis, Tenn. Atlanta, Ga. Minneapolis, Minn. Portland, Ore. 





r 











STEVENS 


FIREARMS 


Standard Line for the. Retailer 


NO OTHER LINE IS AS EXTENSIVELY 
ADVERTISED OR AS PROFITABLE TO SELL 







We Manufacture 


Rifles --- Pistols --- Shotguns 


RIFLE TELESCOPES 
RIFLED BULLET SHELLS 
‘““STEVENS-POPE” BARRELS 
RIFLE CLEANING RODS 
SHOTGUN CLEANERS 


NO DEALER HANDLING SPORTING GOODS CAN AFFORD 
TO BE WITHOUT OUR COMPLETE LINE. 













Your Jobber has them. Send for Catalog. 









J. STEVENS ARIS & TOOL CO, 


No. 245 BROADWAY, 
CHICOPEE FALLS, MASS. 













LEADING SAW AND TOOL MANUFACTURERS. 
Factories: 


The “Globe” Ventilator 
and with Glass Cope tor Saullo 
purposes. 


Perfectly Ventilating 


and Audience Rooms of Every 


Smoky Chimneys Cured. 
** Globe ’’ Ventilated Ridges. Send 
for Panrpbict. 


Manufactured by 
Globe Ventilator Co.,Troy, N.Y. 




























Nearly One Million 
sets of Excelsior Tools 
have already been sold. 
Most popular tools for 
keeping cross-cut 
saws in order on the 
market. 










INDIANAPOLIS, IND. 





















